





As8ociated Locksmiths 
of @alifornia 


present to 


Bagle ladustrics 
Ine 


” 


his certificate of 
merit for outstanding 
“achievement 
*, developing a truly 
universal door closer 
} =n interige S- ‘ 





EAGLE LOPK mpi 


For the excellence of their 
advertising displays and 

point of sales-helpsifor the 
locksmiths that have bided 
in dignifying shop appearance 





Entering our 117th year in the manufacture 

of hardware products, Eagle acknowledges with 
thanks this highest recognition from the 
Associated Locksmiths of California... 


FOR OUTSTANDING PRODUCTS 


4 


Tol Molthia7V Pil icmd tel Vohilel. 


The EAGLE LOCK Company 


Eagle Industries, Inc. National Sales Representative 


110 North Franklin Street + Chicago 6, Illinois 
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Red Devil Took. 


COMPLETE FLOOR CONDITIONING SERVICE 






A, 
FLOOR EDGER NO. FEI 


RED DEVIL offers the original ‘‘clear 
vision” vertical edger — sanding area 
always in full view — bag and motor 
never in the way. Headlight for dark 
corners. 


FREE DISC CUTTING TOOL in- 
cluded — quick and accurate. 


oe 


FLOOR POLISHERS NO. FP1—FP2 


These RED DEVIL Electric FLOOR POLISHERS 
with 11” and 13” brush spread, use scrubbing, 
polishing, waxing and steel wire brushes, that snap 
on with a twist of the wrist, are rugged yet fast, 
effortless and quiet—none more popular. 


The above 9” Decal is 
just one of the many 
dealer helps avail- 
able to promote real 
profits from RED 
DEVIL complete Floor 
Conditioning Service. 
















FLOOR SANDER 


The RED DEVIL 
No. 444, the all pur- 
pose sander — has 
unequalled rugged- 
ness and is as easy to 
use as a light house- 
hold model — its 
fool-proof simplic- 
ity offers excellent 
“rental” demand. 
















NO EXTRA 
CHARGE 


An all aluminum, 
9 inch RED DEVIL 
No. WS7 WOOD 
SCRAPER included 
with No. 444. 

















MACHINES 


EDGING + POLISHING 
WAXING - SANDING 
RECONDITIONING 
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i RED DEVIL WOOD SCRAPERS 


CATALOG A complete line of replaceable carboloy 

bd scrapers; and double edge steel blade 

scrapers in every size and price range; 

ORDER THRU also Handy Pack Sandpaper and Sand- 
YOUR JOBBER paper Holder. 
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Eye- Attraction 
is 
Buy-Attraction 


Use these free Display Boards to get YALE locks out in 


front of your customer’s eyes...and create more scles. 











CABINET LOCK Display Board. Eight 
popular cabinet locks. 





SILVER SIX Display Board. Six 


,. @ popular padlocks, at different price 
’ Sillevels. 


NIGHT OWL Display Board. Six. 
auxiliary locks, including “One Arm” 
Springlatch. 


~YALE~ 


the name Gale hedfrs make the sate 


THE YALE & TOWNE MANUFACTURING COMPANY 


HARDWARE AGE, JANUARY 13, 1949 


STAMFORD, CONNECTICUT 


U. S. A. 


3 
Hardware Age, published every other Thursday by Chilton Co. (Inc.), Chestnut and 56th Sts., Philadel vate 
phia 39, Pa. Entered as a clase tt Mar: 
Post Office at Philadelphia under the Act of March 5, 1879 ( Printed in U. S. A.) $1.00 per year. Single copies, 25¢ each. Vol. 168, : a 


24, 1933, at the 




































Removes old wax film 


Removes imbedded dirt 





Restores original beauty and color 





FOR FLOORS, FURNITURE, 
LINOLEUM, PAINTED WALLS 


SOS tie reaes 


another ERABREE product 






































Pint .... 49 retail 
Quart... &9¢ retail 
Gallon. . $2.95 retail 


EMBREE MFG. COMPANY 


NOW... a great new 


repolishing or application of Wipe-On. 


companion item for Wipe-On 
plastic-base coating 


olf 


* Restores original beauty & brightness 





*% Removes old wax film 
* Sweeps away imbedded dirt 


* Prepares surtace for rewaxing, 
repolishing and WIPE-ON 


For floors, furniture, linoleum, 
woodwork... painted walls, too! 


‘Give us a surface preparative finer than any you've ever 
known” we told one of the country’s leading research 
laboratories. ‘‘It must sweep away old wax film and im- 
bedded dirt easily and quickly . . . restore original color and 
beauty . . . leave surfaces in perfect condition for rewaxing, 


The result is ZOFF .. . a unique cream-emulsion containing 
7 active ingredients ... all carefully blended to perform 
the special tasks for which ZOFF was created. 


Soon you'll see ZOFF in hard-hitting Embree demonstrations all over the country. Big- 
space newspaper advertising, too, in cooperation with leading stores in major sales 
areas. And local point-of-sale promotion—ad mats—displays—are ready NOW! 


Order ZOFF today—get it while the field is still wide open. It means valuable new 
business for you... plus a profitable “tie-in” purchase with every Wipe-On sale! 





Memo 


SEE ZOFF AND WIPE-ON 
BOOTH 452 
NATIONAL HOUSEWARES EXHIBIT 
NAVY PIER, CHICAGO 
JANUARY 13-20 











. ELIZABETH 4, N. J. 
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unit—a padlock built 


into a hasp... 








soc {p \ " 2 
We Medern | yowRecessed 
pei and reinforced 
trenath. | 5¢!2W seatings. 

WWwPowerful | “0 Mere 
“pinless hinge" | compact for smooth- 
feature for | er appearance and 


extra security. 
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Turn HASP LOCK 

around .. . the 

jock swings down. 

All screws cov- 

ered when hasp 
is closed. 







Yes, you'll be hearing these words again 
and again now, “It's a HASP LOCK for me.” 
Why? Because this handy, versatile locking 
unit is bound to attract the thrifty eye of 
lock buyers everywhere! 


What is this new Master HASP LOCK? It’s a 7 
i strong, modern safety hosp, sliding bolt and 
I © laminated padlock, all in one. 
{ 


















What's more, the padlock is permanently 
attached ... . it cannot be lost or stolen! En- 
tire unit fashioned of hard wrought steel — 
cadmium plated for still greater durability. 

Order yours from your jobber NOW! 


SMART NEW 3-COLOR PACKAGES... 

Every HASP LOCK attractively boxed, complete with 7 
screws, ready to install. Each half-dozen packec in a 
sales-compelling counter display. 
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Make sales faster with 


==. Master Padlocks 


VALUE 
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MAIL THIS COUPON NOW! 


Name— 


aaaress— 


“Masonite” and “Presdu 





New Craft-Pak is made to order 
for you! A brand-new idea. Conven- 
ient-size panels of strong, grainless, 
moisture-resistant Masonite Tem- 
pered Presdwood in packages. These 
neat, attractive cartons have un- 
usual display value, will build traffic 
and get repeat sales. 

They'll go like hot cakes to home 
workshop enthusiasts, handy men, 
farmers, plant maintenance men, 
manual-training students—to mil- 
lions who know about Presdwood 
and who have been looking for some- 
thing like this for years. 

Inside each Craft-Pak are five or 
six Tempered Presdwood panels, 


TEMPERED PRESDWoop IN 
HANDY PACKAGES! 










plus a folder chock-full of ideas for 
building things from Tempered 
Presdwood and including a blank 
for ordering construction plans pre- 
pared especially for Craft-Pak by 
famous Popular Mechanics Magazine. 

A potentially great sales leader, 
Craft-Pak also will encourage sales of 
related items: hand and power tools, 
nails, screws and other hardware, 
paint, ete. It’s a natural for fast turn- 
over with high profits all year round. 





Four package sizes availab! 


Small .. . 6 panels, a''x 11.34" x 23 34"... approx. 12 sq.ft, 
Medium . 6 panels, 14" x 15 34"'x 23.34"... approx. 16 sq. ft. 
Large .. . S panels, +4" x 23 34° 43534"... approx. 30 sq. ft 
Long... . 6 panels, 16" x 1134" %353,"... approx. 18 sq.ft 





>, MASONITE PRESDWOOD +H fur wood. 


vod’”’ are registered trade-marks. “‘Masonite’’ signifies that Masonite Corporation is the source of the product. 
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BIG PAINT BRUSH PROFITS 


MINIMUM SELLING SPACE 
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Now you can set up a real, PAINT AND VARNISH BRUSHES 
result-getting paint brush depart- (DOUBLE THICK) 
ment in only two feet of counter space! db Bristle Suggested 
is for Star Dispensers show standard, compet- — — ee oe 
ered itivel . . . 4 doz. | 13% » ee 
lank itively priced varnish and wall brushes in your 2 doz. 1%" 11346" 30 
A at choice of assortments ... and they do a whale of 1% doz. 2” 2%" 50 
wh d a selling job in just a little space! Place your Y2 doz. 2/2" 2%" 69 
1 af “?. 
— order with your wholesaler. Star Brush Manufac- va dot, 3 2% 1.09 
oso turing Company, Inc., Boston 18, Massachusetts. Burgundy and Clear Handle Colors — All Pure 


ools, 
rare, 
urn- Concentrated Stopping Power SALES RETURN $38.34 


yund. $ 
Colorful Star Dispensers pack a lot of attention- YOUR COST 25.56 


Chinese Bristles. 


12.59. ft, getting salesmanship into 23”x 9” of counter space. PROFIT $12.78 
16 sq. ft. : : : 
30 sq. ft And their all-metal, nickel-plated, permanent con- 


18 sq. ft ° “ ” * 
- struction features the “loop” design that reduces 
f pilferage. Write for details on dispensers # 


for other popular assortments of 


U 


yroduct. ’ 
wall and varnish brushes. 


1949 No Shed...No Streak...No Spatter 


ASSORTMENT NO.1 seni 
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“ 
The Biggest Advertising And 


Promotional Campaign in 


L-O-F als 
Vitrolite* 
other flat 
pane*—tl 


HN LUCAS & CO., INC., Administration Offices: Phila., Pa.... Offices, Factories, Warehouses in Principal Cities 
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Slightly exaggerated, we'll admit... but we'll 
bet there have been times when you wished 
you had a crosscut saw to cut a piece of glass. 
Well, your cutting worries are over if you 
handle Libbey-Owens-Ford Quality Window 
Glass. With L-O-F, the emphasis is on easier 
cutting and a cleaner, smoother break. 

There’s a reason for this, too. L-O-F’s 
process of fiat drawing window glass includes 
a very important must... longer annealing. 
That assures you of glass with less internal 
strain. Result... easier cutting ... less waste 
—more profit for you. 


L-O-F also makes polished plates glass, safety glass, colorful 
Vitrolite* glass facing, T F ex* tempered plate glass and 
other flat glasses. Only Libbey-Owens-Ford makes Thermo- 
pane*—the first mass-preduced insulating windowpane. 





*® 





HARDWARE AGE, JANUARY 13, 1949 


CUTTING GLASS... 
4ST THUS TOUGH / 





.»«. when you use L°O-F Quality Window Glass 


No need to tell you of the merchandising 
value of displaying the L-O-F label. It’s a 
hallmark that puts you in front as a retailer 
who sells only top quality. . 

Contact your Libbey-Owens-Ford Glass 
Distributor when next you order window glass. 
He has many helpful sug- 
gestions on how to estab- 
lish your store as “Glass 
Headquarters”. Libbey: 
Owens: Ford Glass 





‘ Ts - 
Company, 4619 Nicholas Doves Sratmar 
Building, Toledo 3, Ohio. , 














LIBBEY* OWENS - FORD 
a Gedt Name w GLASS 
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WANT A BEST-EVER PLASTIC VALUE? THIS IS IT! sccinttinl Thies an ' 
09/°. Jka PLASTIC GARDEN HOSE | comers seco tor note no 
C ALLS 


, IN 3 BRILLIANT COLORS SF gle See 


couplings. Sell with 
° “Veri-Lite’ or othe 
The wonder hose of the year! Light as a feather, strong as a horse. plastic hese. Solidly 


Women love it because it makes work so easy, because it’s so clean. made of fine brass, 
shut-off control built in. 


Won't kink or snake — blazing sun doesn’t faze it. Every homemaker Gules of senile mates 
wants plastic hose, and “Veri-Lite” is outstanding value. Three colors Guam, ain, Gee. 
. green, red, yellow. 25 and 50 ft. lengths coupled. Each length a 








mounted on attractive self-selling card. 











BULL DOG (rayon) GARDEN HOSE RAYOLITE (rayen) GARDEN HOSE RAYEX (rayon) GARDEN HOSE ; q 
%" size only ¥e"" & %" size only ¥" size only ; 
Brown Neoprene Cover Red, Green or Black Cover Black or Green Cover 
Stronger, lighter than ever. 2-braid construc- Advanced in design. Stronger, heavier yarn. Quality at down-to-earth price. Husky I-braid 
tion, rugged as g No no Pressure, sun and kink resistant. Ideal for rayon with tough black corrugated cover. 
cracking, clean and easy to handle. Wonder- contractors and estates. Black corrugated Light weight, easy to handle. (Green cover 
ful for parks, estates. Sun and wear resistant. cover. (Red or green slightly higher.) slightly higher.) 



















‘Boston Woven Hose & RUBBER CO. 


Distributors in all principal cities { 


PLANT: CAMBRIDGE, MASS., U.S.A. P. O. BOX 1071, BOSTON 3, MASS. 
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WANT FAST-SELLING COTTON | 
BRAIDED HOSE? HERE'S YOUR LINE! Miaebanenembboa 


at a popular price 
VIXEN GARDEN HOSE 
¥%"' size 
Black or Green Cover 


Sells like hot cakes! Sturdy molded 
hose with strong reinforcing braid, 
good for years of use. Pliable, easy 
to handle. Corrugated black cover 
resists wear and weathering. (Green 
cover slightiy higher.) 25 and 50 ft. 
lengths coupled; also 500 ft. 


withstands pressure 


VIGILANT GARDEN HOSE 
¥%" and %" size 


Black or Green Cover 


Rugged, long-lasting molded hose 
reinforced with two husky braids. 
Tough black corrugated cover easy 
to grip, highly resistant to sun 
and weather. (Green cover slightly 
higher.) 25 and 50 ft. lengths 
coupled; also 500 ft. 


last word in service BULL jotetc) a atenaie), | TAPE 


LEADER GARDEN HOSE Our best seller, noted for tight, smooth 
5%" and %" size adhesion and fasting quality. In addi- 

. tion to the No. 2 display container 

Red Cover only ° shown, Bull Dog is also packed in a 

—— or - similar No. 1 display container, 2 size 
Mandrel -built plied entiation “on No. 1 and No. 2 display containers, 
No. 4 and No. 8 carton and a shop 


takes high pressures, withstands j 
rough handling. Recommended for package. Order requirements now. 


garages, contractors, all hard wear. 
Sun and abrasion-resistant. 25 and 
50 ft. lengths, coupled. 


All coupled lengths shipped 5 to 
a bale. 


DON’T FORGET BOSTON NOZZLES 


Fer new hose, for replacements on 
old hose. Fit all garden hose coup- 
lings. Solidly made of fine brass. 
Easy to shut off, because of built-in 
control. Just twist for stream, 
shower, mist. 


GOOD LUCK WASHERS 
Standard Red Color 
AU] EM elelce) Jalal (chee) | tet). |s) 


Tough, springy washers that hold 


firmly i lace, don’t hard f 
we Fc Ay tle pooped , Self vulcanizing. Makes solid, water- 


shrink. Always in demand, so order ‘ 
plenty, now. Packed on convenient tight joint, insulates against high volt- 


pin for consumer use. 1 dozen , ages. There’s none better! 
washers to a pin — 3 dozen pins 
to a container. 


ny, T 
GA Boston Woven Hose « nusten co. 


», 
wos 


PLANT: CAMBRIDGE, MASS., U.S.A. - P. O. BOX 1071, BOSTON 3, MASS. 









Farmers Know 
They Get Top Value 
in Jamesway Equipment 


says John N. Manning, North Franklin, Conn. 








~ hag, sare Rene i j 
This display of Jamesway equipment is areal sales builder at the Manning Farm Supply store (below). 
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“We chose the Jamesway line of barn equip- ; 7 ct 
ment to sell in our community because it gives the = ann ciel 
farmer the highest quality line at a fair price. Also, Pd a a Nay q | 


j 
See oe ¥ 









7 

: 

Jamesway gives efficient factory service in re- ~ aS EE EE ee Sony : 
modelling or building dairy barns. NT, ee 3 
“To serve the farmer properly, we will carry : 

at all times complete equipment to build or re- YOU TOO can make extra sales and extra profits if you sell Jamesway e 
model any type or size dairy barn. We will have Barn and Poultry Equipment! Jamesway is the big line — the complete ¢ 
drains, columns, windows and ventilation, as well line — that has been a favorite of farmers for more than 40 years, It fits : 


as stalls, gutter cleaners and other equipment. We in naturally with farm equipment, brings in extra customers. Take advan- 












can furnish everything for the dairy barn building tage of Jamesway’s famous ‘‘sell-on-sight’’ quality, powerful advertising é 
except Siesta 8 and valuable franchise. For complete information write today to Dept. HA-149 : 
“We feel that the Jamesway dealer franchise : 

is a valuable asset to our business.” YOuR § 
ing F James Mfg. Co ai uot | 
(Manning Farm Supply has branches at g- wi S= Jamesway = i 


Thompson, Conn., managed by E. White, and at = FORT ATKINSON, Wis. REA, Oi. ¥. 


Preston City, Conn., managed by Emil Lillius.) a DEALER 











Put a Jamesway Department in YOUR Business 
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Quick Turnover 
Top-notch Quality 































It’s good business to handle long established, 
well accepted Johnston power and hand mow- 
ers. Smooth running and easy handling, 
these units have plenty of sell-appeal. 
They're streamlined in appearance, 
precision-built from finest mate- 
rials, and have a record for long 
life and dependable service, For 
prices and further information 
about these fast-moving mowers 

see your jobber. 


JOHNSTON LAWN PATROL POWER MOWER 


For city lot or suburban lawn, the Johnston Lawn 
Patrol Power Mower gives you two features of 
particular importance to residential users — light- 
ness of weight combined with the lasting sturdiness 
and stamina a machine needs for power operation. 
Highly maneuverable, simple to operate, this light 
weight power mower handles so easily it’s a pleasure 
to run it. Two sizes — 18 and 20-inch cutting widths. 


JOHNSTON ALL-STEEL HAND MOWER 


This easy running, clean shearing Johnston hand mow- 

er is built to last a lifetime. The chassis, designed to 
support an engine for power mower operation, has 
extra margin of toughness and rigidity. Engineered 
for easy operation as well as strength, the Johnston 
handles so easily even a youngster can operate it, 
Two sizes — 16 and 18-inch cutting widths, 
















ER JOHNSTON LAWN MOWER CORPORATION 
Ottumwa, lowa 
os § Subsidiary of Jacobsen Manufacturing Company, Racine, Wisconsin 
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In addition to our prewar organization at Davao, 
we recently established bodegas at Tacloban, Cebu 


and Tigaon as well as an office in Manila. 


Quality, in the final analysis, is the true measure of any 
rope. And quality-controlled rope like Columbian Tape-Marked 
depends on pure manila fibre . . . durability . . . strength... 
flexibility . . . and the Organization that produces it. 

In the Philippines where the finest manila fibre is produced, 
Columbian resident buyers select the finest crops of the abaca 
tree. The fibre is then delivered in bales or “bultos” to Colum- 
bian's own bodegas (grading and packing plants) in Min- 
danao, Leyte, Cebu and Luzon. 


There is no finer rope! 


TAPE 


Under strict Columbian supervision, the fibre is cleaned, cut, 
graded and baled for shipment by expert Filipinos. Finally, 
after due inspection by government officials, the bales are 
sent to the cordage city — to Columbian's plant at Auburn, 
N. Y. 

Here under the same quality-controlled standards, Columbian 
produces the famous Tape-Marked Rope — the rope of the 
nation. On land and sea . . . and in the air . . . where 
dependability is vitally essential, quality-controlled Columbian 
Tape-Marked pure manila rope is the choice of men who 
know. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City”, N. Y. 


44) 
PURE MANILA ROPE 


HARDWARE AGE, JANUARY 13, 1949 





POTS TINE 


RE, OTE: IS: PERS LO LR SE 


rae 


Saad 


& 
; 





someTuine NEW 


has been added to the famous 


YSSTON 


Ww Items to ro 


terest of your = - 
up more profits for Y 


Advertised ™ 


Better Homes 


and Gardens 








und out in- 
s to round 
1949 


NE 









‘Al 
KEYSTONE No. KT eg 
RAKETTE—Retail Price $1. ground when raking. 
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LISSTON Packette 












‘ Eye-catching Sales Stimulator 

- TRADE PRICE 7.67 FOR ALL 4 SHEARS 
FS Streamlined, flexible display for your 4 most popular hedge 
a shears. Start with the basic unit, the Packette Hedge Shear 
e Merchandiser with four shears each different, each a value 
ti leader. Then round out stock based on local demands. 
< Complete selling display material, metal stands and attractive 
e price cards, included free. 

rd 


Rarer 
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Send for FREE 1949 titus- 
trated Catalogue of the 
DISSTON Garden Tool Line 


Complete, easy to read and un- 
derstand. Use as a sales manual 


to sell customers. Price sheet 





included. Every item clearly 
illustrated. 12 pages. 
woecnencnen- USE THE COUPON BELOW :-----------; 


Henry Disston & Sons, Inc. 
154 Tacony, Philadelphia 35, Pa 





Please send me absolutely free a copy of the 


“Disston 1948-49 Garden Tool Line.” 














NAME 








ADDRESS 





WHEN YOU SELL A 
DISSTON PRODUCT YOU 








HENRY DISSTON & SONS, INC. 
154 Tacony, Philadelphia 35, Pa., U.S.A. 


Canadian Factory: Toronto 1, Ont. 
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The sign of a good businessman 


Millions of Myers advertising 
messages like these will be working 
for Myers Dealers every day and 
every week in 1949 — delivering 
factual and interesting information 
about Myers products, and telling 
readers that "THE MYERS DEALER 
IS THE MAN TO SEE.” 


When you add to this powerful 
national influence the expanded 
production facilities at the Myers 
factories and the 78-year reputation 
for quality that Myers alone enjoys, 
you can readily understand why you, 
and every Myers Dealer, has an 
unprecedented opportunity this year. 


And your sense of good advertising 
will direct you to take full 
advantage of this wonderful 
Myers support by identifying your 
business well with Myers signs 

and displays, and by advertising 
locally on a planned program 

to tell your prospects and 

customers that YOU ARE THE MAN 
WHO HANDLES MYERS 
PRODUCTS. 


Myers National Advertising 
for Water Systems and 
Sprayers for 1949 comprises 
70 farm, home and service 
magazines and fotals 
145,478,552 selling messages. 


THE F. E. MYERS & BRO. CO. 
Dept. P44, Ashland, Ohio 
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PAPER HOLDER 


Here is Hall-Mack Crystalcrome—a completely new and 
different conception of bathroom accessories. It brings dra- 
matic new beauty to bathroom decoration and is available 
in designs never before achieved in fixtures of this type. 


Crystalcrome combines the lasting brilliance of polished 
chrome on solid forged brass with the added beauty of crystal 
that is perfectly clear, jewel-like—and unbreakable. It is mod- 
erately priced to meet a wide range of needs and takes its 
place as an important addition to the complete Hall-Mack line 
—bathroom accessories for every building budget from mil- 
lionaire’s mansion to modest cottage. 

Find out now how profitable new Hall-Mack Crystalcrome 
can be for you... how its instant appeal will help increase your 
sales. Write today for the new Crystalcrome Catalog which 
describes the Crystalcrome line in full detail! 








No. 165 
RECESSED 
SOAP AND GRAB 
~ No. 130 
No. 120 ~~ TUMBLER AND 
SOAP HOLDER ‘J TOOTHBRUSH HOLDER 


HALL-MACK COMPANY 


1344 WEST WASHINGTON BOULEVARD, LOS ANGELES 7, CALIFORNIA +» 7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS 
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Dow Cored Magnesium Rods 





-/ HERE'S A WAY 70 BOOST He 
WATER HEATER SALES! } 





FIGHT RUSTY WATER—LEAHKY TANKS 


Here’s important news for you. It’s the cored mag- 
nesium anode rod—a great Dow development. 


Magnesium rods are the economic—the scientific 
answer to destructive corrosion in domestic water 
heaters. Storage tanks equipped with the Dow 
magnesium rod last years longer. The rod guards 
against leaky tanks and rusty water. That's because 
the magnesium rod absorbs the brunt of the corrosive 
attack instead of the tank. 


5 hes 
al 
vf ~ ew 2 
\ HF yt? 


t | appearing in Better Homes & Gardens featuring 


Ve A 
\W 
4 


; a) 
\ecme au) MAGNESIUM DIVISION 


THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 


Here’s just one of a series of advertisements 


magnesium rods for water heaters. Millions of 
your customers will see these ads. The Dow 
magnesium rod will be big news—and heaters 
equipped with them will be big business for you. 


Now you can offer your customers a finer heater at 
low cost that will give added years of service. That 
means greater customer satisfaction—greater sales 
for you. Leading manufacturers are now equipping 
the storage tanks of their heaters with magnesium 
rods—taking advantage of this low cost method to 
give their customers better protection against water 
heater failure due to tank corrosion. Get the facts 
—contact your manufacturer or write to Dow. 


Dow Magnesium Rods are BIG NEWS! 





~. 





CHEMICALS INDISPENSABLE 
TO INDUSTRY AND AGRICULTURE 


New York « Boston « Philadelphia « Washington « Cleveland « Detroit « Chicago « St. Louis * Houston 


San Francisco « Los Angeles « Seattle 
Dow Chemical of Canada, Limited, Toronto, Canada 
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PACKAGED 
PERIOD FURNITURE TRIM 


Assortment 


Exclusive merchandise, presented to you 

with an exclusive sales story. Absolutely 

nothing else like it on the market. Here are 

skitfully-created, authentic reproductions 

that uphold the finest traditions of period 

design. e Individually packaged... con- 

veni¢ntly cartoned .... accompanied by a 

beautiful walnut counter display board 

that'll help you ring up sales. Consisting 

of one dozen each of.ten carefully-selected 

items, N-G3 is a short line... and yet it will se = A ce 
handle all of your furniture trim require- ; A 2 
ments. You can get this PROFITABLE mer- a + iP 
chandise from your jobber RIGHT NOW Dy MAS f/ 


SEPARATI DISPI AY BOARDS AND 
OPEN STOCK ALWAYS AVAILABLE! 


om NEW... NOVEL... FAST Jie clin ee 


Ps A = 
DURABLE CARTONS FREE PRINTED ENVELOPES 


for handling COUNTER DISPLAY for easy 
convenience BOARD identification 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS * MERCHANT SALES Di: VISION 


HARDWARE AGE, JANUARY 13, 1949 











| New Improved Styling! 


Improved seats on six Cosco Stools set a 
new high in comfort, beauty and all-around 
customer appeal. 


@ “Near-Square” seats—now on all Regular 
and Special models—provide greater seating 
area... greater value at no increase in price. 


@® New, “Cushion-Comfort” seats with so- 
phisticated chromium trim give de luxe 
kitchen, bar and bathroom stools the in- 
creased comfort and modern styling that 
adds up to faster, easier sales. 


POPUP OPER UEP ESSE SUCUOUCCCOOCC OOOO COCO OUSCCOOSCU CSCC CCOOCSCOCOCOOCOOCOCOOOCTOSCSCOOCOCTCOCTOCoSOCTOCOCCOC. TT 







Nationally Advertised every month in 1949—over 87,000,000 messages in 9 leading magazines 
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Model 8-E 





two (ey Utility Tables! 


Both with roomy, full-width drawer—plus 
all the convenient storage space and gen- 
erous work surface of other Cosco models. 


“Naturals” for sales where an extra drawer 


is needed. 


@ Model 8-D is finished in baked-on enamel, 
with floor-protecting all-steel gliders. 


@ Model 8-E is de luxe, with chromium legs 
and large, free-rolling casters. 


With all these additions . . . and improvements on each and every 
COSCO product . . . count on COSCO fo send your sales and profits 
soaring to a new high in '49. So make sure your stock includes all the 
new models and other proved profit-makers from COSCO. Check 
your inventory and order—right away! 
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the leading household stool and utility table line 


olay Muinpoe dy 


with more of everything it takes to make more sales 





New Colors! Finishes! | 
Improved Upholstery! Pays bie 5 , 
is 


VY 
Just look at these sales-making improve- aie jaan 
ments in Cosco’s already fine array of hand- ' hes aor a ¢ 
some products: \A\ ge 


@ New decorator’s colors—exciting varia- 
tions of Cosco’s established shades, chosen 
and tested by color experts, after months of 
research, to harmonize in any home. Stools 
in red, yellow, blue, green or black. Tables 
in red, yellow, blue, green or white. 





@ Improved upholstery—tough, lustrous, 
peel-proof. Stain and flame-resistant ... easy 
to clean. 








paciseiie @ Smoother, harder, baked-on enamel pro- 


vides an easy-to-clean finish... resistant to 
chipping, scratching, staining. Get the full facts! Send for new 
§ HAMILTON wag 82 gion CORPORATION Cosco Catalog -Handbook 


This colorful, 16-page book, now in preparation, 
contains illustrations and complete information on 
COSCO's new, 1949 line . . . bigger-than-ever 
national advertising ... free local advertising and 
point-of-sale material. Ask your COSCO distrib- 
utor, or use coupon below to order your copy. 


- | SeeCoscos ine inChicago! 


CHICAGO HOME FURNISHINGS MARKET 
Space 17/110-112 

3 American Furniture Mart 

January 3-15 


NATIONAL HOUSEWARES SHOW 








RC Oe ee it ea i a tas ae a aise ha ca as trite en ea ane das eae iameainea ils 

Space 341-347 | 7 

Navy Pier | Hamilton Manufacturing Corporation ; 

Janvary 13-20 Columbus, Indiana | 

, | Please send me COSCO’s CATALOG-HANDBOOK | 

: FOR '49. | 

STOOLS | 

‘ / | HOUSEHOLD pore | oe ! 
TUITY T 

ano v ; STORE ae — 

—— | 

| 

qniganite > 

Wind! | 

| STATE__ m eee | 

| | 

Siscsicabsinniapstsih ieediabdieemiianieie dap enkenenmnmnetnedrnsemandanamemesina -t 
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The Most Beautiful 
The Most Durable 


‘Ue roristocnat of 
STOVE MATS 


Not just ordinary stainless steel but bright, 
crystal clear, mirror-like finish stainless * 
steel, gleaming with a sparkling luster 
that will be lastingly beautiful. Made to 
our rigid specifications by UNITED 
STATES STEEL COMPANY, producers 
of quality steel. Heavy asbestos cushioned 
back for heat protection, with patent 
safety ringed Kant-Kut Corners, and all 
other exclusive Aristo-Mat features. Sizes 
to fit every range. 









GUARANTEED 
PARENTS 
MAGALINE 


go ~~ > 

* Guaranteed by > 

Housekeeping 
ey 


NATIONALLY ADVERTISED... 

In Ladies’ Home Journal, Woman's 

Home Companion, Better Homes & 

Gardens, Good Housekeeping, Mc- Exclusi ; 
xclusive permanent show-rooms: 


Call's Magazine, Woman's Day, House 11-104 Merchandise Mart, Chicago, IIl. 
Beautiful, Guide for the Bride, Life, 
Saturday Evening Post, Liberty, Amer- 
ican Magazine, Sunset Magazine, and 
daily newspapers. 






a” 


*0r 





45 soveanssto WES 















Canadian Representatives: The D. G. Clark 
Agencies — London, Ontario, Canada 
BOOTHS 296-298 
HOUSEWARE SHOW * CHICAGO 


For further information regarding other patterns, see your local jobber, 








(OMPAMION tae f é 
distributor or write direct. 





—— 
MPANY } ae 
aqo 7 Illino pi oo 


PHOENIX TABLE MAT CO 


1315 West Conaress Str 


~— = 
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APPROVED BY/7 


QUALITY 
TESTED 


STEEL 
KITCHEN CABINET 
INSTITUTE 


COPYRIGHTED 3940 













for IMMEDIATE DELIVERY to LYON DEALERS 

Stainless Steel Sink Tops with Cabinets and 

Linoleum (steel base) Sink Tops with Cabinets 

Lengths 66” * 72” + 84” » 96” + All 25” 
Deep x 36” High plus 4” Back 






Every LYON Steel Kitchen Cabinet 


carries the Quality Tested Seal 

To carry this seal, a cabinet must meet quality standards—of 
construction, operation and finish—based on laboratory tests 
that equal 20 years of use. 






















Here’s LASTING Satisfaction 
for your Customers 


@ When you sell LYON cabi- 
nets you can offer complete 





ply of steel, we will have more 
of this highly profitable line to 











kitchens—virtually custom-built. 
You can also offer single pack- 
age units in a wide range of 
sizes and types—all with the 
beauty, efficiency and long life 
finish so characteristic of LYON 
cabinets. 


offer new dealers. Meanwhile... 

Some dealers have found it 
possible to furnish us with cabi- 
net steel—22 gauge cold-rolled. 
Insuch cases we will buy the steel 
from you and ship kitchen cabi- 
nets promptly —pound-for-pound 


A PARTIAL LIST OF LYON PRODUCTS 


With a more plentiful sup- | —at regular published prices. 


LYO A METAL PRODUCTS, INCORPORATED 


General Offices: 123 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 








© Shelving @ Kitchen Cabinets ¢ Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands ©¢ Flat Drawer Files 

© Lockers © Display Equipment ¢ Cabinet Benches ¢ Bench Drawers © Shop Boxes Service Carts © Tool Trays ¢ Tool Boxes 

¢ Wood Working Benches ¢ Hanging Cabinets © Folding Chairs © Work Benches © Bar Racks © Hopper Bins © Desks ® Sorting Files 

© Economy Locker Racks @ Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools ® Ironing Tables 
——s — 
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COME SEE US AT 
THE N.S.6.A. SHOW 
ROOMS 556-557 
HOTEL AMBASSADOR 
ATLANTIC CITY 
JAN. 29—FEB. 4 


RED 
HEAD 


the 
Complete 
Line 
of Clothing 
Accessories for 


Hunting and 
Fishing 
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RED HEAD 


RUBBERIZED 
GAME POCKET 


¢ 


BONE-DRY 
eteceenen 
RUBBERIZED 
REINFORCEMENTS 
FRONT & BACK 





Your choice of Red Head Army Duck, 
the heavy-duty hunting fabric . . . and 
Red Head Squaltex, the popular fabric 
that combines lightweight and softness 
with toughness and resistance to briars, 
wind and water. For top features and 
fabrics in hunting clothing, see your 
Red Head dealer, today! 


RED HEAD 


BRAND COMPANY 


Mmm (43! W. Belmont Ave., Chicago, |||. mm 





- 






RED HEAD 











Favorites 
FOR OVER NINETY YEARS! 


Hand-crafted with the same skill and 
know-how that has made Red Head 
Hunting Clothing the favorite for over 
ninety years. Field-tested to assure de- 
pendable service. A wide selection of 
canvas and leather accessories to in- 
crease your hunting pleasure is waiting 


for you at your Red Head dealer. 


RED HEAD 


BRAND COMPANY 


a 43/| W. Belmont Ave., Chicago, |||. = 
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Announcing the 


CASTRIT 


New Langley 







.S 
x 
LANGLEY’S NEW %& 

Gear Control Box \ 


All working parts can be removed 
in one unit for quick, easy cleaning 






@ The Langley Castrite was 
designed to give the novice and 
occasional fisherman a reel of 
outstanding casting performance at 
low cost. It incorporates all the c a abide, Gita tie ate 
famous Langley features, including i iO )) feel apart. Excludes dirt prevents 
the exclusive ANTI-INERTIA - screws and gear assembly comes out. 
SPOOL, spool control cap, light 









FAIR TRADED 
















weight, and gear controi box. + and the famous 
[ ANTI-INERTIA SPOOL 
@ The Castrite is a standard size, | li ‘ 
level wind reel with combination 3 E imenares 
polished chrome and attractive } fly- 
black alumilite finish. Weighs only wheel 
5 ounces, has 3/4-inch arbor. i action!” 


Profit by selling this outstanding | {cause of casting drag and back lash) 


! Perfect casts every time with light or heavy 
low cost Langley reel! Model 380. ‘ lures. How? Because Langley Anti-Inertia 


Spool eliminates “fly- wheel action", z 
that slow-to-start, slow-to-stop 
action that causes casting 







.Y drag and backlash. Lang- 
ley reels start quicker, 4 
zeal —_ #—. re Xx stop when the lure 4 


= 
eS i 
=<? 


Soa SS SSS 


Makers of Field Tested Fishing Reels 








% strikes the water. ? 


For Information Contact Your Local Jobber or Write Direct to 
LANGLEY CORPORATION, 660 SECOND AVE., SAN DIEGO 1, CALIFORNIA 
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3-WAY SPIN CONTROL DEMONSTRATION 
Has Made Stakespeare Wondereel 


America’s Most Popular NO BACKLASH REEL 












Demonstrate 


HOW THEY GET IT! 


2 Spool-shaft bears on patent- 

ed floating disk with spring 
tension for added adjustable 
spin control. Point this out to 
your prospect like shown above. 





= Let prospect feel the reel—let 
him see how lightweight the 
spool is for easy starting, quick 
stopping. He will then under- 
stand the natural result: spool 
spins fast at start of cast, loses 
momentum as line goes out... 
stops fast when plug hits water, 
so line doesn’t outrun bait. 


RESULT—More Customers Who Buy More 


Shakespeare National advertising features it, and thou- 
sands of dealers tell us it’s the tried and proved way to 


1 Patented tail end spool-shaft bearing is oversize 
to provide maximum degree of spin control. Get 
out a Wondereel and point to the bearing like shown 
in picture. Let prospect feel it, turn it, so he under- 
stands how it controls spin. 





Yes, sir .. . Shakespeare Wondereel has what reduces 
backlash to a minimum. And that’s what fishermen want 


... young and old, those who like to fish at night and men 
out of practice. 

So show them why it gives long, accurate casts without 
thumbing, why it makes beginners look good, oldtimers 
cast with more skill. The way to show them is to ta/k and 
demonstrate 3-WAY SPIN CONTROL shown above, 
exclusive with Shakespeare. 


sell more WONDEREELS faster! And it builds steady 
fishermen customers, keeps them coming back for tackle, 
bait and accessories. 

That's the kind of business that builds profitable busi- 
ness for you and keeps building it. So feature and talk 
WONDEREEL ... AND MAKE THAT DEMONSTRA- 
TION! Shakespeare Company, Kalamazoo 2, Michigan. 








SPahetpen FISHING TACKLE 


HONOR BUILT FOR OVER FIFTY YEARS 
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JOHN F.SAIN / 
Won 24, lost 15 for 
the National League 
Champion Boston 
Braves. He endorses 
and uses a John Sain 
Mode! Globe Glove. 
















Ken Keltner Model. Three finger de- 
sign. “‘Lubratect” permanent oil 
finish. “Flex-Pad" heel. 


Johnny Sain, baseball's winningest pitcher, is going to 
help Globe's All-Star line-up of the game's biggest names 
make this your biggest and best season. Every glove in 
the New Globe line carries the personal endorsement 
and authentic signature of some one of baseball's 
brightest stars. This great selling feature is only one of 
the extras that have made Giobe famous. Every glove is 
pre-oiled by the exclusive “Lubratect’’ process that gives 
it a permanent, non-greasy oil finish. Many models fea- 
ture the new “Flex-Pad", specially designed to provide 
the sure flexibility essential to fast, firm grasping of the 
ball. All models boast superior leather, professional de- 
sign, superb craftsmanship. 


Write now for the free illustrated catalog of the com- 
plete Globe spring and summer line of sports equipment 
and dealer helps. 


gue Sall Gripper... 


John Sain Model. “Lubratect” per- 
manent oil finish. “Flex-pad” heel, 


Conventional Design 


Warren Spahn Model. “Lubratect” 


gy Tie TALON... 


oil finish. Custom-built pad. 






B ine Snatcher... 






























PP. * p nae 3%, 
me 4 iL ( 
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Rooms 945-946-947 VF 
at the Ambassador Hotel ae 


ATLANTIC CITY Nibaeetr 5 


The National Sporting Goods 
Ass'n Convention Jan. 29 to Feb. 4 


' Gb 














VEL 5 


guyment 


Boston 14. Mas 





0/75 


BE SPORTING GOODS MFG CO 51 Causeway 


permanent oil finish. Custom-built 


Bill Goodman Model. Scientifically 
designed for automatically trap- 
ping ball. “Lubratect” permanent 







































HAMMERCRAFT WATERLESS COOKWARE 
CeOeeeeeeessecccs @eeeeeeeeoeooeoeoneeneee eee @ee2e2e202020808600000000080808 eee 
as 
Your name is in the pot for a hearty helping of Club 
Aluminum sales this year. 
We’re cooking up bigger and bigger demand three , 
different ways: — i 
With a strong schedule of full-color ‘'Full-Flavor” A ‘a 
Cooking ads in leading national magazines. a 
With a national network radio program on the air oa ; pa oe a 
every week. i Ais Oe PE eres 
With national magazine promotions of special sets 2 5 —t cy ce 
at special prices. ee ; ~~ eal a, : 
And, along with all this, there’s a big person- j , ite. Se) ; yy 
to-person promotion going on. Millions of own- _ SPE. , es ki 
ers of Club Aluminum Cookware showing it to 
their friends. Pointing out the beauty of the 
exclusive “‘jewelry store’’ finish. Talking up the 
wonders of Club Aluminum “‘waterless’’ cooking. 

And it’s easy to make these activities pull di ee 
business your way. Just let women know you ae 
carry Club Aluminum. Feature it in your ads. ae y ~ che Pie 4] 
Keep it out front in displays. Pass ee Os, Pies 

G as, AD %; é 

If you are not already handling this oe af yy wn er ke 
famous brand of cookware, ask your 2 ! NS fH) a : 
jobber about it. Or write 4 ay re A ° j 

— Coonwane S oe ma ee é he er. 
CLUB ALUMINUM PRODUCTS CO. riieirade-mort appears on bottom Vast ae hae eee” 


of every Club Aluminum utensil 


1250 Fullerton Avenue, Chicago 14, Illinois 
© 1949 CAP Co. 


@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeseeeeeeeeeeeseeeeeeseeeeeeseeeeeeeeeeseeeeeeeeeeeeenee 
Be sure to visit our exhibit at booths 540-2-4-6, during the Housewares Show, January 13-20, Navy Pier, Chicago 
Also space 1769-A at the Furniture Mart during the Chicago Home Furnishings Market, Janvary 3-15. _— 


pp pe 
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wow....it's AZALEA! 


the brilliant new NATIONAL CAN housewares design 


It’s new—it’s news—it’s here... Azzlea...National 
Can’s colorful housewares design for 1949. Blos- 
soming with eye-catching sales features, Azalea adds 
a lustrous matched set to a line already famous for 
proved customer acceptance and dealers’ profits. 
New Floral Design! Popular Azalea—in single 
flowers and sprays— brilliantly lithographed against 
gleaming white backgrounds touched off with red 
and green. Permanent finish—color fast, easy to 
clean, free from unsightly peeling or chipping ! 


New Curved Construction! Domed lids on Azalea 
design canisters and step-on cans—stronger, more 
attractive and distinctive. Round-top treadle on step- 
on cans—even sturdier, simpler, easier to operate! 

Priced Right — Sells Right! For faster turnover, 
for big-volume profits, sell the entire Azalea line— 
make eleven sales instead of one! Ideal for mass 
display merchandising. For full information on 
Azalea prices and details, write today to Dept. HA, 
Housewares Division. 


See us at the National Housewares Show — 
Booths No. 694 and 696... Chicago, January 13th-20th 


NATIONAL CAN 


c O R FP O R A T 


110 East 42nce Street, New York 17, N. 4 
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Here’s a Large Size Natural... 


‘GLASS 
WAX’ 


Repeat Sales 
Are in 


QUARTS 


Recent surveys show that 28% of 
original “Glass Wax’ purchases are 
in the quart size. 52% of repeat “Glass 
Wax” purchases are in the quart size. 





Housewives buy pints to try “Glass 
Wax.” They learn how results are far 
beyond expectations ... how many 
cleaning jobs “Glass Wax” does. 
And they come back for quarts and 


save 20c! | ¥( 


For greater dollar volume, higher 
unit profit... 


44 . 
Y Feature ‘Glass Wax’’ in quarts 
44 4ie 
oY Sell “Glass Wax’’ in quarts 


‘GLASS 
Y WAX’ |« 


A PRODUCT OF THE 


“Glass Wax” is a register- 
ed trademark and is the 
exclusive property of the G 0 L D & t A L C Q 
Gold Seal Company. = 
P.O. 5236 55 E. WASHINGTON STREET 

ie aia CHICAGO 2, ILLINOIS 
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IN A GOOD DISPLAY 























REFRIGERATOR 























RANGE : 4 


























YOU'LL MAKE MORE SALES -THE SHIRLEY WAY 


» All dealers serious about selling kitchens will tell you, extra 
opportunities to talk to prospects pay off in greater sales—and 
having a “‘shopper-stopper”’ kitchen display increases your selling 
chances. ; 


1", Cn 
the valde time > Opinions may differ as to how to arrange your display .. . the 


important thing is “have one!”’ Only remember, Shirley provides 
you with a specially built, colorful display at cost—much less than 
you'd spend otherwise. 
And, you'll 
® Conserve display space 


@ Add sparkling beauty to your major items department 


A LL al ST & F L Le | TC be é& aad sg ® Create more prospect interest 


COPYRIGHT, 194% SHIRLEY CORP,, INDIANAPOLIS oe Make more unit sales i and 
@ Make more combination sales 


> Shirley displays and sales aids are described in your Shirley Mer- 
chandising Kit. Write your Shirley distributor for prices. 


SHIRLEY CORPORATION + INDIANAPOLIS 2, INDIANA 
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/ MODEL \ 

/ -FM10S61 

10-INCH 
OSCILLATING 


j 


\ « | 


*Including Federal Excise Tax. Price 
subject to change without notice. 


32 HARDWARE AGE, JANUARY 13, 1949 


Al 


-~— «it el i | — == &.,. ss = >}, fF ix | 





HARD" 





, 1949 


General Electric presents... 


LTS BRANO-NEW FAN- with 








MANY BRAND-NEW features / 





HERE’S A FAN—a G-E Fan—completely redesigned 
to make these fans better than ever before! 


A fan so QUIET that you are conscious only of the 
movement of cooling air—even when your ear is a 
bare six inches away! (That’s just one feature.) 


A fan that’s streamlined. A fan whose moving 
parts—completely redesigned! —are concealed in a 
single, gleaming, cartridge-like plastic housing. 
Dirt and dust are locked out. 

A fan whose big, quiet G-E blades swoosh up 


great volumes of cooling air . . . and they are quiet, 
too, because they are cushioned on rubber! 


A fan with a new, refreshing color—‘‘Mist-Gray”’ 
—pretested and selected by consumer panels in 
six different cities! 


Here, in short, is a shot-in-the-arm to the world 


of electric fans! A fan so good-looking, so full of 
new features, so modest in price that it will SELL 
and SELL to people of every price bracket! 


It’s got the WARRANTY! 


Finally, this new-and-beautiful fan carries the 
famous General Electric Warranty. The warranty 
that really says something! 


Tell your customers this: “If anything about 
this fan fails to perform perfectly, bring it back! 
Wherever practicable you’ll get a new one, in- 
stantly. No waiting in hot weather for ‘factory 
repairs.” This warranty is good for one year from 
date of purchase, but so well-built are G-E Fans 
that not 1 in 100 are ever returned for service!” 


THAT, brother, is a warranty! General Electric 
Company, Bridgeport 2, Connecticut. 














Place it on any flat 
euriaoe . ... OF... 


..a twist of the 
wrist turns it into 
a perfect wall fan. 


NEW floor model! q 


Adjustable at 28", 35", 
. 44"—or anywhere in be- 
tween! 


e 1 
: - i, 
j i 
ier boa 
; > oF & 














SEE THIS AMAZING NEW FAN—AND ALL THE OTHER NEW GENERAL’ 
ELECTRIC FANS—AT THE HOUSEWARES SHOW! BOOTHS 576-590 
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m SOCKET 


SOCKET COMPLETELY 
Role 430 


APPROXIMATE WEIGHT 
3'; T0 3% LBS. 


FEATURES 
1 Blade and gl a single BLADE AND STRAPS 


unit. No weld. FORGED FROM HIGH 
2 Blade and straps forged from 


High Carbon Steel. CARBON STEEL 


3 Back strap electrically welded to 
blade. 


4 Straps are pre-formed. 


5 Blade and lower section of socket 
carefully heat treated. 


6 Uniformity in lift and balance of 
every tool...hang and balance 
never change. Pre-forming of 
straps the guarantee. 


7 Handle is driven to the point of frog. 


8 Unequalled strength insures maxi- 
mum value, 


FRONT STRAP AND BLADE BACK STRAP 
TESTS PROVE IT THE STRONGEST ONE PIECE OF STEEL ELECTRICALLY WELDED 


WELDED SHOVEL EVER MADE 


C pan : 
C sa ) hah Your Yobler 


C 1774 ) 
PARKERSBURG, W. VA AMES BALDWIN WYOMING CoO. NORTH EASTON, MASS 
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SHOPSMITH as an 8” Circular Saw. SHOPSMITH as a 34” Wood Lathe. 
Depth of cut 214”. Table 1414” x 17”—with exten- (34” between centers) with a 15-inch swing. Quill 


sion 54” x 17”, Up to 46” between blade and fence. feed 41/4 inches. Tool rest always slides parallel 
Table tilts to any angle— positive lock to ways 











et’s talk 


—the new record-setting 5-in-] power tool 






» What are the sales records? 
Store after store reports: “SHOPSMITH sales exceed all other power tools 
* combined.” This new 5-in-1 power tool unit sells on sight: 2 out of 3 


SHOPSMITH owners bought at first demonstration, check of owners shows! 


A 

Q. Why does it sell so fast? 

A SHOPSMITH combines 5 basic power tools in one unit run by one rugged 
motor. It converts from tool to tool in less than one minute. It is compact 
—takes just 18” x 60” floor space. It is precision-engineered, does accurate 
work on big or small jobs. It is economical—costs far less than 5 single- 
purpose tools of comparable work capacity. 


Yes, SHOPSMITH is nationally advertised in one of the largest consumer 
advertising campaigns in power tool history. Big-space ads in Better 
Homes & Gardens, Outdoor Life, Popular Mechanics, Popular Science. 
Sunset, many other magazines. SHOPSMITH advertising is sending power 


Q. Is SHOPSM!TH advertised ? 


tool prospects to see a store demonstration. 


SHOPSMITH MEETS A BIG DEMAND— SHOPSMITH OFFERS AN OPPORTUNITY 

from hobbyists, craftsmen, farmers — for quick turnover and steady profits 

for a multi-purpose power tool that’s with a small power-tool inventory (only SHOPSMITH as a 

both precision-engineered and rugged 18" x 60” floor space required to show Vertical Drill Press. 

(weight: 200 pounds) SHOPSMITH). Sicilia tin deena 25-ledh 
Ss > oy je 


circle. 27-inch maximum 


MAGNA ENGINEERING CORPORATION distance from table to 


chuck, 41/,-inch feed 








465 California Street, San Francisco 4 e Plants in Cleveland and San Francisco 








pw 





ane il. 





4 SHOPSMITH as a 12” Disc Sander. SHOPSMITH as a Horizontal Drill Press. 

Adjustable mitre gauge. 1414” x 17” table tilts to Brand new in the power tool field! Provides ac- 
45 degrees. Discs can be removed and replaced curate drilling for doweling. No limit on length 
in seconds . of work 
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The Right Glove for Every Job 






Bui your work glove sales on the solid foundation of 
Rjegel quality. Riegel Work Gloves are the best you can buy, 
comfortable, durable and economical . . . qualities made 
possible by complete Riegel control in one plant, from raw 
cotton to finished glove. No other work glove is made in 
this manner. 

Riegel Work Gloves are nationally advertised to your best 


customers and to the consumer as well. 


WRITE FOR FREE CATALOG and list of distributors to Riegel Textile Corp., 
342 Madison Ave., New York 17, N. Y. 


REVERSIBLE GLOVES — Twice 
the wear in every pair. 
Strong, comfortable gloves 
that can be switched from 
one hand to the other when 
they finally begin to wear 
out. Men’s and Ladies sizes 
... knit wrist or open cuff. 


WAGON BRAND 


WORK GLOVES 





WORK GLOVES 
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THE 


678 - 


HARDY 


IE YOU WANT THE BEST- . 
RECOMMEND ssa 
LARSAN SAW! 


Division 


HAND SAWS + MITRE SAWS » KEYHOLE SAWS * COMPASS SAWS « NEST OF SAWS 





—__—___ 
TOOLS OF MERIT 


THE LARSAN MANUFACTURING CO. £3/ LAR SAN/ 


MADE IN USA 


678 - 17th Avenue Columbus 3, Ohio Loreal MrG. Cf 
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A Sure PICK-UP for dull 


ma, 
* " pt- fer keer 008 
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THE FACTORY-OIL-FILLED BENCH STONE 


Three hot sales features put these stones over for steady profit-makers: 


|. They're made of CRYSTOLON—the famous Norton abrasive 
CRYSTOLON brand silicon carbide, with kiln-fired, vitrified bond. 

2. They're oil-filled at the factory by an exclusive process, to cut sharp 
and fast right from the start, with only slight additions of oil needed from 
time to time to float away loose metal particles. . . . 

3. They're pushed hard at the customer's attention by the attractive 
colorful red, yellow and black CRYSTOLON Bench Stone counter display, 
featuring 19 combination stones in 5 sizes from 4" to 8" — at a cost to you 
of $21.09* and profit to you of $11.36. 


Ask your jobber for this display, and shift bench stones out of the once-in-a-while 













sales class into a fast-moving everyday profit item. 
Now, 
Natior 
The 
— and 
prints 


BEHR-MANNING BEHR-MANNING - 15 <@) @ N.Y. ne 


time v 


: i Thi 
NORTON Fabrasives your b 


ALSO QUALITY COATED: ABRASIVES SINCE 1872 png 
as 








* Slightly higher west of Denver. 
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ANNOUNCING THE IMPROVED 


NATIONAL 200° 


a complete cash register with 





built-in mechanized adding feature 


Now, for the first time, thousands of businesses can enjoy the protection of a complete 
National Cash Register, plus the advantages of its built-in, mechanized adding feature. 

The improved National “200” shows the customer the price of each item purchased 
— and the total. The machine prints a record of every transaction — and automatically 
prints in separate columns for clerks, departments, etc. Information may be written 
opposite any entry. The special built-in mechanized adding feature can be used at any 
time without disturbing the accumulated cash total. Cash drawer is extra large. 

This modern business machine gives you a better, simpler, easier way of keeping 
your business records. It provides Information that Makes money, as well as Protection 
that Saves money. And it pays for itself over and over again! See it at your local National 
Cash Register office, today. Nothing like it has ever been offered at the price. 
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STOPS MISTAKES - SAVES TIME -- Indica- 
tion shows price of each item and 
total. Machine automatically adds 
items, preventing mistakes in addition. 
Speeds customer service. Gives protec- 
tive supervision over all prices charged, 
and control of all money collected. 


AUTOMATIC DISTRIBUTION Classifica- 
tion keys automatically separate sales 
by departments, selling employees, 
services, commodities, or other classi- 
fications. Quickly adapted to any need, 
or to changes within a business 


SINGLE~-LOCK CONTROL One 5-posi- 
tion lock, controlled by propr-etor’s 
key. protects records and accumulated 
total 


EXTRA-LARGE CASH DRAWER 7 coin, 
4 bill compartments. Free-gliding, 
roller bearing construction prevents 
binding and sagging. Removable, plas- 
tic coin tray permits balancing cash 
in private. 


DESCRIPTIVE KEY SECTION This fea- 
ture’s flexibility makes it an invaluable 
aid in providing more complete rec- 
ords in your business. The keys can be 
used to identify clerks and depart 
ments; and to print account numbers, 
sales-slip nmumbers, stock numbers, 
contract numbers, cost price of mer- 
chandise sold, etc. 


THE NATIONAL CASH 
REGISTER COMPANY, 
DAYTON 9, OHIO 


Ybational 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 
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Amerock Demonstrator No. 1625 
147” x 20’; Shipping Weight 734 Ibs. 


Now for the first time the popular Colonial ‘‘Heart’’ Pattern in Cabinet Hardware — 
with the following modern mechanical features made famous by Amerock: 
e Patented Push Button Catches e Semi-Concealed Hinges « Reversible “HL” Hinges. 
For Recreation Rooms — Kitchens — Stores — Hotels — Restaurants. 







AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 3J3A 


Please send full details on the new Colonial “Heart” Pattern in Amerock 
Cabinet Hardware: 


ASK YOUR JOBBER 


or send for literature and details. 






Name —_ AMERICAN CABINET 

HARDWARE CORP. 
Address —___— ROCKFORD, ILLINOIS 
| a as State 


My favorite Jobber is 
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Sizes 
24-26-28-30-32-36-42-48 


16 mesh wire 


Per 100 $goo Freight 


Sq. Ft. Prepaid 
100 Lin. Ft. Rolls 


@ Firm Price 


@ Guaranteed 
Delivery 

e All rolls of screen 
wire packed and 
shipped in 100 lineal 
ft. rolls and in stone- 
wall cartons 


Also Available for Immediate Delivery 





16 mesh * Hardware Cloth Wire 
* Galvanized Screen Wire a R E t Width , 
Width 1,” mesh: 24”-30"-36"-48” 
24” -26”-28” -30” -32” -36” -42”-48” New ] 949 1,” mesh: 24" -30” -36" -48” 
, " Square Footage 
* “Aluma-Kote" Screen Wire " 
Width CHART * Ace "Lite-O-Glass” 
24”-26"-28"-30"-32”-36"-42”-48” Available in 36” width 











of America 
Chicago 23, Illinois 


ACE WINDOW SCREEN co. 


1634 South Pulaski Road 


West Coast: 6605 Hollywood Bivd. Gulf Coast: 711 Main St. 
Los Angeles 28, California Houston 2, Texas 
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Pe AM AL 
6 COMPOUND LEVERAGE 


AVIATION SWPS 


FOR EASIEST CUTTING. OF ANY SHEET METAL IN 
THE MOST INTRICATE PATTERN OR STRAIGHT 


TESTED ON 18 GAUGE 


@ Hot drop forged molybdenum steel jaws 

@ Hot formed molybdenum steel handles RUBBER GRIPS 
@ Bolts and nuts of goveininent specification nicnel steel REGOMMENDED 
@ Serration on both jaws 


} 
I 
World-famous compound leverage snips | 
i 



















indispensable for the easiest cutting of sheet metal 


Attractive eye-catching counter display in brilliant colors. Compact, requires 
little space. Contains set of three Metal Master Snips, preferred by mechanics. 
Snips easily removed for examination and testing. Let your customer test them | 
on sheet metal against the largest regular snips. Metal Master Snips sell them- 
selves when displayed. Spot several displays around your store and in your | 


window. 
CUSTOMERS BUY ALL THREE! 


Set of three snips covers every cutting requirement. M1 cuts to left, M2 cuts to right, | 
J. WISS & SONS COMPANY M3 cuts straight and irregular patterns. Packed in individual boxes. Rubber grips 
NEWARK 7, N. J. recommended. Order by No. MM9. 


1848—Quality for a Century—1948 
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BUILDERS 
CARPENTERS 
HOME OWNERS 
HOBBYISTS 
FACTORIES 
INSTITUTIONS 




























A complete line of competitively priced, light-weight Quality Elec- 
tric Drills, Circular Saws, Polishers, Grinders, Door and Surface 
Planes and other tools to fill every need. 


Our program of continuous trade paper and farm paper advertis- 
ing that produces a steady stream of live leads for Mall Dealers 

. effective catalog material, mailing pieces, circulars, window 
and counter displays, signs, newspaper mats, electrotypes . . . and 
missionary work with your salesmen make Mall Tools a highly 
profitable line in any location. 


Mail Coupon at once for FREE Booklet ‘*Mall Portable 
Power Tools” and full details of our dealer set-up. 


MALL TOOL COMPANY 
7702 South Chicago Avenue @ Chicago 19, Illinois 


REG U.S. PAT.OFF. 


1] MODEL 381 
MALLDRILL 


WS 
ees 


This handy all-purpose Model 60 
MallSaw cuts everything from 
wood to hardened steel. When 
set in its special floor stand, it 
becomes a table saw complete 
with rip fence and mitre guide 
assembly. Other accessories equip 
it as a shaper or bench grinder. 
It has a 2” capacity . . . operates 
from any regular electrical out- 
let. Other models available with 
2144”, 2%” and 41%” capacities. 


MODEL 60 
MALLSAW 










3g 


Nationally Adverttse4d 
to Millions of Users 


No tool more useful around the home, 
tg factory, institution, or shop than ; 
the Model 381 34” MalIDrill. It will drill ¥ 

large and small holes efficiently from the MAIL THIS foe} ti te). | TODAY t 
smallest to %” (when 5,” drill is used in 449 
34” shank) in steel, masonry and con- 
sini also 34” in wood. It is quickly and 
easily converted to a grinder, dise sander, 
wire brush, hole saw, polisher, screw- 
driver or paint stirrer by simply inter- 





MALL TOOL COMPANY 

7702 South Chicago Avenue, Chicago 19. IIL. 
Please send me Catalog giving full information 
about Mall Portable Power Tools. 


changing the attachments in the chuck. RE ee i aa ee ee are ee a eT ee 
When mounted in the MallDrill Stand, Pee OE CIOs 60056 600400 cdcevieseeseeee 
it serves as a drill press; when fastened : 

in the Mall Pedestal Assembly it serves as I do ad An i a a aan ee otis 
a lathe for turning wood, a_ general 

grinder, tool and knife sharpener and ee ee eee ee 





other tools. Other models available with 
capacities ranging from 14” to 114”. MALL DRILL PRESS 


OOD TE meme ewee 


HARDWARE AGE, JANUARY 13, 1949 13 




















Perfection’s new 1949 


Complere Oi! Heater 


New popular models have been added to the 


oil heater line which proved such a sensational success 


—— 


in 1948. NOW is -the time to place your complete-line stock order, 

for delivery whenever you need it. Take advantage of 

Perfection’s convenient dating plan. Be sure to have an oil heater 
stock that meets ALL of your needs | 


. . . and be sure you HAVE THE BEST. 





} 
Remember, this is the ONLY line of oil heaters that has | 
the STAINLESS STEEL, ‘“Multi-Heat’’ burner with ‘‘Midget” Ci 
pilot. AUTOMATIC THERMOSTATIC CONTROLS are optional. 





Se 





Mc 
} Ciret 
) outp 
value 
Model 3040 Oil Heater. Model 2050 Oil Heater. Model 2030 Oil Heater. 
Radiant type. 40,000 B.t.u. Radiating type. 50,000 B.t.u. Radiating type. 30,000 B.t.u. : 
ne output. Otherwise, same output. Body polished steel, output. Efficient self-vapor- | 
Radiating type. 50,000 B.t.u. as 3050. base black japanned. izing burner (without pilot). 
output. Finish all porcelain 
enamel. Most beautifully 


styled radiant heater made. 
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eater. 


0 B.t.u. 


-vapor- 


pilot). 


1949 







Model 3140 Oil Heater. 


Circulating type. 40,000 

. B.t.u. output. This “low-boy™ 

Model 3155 Oil Heater. model has special low flue 

Circulating type. 55,000 connection adaptable to con- 
Model 3168 Oil Heater. Btw. pom This popular venient fireplace installation. 

Circulating type. 68,000 B.t.u. out- size is a terrific seller. 

put. Entire casing porcelain enameled. 









ALL models (except 2030) have 
combination oil control and 
constant-level valve. Circulating 
blowers optional on several 
models. ALL have automatic draft 
regulator and most have exclu- 
sive built-in fuel-line cleanout. 
Models shown in color are finished 
in silver-spray brown baked 
enamel, chromium trimmed. 
Porcelain enameled removable 
top grille on circulating models. 
Note 3168, 3050 and 3040 are 
all porcelain enameled. 








Model 2150 Oil Heater. Model 2130 Oil Heater. 


Circulating type. 50,000 B.t.u. Circulating type. 30,000 Btu. out- 
output. A wonderful heating put. Efficient self-vaporizing burner 

“tee ideas aealienins (without pilot). A fast selling 
ee ; model for smaller heating needs. 


PERFECTION STOVE COMPANY 


7063-A Platt Avenue «+ Cleveland 4, Ohio 


ATLANTA * CHICAGO « CLEVELAND «+ JERSEY CITY 
KANSAS CITY * OAKLAND « ST. PAUL 














Manufacturers of Ranges, 
Cook Stoves, Home Heaters, 
Water Heaters, Winter 
Air-Conditioning Furnaces 
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A Typical Display of 


per sq- ft. 
average 1947 figure 


sold 


against 4 national 


If you’re interested in profits, it’s becoming more important all the time for you to have a Revere 
department in your store. And remember, you have this kind of sales per square foot within your reach. 
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Revere W 

are Bui 
M vilds Bi 
ake It Work for YO 1 Profits 


Because people wantonly Revere most stores 
that their customers will not accept 










ni 
substitutes: 
Because * ‘ mplete jine --° and new 
items ar c ntly com 
Because Revere are is SO autiful 
Because Revere Ware } actically *” 
structible- 
Because Revere ware is 5° economical to 
use. 
Because Revere eqaterles ” CO! 
serves food values, ke a more attrac- 
rive and rastier- 
Because Revere Ware 15 simple t© use an 
easy tO keep clea” 
Because yrensil carries * 
“Revere” 
Because Revert is a large an outstanding 
national gavertise® cooking ytensils- 
ecaus ere is the pigges* user © 
magazine space: 
Because Revere uses peautiful, large: four 
color ads that make pee je want Revere 
Ware. 
Because evere will be ba by 
about 9,000; 9 colot ma azin 
risemen n 19 
Because &* ry atement ry Re 
tisemen always # osittv 
buildin tement. 
Build attractive jndow and counter 
* 
spotlight your store displays 
Keep your counters stock 
Revere Ware clear and sparkling: 
Let people know that you re a Revere dealer. 
Advertise: We have mats for yo" to use 
See if you can tie UP ith jocal radio show 
We have scripts fo" you t0 HSE 





Ay 


REVERE CO 
PPER A ‘ 
ROME MANU ND BRAS | 
FACTURING COMPANY gar cay 
- ROME, N.Y. 
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THE L&i VARI-S EED SWITCH! 





s . \ —— mt . Single-Switch 
7 Sse “VOLUME CONTROL’ 
for each surface unit 








<n Saar, >. 
F Gonresteed by 
Good Housekeeping 


my 
S745 apyennisto HS 








Copyright 1948 

















Every woman is accustomed to turning on 
the radio with a single switch, or turning on water from 
a single faucet. That’s how she gets any radio volume or any 
amount of water she wants. And that’s why she wants the L&H ... when 
you show her the L&H Vari-Speed Switch. For this switch works as simply as a ‘volume 
control or a faucet .. . turns on heat in any amount desired. It’s the greatest development 
in electric range design, an L&H — that makes electric cooking delightfull 

easy and sure . . . gives you a tremendous edge over any and all 

competition. For more facts write 


A. J. LINDEMANN & HOVERSON CO., Milwaukee 1, Wis. 
dy Tone Also manufacturers of LGH Electric Water Heaters 


“The range that makes good cooks better” 
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COMBINATION WAFFLER & GRILL 


Fully automatic! This signal light glows when proper cooking 
temperature is reached. Thermostat then maintains whatever heat 
you select. Uniform results—uniformly good! Cool, plastic handles 
add much to appearance and utility. Durable, chrome finish. 


One set of grids! Makes evenly browned waffles on one side, 
or, quickly reverse the grids and you have a roomy grill for toast- 
ing sandwiches or frying chops, eggs, pancakes, etc. No problem 
of storing an extra set of grids—they are always in the appliance! 


This latest arrival in the Dominion family of traffic appliances 
bids fair to become one of the most popular in the line of “Family 
Favorites”. It’s definitely smart-looking, modern and practical! 


ILLOW THESE SIMPLE CONTEST RULES 
Win $100—Win one of these beautiful Combination Grills! This is an 
easy contest—no box tops, no jingles, no essays! Here are the rules: 
@ We need a suitable name for this 


new, outstanding appliance. It should 
be descriptive, catchy, original and 


There will also be entry blanks at the 
Dominion booths at the National House- 
wares Show, January 13-20. (See note 


brief, within reason. 

@ Open to any person engaged in 
selling electrical household appliances 
at wholesale or retail. 

@ Entries may be made on plain 
paper, with a simple statement to the 
effect: “I suggest this name———_____ 





for Dominion’s new combination Waf- 
fler & Grill’. Be sure to print your 
name and address on the entry, stating 
also your company’s name and address 
and your connection with the firm. 
Mail to CONTEST, Dept. A, Dominion 
Electric Corporation, Mansfield, Ohio. 


below about the show.) 


@ Entries must be postmarked not 
later than February 28, 1949. All 
entries will be acknowledged and win- 
ners will be notified as soon as the 
results can be judged. All entries be- 
come the property of Dominion Elec- 
tric Corporation. Dominion employées 
and employees of the advertising agency 
and their families, are not eligible. 


@ First prize will be $100 cash plus 
one of these new combination grills. 
Each of the four next best suggestions 
will win one of these grills. In case of 
a tie, equal prizes will be given tying 
contestants. 


This new grill will be on display, along with Dominion’s full 
line of appliances at the National Houseware’s Show, Chicago, 
January 13-20, Navy Pier, Booths 220-222. 


DOMINION ELECTRIC CORPORATION 


MANSFIELD 4, 


AVAILABLE THROUGH REPUTABLE 


HARDWARE AGE, JANUARY 13, 1949 


OHIO 











| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
\ 


DISTRIBUTORS ACROSS 





As a Waffler 

Housewives 
delight in the 
appetizing waf- 
fles produced on 
this combina- 
tion. Each huge 
waffle serves 
four people. Drip rail minimizes effect of 
batter over-flow. A conveniently located 
temperature selector permits choice of any 
desired shade of brown. Grids are specially 
treated to eliminate sticking. 





As a Grill - Turn over the waffle grids 
and — presto! —it’s a sandwich toaster or 
grill, ready to cook anything that’s fried. 
Upper and lower sections open out flat, as 
illustrated, and provide over 144 square 
inches of cooking surface. Use this cooking 
device right on the breakfast table—less 
running back and forth. For toasting sand- 
wiches it has no equal. Makes four large 
sandwiches at once—keeps a big family 
happy with well cooked food! The most 
cooking satisfaction per dollar you ever 
offered! 
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‘In Garden Hose ees 
"ay sine 
ts hacen 
* — Now the only plastic garden hose | 
S U PPL | 4 you can safely shut off at the nozzle } 


for weeks at a time, under full pressure. 
(a oy 7 ee dg | @ 


for my customers! still only 73 the weight / 
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Fully Guaranteed” 












FAIR TRADED RETAIL PRICES 


an lechaten | Gerene fu 
“stanparp | 4.50 | 7.95. 11.95 ELASTRON® CLOTHESLINE 


Made of genuine Elastron with a 


| HEAVY DUTY 5.75 | 9.95 14.50 strong core of the same tough, non- 
en eae eee . , rotting cord 
used in heavy- 








ORDER NOW — for prompt seasonal delivery Cl duty tires. 
di FAIR TRADED 

INDUSTRIAL SYNTHETICS CORP i 
s £ per 100 fr. 


SUPPLEX DIVISION GARWOOD, NEW JERSEY \ aia FULL 40% 
DISCOUNT 





SEE US AT THE CHICAGO HOUSEWARES SHOW—BOOTHS 818-820 
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PINCOR’S ON-THE-SPOT STUDY 
SPOTLIGHTS YOUR LOCAL 
POWER MOWER SALES VOLUME 


Pincor’s current market study of your area 
takes the guesswork out of buying. 


This study is based on your area’s number of D eC a eC rs Are 
homes, income, population, lawn a 
growing season, lawn size, types of grass 

eo and special local factors that affect Tu at | if g to 


your business. Only Pincor offers you 
this authoritative service. 


PINCOR SELLS 
DIRECT TO DEALER 


POWERFUL NATIONAL 
ADVERTISING 


Pincor’s four-color full-page and 
~ half-page ads in America’s leading ij 
national magazines reach three 
out of every four power mower 
prospects in your community. 




















PINCOR PRICES ARE 
FAIR TRADED TO PROTECT 


f, YOUR PROFIT WESTERN UNION 


every Pincor national ad says 
’“For name of nearby Pincor 
dealer, call Western Union by 
number. Ask for Operator 25.” 


PINCOR GIVES YOU Pincor ads direct prospects to you! 
A COMPLETE LINE 


Three great power mowers to meet three different needs! 


PINCOR P-20 £2 pincor P-18 © PINCOR P-24 
20-inch cut P am se by 24-inch cut 


ex 


J 







18-inch cut 


“115° 








$ * 
NOW—PINCOR 165 
AUTHORIZED 
SERVICE AND 
LOCAL PARTS 
DEPOTS 


Nationwide service 
stations—parts 
depots are stra- 
tegically located to * All prices retail F. 0. B. Factory 
give you prompt, 

efficient service. 





PINCOR’S NEW 
X-RAY BOOK GIVES 
YOU AUTOMATIC 
SELLING 


Makes every clerk a star! 
Builds a complete Pincor 
power mower before your 
customers’ eyes. Spotlights the 
features that make Pincor 

the best buy in power mowers! 





Write Today —Join the Fast-Growing Pincor Dealer Organization! 


PINCOR PROOUCTS 


Feature the sual 
Manufactured by Pioneer Gen-£-Motor Corporation, 5841-49 W. Dickens Ave, Chicage 39, il. 


Electric Trimmer for . $3 50 


Retail price ° « ELECTRIC TRIMMERS 
Shrubbery, Hedges, Bushes! 0.0.8. Sones POWER LAWN MOWERS HAND LAWN MOWERS 
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LIST PRICES 
$146.50 


with std. clutch. 


$157.00 


with mercury clutch. 
Attachments extra 
Plus Freight. 


¢ 
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Spring is months away but that doesn’t —~ cae 
mean hibernation for the CHOREMASTER. @qum PLOW 
Hundreds of dealers display and sell this Ld 
most-wanted garden tractor right through the vy 
winter months for snow-plowing... have their f pe | 
customers all ready for spring lawn care and SN GRASS CUTTING 
cultivation. Along with the generous profit "Ne 
on the tractor, dealers reap extra dollars / ’ ) 
from the sale of attachments for grass and 2 
weed cutting, plowing, furrowing, seeding. 7 } 
hauling, sawing, discing, crop and paint 
spraying. Because the CHOREMASTER is 
an all-season tool, it’s a year-’round seller 
...+ year ’round profit-maker! 


HOW TO SELL MORE CHOREMASTERS 


Enthusiastic dealers report selling the CHORE- 

MASTER is easy! When home owners find the 

CHOREMASTER, plus a simple, inexpensive because... 

hitch, converts their present hand mower into an 

effortless power mower... they’re sold! 1. One-wheel tractor does more jobs 

better. 

Backed by national promotion unequalled in the field, the CHOREMASTER 
is fast becoming the leader, both as a garden tractor and as a power mower. 
In the next year, millions of impressions will be made on readers of leading 
magazines such as Better Homes and Gardens, House and Garden, House 
Beautiful, Popular Science, Country Gentlemen, Successful Farming, Pro- 
gressive Farmer and others. 


WRITE FOR FRANCHISE INFORMATION 


You'll want to get your share of the business being generated by CHORE- 
MASTER. There are still a few dealer franchises available. Write, wire or 
phone today for details. 


Made by Special Products Division 
The LODGE & SHIPLEY Co. 
828-1 Evans Street Cincinnati 4, Ohio 


Low-cost, rivaling many single pur- 
pose power mowers. 


Light, rugged and powerful. 


Year-’round tractor for all season 
uses. 


Many inexpensive attachments. 


Easier to handle, most economical to 
run. 


Made by Lodge & Shipley. 


2. 
3. 
4. 
5. 
6. 
i 
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Keystone 
Poultry 
Netting 


- the difference shows Up tz es ot \ : 
in the cash register 








— you sell Keystone Poultry Netting even, exact dimension mesh and dependable 


you have the advantages of consumer uniformity. Extra strength is provided by the 
preference, product sales features and easier, tight-wrap reverse twist. It stretches easily with- 
lower cost handling and storing . . . all of these out sagging or bagging. 
show up in your cash register—on the profit side. Keystone Netting rolls are compact, with neat 
Keystone Netting, in 150 ft. rolls, is made in even ends—they are easy to handle and store. 
heights from one to six feet. 17 An Inventory Tag is attached to 





each roll, providing a conven- 
ient way to know instantly ex- 
actly how much is leftincut rolls. 
Dealers find the Keystone Tag a 
time and profit-saving help. 


and 18 gauge, 144 inch mesh; 18 
and 20 gauge, 1 inch and 2 inch <<) 
mesh. Precision made Keystone 


ie -/ 


















Free envelope stuffers and local newspaper advertising mats provide 
a complete merchandising package for effective poultry netting scles. 
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¢ INDUSTRIAL 
¢ MARINE 


¢ FARM 
¢ AUTOMOTIVE 
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lis, Botler-than-ones MGM 
of the Popular Pre-war Nu-Airflo 


FEEDS MINNOWS eZ ss 
FRESH, LIFE-GIVING 
NU-AIRFLO FEATURES FOR AIR BUBBLES WITH 


D) 


BETTER FISHING 


|. Exclusive Nu-Airflo principle, trapped air released slowly 
at every movement of the bucket keeps minnows alive 
longer. 


EVERY MOVE! 


2. Patented top fastener of unbreakable spring wire. Just 
pinch to open, push to close, with one hand. 
3. 98.7% pure aluminum buckets. Assures extra long life; 
is especially recommended for minnow buckets. Light in 
weight but built for heavy duty. 
_ " : , In the Car, 
4. Floats upright. Float chamber filled with plastic, more 
buoyant than cork. 


5. All edges rounded for safety. Eliminates cuts and 
scratches. THE STANDARD MINNOW BUCKET 
6, Smooth, die-cut perforations in side of inner bucket. 
. . . Here's a big value in minnow buckets of standard 
7. Two-piece design, full 10-qt, capacity holds 3 to 4 . te tor be duty of light, durable 98.7 % 
dozen minnows. design. Built for heavy duty o ig k wre e 98.7 % 
pure aluminum. Full floating, 2-piece, with all edges 
8. Strong, comfortable handles. ‘ : : 
5 endie thetd and inner container perforations rounded smooth. 
a es oe Same patented lid latch and Styrofoam filled float cult 0e-Qcert Babee 
chamber as the Nu-Airflo. Standard Minnow Bucket} 





JOBBERS — HERE’S YOUR 
PROFIT OPPORTUNITY! 
Act now! Cash in on these popular, fast- 
moving minnow buckets! Every fisherman needs and 
wants one. Send for literature, prices and samples today! 
A Few Choice Territories Still Available 
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aa Vion 
HUSKY freezer 


Safe C mtr a .- Beautiful natural color displays—and 
yours for the asking! A cinch to build 

Dolly Madison bigger profits for you when used to 

Simple. Sanitays Fad sell easy-selling Porter-made HUSKY 
HAND FREEZERS and DOLLY 
MADISON ELECTRIC FREEZERS. 
Get Porter Freezers out in the open 
where shoppers can see them—and 
watch them move! Window, floor, 
table and counter displays! Show 
and sell related items —ice cream 
scoops, ice picks, dishes, party deco- 
rations and favors! 


freeze! 


Act fast to get either or both of these FREE displays— 
mail the coupon below today! (Limit of 2 HUSKY and 
2 DOLLY MADISON displays per store.) Hurry! 


USE AS FLOOR, COUNTER 
TABLE, WINDOW DISPLAYS 


Porter-made HUSKY and DOLLY MADISON freezers are 
— America’s largest selling home ice cream freézers! 
CLIP AND MAIL 4 Why? Because of quality, attractive styling, and EX- 


THIS COUPON NOW! = CLUSIVE FEATURES. 


CORPORATION 


America’s Largest Manufacturers 


of Home Ice Cream Freezers YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
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GREAT IN 4 


ANOTHER GOULDS “BEST” 
The famous 
JET-0-MATIC 


Same unit for 
deep or 
shallow wells. 
A completely 
packaged 
unit as it 
comes to you. 
ee 
thousands of 
trouble-free 
installations. 
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| WATER SYSTEMS 
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THE LINE FOR ‘49 


GOULDS dealers who had a banner year in 
1948 are looking forward to an even more profitable 
and satisfying water system business in 49. They know that the GOULDS 
line — complete, with the finest pump for every prospect’s needs — is their 


assurance of a full share in the year’s rich water systems market. 


Take Goulds Balanced-Flow Jet (illustrated above), for example. 
Introduced just two years ago, its rise to fame has been meteoric—because 
it’s the only pump of its kind! \t’s tankless with self-adjusting capacity . .. 
offers owners “city water service” in their homes. It’s easy to install .. . and 
low-priced to meet mail order competition. But only GOULDS dealers can 
cash in on the Balanced-Flow—and the other superior pumps in the 
GOULDS line. 

Our greatly increased production facilities enable 


us to expand GOULDS dealerships in some areas. 


See your distributor—or write us for his name. 


GOULDS PUMPS INC. Seneca Falls, N. Y. 


WATER SYSTEMS 


*TWesas 


FOR EVERY FARM AND HOME NEED 












GOOSE NECK 





Never before have you had merchandising help like 
this to offer hardware dealers. Study the GREEN 
SPOT display above. Notice the packages, plainly 
marked . . . the self-selling product cards. And re- 
member, everything’s in color—even package inte- 
riors—to attract the eye and stimulate sales. 


Here is a complete garden hose equipment depart- 
ment. All the retailer has to do is set it up in his store 
window or garden section. (A series of diagrams on 
the back of the product cards suggest the most ef- 
fective ways to arrange a GREEN SPOT display.) 
The whole thing takes up no more space than would 


They add fun & efficiency 


to sprinkling 


QUICK CONN 





OFFERS A COMPLETE MERCHANDISING PROGRAM 


TO HELP YOU INCREASE 
GARDEN HOSE EQUIPMENT SALES! 


normally be allotted to garden hose equipment. 


Dealers who used the displays this year reported, 
in many instances, phenomenal sales results. That’s 
why this “complete garden hose equipment depart- 
ment” idea is back for ’49 (with new “‘silent-sales- 
man” displays) . . . the main attraction in a complete 
merchandising program that now includes the sales 
magic of the famous don herold. 


It’s all designed to help you do an even bigger, 
more profitable business with GREEN SPOT, the 
quality line of garden hose equipment. 


Green Spot KEEPS THAT SPOT GREEN 


HARDWARE AGE. JANUARY 13, 1949 













New C 
in dets 
has to « 
leading 
the cou 


scc 


HARI 





Bonus ITEMs For Extra SaLes 
and —- highlight of the 
new GREEN Spot merchandising 
plan. These are items ple 
want and would buy if they 
knew and understood their use. 
They get special attention in 
the don herold booklet and at 
point-of-sale. 


BooKLetT By DON HEROLD, 
a “How To Water Your Lawn 
QUICK CONN Right"’ will increase demand 
Me. for GREEN Spor garden hose 
equipment. This well-known 
4; Ss Fy cartoonist tells why and when 
B : : to use many items in the GREEN 
Spor line. Available free to 

your retailers. 


New Propuct Displays 
featuring don herold cartoons 
are traffic-stoppers. Easy-to- 
understand pictures show 
how product is used, tie in 
with this completely inte- 


H E G E ; S W ‘al AT grated merchandising and 
sales program. 


AT Cea | 


Siggy aqgg | 


Dood AST me ell, cma tek V1.4: 


* 
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NoTHING Was OVERLOOKED in 

the way of merchandising assis- 

tance. Package inserts feature ‘““Bonus 

‘ @ i Items’’, promote extra sales. Product 

That’s ae tags help sell by telling how to use 
: : GREEN Spor items. 


2part- 
sales- 
nplete 
. sales 


igger, a 
', the i lenall elles eles tek 

dager nol each ar GARDEN HOSE EQUIPMENT 
the country. A PRODUCT OF SCOVILL 


CONN. 


SCOVILL MANUFACTURING COMPANY, WATERBURY 91, 
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2,800,000 Siortemen 


ae ” WILL SEE 
IN THESE 











DECEMBER 1948-2 
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THE FIRST IN 
) A SERIES OF 
. ADVERTISEMENTS 
THAT WILL MEAN 
BIGGER SALES 


rer YOU 
‘SELL THE BEST LINE IN’49...GET HEP Td Ge 
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Two things yOu 6 can n rely on on 















1 RELY ON THIS TIME OF YEAR ! B aww ON RAY-O-VAC | 
FOR GREATEST FLASHLIGHT BATTERY SALES | LEAK PROOF BATTERIES FOR 


These winter months have three times ws FAST TURNOVER 

the normal amount of darkness during 
the active hours..... 
three times the normal 
need for flashlights 
and batteries. 

















( ) | 
NEW / for counter, wall, | 
® cash register, 

island or window. Has 
battery tester on side. | ee 
Cost is quickly liquidated | These most talked-of 
by free merchandise deal! | | batteries ever made are | 
~__J | sealed in steel and | 





protected by nine layers of 


lation to k 
FEATURE RAY-O-VAC LEAK PROOFS sion 9 oo gl 


NOW IN THIS ATTRACTIVE MERCHANDISING DISPLAY Guaranteed against 


It reminds customers that they need flashlight damage through | 
RAY-O-VAC Leak Proofs.... also reminds them to corrosion, swelling or sticking. | 
buy plenty because spares stay fresh for years. , And these exceptional | 

If you don't have all details about this unusual ‘ | batteries still sell at their | 


deal, phone your supplier now! pre-war price / 





RAY-O-VAC ... ENTIRELY DIFFERENT... 


IS THE DISPLAY-WORTHY BATTERY. SELLS ON SIGHT 







RAY-0-VAC COMPANY 





MADISON, WISCONSIN 





...AND NOW IS THE BEST TIME OF ALL! 


6l 
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Neat, well arranged Acme Paint Department, plus conspicuously placed Acme Spotlight Home Decorator, 
help make up the formula for a 4-time annual paint turnover! That’s the story told by the Forest Fuel & 
Lumber Supply Company, whose Detroit, Michigan store is shown here. See opposite page for fuller details. 
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“4-TIME TURNOVER 


WITH ACME PAINT LINE” 


~ 





Paint sales soar in First Year he stocks 
ACME LINE 


THIS IS WHAT Carl Hauswirth, of the ment. All indications assure us of at least 
Forest Fuel & Supply Company, Detroit, a FOUR-TIME TURNOVER FOR OUR 


has to say about the Acme Main Street FIRST YEAR.” 
America Program: 


“Our original purchase was a Number 1 


‘package’ deal, at $400 per store. Because You, too, can cash in with ACME 
of the consumer acceptance of the Acme 
line, we found it necessary immediately to Dealers everywhere have similar 


add items not included originally in the stories to tell! They boil down 
to this: THE ACME PROGRAM 


at om oe through May, we have SELLS PAINT—LOTS OF IT, 
ad a little better than ag o-time vandenaped in AND FAST! You don’t want to 
our first four months with the Acme line. miss out on a good thing, do you? - 


You, too, can cash in with Acme 
“Because of the way our paint business this year! 
has soared since we put in your line, we 
will have to increase our stock invest- 


ACME WHITE LEAD & COLOR WORKS, Detroit 1, 1, Mich, 












WRITE, PHONE or WIRE 


YOUR ACME DISTRIBUTOR today for full 
details on the paint-selling, volume-building 
Acme Paint Program. 





3, 1949 
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HANK KETCHAM 
FAMOUS SATURDAY EVENING POST 
AND COLLIER’S CARTOONIST 


“Now, don’t tell me Mother Nature planned it this way!” 


“SURE - -- 


— hing Hinges. On Hager/” 


© 1948 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 





© FOUNDED 1849 —EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE 
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*The American Brass Company does not weave bronze 
insect screening, but from the earliest use of metal for 
screens, has furnished uniform high-strength bronze 
wire to the nation’s leading manufacturers. 











JENCE 





AnaCon DA 


from mine to consumer 





BRONZE SCREEN WIRE 
THE AMERICAN BRASS COMPANY 


General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 


In Canada: ANACONDA AMERICAN FRASS LTD. 
New Toronto, Ont. 
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Be INSECT SCREENING* has always been a 
profitable item for you. And it moves, be- 
cause it’s good, it’s priced right, and the public 
knows this. 

Most of your customers also know that bronze 
screening will save them money because it can’t 
rust, it’s strong and tough... and it’s good for years 
of service in any climate. 

But here’s something they may never think of 
(unless you tell them). Bronze screening insures 
greater summer comfort... because it admits maxi- 
mum light and air. 

Here’s one quality item that is moderately priced 
and fast moving! Jot down “Bronze Screening” on 


your want-book now. 4885 Rew 












UNION 
PACIFIC 





Your choice 
of 


oar 


Service belween 
Chicago and 


the PACIFIC COAST 


Union Pacific’s daily Streamliners provide splendid 
accommodations for both Pullman and Coach passen- 
gers. Superb Dining-car meals . . . restful Club and 
Lounge cars... and a smooth roadbed add to the pleas- 
ure of your journey—from beginning to end. 


Seamlne CY OF LOS ANGELES’ 


Between Chicago-Los Angeles 


amber VY OF SAN FRANCISCO’ 


Between Chicago-San Francisco 


Staamluue VY OF PORTLAND’ 


Between Chicago-Portland 











ALL STREAMLINER COACH SEATS ARE RESERVED 


* * * 
Also overnight service Daily service on the Stream- 
every night between Chi- liner ‘‘CITY OF ST. LOUIS”’ 
cago and Denver on the between St. Louis and 
Streamliner ‘‘CITY OF Denver .. . with through 
DENVER.”’ cars to the West Coast. 


_ UNION PACIFIC RAILROAD 
Bee ? ee 
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Albany, 
Atlanta 
August: 
Baltimo 
Cartere 
Chicage 


Cincinn 


HARDWA 


| 


A 


1949 


| ARMOUR | 


Velvetgreen 


Advertising DOUBLED! 


1. EARN MORE PROFITS 


2. INCREASE PLANT 
FOOD VOLUME 


3. BUILD YOUR GARDEN 
SUPPLY BUSINESS 


POWERFUL NEW NATIONAL 
CAMPAIGN IN MORE MAGAZINES 


& NEWSPAPERS TO HELP YOU: 





Armour Velvetgreen Plant Food—with a record sales year 
behind it—is doubling its volume of advertising this year. 
This greatly stepped-up national promotion is designed to 
help Velvetgreen dealers everywhere to earn more profits, 
increase their plant food volume, and build their garden sup- 
ply business generally. Millions of home gardeners have 
proved they want Velvetgreen, and the 1949 advertising cam- 


paign, breaking soon, will bring even more of them into your 





e@ store. Velvetgreen store traffic will also help sales of related 


gardening items—tools, seeds, etc.—extra business for you. 


eens way? 


@ ROOTS 


HOW TO GET FULL VALUE 
FROM VELVETGREEN ADVERTISING 





e@ A prominent Velvetgreen display in your store is the best 


@ STEMS AND LEAVES 

@ tie-in with Velvetgreen’s national advertising which in- 

@ FLOWERS, FRUITS, VEGETABLES ; , 

@ cludes: full-color, full-page ads and 2-color ads in leading 
home service magazines; and more frequent insertions in over 
150 daily newspapers, timed to the local buying season. Free 
tie-in mats, attractive display materials, and instructional 


a rod folders available. Mail the coupon below for further informa- 


tion about the profit possibilities in Velvetgreen. 


MAIL THE COUPON TODAY! 


pF BAVA VPSSVSSSSSSSeSsSeseSBesesesesaassaaa 











s 
. 
MANUFACTURING PLANTS LOCATED AT: ‘ ARMOUR FERTILIZER WORKS 
’ P. O. Box 1685, Atlanta 1, Ga. 
: ; s Velvetgreen Dept. HA 
Albany, Ga. Columbia, S. C. Jeffersonville, Ind. : Please send me further information about Velvetgreen. 
Atlanta, Ga. Columbus, Ga. Montgomery, Ala. : lam a___ = distributor_ — _ retailer. 
: (check one—no ob igation) 
Augusta, Ga. Dallas, Tex. Necheilie, Tenn. y 
New Orleans, La. , 
Baltimore, Md. East St. Louis, Ill. ¢ Nome 
Norfolk, Va. : 
Carteret, N. J. Greensboro, N. C. Searsport, Maine é Firm 
Chicago Heights, Il. Houston, Tex. Sandusky, Ohio —_— ” _— 
Cincinnati, Ohio Jacksonville, Fla. Wilmington, N. C. ; 
: City State 
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For a profitable year follow the 
leader! Selling is going to be harder 
and advertising support will be 
more necessary than ever. So 
follow the leader. 


The Ocean City - Montague line gives 
you more fine merchandise to sell 


and more advertising to help you sell e 


it! To make your selling job easier 
... to make your profits surer! 
Advertising that brings in the 
customers . . . advertising that 
closes sales faster for you. Line-up 
with this line for ’49... order 
through your jobber now. 


Why Dealers Like to Handle 
This Biggest-Advertised Line 


@ National magazine advertising... 
the biggest campaign in the industry 
. reaching millions of readers ! 
© Catalog; and colorful sales literature 
-..the most comprehensive available 
anywhere ... all free. 
@ Displays for window and store point- 
of-sale assistance... all free. 
@ Free mat service... attractive ads and 
illustrations that dealers can run locally. 


OCEAN CITY REELS 


Ocean City Mfg. Co., A & Somerset Sts., Phila. 34, Pa, | 
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Availabl. 
) model, 





















Regulor | 
Available 
sizes. Fau 








UTTLE BR 
struction v 
your jobb 
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Bccni: BROWNEIUG 


RADE MARK REG 
THE OLDEST NAME IN JUGS 


— WHITE 
AMEL-ON-STEEL 
ANT INTERIORS 


@ NEW PATENTED TEMPSEAL STOPPER 
Exclusive ‘‘tempseal”’ 


stopper 
patented July, 1948. 


@ THERMETICALLY SEALED 


Two-piece construction prevents 
thermal dissipation 


A MILESTONE INS 
THERMAL ENGINEERING 


PORCELAIN INTERIOR 
4 Regular LITTLE BROWN JUG 


Snow White porcelain enamel-on- 
| Available in 1 galion size, Spout 


Certified temperature charts accompany 
each “Yeeround” Jug so that user can 


predetermine exact temperature of con- 


tents up to 12 hours and longer. Available 
steel acid resistant interiors. 

+) model. 

H 


in 5 qt.—faucet model only 


Larne BROWN JUG again sets the pace. It has everything—eye 


appeal, value and a full profit for you. Features that lend to display and 
over-the-counter selling—snow white porcelain interior—patenited sanitary 
stopper with special value that allows free pouring from spout or faucet 
without loss of heat or cold. Extra thick insulation—two piece streamlined 
construction, that is thermetically sealed to prevent temperature loss 
Beautiful, lustrous baked enamel finish 
Regulor LITTLE BROWN JUG 


Available in 1 and 2 gallon 
sizes. Faucet models 


Display all LITTLE BROWN JUGS...watch your customers stop, look and 
buy. Your jobber has them—order today. Nationally known and advertised 


MANUFACTURED by HEMP & COMPANY, INC 
3102 EAST MURRAY ST 


. © MACOMB 
7 


_- 


, ILLINOIS 


- 


THE NEW 
a LITTLE BROWN 
s ’ ‘ . ™ x 
v" |" COOLER 

ig THE NEW LITTLE BROWN 

COOLER—Streamlined two 

piece steel construction. White 
baked enamel finish. Drip proof, 
push button faucet. Available 
in 3-5-7%2 gallon capacity. 
Ideal for store, factory, office or 
home. in stock at your jobber. 


UTTLE BROWN CHESTS. All steel con- 
struction with extra thick insulation. Ask 
your jobber about two sizes and models. 


New jug display stand available 
through your jobber—ask iim. 
— 
3, 1949 
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Were you in on the 
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Electric Water Heaters 





For the past two years, the sales volume of Storage Type 
Electric Water Heaters has been over 1,000,000 units a year. 
This represents more than $126,000,000 annual sales volume, 
and that’s not peanuts in anybody's language. 


If you didn’t promote and sell Electric Water Heaters, how 
much of that volume did you miss? 


Proof that Electric Water Heaters are what people want 


Not only actual sales volume but surveys—by such maga- 
zines as McCall’s and Successful Farming, by the Office of 
Civilian Requirements, and NEMA—show the rapidly in- 
creasing demand for modern Automatic Electric Water 
Heaters. 


Here's WHY people want Electric Water Heaters 


This trend is growing daily as —_ see for themselves the 
many advantages of the modern Automatic Electric Water 
Heater: 

(1) Automatic (continuous hot water, no attention); (2) 
“LEAN (smokeless, sootless); (3) DEPENDABLE AND TROUBLE- 


70 


FREE (as electric light); (4) Economica (fully insulated 
storage, short hot water lines); (5) SAFE (all electric, depend- 
able temperature control); (6) FLEXIBLE (can be installed 
anywhere, even in living quarters; no flue or vent). 


Here’s why dealers like to sell Electric Water Heaters 


Not only do people want to buy Electric Water Heaters, but 
dealers like to sell them because of: 


e Larger Individual Sales. One Electric Water Heater 
represents as much dollar volume as two or three smaller ap- 
pliances. Each sale also represents . . . 


¢ More Profits for You. There is a full margin of profit 
on the sale of Electric Water Heaters. And there is also the 
added advantage of .. . 

e Pleased Customers who come back to you for other 
electrical appliances and services. 

That’s why you’re missing plenty of sales and plenty of 
sam unless you stock and sell modern Automatic Electric 

ater Heaters! 


ELECTRIC WATER HEATER SECTION, 

155 East 44th Street, 
BAUER « BRYANT ¢ FOWLER ¢ FRIGIDAIRE ¢ GENERAL ELECTRIC e 
NORGE « PEMCO « REX e RHEEM e SELECTRIC « SEPCO « SMITHWAY 
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During the six years preceding war-time manufacturing restrictions, 700,000 
sales of Automatic Electric Water Heaters almost tripled. Since the ‘ 

war, sales have really soared. The year 1947 showed a gain of more 600,000 

than 500% over the best pre-war year. This points to a high volume 

for years to come. The Electric Water Heater is what people want! / 500,000 

7 400,000 

7 300,000 

( war ) 200,000 

U YEARS { 100,000 






































1935 1936 1937 1938 1939 1940 1941 1942 1945 1946 1947 


Source: January, 1948 Statistical Issue, Electrical Merchandising Industry Figures developed from Statistics compiled by NEMA. 


National Electrical Manufacturers Association 


New York 17, N. Y. 
HOTPOINT e¢ HOTSTREAM e¢ JOHN WOOD ¢ KELVINATOR « MERTLAND «¢ MONARCH 
SUNBEAU e« THERMOGRAY ¢ TOASTMASTER ¢ UNIVERSAL « WESIX « WESTINGHOUSE 
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For More 
a 
Profits from 
oo 
FARMERS! 
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Put ina GLEASON WHEEL 


DEPT. - less than 2 sq. ft. of space! 


e Farmers need rubber tired wheels, and 
the Gleason Deal gives you the five sizes of 
wheels farmers buy. With the deal you get 
a three-color action display at no cost... 
a Wheel Seller putting these fine wheels 
where customers can see wheels, spin wheels 
and buy wheels. 


Get COMPLETE DETAILS - TJoday!/ 


For full information ask your jobber’s salesman, or fill 
in the coupon below and send it to either your jobber 
or the factory. 


una ° ===; ae ¢ SEE es GEE 9 Gn ¢ um ° com 


| GLEASON CORPORATION 
- §34 N. Ninth St., Milwaukee 3, Wis. 





Send full details on the 


Name 


Address 


City State 


Wheel Dea! 
Wheel Vedi 





















Sprinklers 
Nozzles and 
Garden Hose 


Accessories y 


Spotlight ALLEN Garden Hose Accessories for 
spring sales. They're priced right for volume 
sales and good profits. Your customers will be 
quick to see the extra quality and value. Since 
1887 — 62 years— ALLEN products have been 
national favorites. Now, we offer new postwar de- 
ciens xew finishes, new packaging. ORDER NOW! 


ALLEN “Justrite” 
Cast Brass 


Hose Nozzles 
Outstanding in every detail, 
the Justrite does a more 
effective watering job. It’s 
tops in quality—ata popular 
| price. Precision-machined 
from cast brass, the Justrite 
produces a perfect spray with 
no drip or back spray. Can 
be adjusted instantly to—a 
heavy spray —a straight 
stream for distance —a 
heavy stream for volume — 
and a complete shut-off. 
Make this your leading 
seller! It’s hachpewat and 














, dependable. Each nozzle 
tested under water pressure. 


High polish finish. 





Advertised Nationally 
TO BUILD SALES FOR YOU 
During 1949, Allen Sprinklers and 
other garden hose accessories will 
be advertised in leading home and 
garden magazines of nation-wide 
readership. 

Better Homes & Gardens 3,253,208 Readers 
American Home 2,580,045 Readers 


Flower Grower 220,767 Readers 
Sunset Magazine 450,000 Readers 


Ask Your Jobber 


About Allen's Garden Hose Accessories and Lawn Sprinklers 





Established 1887 


W. D. ALLEN 


MANUFACTURING CO. 


566 West Lake Street 66 Reade Street 
| Chicago 6, Illinois New York City 7, New York 
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Thousands 
of satisfied 


users say: 


“IES THE 


[ST PUMP 


MADE 


FOR YOUR CUSTOMERS. Long. 


lived, compact, modern design that’s 
simple, safe, and fully enclosed. Never 
needs oiling or greasing. Can't rust, 
corrode, or contaminate the water. 

Self-priming, positive pumping action. 
Uniform pressure without pulsation. No 
pipe or tank vibration. 

Quiet operation without gears, belts, 
pistons, or valves (except built-in check 
valve) —and without dangerous, exposed 
moving parts. Motor and pump form a 
single, light-weight unit. 

World’s most capable pumping prin- 
ciple (a helical rotor turning inside a 
double-helical stator), proved by more 
than twelve years’ use on industry’s 
toughest jobs. Remarkably resistant to 


BE READY FOR THE 4/7, i] 


BIG SPRING TRADE 





hy, yp" , aa 
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ROBBINS s MYERS SHALLOW WELL PUMP 


"768 Good as tt ts Good- Looking 


wear. Needs no attention. Patented. 

Complete protection. Relief valve in 
pump prevents over-pressure. Thermal 
switch shuts off motor if overheated; 
starts it again when cooled. 

Simple installation. Pump mounis 
anywhere. Won’t leak or drip. Only one 
pipe goes into ground or cistern. No 
foot vaive. 

Fully automatic. Furnished complete 
with all controls, and with or without 
pressure tank. 

Choice of sizes. Capacities from 250 
to 800 gallons per hour meet all house- 
hold and farm water needs. 


FOR You. Quick, clean “‘package”’ 


sales. This pump practically sells on 


Individua! 
Company 


Address 


lama 


sight. Now in its third year on the 
market. : 

Profits and prestige. When you dis- 
play and sell the Robbins & Myers 
fastest-growing of all shallow well pumps 

you are keeping in step with the times. 

An eager and sustained demand on the 
vast number of farms, and in homes now 

or to be built—beyond the water 
mains. 

Ample advertising in leading national 
publications to stimulate interest in this 
competitively priced yet better kind of 
pump for home water plants. 

Full cooperation in every way from a 
long-established manufacturer with an 
excellent reputation for fair dealing. 
Write today for the whole profit story. 


ROBBINS & MYERS, INC., Pump Division, Springfield 99, Ohio 
Send complete information on Shallow Well Pumps. 


HA 


Zone State 
DISTRIBUTOR DEALER 
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WE WILL INCLUDE 6 


TO INTRODUCE Perfection 


SANIT-AIDS 





TRADE MARK 


(worth 39¢) 


DUBL-CHEM-FACED FILTER DISCS 


§ without CHARGE 





WITH EACH PACKAGE OF 300 Perfection 


CALL YOUR JOBBER TODAY! Ze care co 
STOCK UP WITH PLENTY of this 


Fast-Selling Speetal Sargatn offer! 


Don’t underestimate the demand for this remarkable Special Offer! It gives, with- 
out charge, 39¢ worth of SANIT-AIDS to each purchaser of a 300-disc package of 
Perfection DUBL-CHEM-FACED Filter Discs. Your trade will go for this in a big 
way ... and come back for more. BE SURE TO ORDER PLENTY OF STOCK 
NOW .. . because this Special Offer is for a limited time only. 


WHAT SANIT-AIDS ARE: 


SANIT-AIDS are made of parchment 

. NOT CLOTH! They are non-ab- 
sorbent, so they rinse out completely 
CLEAN, free from dirt or odors... 
never get sour, smelly, rancid or bac- 
teria-infested . . . always SANITARY! 
They have remarkable “scouring action”. 
DURABLE, can be used over and over 
for a long time . . . ECONOMICAL! 


“WONDERFUL" say farmers 


In Milk House: For sanitary cleaning 
of milk pails, strainers, separator bowls, 
parts, and other utensils. In the Milk 
Barn: For washing cows’ udders; clean- 
ing milking machines and utensils. In 
the Farm Home: For dishwashing; for 
personal tub or shower baths, etc.... really 
wonderful! Try them yourself and see. 
You'll want more SANIT-AIDS to sell! 


IF YOUR JOBBER HASN’T THIS SPECIAL OFFER 
WRITE (including his name and address) TO 


SCHWA RTZ MANUFACTURING COMPANY, TWO RIVERS, WISCONSIN 








for best 
does th 
Write f 





You’re selling the BEST when you sell 
Perfection DUBL-CHEM-FACED filter discs 


TRADE MARK 
You and your customers know you are offering the finest filter disc 1 COES THE WORK OF 2... SAVES MONEY 
value on the market in Perfection DUBL-CHEM-FACED filters. You FOR YOUR CUSTOMERS... WINS REPEAT SALES 
are giving your customers more for their money . . . better filter discs 


at less cost! 


Dairy farmers, doing their best to keep production costs down, appre- 
ciate this opportunity to save money and still protect milk quality. 
Once they try DUBL-CHEM-FACED filters, they come back for more. 
Farmers who felt it necessary to use TWO filter discs of another type 
for best results, tell us that ONE of these DUBL-CHEM-FACED discs 
does the job as thoroughly as TWO of the others. See for yourself. 
Write for samples. SCHWARTZ MANUFACTURING CO., TWO RIVERS, WIS, 











Nationally advertised . . . more than 16 MILLION ads to help you -sell 
ER, DAIRYMEN’S LEAGUE NEWS, NEW 


In nation-wide publicity, the story of Perfection 
DUBL-CHEM-FACED Filter Discs and the new 
SANIT-AIDS, will appear more than 16 million 
times in such outstanding magazines as SUC- 
CESSFUL FARMING, HOARD’S DAIRYMAN, 
MODERN DAIRYMAN, PRAIRIE FARMER, 


ENGLAND HOMESTEAD, NEW ENGLAND 
DAIRYMAN, WESTERN DAIRY JOURNAL, 


BETTER FARMING METHODS, and other 
dairy publications. Be prepared to meet the de- 
mand. This special sales-boosting offer is for a 
limited time only. Stock up NOW! 


WISCONSIN AGRICULTURIST, THE FARM- 
ASK YOUR JOBBER FOR OUR HELPFUL 


SALES AIDS, TOO! 


© 
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INSIN AMERICA’S FOREMOST: MANUFACTURER OF SANITARY FILTERING AIDS FOR DAIRYMEN 
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New Telechron 


clocks 


consumer tested for sales 





W: KNOW that these new Telechron time-tellers 
will be fast-sellers. They have the style appeal that 
means quick sales and profits—for you. 


And here’s even more convincing proof. Both newcomers 


were consumer tested. Both got high acceptance 


An alarm 
with charm! 


STARLET .. . Telechron’s most recent 
creation, trim and tiny. Ivory plas- 
tic case with stylish tieback curtain 
effect. Brown numerals. On-the-dot 


alarm. To retail at...... $4.95 


Plus Taz 


A hang-up 
that’s bang-up! 


DECORATOR . . . Something new in 
wall clocks for kitchen, bathroom or 
game room. May be hung or recessed 
to make plastic numeral band flush 
with the wall. Choice of dial colors. 


J 5.95 


Plus Taz 


Telechron .. . the first and favorite electric 
clock . . . provides right time for every room. 
Smart alarms, occasional, kitchen cloeks and 
awakening devices make profits for you. Prices 
and specifications subject to change without 


ratings in major markets. People who saw them liked them ita. 


and said they would buy them. 
And here’s another important plus that all your 


salespeople should know. being Telechron clocks, these 


new models enjoy a ready-made reputation for 


eS 
() 
accuracy and dependability. They never need winding, oiling, Cc AL 


or regulating ... they can’t run fast or slow. Order now 


from your local Telechron distributor. Telechron Inc., 
Ashland, Mass. A General Electric Affiliate. 
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KITCHEN HEATER COAL-WwOOoD COAL-WOOD-GAS 
RANGE RANGE ' RANGE 


FOR ’49 


gives you complete sales covert 


HE Monarch line for ’49 is more comp et 


than ever. New models! New featu: 
City home or farm home — electric, g ras 
coal-wood, or combination .... the ff 
line Monarch dealer will be better 
than ever to seize every range sale: O 
tunity, cash-in on every profit. 3 
It’s going to be another great ye 
Monarch dealers! See us at you 
hardware show. 
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7 homes 
out of 10 





























All-Steel 
Easy-To-Adjust 


FLOOR JACKS 


If you want to earn 
greater, quicker prof- 
its, switch to TAPCO, 
the precision-engi- 
neered, streamlined 
floor jack. Tapco has 
many superior advantages that 
make it the top choice with alert 
dealers everywhere. 


) 





DOUBLE 
‘PINNED 
For Extra 
Safety! 





with a at 
adjvs™ aged— | 
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For free 





name of your nearest 
distributor, write... 
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TAPCO DEPT. H-10 


THE AKRON PRODUCTS CO. 
SEVILLE, OHIO 

















Again CIPCO leads the way in 
merchandising builders hard- 
ware. CIPCO Kick Plates and 
Push Plates NOW are avail- 
able in individual packages... 
exclusive with CIPCO. 


No confusion. No hunting for correct size 
or finish. The CIPCO package puts system 
into selling. Every unit is in an individual 
package with finish and size clearly indi- 
cated. Complete with necessary screws. 
Makes it easier to arrange your stocks 
for quicker selling . . . bigger profits. 
Available now—through your jobber or 
dealer. 


22nd and COLE STREETS 
ST. LOUIS 6, MISSOURI 
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NEW YORK WIRE CLOTH COMPANY - 445 PARK AVE. 


NEW YORK 22,N.Y. 
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/ A COMPLETE PLUMBING 
' RUBBER DEPARTMENT- 


in just 12 space 
24 GAUGE STEEL COUNTER UNIT - 


” 
yout” 


3 COLOR 
DISPLAY 


- iy 
4 " * a 


en 13 DIFFERENT 
VTaA\e ITEMS—A TOTAL OF 
~ ” 


650 PIECES IN ALL 
7 
eve ry item 


a proved seller 





INDIVIDUALLY PACKED—1 UNIT TO A 
SHIPPING CARTON—WEIGHT 15 LBS. 


Feature it! 13 different items, 650 pieces—and every 
one a PROVED SELLER! All ready-packed in hand- 
some STEEL counter unit—and sparked by an eye- 
catching 3-color display card. 

Answers all your plumbing rubber needs—yet spots 
your complete department in just 12” counter space. 
Every inch means PROFIT with the ‘Handy Man’”’ 
Assortment. 





420 NORTH WOOD STREET, CHICAGO 22, ILLINOIS 
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From [STANLEY] comes not one but 





p pant of MEM Were 


...to bring you Bigger Profits in '49 








__ CLICK-LOCK HASP | 


You can almost see customers approving, selecting, ordering 
as this parade of Stanley items passes in review. Think of it—a 
dozen new hardware hits to feature, a dozen new opportunities 
for profit! 

Yes, you can sell these new goods with confidence that every 
item has customer acceptance. Here is the simplicity and rich- 
ness of design the public wants, p/us the craftsmanship that 
has made Stanley the greatest name in hardware. 

Start the New Year right. Recommend these new items in 
Stanley’s “Big Parade’ for ’49—there’s big business in it for Reg. U.S. Pat. Off. 


, you. Ask your jobber for full details. The Stanley Works, 
New Britain, Conn. 
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"+The Most Complete Full Color 








Guidebook on Decal Nameplates Ever Published 


Manufacturers! Executives! Meyercord, world’s 
largest producer of decalcomania, offers this brand- 
new ‘‘Mark-It’’ Manual on Decal Nameplates /ree. 
Twenty full-color pages. New Decal developments. 
New application techniques. Information vital to 
every business. This handy reference book shows 
how America’s leading products are Decal-marked 
by Meyercord—to save time labor, material . . . to 
provide colorful brand recognition . . . permanent 
product identification with nameplates that se//! 


Executives! 


WRITE FOR YOUR COPY TODAY! 


The new Meyercord ‘‘Mark-It’’ Manual on Decal Name- 


plates is available to all executives, FREE. No obligation. An 


82 


invaluable handbook. To obtain your copy, simply write on 
your business letterhead. Please send inquiries to Dept. 11-1 


The new ‘Mark-It’’ Manual shows hundreds of 
durable, washable Meyercord Decals. Nameplates, 
trademarks, instructions, charts, diagrams .. . all 
sizes, colors, designs. Application is simple at 
production line speeds on all basic product 
surfaces, curved or flat—on metal, glass, wood, 
china, plastics, leather, rubber, crinkle—even on 
poultry. Tells how and where leading manufac- 
curers use Meyercord Decals, for lasting adhesion 
despite vibration, acid, fumes, hard use and wear. 





World's Largest Decal Manufacturer 
5323 W. LAKE ST CHICAGO 44 


ADVERTISE ¢ IDENTIFY « DECORATE ¢ WITH MEYERCORD DECALS 
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SEND FOR OUR 
NEW 
CATALOGUE 





The many loyal 
friends we have won 
is ample proof that 
Pitegoff quality 
brushes have served 
them faithfully. 
Around the calendar 
for 1949 we look 
forward to your 
continued loyalty. 











Inquire of your Jobber or Dealer 


PITEGOFF BROTHERS, Inc. 


320 VAN BUREN STREET BROOKLYN 21, N. Y. 
Makers of Quality Brushes for Two Generations 
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‘The SELLING POWER 


i << ie) More Ore 
"Guaranteed by fe pie oe 
Good Housekeeping vais 


Py NS 
ee! As ADVERTISED wine 


February 
“good wousekeer™ ne 
over 

3,000,000 





eee 





ge. — 


\ 


\ Wri —t en me 
SF 


The complete, nationally-advertised, Home-engineered, quality line 
of rubber houseware that resists heat, grease, soap, and wear. 








WOOSTER RUBBER COMPANY 





WIRE 
CORD SETS Department HWA 
TROUBLE LIGHTS i . WOOSTER, CHIO 
CHRISTMAS LIGHTS ; 
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SEE NICRO | 





HARDWARE 











line 








presents 


TWO NEW MODELS 


two new additions to the famous Nicro. family of stainless steel . « 
two time-saving, trouble-saving appliances designed to modernize 
coffee making and egg cooking. 


Vacuum Type 


Combines all of the sales- 
insuring features house- 
wives have been asking for: 





TRUE AUTOMATIC CONTROL... wohand 23,350,000 PROSPECTS 


setting; shuts off and keeps coffee at correct will read about these new NICRO 


serving temperature. mode!s in LIFE and GOOD HOUSEKEEPING 
: ae al P See National advertising on 
STAINLESS STEEL .. . for lasting wear and these two quick-sale items, 
beauty. and the complete stainless 
eo aes steel Nicro line, starts in 

COFFEE FLAVOR INSURANCE... because 1949 in LIFE and GOOD 
of Nicro’s famous Stainless Steel Filter. HOUSEKEEPING. Write for 
; name of nearest Nicro dis- 

QUICK, EASY CLEANING, tributor and prepare now 
to cash in on this timely 


ECONOMY . . . no breakage. campaign. 














ane y AUTOMATIC, 


There's nothing else like it 
- has terrific novelty os 
well as utility appeal: 


COOKS ONE TO FOUR EGGS... exactly as 
wanted... soft or firm and “buttery.” Cooks 


the flavor in, instead of boiling it out. 





DOES IT AUCTOMATICALLY . . . without 


watching, without water. 

STURDY AND HANDSOME... made of lus- 
trous stainless steel to last a lifetime. 

TWIN ELECTRICAL ELEMENT ++. insures 
even heat. 


PRECISION SPRING-ACTION TIMER. 


MODEL 2000. . . with Bakelite Handle and Feet, 
standard electric cord. Underwriters’ approyed. 


Fair Traded Price . - + +» $21.08 
Including Federal ante ton 





‘A= 
MODEL 2508 .. . Complete with Stainless Steel 
< Cover for each bowl (upper bowl cover also serving as 
mR upper bowl stand), Stainless Steel Filter, Bakelite Handle, 





_ standard electric cord. 8 cup size only 12 cup later 
575 Wattage. Underwriters’ approved 
ew re $27.90 
Pr, Federal Excise Tax 


NICRO STEEL PRODUCTS, INC.— ‘pronounced NY-CRO 


3534 N. SPAULDING AVE. —~ Wiere Is nickel and chrome 

com! ry ie view 

CHICAGO 18, ILLINOIS Suitientioe. ciewe. 
like eltloy. 


SEE NICRO AT THE JANUARY HOUSEWARES SHOW — SPACE 428 T6 430 





THE MOST POPULAR 
STAINLESS STEEL COFFEE 
MAKER IN AMERICA 
Vacuum Type 

Complete with Upper and 
Lower Bowls, Rubber Gas- 
ket, all-metal Stainless 
Steel ‘Flavor Insurance”’ 
Filter, Bakelite Handle, 
Stainless Steel Band and 
attached Stainless Steel 
Cover. 

8 cup size... .Model 472A.... $9.95 Fair Traded 
12 cup size... .Model 1512A. . . .$13.95 Fair Traded 





ASK ABOUT THE NICRO SPECIAL 5-STAR AND 7-STAR 1949 OPENING DEAL 
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thoroughly 
competent 





“Blue Heart” 


In addition to “Blue Heart’, H & A 
produces cordage of all standard com- 


No instrument devised by man is more universal 


‘ ; . in its applications than rope. And when the 
mercial grades, including Transmission 


Rope, Drilling Cable, Lariat Rope, 
Yacht Rope, Twisted and Braided Jute 
Packing, Jute and Hemp Twines, Hard 
Fibre Twines, Lath Yarn, Tarred Mar- 


purposes at hand call for rope of 
absolutely assured quality, men find they 
can completely trust the thorough 
competence of “Blue Heart” Manila. 
Readily identified by the famous 

center strand of blue, processed and 


lines, Plumbers and Marine Oakum. 


spun from highest grade fibre by a 
mill long noted for meticulous 
standards of workmanship, 

“Blue Heart” invariably wins the 
confidence of both those 
who need and those who 
merchandise rope of 
outstanding merit. 


|| aT May, }) 
TST Seay: 





4 


THE HOOVEN & ALLISON COMPANY 


"Spinners of Fine Cordage Since 1869” 
‘XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. OMAHA, NEB. MINNEAPOLIS, MINN. 
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TO SELL 





POWER MOWERS” 


“I know from experience that when you sell Jacobsen 
power mowers there’s a solid foundation of facts behind 
the product that is mighty convincing to purchasers. 


“Fact No. 1—PRODUCT QUALITY. Compact, 


well-balanced and sturdy, Jacobsen mowers are 
noted for ease of handling, precision engineering 
and durable construction. 


“Fact No. 2— SIZE RANGE. Jacobsen offers a 


wide choice of sizes and models — there are mow- 
ers for the small private lawn and units ranging 
up to the largest grass-cutting operation. Your 
customers can select the right mower to fit both 
lawn and purse. 


“Fact No. 3— COMPANY REPUTATION. 
Jacobsen, with over a quarter century of power 
mower building experience, is a pioneer and na- 
tionally recognized leader in the industry. Today 
the Jacobsen organization is the largest producer of 
grass-cutting equipment in the country.” 


x *« yw 


In order to provide even wider distribution of Jacobsen 
mowers, there is an unusually attractive dealership op- 
portunity in some areas. Your inquiry will receive 
prompt attention, 


Products carrying the Jacobsen name are profitable prod- 
ucts with which to be identified. 





JOHNSTON LAW 


OTTUMWA, IOWA 
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3 hp. Engine 
— 30-inch 
cutting width 


an pacobsen 


; ESTATE 24 






1% hp. Engine 
— 24-inch 
cutting width 


1% hp. Engine 
— 26-inch 
cutting width 





- Hacobsen 
’ LAWN QUEEN 







1% hp. Engine 
— 20-inch 
cutting width 


\\ BANTAM 





T -hp. Engine 
— 18-inch 
cutting width 


ALL-STEEL 
\\ HAND MOWER 







16 and 18-inch 
cutting widths 
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THAT LETS YOU— 


1. SET JAW SPREAD AND LOCK TIGHT — ALL 
WITH ONE HAND... 


2. USE, RELEASE, AND RE-ADJUST—ALL WITH 
SAME HAND... 


3. ADJUST TWICE AS FAST— WITH RIGHT AND 
LEFT HAND THREADS ON ADJUSTMENT SCREN... 


GRIPSO Is— 
*HAND VISE «PLIERS «CLAMP 


*NUT WRENCH «PIPE WRENCH 


ALL IN ONE EASY TO WORK TOOL! 


GRIPSO Has— 


1. FINGER-TIP RELEASE—releoses powerful jaws instantly, 
without handles leaping apart...saves time, saves knuckles. 


2. DOUBLE-ACTING ADJUSTMENT SCREW —sets jaws 
extra fast because of double-thread “turnbuckle” action. 


3. NEW TYPE JAWS—curved lower, flat upper... give 
positive grip in all directions, double resistance against slip- 
ping and side twist. 


GRIPSO OFFERS YOU A RARE OPPORTUNITY TO CAPI- 
TALIZE ON A BRAND NEW TOOL THAT CRAFTSMEN, 
FARMERS, AND “HOME-WORKSHOPMEN” REALLY 
WANT BECAUSE IT MAKES WORK EASIER AND DOES 
SO MANY JOBS. GET IN ON GRIPSO’S VOLUME SALES! 
WRITE TODAY FOR FULL INFORMATION AND SELL- 
ING PLANS! 


THE ONLY VISE PLIERS 


FIRM NAME 





ADDRESS —_ 
CITY & STATE 
A PRODUCT OF H.R. BASFORD CO. «+ DEPT. B-8, 








235 15th STREET*SAN FRANCISCO, CALIFORNIA 
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More Profits 
ee je with x it Sie 
eS Parker == 


COPING SAWS 


On 




















Aop to your sales volume 
and your profits in 1948 with 
these four outstanding Parker 
Line Coping Saws. Each is a 
leader in its price range. Stur- 
dy frames with eye-catching 
finishes. Nos. 25, 55 and 85, 
with generous, comfortable 
handles, incorporate the fa- 
mous Parker “Klik-Klik” pat- 
ented ends which lock the 
keen, tempered blades in any 
position. 


#210 ALL-WIRE COPING SAW 
Sturdy round wire frame, 5“ 
deep. Blade faceable in four 
directions. 


‘tet TBE 
pe 
y Y 





#25 COPING SAW FRAME 








Excellent value — nickel plated. | H 
Fully adjustable. Complete with 

6'" blade. 

A \ 

| #55 COPING SAW FRAME 

’ ; Heavy duty. Master quality. Pol- 

i ished nicke! finish. Fully adjust- 

if able. Hardwood mahogany finish 
f Y handle. 61/2’ pin end 
a blade. 


—) 


#85 COPING SAW FRAME 
Heavy duty. Polished and buffed 


nickel finish. Hardwood mahogany ' EXTRA 
finish handle. Fully adjustable | DEEP 
614" pin end blade. Individually THROAT 


packaged. 


| 


Fy} Parker 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A. 
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Chie 


Socke 
Bolts 
Screv 
Socke 
Brass 
Set S 
Screv 
Hexa 
Caste 


HARDWAR) 





SOCKET CAP SCREW 


SOCKET SCREW PRODUCTS 


SHARP — 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


CLEAN — 


SOCKET SET SCREW 





|- 
1” Accurately formed threads of uniform pitch diameters well 


d within Class 3 limits—speed assembly time. 
RUE 
Closely controlled concentricity tolerances assure equal SOCKET HEAD SHOULDER SCREW 


distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Over 75 years of dependably uniform 
quality are behind every Chicago 
“*SAFETY PLUS'’ Screw Product. 


Chicago ‘SAFETY PLUS’’ Products Include: 


Socket Head Cap Screws * Socket Set Screws * Stripper 
Le, Bolts or Shoulder Screws * Square Head Dog Point Set 

Screws * Socket Pipe Plugs * Keys for ‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws °* Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexagon Nuts, Steel and Brass * Semi-Finished Hexagon 
e Castellated Nuts. 


A Ask for “‘CHICAGO" products when 
? ordering from your hardware distributor 
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Nationally Advertised 






UN op 


Gort Werte, IT’S THE NATION-WIDE 


Some" = FAVORITE AND THE BEST 
SELLER EVERYWHERE... 





































Your customers deserve the best « 
and the one best in aluminum paint 
is SHEFFIELD “SUPER-KROME!” 


Guat check these features 


© One Coat Covers Everything 

© For Exterior or Interior Use 

* Heat Resisting 

© For Wood, Brick or Metal 

° Perfect for Undercoating 

® Flows on Satin Smooth 

° Will Not Lose its Brilliancy 

® Ready Mixed—Ready To Use 
No need to stock 3, 4, 5 or more 
grades of aluminum paint, when 
SUPER-KROME alone does the job — 
and does it BETTER! Your customers 
depend on you — justify their confi- 


dence by giving them top quality that 
they'll come back for again and again! 


Sy Vy 





Write Today for further particulars 
“3X and a catalog of the 40 other Sheffield 
» fast sellers, as well as the dealer helps 
Sheffield offers. Window and counter 
displays, window streamers, news- 
paper mats, envelope enclosures, — 
Write Department HA. 


Shetticld Zrmeze 


PAINT CORPORATION 
CLEVELANDI9, OHIO ~~ 
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You will never have to 
make apologies or excuses if you refuse 


substitutes and concentrate on 


Gum Turpentine 


the finest product of its kind in the world... 
nationally advertised in leading consumer 
magazines ...a big value at pre-war prices. 
Stock Gum Turpentine now for 


big volume and profit. 


Refuse substitutes. 


Gum | 


= PURE 
SPIRITS 
OF 


Sealed Lithographed Tins: 5-gallons, 7-gallon 


pe no susstiTuNts = 
: <li > = 


Sealed Bottles: Quarts, Pints, 8-ounces 


AMERICAN TURPENTINE FARMERS ASSOCIATION 
General Offices: Valdosta, Georgia 
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Jeit your Zrush $C. 


No. | in a Series 









What river 

produced the 

first paint 
drush? 





The first paint brushes were made from 
reeds which grew profusely along the 
banks of the Nile. Early Egyptians cut 
and shredded these reed ends into fibers. 
Similar brushes were made from the 
stems of palm leaves. Remains of such 
brushes are still to be seen in the British Museum. 

Today, on the Chesapeake, “Pittsburgh” produces 


PITTSBURGH’S Big Value Line a new brush-making material—— Neoceta—and 
Gives Dealers Faster Turnover! makes it into fine brushes that are sold all over the 





world. 
Painting. .. Pittsburgh’s famous line of Gold Stripe In PITTSBURGH BRUSHES you have the ultimate in 
bristle brushes, Neoceta and Bristle-Neoceta gives brush-making skill . . . and in Pittsburgh you have 
dealers a reliable source of supply, for it includes a a name on which you can depend! 
brush for every purpose. It’s the biggest value in the 
industry ie ome satisfied customers, repeat Staple-Set Brushes, too! 
buyers! ‘fe 






Maintenance. . . Quality pays off on Pittsburgh's , SWEEPS, DUSTERS 


“Lightning Line” of Sweeps, Dusters and Scrubs, too! and SCRUBS 






Rugged construction, tough, sturdy, and uniform 
quality. They set a new standard for staple-set brushes. 


All this means more sales and profits for you. Call 
the “Pittsburgh” Branch located near you. Or write 
PITTSBURGH PLATE GLASS COMPANY, BRUSH DIVISION, 
BALTIMORE 29, MARYLAND. 





One Source—One Quality—One Name to Remember—P|ITTSBURGH! 


Cpold Nhipe BRUSHES 


BRUSHES - PAINT - GLASS - CHEMICALS - PLASTICS 
TSBURGH PLATE GLASS COMPANY 
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EFFECT OF 


ELECTRIC 


i 
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POWERFUL STEEL FINGERS form wire into links. Then contact with 
electric power makes a strong, permanent weld—and the link is joined into 
another good AMERICAN CHAIN. ¢ Most types of chain are made on auto- 
matic or semi-automatic machines. But the high quality of AMERICAN CHAIN 
is maintained by systematic inspections and tests made by men of long ex- 
perience. Even though machines have taken the place of muscles, chain- 
making is still a highly specialized craft. And AMERICAN chainmakers are time 
proud of their craftsmanship. sath 


Buy AMERICAN—the COMPLETE Chain Line i 


er 


J. EMORY SEITZ 

a ‘‘chain man’’ since 

1901—an‘‘ American 

Chain man’’ since 

1917—in charge of 

Welded Sales 

J department 

Fi 


° é Fi : 
j+¥ of of e) York, Pa., Chicago, Denver, Detegit, Angeles, New York 
 @ 


Philadelphi ittsburgh, Portiand,/$an F¥ancisco, Bridgeport, Conn 
a phiga? ° a _ 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


hs 
\A.cZ 
mo AH In Business for Your Safety 
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1949 


| (nformal Editorial Comments 


By Charles J. Heale 





For 1949 Predictions Are About 
A Dime a Dozen and Vary Greatly:— 


ELL, here we are in the 

middle of the first month 

of the new year—by the 
time our readers receive this issue. 
As we go to press, many anxious 
ears are waiting to hear Presi- 
dent Truman’s message to the new 
Congress, believing he will offer a 
rather precise guide as to his prob- 
able program and make equally 
precise recommendation for legis- 
lative procedure in 1949. As ad- 
vance copies of his message are 
not available as these comments 
are written, | am without knowl- 
edge or opinion on what he will 
present-—but | am very well aware 
that what he says will greatly in- 
fluence the thinking of all buyers 
and sellers of all kinds of merchan- 
dise and have a very important 
bearing on the plans of all pro- 
ducers in every field. 

Believing that the election cam- 
paign platforms of all political 
parties are always presented some- 
what extravagantly or over en- 
thusiastically in the heat of an 
election battle, I frankly do not 
expect the President to go “all the 
way 100 per cent” along the lines 
of his campaign speeches. I cer- 


tainly hope not, because | do not 
consider many of his premises to 
be in the best interests of our 
national economic future, even 
though they did obviously appeal 
to an overwhelming majority of 
those who voted last November, 
that is appealed—emotionally if 
not on a basis of the economics 
involved. 

From various sources of in- 
formation, normally reliable and 
useful, I am getting equally vari- 
ous kinds of predictions on the 
year 1949 from the standpoint of 
probable business developments. 
Usually these opinions can be 
readily classified as either optimis- 
tic or pessimistic in a definite way. 
However, it seems to me, that the 
majority of current predictions 
(and they are very plentiful) indi- 
cate some uncertainty -hinged 
largely on what may or may not 
happen in Washington. 

There is. however. reasonable 
agreement apparent that for at 
least the first six months of the 
year we will not face any serious 
recession on a broad scale, primar- 
ily because we still have some 
basic shortages of materials and 


finished goods. This seems espe- 
cially true of most hard lines. It 
is apparent, of course, that many 
soft lines are not as well off o1 
there would not be so much de- 
partment store advertising featur- 
ing various cut price sales in all 
parts of the country. 

And, frankly, | have felt for a 
long time that too many items in 
the soft goods field, notably prac- 
tically all. clothing, have been 
greatly over-priced even under 
present-day costs. I do not think 
that most hardware lines have been 
over-priced in the light of current 
labor. materials and operating 
costs—to say nothing about taxes. 

I am still on the cheerful side 
and believe 1949 will be a good 
business year for hardware men 
who watch their inventories. 
credits and collections and_ their 
costs. All businesses developed 
many extravagant practices in the 
last 10 years—due largely to the 
relatively free flow of money, due 
first to defense activities, then the 
war and the immediate post-wa 
period where demand and spend- 
ing money far exceeded available 
goods. That particular lack of 
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balance in supply and demand, | 
think, is now largely a matter of 
history and in 1949 it is likely we 
shall approach more normal oper- 
ations and must gage our thinking 
accordingly. 

For the thoroughbreds more 
normal conditions will bring about 


a more healthy respect and appre- 
ciation for time, money and values. 
Competition will be keener, both 
trade and consumer customers will 
demand more efficient and courte- 
ous service. And they will get it 
or trade elsewhere—but that is the 
way it should be in all business 


relations between buyer and seller. 

Summing up all the pros and 
cons of current predictions for 
1949 | still feel that, barring some 
unbelievably radical Congressional 
developments, it will be a good 
hardware business year for the 
efficient and aggressive operators. 


Watch the New Congress 


And Hope for the Best 


ROBABLY at no time in our 

history has the opening of a 
new Congress been a more im- 
portant event than it is this year. 

Good or bad, its legislative de- 
velopments and philosophies and 
the degree to which it adheres to 
whatever the President requests 
profound _ effect 
throughout the world and_ will 


will have a 


definitely be an important factor 
in our own national economic and 
political future. 

Some of this effect will be pure- 
ly psychological and transient. But 
when Congress really gets going 
in high gear we will know what to 
expect on both the positive and 
Then the present 
feeling of uncertainty will pass. In 


negative side. 


its place will come planning to 
live with and work under what- 
ever helps and or hindrances are 
presented—and we will also plan 
to combat any uneconomic or un- 
sound laws in the good old Ameri- 
can way. as we have before. 

don't think the 
new Congress is going to “upset 


Personally. | 


the applecart” very much because 
there are too many sound thinkers 
in both houses. and in both parties. 
Obviously. neither the Administra- 
tion nor the Congress want to pre- 
cipitate a recession. They can't 
afford it and both factors know 
there is a need for more. tax 
revenue which a recession can’t 
produce. Only continued good 
times can provide tax monies and 
that is the strongest reason for 
my opinion. 

Even so. the new Congress and 


its activities are important and 
should be closely watched. New 
or increased appropriations for 
military training, 
changes in the social security and 


defense and 


related welfare programs, the new 
tax program, efforts to enact price 
control legislation. threats — to 
change fair trade laws, further 
efforts tending toward socializa- 
tion of medicine, transportation, 
etc.. any new labor-management 
acts. excise or sales tax develop- 
ments. and in fact all legislative 
attempts to place new or further 
controls on business and on daily 
lives must be watched thought- 


fully. 


ously protested or supported on 


And where unsound vigor- 


not as Democrats or 
free-born 


their merits 
Republicans. but as 
American citizens wishing to re- 
tain our Constitutional rights for 


life, liberty and the pursuit of 
happiness. 

Our own Washington Bureau 
with four experienced men and 
two women will constantly watch, 
investigate and report through the 
columns of HARDWARE AGE and 
all other affiliated Chilton business 
papers every development that has 
a favorable or unfavorable effect 
on business. Being seasoned Wash- 
ington news reporters, they will. 
as in the past, provide authorita- 
tive reports and opinions on 
trends. proposed legislation and 
the multitude of other happenings 
in our national Capitol. Their 
stories will be factual and there- 
fore informative and unbiased. | 
urge all readers to carefully follow 
these stories as they appear every 
HARDWARE 


other Thursday in 


AGE. 


Consumer Co-operatives and Taxes 


UREAL 


OF INTERNAL REVENUE has issued a new income tax 


blank for farmers’ use. It includes for the first time a specific item 
of patronage dividends and the instruction sheet says that patronage 
dividends should be reported whether they were paid in cash, in mer- 
chandise, in stock certificates or by book allocations. 


Treasury has always expected farmers to pay income tax on patronage 


dividend receipts but never required it before. Many farmers will now 
have to dig down into other receipts to pay tax on patronage dividends 
which they have received, not in cash, but in stock or script or book 
allocations of doubtful future value. 


A. W. CARPENTER. 
Secretary, 
New York Associated Businessmen 
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You’ll want this 


free ILCO display 
board that sells 














ILCO Display No 
84MT. Shows an as- 
sortment of three 
colorful ILCO 
Streamlatches at 
three _ price- levels. 
Order your stock to- 
day! You pay only 
for the Stream- 
latches . . . the Dis- 


play Board is free! 


.-. and sells 


My 


...and sells ~ 


Love or money cant buy this display board for ILCO 
Streamlatches. But we'll make you a present of it... to help 
you get more Streamlatch sales! It’s a slick display . . . big 
enough to show off three different Streamlatches, but not 
so big that it'll topple or take up too much counter space. 


And it’s finished in an eye-tickling color that'll catch your 





2 customers no matter where you stand it. Ask your supplier 


« 
*NCIpAL cw 





about ILCO Streamlatch Display No. 84MT right away .. . 


or write us direct. 


INDEPENDENT LOCK COMPANY °* FITCHBURG, MASSACHUSETTS 
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What's Ahead for Business 


1—Excess Profits Tax—possible but not probable 


2—/ncrease in corporate rates—probable 


3—Increase in personal rates—very doubtful 


4—Excise taxes—no increases, no decreases, none dropped 


W. the change back to a Democratic Congress affect the 
tax situation in 1949? Will we have an excess profits tax? Will corporate 
rates be increased? Will individual rates be increased? 

What about operating loss carry-overs, family partnerships, Sec. 102, annui- 
ties, stock options, deductions, excise taxes, capital gains, penalties, and a lot 


of other things. 

These are just some of the ques- 
tions asked of the tax man daily, 
which indicate the tremendous em- 
phasis on tax-thinking brought about 
by the change back to a Democratic 
Congress. We will try to pin some 
of them down—to tell you what you 
may expect this year and next year 
as the result of the activity of the 
8lst Congress. 


Changes 


Tax legislative changes in 1949 
could develop into policy changes 
and administrative changes. The 
latter is the Congress’ term for all 
changes in the Internal Revenue 
Code which are designed to affect 
administration of the tax laws, plug 
loopholes, correct errors, right 
wrongs, adjust inequities, etc. 

Any policy changes (changes in 
rates, exemptions, base, basis, etc.) 
will depend on the economic situa- 
tion at the time the Bill is under dis- 
cussion, and on the personnel of the 
Congressional Committees. Thus, if 
the Federal budget for the 1949 fiscal 
year (ending June 30, 1949) is bal- 
anced, don’t look for policy changes. 
Our guess is that the budget for the 
next fiscal year will be just about 
within the limits of our estimated 
revenue for that year. This means 
probably no increase in rates, but no 
decrease either. 

While the Congress will be over- 
whelmingly Democratic, and on the 
whole friendly to President Truman, 
this will not necessarily be true of 
the committees in the Congress. 
They are important. For example. 
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no legislation reaches the floor of the 
House without the approval of the 
House Rules Committee. This com- 
mittee is headed by liberal Adolph 
Sabath of Chicago, long an adminis- 
tration wheelhorse, but is otherwise 
composed almost entirely of Repub- 
licans and Dixiecrats. Sabath had 
little control over this important com- 
mittee in 1945 and 1946. It remains 
to be seen whether he has more this 
year. The Senate Finance Commit- 
tee consists of seven Democrats and 
six Republicans, but at least three 
of the Democrats are of the ultra- 
conservative Southern variety. 


The Questions 


Let’s get down to cases on some of 
our questions: 

1. Excess profits tax on corpora- 
tions.—Possible but not probable. A 
survey of the Senate Finance Com- 
mittee reveals a probable eight votes 
against it. That means it doesn’t get 
to the Senate floor, and won’t go to 
the conference between the House 
and Senate. Only run-away inflation 
could get such a proposal out of the 
Finance Committee. 

2. Increase in corporate rates.— 
Probable if inflationary pressures 
continue. Not more than four per- 
centage points. 

3. Increase in personal rates.— 
Very doubtful. Only in event bud- 
get is much higher than revenue, and 
then only in middle and _ higher 
brackets. 

4. Excise taxes.—No increase. On 
the other hand, we doubt that any 
will be dropped or decreased de- 


spite the pressures that will be 
brought against them. John Snyder 
echoed the Administration sentiment 
when he said, “I like excise taxes, 
they produce a lot of revenue.” 
Moreover, historically, excise taxes 
have produced about 25 per cent of 
the total revenue, and in 1947 con- 
stituted slightly less than 20 per cent, 
and will run about the same rate 
this year. 

Here are some of the things that 
will become completed legislation in 
1949. They are in the category of 
administrative changes, but many of 
them do affect the amount of taxes 
you will pay: 


Corporations 


1. Net operating loss carry-over 
and carry-back will probably be 
changed from the present two-year 
carry-back and two-year carry-over, 
to one-year carry-back and five-year 
carry over. This extends the “aver- 
aging” period from five to seven 
years, and operates particularly in 
favor of new businesses which are 
seeking venture capital and have no 
years to which current operating 
losses may be carried back. 

This change could also favor indi- 
vidual proprietorships and partner- 
ships. 

2. Employee stock options will be 
subjected to a new set of rules. These 
options are incentives used by em- 
ployers to attract or keep good ex- 
ecutives by giving them a “piece of 
the business.” The executive is 
given an option now to buy stock in 
the future at or below the present 
price of the stock. Under the pres- 
ent rule the employee (executive) 
receives taxable income at the time 
he exercises the option, to the extent 
of the difference between the market 
value and the option price. This 
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and Personal Taxes 


By ADDISON B. CLOHOSEY and WILLIAM E. JETTER 


Research Institute of America, Inc. 
New York City 


difference is taxed as ordinary in- 
come rather than capital gain on the 
theory that it constitutes additional 
compensation for services. Under 
the present rule frequently the em- 
ployee (executive) is called upon to 
sell part of the stock he receives in 
order to pay the tax on it. This 
minimizes the “piece” he receives, 
and to that extent eliminates the in- 
centive the plan purposes to estab- 


lish. 


Legal Provisions 


Under the new law where an em- 
ployee is granted a stock option that 
(a) must be exercised within 10 
years and only while he is an em- 
ployee, (b) can’t be transferred, and 
(c) the employee doesn’t own more 
than 10 per cent of the corporation’s 
stock: 

a. Where the option price is at 
least 90 per cent of the fair market 
value of the stock no income will be 
recognized at the time the option is 
exercised. However, if the stock is 
sold within three years ordinary in- 
come resulting from the sale will be 
limited to the difference between the 
option price and whichever is lower 
between the sale price and the fair 
market value at the time the option 
was exercised. 

b. Where the option price is less 
than 90 per cent of the market price, 
the employee receives ordinary in- 
come when the option is exercised. 
The amount of the income will be the 
difference between the fair market 
value of the stock and the option 
price. 

The employer will get a deduction 
only for the amount which is treated 
as fully taxable compensation to the 
employee. 

3. Unreasonable accumulation of 
surplus is subject to special surtax 


under Sec. 102 of the Internal Rev- 
enue Code. It will continue to be so 
taxed, except that the Congress will 
legislate that the burden ot proof 
of unreasonableness of the accumu- 
lation will be on the Commission. 
Now the Corporation has to prove 
that any accumulation of profits is 
not unreasonable. 

4. Taxpayers will get a break on 
corporate liquidations in that part of 
the gain on a liquidation will be de- 
ferred until non-cash assets are sold 
by stockholders. This will permit 
corporations to liquidate without 
stockholders paying an immediate 
capital gains tax on assets that have 
appreciated in value. 

5. Corporation or individual will 
get a tax-free conversion where the 
taxpayer anticipates the receipt of 
the money for the involuntary conver- 
sion by purchasing similar replace- 
ment property before such receipt. 

6. Would put a ceiling of 25 per 
cent on penalties for failure to pay 
withholding tax. Penalty will be 
computed at 5 per cent for each 30- 
day delay but may not go over 25 
per cent. Present law has maximum 
of 100 per cent. 


Individuals 


1. The splitting of income between 
husband and wife has placed the 
family partnership emphasis on part- 
nerships involving children. The new 
law may certify the validity of fam- 
ily partnerships for tax purposes. 
even where the partnership interest 
was obtained by gift. However, prob- 
ably only children over 21 years of 
age will qualify as partners. 

2. Under the present law annui- 
ties are taxed under the 3 per cent 
rule. This means that arbitrarily 
3 per cent of the amount paid for 
the insurance is deemed to be inter- 


HARDWARE AGE, JANUARY 13, 1949 


In 1949 


est, and taxable us such. Therefore, 
the first 3 per cent of the amount 
paid is taxed out of the amount re- 
ceived. Thereafter there is no tax 
on amounts received until they equal 
the amount paid. After that all re- 
ceipts are taxable. Congress will 
probably change this 3 per cent rule 
so that the cost of the annuity be 
amortized over the term of the annu- 
ity, or over the life expectancy of 
the annuitant. 

3. Taxpayers will be allowed to 
change an election from use of the 
standard deduction to the actual de- 
duction, or vice versa, even after the 
return has been filed. 

4. There has been a growing ten- 
dency for taxpayers to take, and the 
Tax Court to allow, deductions for 
work clothes, that approaches the 
limit of the ordinary worker taking 
deductions for the cost, maintenance 
of his overalls. The new law will 
deny any deduction for wearing ap- 
parel. Safety equipment and other 
appliances will still be deductible as 
business expenses. This will still 
leave problems. For example, is a 
fireman’s hat wearing apparel or 
safety equipment? 


Bad Debts 


5. Bad debts which were originally 
incurred in the course of the tax- 
payer's business will be treated as 
business bad debts even though they 
become bad when the taxpayer is no 
longer in business. 

6. Wages paid to a person claimed 
as a dependent will not be deduc- 
tible. The test of a dependent will 
be whether or not he has income of 
$600 or more. Under present law 
test is $500. 

7. Nonresident alien individuats 
will be taxed at the rate of 30 per 
cent on the full excess of gains over 
losses. If they are in this country 
for less than 90 days the tax will 
apply only to capital gains realized 
during his presence in the United 
States. If he should be in the coun- 
try 90 days or more the tax will 
apply to all capital gains arising 
during the taxable year. 

The foregoing discussion embraces 
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some provisions that look safe for 
enactment. There are others that 
might be termed in the twilight zone, 
which probably will be introduced by 
the Treasury, but on which Congress 
may be unable or unwilling to do 
anything. 


Use of Mortgages 


One of the more important of these 
relates to a very profitable use of 
mortgages that the Treasury would 
like to stop. Here’s how it works, 
and the only way the Treasury can 
find to stop it is by legislation. 

1. Contributions of property. You 
want to sell a piece of property 
which cost you $20,000, but is now 
worth $100,000. If you sell, there’s 
a taxable profit of $80,000—a long- 
term capital gain on which the tax 
would be $20,000 (25 per cent of 
$80,000). This would give you a net 
return after taxes of $80,000 ($100,- 
000 less $20,000 tax). 

Suppose that instead of selling, 
you place a mortgage of $85,000 on 
the property. You then give the 
property to a charity, college, etc. 
You would have $85,000 in cash on 
which there’d be no tax, and you 
could take a tax deduction for $15,- 
000 (the value of the property $100,- 
000, less the mortgage, $85,000). 
For a top bracket taxpayer, this de- 
duction would be worth $12,319 in 
tax savings. Result—a return of 
$97,319 instead of $80,000. 

2. Sale of property. A variation 
of the above can also be profitable. 
Suppose after placing the mortgage, 
you incorporate the property instead 
of giving it to a charity. The stock 
you'd receive would have a zero basis 
in your hands, because on a tax-free 
transfer of property to the corpora- 
tion, the stock takes the basis of the 
property transferred ($20,000, re- 
duced by the mortgage ($85,000)... 
and, since the rule is that a basis can- 
not be less than zero, the stock has 
a zero basis. If sometime later you 
sell the stock for $15,000, your $15,- 
000 profit would net $11,250 after the 
long-term capital gains tax of $3,750 
(25 per cent of $15,000). You’d wind 
up with a total of $96,250 ($85,000 
plus $11,250) instead of $80,000. 


3. Incorporating property. Sup- 
pose you want to incorporate a busi- 
ness because that form of operation 
could lower the tax burden. The 
business has a basis of $20,000 and a 
value of $100,000. You borrow 
$85,000 and transfer the property 
and liabilities to a corporation. The 
payment of the loans or mortgages 
by the corporation permits you in 

* 
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effect to draw $85,000 of corporate 
profits in advance completely free of 
individual tax. 

There is one weapon which the 
Treasury will undoubtedly use in at- 
tacking the incorporation situations. 
although without too much hope of 
success. . . . It’s a rarely used sec- 
tion which provides that an other- 
wise tax-free exchange may be taxed 
where the corporation assumes a lia- 
bility or takes property subject to a 
liability if: (a) the principal pur- 
pose of the acquisition was avoiding 
the tax on the exchange or (b) the 
purpose was not a bona fide business 
purpose. (Sec. 112(k)). But the 
Treasury is worried about its ability 
to prove the “purpose.” 


Other Fields 


That is just a sample. Other 
fields in which the Treasury will seek 
Congress’ help includes taxes on 
small corporations, war loss recover- 
ies, income of life insurance com- 
panies, pension trusts, dividends re- 
ceived credit, installment obligations. 
corporate reorganizations, personal 


holding companies, statute of limi- 
tations, and sundry technical mat- 


ters. 

We have not discussed estate tax 
changes because of space limitations, 
but there are several changes to be 
expected in that field. 


Problematical for 1949 


Whether any of these provisions 
become effective in 1949 is problem- 
atical. The Senate particularly does 
not like retroactive legislation, and 
our guess is that the Revenue Act 
of 1949 will not be enacted very 
early in the year. It probably will 
not be started until April, after 
which we get three or four weeks of 
hearings in the House; two weeks of 
executive sessions by the House Ways 
and Means Committee; two weeks to 
get a rub and passage by the House 
—-and then it goes to the Senate. 
After passage by the Senate we’ll 
have a conference between House 
and Senate before the bill is sent to 
the President for signature. When 
he signs it, it is completed legisla- 
tion. 





St. Valentine's Day Decorations Served 
As Reminders to Men to Purchase Gifts 


HE decorations put up for one 

holiday season can often be 
used in part for a following sea- 
son, thus lowering the display ex- 
pense considerably. Wm. Krueger 
Company, Neenah, Wis., used red 
cloth trim to circle its center posts 
during the 1947 Christmas season. 
The red cloth was left on during 
the month of Jarfuary and then a 
red heart with a white lacy trim 


was added for a St. Valentine’s 
Day decoration. 

Customers coming into the store 
could not help noticing the hearts, 
excellent reminders to the men 
to buy something for their wives 
or sweethearts for St. Valentine’s 
Day. Books, pictures, gifts, small 
and large appliances and the like 
were displayed near at hand for 
those who wished to buy. 





These red hearts edged with white caught the eye and served 
as reminders. Appropriate gifts were displayed near at hand. 
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Gregory Heights Hardware's open back windows give full visibility to interior while 
the canopy above most of the front permits window shopping on clear or rainy days. 


Business Up 200 Per Cent in 
Four Years-Advertising Did It 


A. W. BOLSTER of 


Gregory Heights Hardware, 6744 
N. E. Sandy Blvd., Portland, Ore., 
does not believe in sitting back 
and waiting for the customers to 
discover his neighborhood hard- 
ware store. Instead, he lets them 
know in no uncertain terms that 
he is ready, willing, and eager to 
accept their business. As a result, 
the store, established just four 
years ago, showed a sales increase 
for 1948 of better than 200 per 
cent by comparison with the first 
year’s volume of business. Stock 
on hand has increased from the 
$5,000 originally invested in mer- 
chandise, to a present inventory of 
approximately $40,000. 

This increase, Mr. Bolster be- 
lieves, can be attributed to two 
main factors: first, a well lighted, 
well displayed self-service (with 


Gregory Heights Hardware gets results by means 
of complete coverage of its area. Emphasizing 
sporting goods makes store sports headquarters 





A. W. Bolster talks it over with a customer. This spinner display fixture 
is a green, felt-covered, empty nail keg which revolves upon a spindle. 
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the exception of sporting goods) 
store; and second, an aggressive 
promotional campaign carried out 
primarily through the medium of 
a wholesaler’s handbill advertis- 
ing. 

As will be seen in the illustra- 
tions, display islands for the most 
part are of the stepped-up type 
which take maximum advantage of 
available floor space. This is im- 
portant, as the store has only 2,000 
sq. ft. of floor space to display its 
considerable quantity and variety 
of merchandise. Wall shelving ‘s 
of the open, self-service type so 
that customers may see and handle 
the merchandise before making 
their decision to buy. Windows 
are of the low sill, backless type. 
and the interior is uniformly and 
brilliantly lighted to make it easily 
visible from the street. 


The Main Problem 


The principal problem which 
confronted Mr. Bolster at the out- 
set, was not whether to advertise. 
but how to advertise, and in what 
medium. 

For various reasons, including 
the store’s location in a small and 
relatively inconspicuous business 
district approximately four miles 
from Portland’s city center, the 
possibility of attracting city-wide 








This sportsmen's bulletin board 
makes a hit with customers for it 
shows samples of their hunting or 
angling prowess and tells them 
where game or fish may be found. 


patronage was obviously imprac- 
tical. Therefore, advertising in the 
downtown dailies or on the radio 
would result in wasting the largest 
part of his advertising dollars. The 
same objection held true for a 
neighborhood weekly, which cov- 
ered a good deal more territory 
than his own immediate residen- 
tial district. What was needed was 
a medium which would give close 
and complete coverage—and no 
more—of the approximately 9,000 
homes in the district from which 
he could reasonably hope to at- 
tract customers. The answer, he 
decided, was handbills. 





How It Was Solved 


The method which was decided 
upon, was to use an eight-page 
handbill in newspaper size, with 
the store’s imprint, and distribute 
it to homes in his area. These were 
purchased from a wholesaler. The 
bills were distributed by carrier 
and placed on the porches of the 
homes either behind screen doors 
or in the doorknobs. In this way, 
residents have to pick them up 
and at least glance at the contents. 

It was decided to advertise a 
sale of special items, reduced spe- 
cifically to give the store some- 
thing to talk about and, of course, 


(Continued on page 130) 





Sports lovers gravitate to this section. Everything is in the open with the exception 
of expensive or easily pilfered items and there are numerous self-service island units. 
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Larger, higher-priced lighting units are shown on a canopy and are kept illuminated 
most of the time. Smaller units are shown on the panel above the paint department. 


Here's a Store That Builds 
Business in Light 


A cxuuinc display 


canopy, close to its paint depart- 
ment, helps sell a wide variety of 
lighting fixtures to both town and 
country residents for G. G. Wood, 
hardware dealer in Carrollton, 
Ky., a town of about 3000 resi- 
dents. Since the store is selling 
light, most of the units are illumi- 
nated at all times during business 
hours. The canopy is supplemented 
with a panel, mounted atop the 
paint department shelves, on which 
are shown bathroom units. coach 
lamps and other ornamental fix- 
tures used outdoors. 

Although many residents of Car- 
rollton and of the surrounding 
farming areas buy and install their 


Neat displays build lighting fixture volume for 
G. G. Wood, of Carrollton, Ky., and the great 


majority of sales in this line are for cash 


own fixtures, considerable business 
is done through electricians, who 
also buy wiring needs at the same 
time. Electricians _ purchasing 
through the store receive a 10 per 
cent discount on wiring, fixtures 
and other electrical needs, incident 
to wiring or rewiring a home. 

At Wood’s they keep track of 
the extension or installation of 
REA lines and get in touch with 
subscribers to such service for the 
opportunity to sell electrical wir- 
ing, fixtures and major appli- 
ances. 

Items on the ceiling canopy 
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range in price from $1.95 to 
$10.25, and sometimes even higher 
priced units are shown on it. The 
panel above the paint display is 
controlled by a single switch in 
order to discourage keeping it only 
partially lighted and units shown 
on it are priced from $1.59 to 
$3.95. 

Every item on each of the two 
displays bears its own price tag. 
Tags indicate the sales price plus 
the cost price, which is in code, 
together with the stock number. 
This helps customers to make their 
own selection by number. 
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“For good measure, the sales- 
man may also show a ‘deal- 
er‘s magazine’, its ediforial 
contents largely devoted to 
the merits of the agency. But 
the dealer doesn't realize that 
it usually consists of one issue 
only—and was published by 
the agency itself." 


na 




















Beware of Unscrupulous 


- majority of collec- 


tion agencies are honest and re- 
liable in their practices and per- 
form a useful service to their 
clients in the collection of delin- 
quent accounts. Some collection 
agencies, however—and these are 
definitely in the minority—are not 
so scrupulous and dependable and 
the hardware dealer should “be- 
ware,” of unknown agencies, be- 
fore giving them his accounts for 
collection or signing any docu- 
ments. For, as a result of the prac- 
tices of this type of agency, hard- 
ware dealers are swindled of thou- 
sands of dollars annually besides 
sustaining serious damage to trade 
and reputation in their respective 
communities. 

This type of unscrupulous 
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agency is aggressive in its meth- 
ods, usually dispatches salesmen 
throughout the country to solicit 
delinquent accounts from mer- 
chants in cities and rural com- 
munities and, as a rule, misrepre- 
sents its collection procedures. 
Such agencies usually promise 
“quick, tactful collection” of the 
merchant’s accounts and emphasize 
that no contract need be signed. 
The hardware dealer is often 
tempted to give them his accounts, 
because he is usually too busy 
himself to attend to his own collec- 
tion. If he has tried to collect, his 
effort may have been confined to 
a polite reminder letter which 
failed to bring results. The 
agency, he feels, will save him 
time and help him liquidate his 
slow-pay accounts more quickly 


and without antagonizing his cus- 
tomers. 

The unscrupulous agency’s 
salesman is equipped with a large 
variety of documentary material 
and often most of it is fictitious, 
that he shows the dealer in sup- 
port of his claims. These may in- 
clude a list of “past customers” 
containing many impressive na- 
tionally known names. Also in- 
cluded may be testimonial letters 
and magazine and newspaper clip- 
pings—all praising the “quick, 
courteous” service performed by 
the agency. 


The “Dealers'" Magazine 


For good measure the salesman 
may also show an impressive look- 


ing “dealers’” magazine, its edi- 
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"In about 120 days the dealer 

receives a statement from the 

agency. It admits that it has 

collected the substantial sum 

of $458 on his accounts, and 

yet he winds up owing the 
agency $9." 


By DALTON D. SELTZ 


Collection Agencies! 


torial contents largely devoted to 
extolling the merits of the collec- 
tion agency. The hardware dealer, 
in thumbing through it, doesn’t 
realize that this magazine usually 
consists of one issue only—and 
was anonymously published by the 
agency itself to further convince 
its prospects. 


How It Works 


The kind of claims these un- 
scrupulous collection agency sales- 
men make in soliciting accounts is 
exemplified by the experience of 
one hardware dealer in Pennsyl- 
vania, whom we shall call Mr. X. 
The salesman had just finished 
showing Mr. X the impressive tes- 
timonials contained in his pori- 
folio. However, being a practical 
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The great majority of collection agencies are 
essentially honest and perform a very useful 
function. But occasionally you'll find one that 
will cost you cash and customers. Beware of them! 


businessman, Mr. X_ was. still 
cautious. 

“How can you say that you'll 
give me ‘individualized’ service 
when your firm is located hun- 
dreds of miles from here?” he 
asked. “I don’t care to have them 
send a bunch of threatening let- 
ters, as this would hurt my trade.” 

The salesman smiled tolerantly. 
He assured Mr. X that he was 
wrong; that they absolutely did 
not send letters: that all negotia- 
tions with the debtor were con- 
ducted by means of personal con- 
tact. He explained that as soon as 
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they received his accounts a crew 
of trained, courteous adjustors 
would be sent into his locality. 
They would personally contact the 
debtor and sympathetically dis- 
cuss his financial condition with 
him, arranging a budget plan that 
would be convenient for him to 
pay. Payments as low as 50 cents 
a week would be accepted. 


“Everybody Happy?” 


“In fact,” the man continued. 
“if the debtor has security we will 
be glad to finance the account and 
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accept a post-dated note from him. 
You, however, will receive your 
money immediately in cash. 
Thus,” he added, “everybody will 
be happy. You'll liquidate your 
frozen accounts at once; the 
debtor gets an extension; we eveu- 
tually get our money.” 


It Sounded Satisfactory 


Which all sounded satisfactory. 
Nevertheless, Mr. X was still puz- 
zled about a few other things. 

“Do I sign a contract?” he 
asked. “And how do I know that 
you won't keep all the money that 
you collect?” 

The solicitor smiled reassur- 
ingly. “First,” he explained, “here 
is a fidelity bond which gives you 
complete protection.” He _ ex- 
hibited an important-looking docu- 
ment which guaranteed all “legiti- 
mate losses” incurred by the client. 

“Another thing,” he continued, 
“you absolutely sign no contract. 
In fact, you take no chances what- 
soever. Your accounts will be re- 
turned to you in 60 days if you so 
desire.” 

Mr. X was beginning to yield. 
“How much will your service cost 
me?” he asked. 

“You don’t pay a single cent if 
we fail to collect.” the man replied 
enthusiastically. “We work on a 
‘no collection, no charge’ basis. 
We stand all the expense, and you 


pay only 25 per cent on accounts 
which we actually collect. We take 
all the risk; you can’t possibly 
lose.” 

Fair enough! Mr. X produced 
his books and the solicitor listed 
the delinquent accounts on a sep- 
arate sheet of paper. Perchance 
Mr. X was called away several 
times during the interview. If so, 
the solicitor may sweep into ac- 
tion and copy down names from 
the books which are not “delin- 
quent” and therefore not intended 
for him. The solicitor gets paid 
by the account, while the unscrup- 
ulous agency may tolerate this 
practice since current accounts 
pay up at once. 


The copy-work completed, the 
solicitor asks Mr. X to sign his 
name at the top of the name list, 
“just to verify the accuracy of the 
names,” he advised. Mr. X may 
wonder at the small type appear- 
ing on the sheet, but the salesman 
laughed away his solicitude by ex- 
plaining it merely stated he would 
pay the agency 25 per cent on col- 
lected accounts. If Mr. X endeav- 
oured to read the instrument he 
would find the words of a vague. 
general import that, at the time. 
would seem meaningless to him. 

The salesman departed and, in 
about one week, things started to 
happen. The debtors were con- 
tacted; but not by trained, courte- 
ous adjustors but with harsh, 





Carded Items Shown Above Display, Island 





To build greater impulse volume in the sale of a variety of carded items, 
such as milk bottle caps, house numbers, adhesives and mending materials, 
Irvington Hardware, 5632 E. Washington St., Indianapolis, Ind., displays 
these items above one of its island units. A lineup of cards, back to back, 
is suspended from a piece of pipe above the island. Owners of the store say 
that they are now getting numerous impulse sales on these items that they 
previously missed because the cards were shown in out-of-the-way points in 
the store. They are shown right above a wide variety of housewares items, 

some of which are major units of sale. 
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bullying letters. They were given 
an ultimatum to pay up in 10 
days. Failing this, terrible retri- 
bution was promised. These in- 
cluded court action, property seiz- 
ure, and negative publicity. 

Debtors were, in this case, also 
instructed to pay the agency only; 
that they would not receive credit 
for payments made to their “orig- 
inal creditor” (Mr. X); that the 
accounts had been legally “as- 
signed” by Mr. X to the agency, 
and therefore were ne longer his 
property. 

Mr. X, of course, protested. If 
the agency deigns to answer him 
at all, it directs his attention to 
a contract that he signed. If he 
explodes that he did not sign any 
contract, they may send him a 
copy. It is the paper he had pre- 
viously signed “merely to verify 
the names” given the salesmen. 
Alas! Only then does he realize 
that he has been duped into a legal 
strait-jacket. 


A Terrifying Contract 


This contract—and a terrifying 
contract it is—specified that the 
company is not responsible for 
statements made by its agents. It 
also explains that although there 
is a general charge of 25 per cent 
on collections, nevertheless 50 per 
cent is charged on all accounts 
which are collectible in_ install- 
ments or through attorney inter- 
cession (not suit). Since practi- 
cally every debtor pays in install- 
ments, or is sent a routine letter 
by the agency’s attorney, 50 per 
cent is charged in most instances. 

Another trick feature of the 
contract is its provision that a 
“minimum fee of 50 cents” is 
charged on “uncollected”  ac- 
counts. This minimum fee may be 
increased at the option of the 
agency, hence as much as $5 
“minimum” fee per account may 
be assessed. 

The contract does state that ac- 
counts are returnable in 60 days, 
but adds the trick phrase “if not 
in process of adjustment.” 
Whether or not an account is in 
process of adjustment is for the 
agency to decide, hence they may 
retain the accounts for years. 

Probably the climaxing feature 
of the contract, however, is its 


(Continued on page 130) 
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Employees Should Be Told 


oo QO 


These are pages from the mimeographed booklet, "For Those Who W ork at Schlafer's,’ 
given by Schlafer's, Inc., Appleton, Wis., to each employee. Only 3 by 6 in. in size, 
it's an inexpensive way of successfully interesting employees in the company and 
of showing its interest in them. About twice a year Schlafer's reminds its em- 
ployees they have a greater stake in the business than just their take-home pay. 








VACATIONS. 0: 


After one year's service all 
employees, except shop men, are 
urged to take a vacation WITH 
PAY! Those who do not take a 
vacation will receive 2 weeks 
extra pay. 





TMs OUT. 





Every employee» 
caught up, is Urée 
mimites in th 
in the after 










oon to get away from 


the job for coke ,smoke or — 
General emoking epteriged ee - 
lishment is prohibited ec 


fire regulations. 











ACCIDENT, HEALTH - GBy 
AND LIFE INSURANCE. ak 
12) 


This pays a stated sum each week 
of sickness in addition to any 
paynents under Workmans Compen- 
sation and our hospital plan. 

It also has a death denefit 
equal to about 1 year's pay. 

The company pays about 2/3 of 
its cost--the employee,if he 
chooses, pays balance. 
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ADVANCEMENT % 4 ; 


It has always been the policy of 
our company to fill open posi- 
tions from among our employees. 
Almost without exception, every 
executive and department 
manager has worked up to their 
present positions. 
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COMPANY SPONSORED FUN. aR - cst 


Several times each year our 
entire group gets together for 
dinners, parties and picnics. 
Several Dowling teams are 
sponsored by the Company and 
every employee who likes to 
bowl is urged to join one of 


One week each year, WITH — 
is allowed to those who are 
unable to work due to minor 


{linesses- 








For many years our employees 
have shared thousands of 
dollars in cash bonuses- - 
usually paid twice each year 
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After a person has been in our 

employ for 2 yearsé he automatically 
sterts owning shares in our profit- 
sharing vlan. (Shop employees ex- 
cepted). The entire cost of this is 
paid by the Company which can 

amount to up to 40% of the net profite. 












aed 
to work,free parking 16 Prot or (%). £) 
own My tT > . A 
gn either our pal of the stores TO THE NEWCOMER: > 
the public one ~ te 





We hope that you will like 
us as much as -we are sure- 
we will like you! 


SCHLAFER'S 


lV WM Wore 


K.M.Haugen, Pres 
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The left half of a model workshop set up by Patterson Brothers 





Dales ; —" | 

Brothers d Movies 

REE Soun 7 
ouR MODEL HOME | 


Two such large 
windows filled 
with power tools 
held great attrac- 
tion for the thou- 
sands of men and 
boys who go past 
Patterson Broth- 
ers' large down- 
town New York 
store six days a 
week, 
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Every tool with a practical purpose had its proper place in the shop. 





Flock to ‘Mechanic's Mecca 


I, an effort to promote 
the idea of giving tools as gifts, 
Patterson Brothers, one of the 
largest hardware stores in the coun- 
try, held a Power Tool Forum on 
the balcony of its store at 15 Park 
Row, in downtown New York, dur- 
ing the whole month of Novem- 
ber. To judge by the size of the 
crowds that attended the promo- 
tion was eminently successful. 


A Missionary Effort 


While the exhibition did stimu- 
late sales of both power and hand 
tools of all kinds, the promotion 
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Demonstrations and exhibits at Patterson Brothers 
Power Tool Forum drew thousands of office workers 
to month-long promotion, before Christmas. Non- 
commercial motion pictures were shown continuously 


was intended to be primarily a 
missionary effort to create and in- 
crease the desire for tools on the 
part of men and boys who have an 
aptitude for the hand crafts. 


Women Were Present 


While the crowds which thronged 
the balcony model shop and movie 
theatre were predominantly male, 
it was interesting to note the 
sprinkling of women, most of 
whom were interested in tools as 
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gifts. There was also another seg- 
ment of the female audience which 
indicates an interest in tools for 
their use in hobbies. 

One woman customer disclosed 
that she maintains a small but 
fully equipped woodworking tool 
bench in her small New York City 
apartment. 


Gift Promotion 


“One of our biggest considera- 
tions in trying to promote tools as 
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Large signs, both inside and outside the store, called attention to 
the Power Tool Forum which was held continuously during November. 
The top display showing tools on a moving belt was brightly lighted. 


gifts is how to get the women in- 
terested in buying them as gifts 
for their husbands, fathers and 
brothers,” says Joseph George. 
merchandising manager of the 
100-year-old concern. 

This was one of the reasons 
why the store distributed, about a 
month before Christmas, an_at- 
tractively offset-printed, 20-page 
gift catalog, which was devoted en- 
tirely to power and hand tools and 
a representative sampling of 
cutlery. 


Gift Catalog 


In order to lengthen the life of 
the catalog it was not made up as 
a Christmas catalog but rather as 
a gift one which could be used as 
a reference for months to come. 

Mr. George pointed out the dif- 
ficulty of putting out a catalog at 
this time of shortages and chang- 
ing prices. However, all the arti- 
cles described and shown in the 
booklet have list prices in large 
boldface type. 

“We hardware people have not 
grasped the great potential of 
tools,” says Mr. George. “Tools 
have great emotional appeals if we 
only look for them. Tools may 
be sold as the implements for a 
wholesale hobby for both children 
and adults. They can be sold on 
an economic appeal, as a way to 
make home repairs and improve- 
ments with a minimum of cost. 
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There is also the element of pride 
of possession of fine tools and the 
pride of accomplishment. Tools 
can serve as a bond to strengthen 
father and son relationships or the 
fellowship between neighbors and 
friends who can work together or 
separately on a hobby which they 
share. 

“These and many other appeals 
can be found in tools and these 
should be pointed up by hardware 
stores both by advertising and 
word - of - mouth,” believes Mr. 
George. 


“It was surprising to me to 
learn that there were more direct 
mail orders from women than men 
as a result of our tool gift catalog 
and our newspaper advertising. 
This was especially noticeable on 
packaged tool kits and packaged 
tools which could be given as 
gifts,” Mr. George told. “This in- 
dicates to me that we are missing 
a good bet if we fail to promote 
the idea of giving tools as gifts, 
especially with the ladies.” 

The store packaged 16 of the 
most essential tools, of good qual- 
ity, in a chest of natural wood, 
which it offered for $29.95. 


Movie Theater 


A small room on the balcony, 
adjacent to the model tool shop, 
served nicely as a small movie 
theatre, where educational movies 
showing the numerous steps in 
wood and metal working were 
demonstrated in every detail. Six 
films, each running from 12 to 
21 minutes, constituted a program 
lasting more than an hour. These 
16mm sound movies were pre- 
pared under the auspices of the 
U. S. Office of Education and are 
available at a cost of about $25 to 
$35 each. These pictures proved 
so interesting that many people 
who entered the little theatre 
through curiosity sat down and 
watched the whole series of six 
pictures. About half of the 50 





It was noted that many of the men who dropped in to 
see the power tool demonstration during their noon 
lunch hour would return on other days. It is be- 
lieved that many of these lookers became buyers. 
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Crowds such as this one were in- 
trigued by salesmen who demon- 
strated scores of operations which 
can be performed by one power 
tool. The emphasis was not on im- 
mediate sales but rather on educa- 





tion. School classes attended Sat- 


urdays. 


seats in the theatre were occupied 
most of the time during the store 
hours. 

A number of school teachers on 
the mailing list of the store who 
visited the power tool show were 
so impressed that they arranged to 
bring groups of students to the 
store on Saturdays. During the 
month there were eight requests 
for private showings of the films 
in schools. Several manufacturers 
also requested the use of the films 
for showing to their employees. 

Mr. George pointed out that the 
Patterson store is very anxious to 
promote an interest in tools on the 
part of school students, and espe- 
cially those who are in trade 
schools. The fastest and best ser- 
vice possible is given to any order 
for tools or material from any 
school teacher or agency. 


Here's the Secret 


“The secret of power tool sell- 
ing,” according to Mr. George, “is 
not just knowing all the answers 
to the questions posed by prospec- 
tive customers, but rather in 
knowing how to demonstrate every 
conceivable operation that can be 
performed with a particular tool. 
Between the factory representa- 
tives’ excellent demonstrations and 
the knowledge acquired from the 
educational movies, we feel that 
the people who attended our Power 












Tool Forum went away with a 
much keener interest in tools, espe- 
cially power tools,’ Mr. George 
stated. 

Patterson Brothers was con- 
vinced of the merits of special pro- 
motions on tools as a result of a 
model tool shop set-up which it 
exhibited at the Westchester 
(N. Y.) County Better Homes 
Show, last Sept. 20 to 26. At this 
show 1700 people registered to 
receive additional tool informa- 
tion and a tool catalog. 


Different Attachments 


At the show each power tool 
had a different attachment so that 
people could pick up a power tool, 
press the switch button and actu- 





ally perform some operation, such 






as sanding, sawing or bufling. 
Vises were provided to hold the 
wooden blocks or metal discs. 
Point-of-sale literature was handy 
to each tool. 


Store Demonstration 


“Another promotion that cen- 
vinced us of their effectiveness was 
a store demonstration we made last 
February on jointers,” siates Mr. 
George. “Most stores of the metro- 
politan area that handle power 
tools sell on an average of one 
jointer to every 10 table saws. But 
now, largely as a result of the in- 
terest created by that demonstra- 
tion in which we showed how 
many different operations can be 
performed with that one machine, 
this store now sells about 314 
jointers to every 10 table saws.” 

The model work shop shown on 
pages 108 and 109 was first used 





Audiences such as this one attended non-commercial movies on the 
proper use of tools. A series of six reels with a running time of 
more than an hour were run continuously during the promotion. 


HARDWARE AGE, JANUARY 13, 1949 


ill 














The front cover and some of the 20 pages of the tool gift catalog which 
was mailed. to 15,000 people who were known to be workshop enthusiasts. 


at the Better Home Show. It was 
built so that it can be readily 
packed, stored and shipped for 
exhibition purposes, 

Because main floor demonstra- 
tions always block aisle traffic in 
this New York hardware store, 
which is thronged by men every 
noon, it was decided to hold the 
Power Tool Forum on a balcony 
at the rear of the store. Window 
banners, and signs inside the store 
drew attention to the demonstra- 


tion which was in progress con- 
tinuously every working day dur- 
img the month of November. 
Several manufacturers of some 
of the featured tools provided 
skilled demonstrators for a week 
at a time to tell about and show 
the features of their own products. 
“While we know that the effort 
made through this special promo- 
tion was reflected in pre-Christmas 
sales in the tool lines we believe 
that we will have a better idea of 





its effectiveness after we study 
tool sales of the next several 
months, for the effects of such pro- 
motions are cumulative,” con- 
cludes Mr. George. 

Patterson Brothers, which is 
now beginning its 10lst year, is 
claimed by the management to be 
one of the few large hardware 
stores in the country to limit its 
line strictly to tools and hardware. 
Nevertheless it claims to stock 
some 70,000 items. 


Credit Executive Advocates Flexible Short Range 
Planning; Suggests Program for 1949 


Heimann sees no "bust" period in 1949 but expects 
sharp readjustments in industries where supply is 


ENRY H. HEIMANN, execu- 
tive manager, National Asso- 
ciation of Credit Men, 1 Park Ave., 
New York City, has issued an end 
of the year statement forecasting 
the possibilities for 1949 and sug- 
gesting a 13-point program for 
business men. Mr. Heimann’s 
statement follows: 
Business should keep in mind 
throughout the coming year the 
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catching up with demand 


fact that we are living in a political 
economy. We must realistically 
face the fact that social unrest con- 
tinues throughout the world. Dur- 
ing such periods, it becomes diffi- 
cult for business to operate and 
long range planning is most haz- 
ardous. The best procedure for 
business in the year ahead is to 
concentrate on short range plan- 
ning so as to be ready and able to 


meet issues and adapt business op- 
erations with speed and facility. 
The demand for goods in this 
nation and throughout the world 
generally is still far from satisfied. 
There should be no “bust” period 
in the year ahead. However, there 
will be sharp readjustments in cer- 
tain industries where supply is 
catching up with demand, and a 
(Continued on page 152) 
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Paint customers can't miss seeing the brushes hanging in front of the streamlined 
counter. Ben and Joy Litz are behind the counter on which paint sprayers are shown. 


Eye-Catching Display Doubles 
Business in Paint Brushes 


Mos: people who 


purchase paint need a new brush 
or two and will buy them if they 
are displayed properly. Acting on 
this belief, Ben and Joy Litz, oper- 
ating Fort Hardware, Fort Atkin- 
son, Wis., built a special paint ser- 
vice counter where brushes, paint 





sprayers and allied items can be 
shown to advantage. 

The brush display, as used in 
this store, is decidedly effective. 
Brushes of practically every size 
and type are shown hanging down 
from counter top level and are 
quickly seen by paint purchasers 
who stand at the paint wrapping 
counter waiting for their packages 
and change. And this is the mo- 


ment when the stage is set for extra 
brush sales. 

The brushes are hung on thin 
metal bars which are sunk into the 
wood just underneath the counter 
top. Mr. Litz has drilled holes in 
the handles and merely slips them 
over the metal bar heads when he 
wants to display them. 

The customer appreciates this 
service, for when he purchases a 


Customers don't have to ask where they are 
at the store of the Fort Hardware—they are right 
before their eyes —a fact that leads to sales 
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Located on a corner, the Fort Hardware attracts plenty of passers-by. 


paint brush with a hole drilled in 
the handle, it is much easier to 
hang it up to dry in his own base- 
ment or repair shop, after he is 
through using it. 

“This display arrangement has 
increased our paint brush sales 
about 100 per cent in a short 
time,” says Mr. Litz. “There are 
some customers who will even buy 
two brushes, each of a different 
size. This is due to the fact that 
they can spot most of the brushes 
at one time, and do not need to 
pick them up one at a time, as 
would be the case if they were 
placed in a box or slot. We urge 
customers to hang up brushes as 
the best way to preserve them after 
cleaning them. Why shouldn’t we 
display them in the same man- 
ner?” 


Streamlined Counter 


This serving counter at the paint 
department was constructed with 
round corners to give a stream- 
lined effect. At the ends of the 
counter Mr. Litz shows paint 
sprayers, small and large. The 
large sprayers sell upwards to $40. 
Placing of the sprayers on this 
counter induces many paint pur- 
chasers to ask questions about 
them, such as the use of sprayers. 
the cost, durability, etc. Thus a 
sales presentation is made very 
easily, 

Mr. Litz carries a large assort- 
ment of paint in various size con- 
tainers. For the farm trade he 
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carries barn paint in large 5-gal. 
cans. Farmers also buy house 
paint in gallon cans, and interior 
paint in smaller sizes. Paint in 
gallon cans is also stacked neatly 


in front of Mr. Litz’ special paint 
counter where it attracts the atten- 
tion of prospects. 


Paint Department 
Volume Growing 


“Our paint department is profit- 
able and its volume is growing,” 
says Mr. Litz. “We do not hesitate 
to give our customers all the advice 
for which they ask. I find that 
most paint customers like to men- 
tion the job they intend tackling. 
and will ask questions if we adopt 
a friendly and helpful attitude. 
Farmers are doing a lot of ex- 
terior and interior painting and we 
do all we can to see that they get 
the results they seek. Satisfied 
paint customers are always ready 
to tackle additional jobs as the 
seasons come, and that means more 
paint business for us.” 

Mr. Litz has a paint mixer which 
is in a back room. This device 
facilitates service to customers and 
is greatly appreciated by them. 





Big Stocks Shown in Compact Steel Goods Unit 
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Instead of showing its steel goods in a 16-ft. wall space, H. E. Miller & 
Co., Greencastle, Ind., uses this stand of its own creation, which occupies 
a space of but 5 by 2'/2 ft. Made of 2-in. lumber, the unit stands 7 ft. high, 
with cross pieces about the center and at top for supporting display brack- 
ets. Dog chain and other chain are displayed on one end of the rack, long 
handled steel goods on the other. The unit permits display on two sides and 
for portability is mounted on casters. The top is similar to the bottom. 
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Weekly Promotions Put “Pep” 


In Phonograph Record Sales 


City Hall Hardware Co. features line in newspapers 
and on radio. Volume of 10-year-old department is 
now 10 times what it was during its first few years 


| years ago The City 


Hall Hardware Co., 150 Washing- 
ton St., Providence, R. I., began 
to sell phonograph records. It 
now enjoys a volume in these lines 
about 10 times as great as the 
totals for the first three or four 
years they were handled. 

Early in the days of radio’s first 
popularity the firm built a good 
phonograph business, which in 
turn paved the way for phono- 
graph records. When the com- 
pany started in the business, rec- 
ords were given limited space on 
the first floor. During the decade 
of their promotion as a traffic and 
profit builder that space has been 
tripled. Now the department is 
located at the rear center of the 
street floor, adjoining elevators 
and the electrical, radio, leather 
goods and men’s apparel depart- 
ments. The aisle on which the de- 
partment is located is between 
athletic, photographic, plumbing, 
automotive and hardware depart- 
ments. 


Gives Prestige 


“We carry the leading brands of 
records,” says James M. Siegal, 
vice president. “This gives the de- 
partment prestige and helps to 
build a good repeat business. It 
helps us to cash in on the adver- 
tising and promotional activities of 
the producers of well-known lines. 

“We use open display for prac- 
tically all of our popular and clas- 
sical records and for a large por- 
tion of our albums. It is important 
to use open display methods so 
that people can pick up the rec- 
ords, look at them and play them. 
Many people will buy a record or 


(Continued on page 132) 
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Demand the Original 


YOU CALL EVERYBODY 
DARLIN’ 


backed by LINGER AWHILE 

by Al Trace and His Orchestra 
Vocal by Bob Vincent 

Regent Record No. 117 79¢ 





The Disc Jockey's ‘‘Pick of 
the Week" 


UNDERNEATH THE 
ARCHES 


a Freak Hit Growing Like Mad 
backed by WHY DOES IT GET 
SO LATE SO EARLY 

Vocal by Barry Green 

Rainbow Record No. 70077 79 





It’s Delightful! 


HAIR OF GOLD 


From Columbia’s Film “Singin 
Spurs”’ 

backed by THE MOONRISE 
SONG 

vocal by Jack Emerson 

Metrotone Record M-2018 79¢ 





The Hottest Record In Town 
Pee Wee Hunt's 


TWELFTH STREET RAG 


backed by Somebody Else, Not Me 
Capitol Record No. 15105 79¢ 





Art Mooney Scores Again 


BLUE BIRD OF 
HAPPINESS 


Vocal by Bud Brees & The Galli 
Sisters 

SUNSET TO SUNRISE on 
reverse side 

M-G-M Record No. 10207 75e 








From “On An Island With You” 


TAKING MISS MARY 
TO THE BALL 


backed by LITTLE GIRL 
by Kay Kyser 
Columbia Record No. 38202 75e 








You'll Want Bing's Latest 


AT THE FLYING “W” 


backed by 

A HUNDRED AND SIXTY 
ACRES 

Crosby & The Andrew Sisters 
Decca Record No, 24481 


79¢ 





Novelty Tune of the Week 
THE MAHARAJAH OF 
MAGADOR 


backed by GIVE A BROKEN 
HEART A BREAK 

vocal by Vaughn Monroe and 
the Moon Maids 


Victor Record No. 20-2851 


75¢ 





A Must On Your List 
MAYBE YOU'LL BE 
THERE 


backed by DARK EYES 
by Gordon Jenkins and His 
Orchestra 


Decca Record No, 24403 


79e 





Arthur (Guitar Boogie) Smith 
and his Cracker Jacks Present 


BANJO BOOGIE 


backed by HAVE A LITTLE 
FUN 


M-G-M Record No, 10229 


75e 





Swing and Sway with Sammy 
Kaye In ° 


HERE COMES THE 
MILKMAN 


backed by THE CLICK SONG 
Vocal refrain by the Three 
Kaydets 

Victor Record No. 20-3017 


MAIL AND PHONE ORDERS ACCEPTED 


Records—Street Floor 














i5¢ 








This type of ad, set up in theatrical section style, interests both 
old and new customers. The original was two columns wide, 7 in. high. 
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A full width, open front floods this new store with light. Overstock is 
kept clean and handy upon concealed shelves of the display fixtures. 


He Breaks Sales Records 


T'S anyone’s guess 
whether Jim Boyd gets a bigger 
kick out of setting a commercial 
air flight record or establishing a 
new sales record for his young 
retail hardware business in Ever- 
green Park, a suburb of Chicago. 

James B. Boyd is a veteran com- 
mercial airlines pilot, whose log 
book now shows some 18,000 
hours in the air. He first started 
making entries in it in 1929 when 
commercial flying was very much 
in its infancy. 


Floor coverings are one of the 
long suits of this suburban store 
and from 50 to 60 patterns are 





in stock at all times. 
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One of the most pleasing features of this store is its inlaid linoleum 
floor which is cleaned and polished at the end of every business day. 


Like DC-6 Speed Records 


About three years ago Mr. Boyd 
decided that he wanted to have 
something to do with his time be- 
tween flights and in the years when 
his flying days are over. He be- 
comes eligible for retirement this 
year. 

Since he has mechanical ability 
and likes to work with tools it is 
natural that he should be in the 
hardware trade. It happens, 
though, that he took on hardware 
lines for the first time on Dec. 4, 
1947, when he moved from his 
first little store, in which he sold 


Dozens of pieces of plastic lunch- 
eon ware were sold from this 
temporary, up-front display dur- 
ing one of the summer months. 
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James B. Boyd, one of the country’s oldest airline 
pilots, runs his new store between flights and he 
built and operates according to the latest methods 











appliances, paint and some house- 
hold lines, into his larger, modern 
store at 3404 W. 95th St., in Ever- 
green Park. 

The grass doesn’t grow under 
the feet of Jim Boyd whose busi- 
ness has grown by leaps and 
bounds, despite the fact that his 
store can only have about half of 
his working hours. He is extremely 
fortunate, though, in that he has a 
very able and energetic wife who 
carries on when he is steering his 


plane through the night. 


Two Up—Three Down 


Mr. Boyd’s flying schedule gen- 
erally calls for two days of flying 
and three days of rest. On the 
days when he is on duty he leaves 
the store in the late afternoon, flies, 
perhaps, to New York and returns 
by about 1 o’clock the following 
morning. After he has his usual 
quota of sleep he is back at work 
again in his store. This seems to 
be a very hard schedule for any- 
one to follow, but Mr. Boyd seems 
to thrive on hard work. 

Mr. and Mrs. Boyd literally 
built their new store with their 
own hands. While the building 
was under construction in Novem- 
ber, 1947, they would finish work 
in their old store and after their 
supper they would go to the new 
location and spend a long night 
laying the asphalt tiles of the floor. 
Since there was no heat in the 
building and only tarpaulins over 


the windows, it was necessary to 
heat each 9 by 9 in, square of tile 
before putting it in place. On 
numerous occasions they worked 
until 2 or 3 o’clock in the morning 
and opened their store for business 
five or six hours later. 

Undoubtedly this is one of the 
reasons why the Boyds are so 
proud of the floor of their store 
which is washed and polished after 
every business day. This attention 
to flooring undoubtedly accounts 
for the fine job that this store does 
with floor coverings. 

The display stock of hard floor 
coverings is larger than is to be 
found in the average department 
store. Four lines are carried and 
50 to 60 patterns are stocked. 


The store uses the full-time ser- 
vice of two linoleum mechanics. 
About 80 per cent of this business 
is done in inlaid linoleum and only 
about 20 per cent in linoleum rugs. 
which are handled mostly as an 
accommodation to the customers. 


Cultivates Contractors 


The Boyd store cultivates the 
patronage of contractors and 
builders on inlaid floor coverings 
and as a result at least half of the 
volume in that line comes from 
this source. Individual home 
owners buy the other half. Many 
of the home owners in need of 
floor coverings are referred to the 
Boyd store by the builders. 


This “50-50” arrangement works 
out very well for the hardware 
store, for the builders’ business is 
received during the summer 
months, while the home owners do 
most of their floor covering busi- 
ness when they do their spring 
house cleaning or when they are 
getting their homes in shape for 
Christmas entertaining. 

Mr. Boyd points out that in most 
cases today floor coverings are in- 
cluded in the cost of the homes 
and the store gets its checks for 
jobs directly from the banks which 
are financing the transactions. 
Quite naturally this eliminates a 
lot of the problems involved in 
dealing directly with individual 
householders. 


Advertises the Line 


The store concentrates on floor 
coverings in its advertising two 
times a year, and also mentions the 
line frequently at other times. This 
line is a profitable one since the 
mark-up runs between 33 to 40 per 
cent, plus the installation costs. 
The two full-time linoleum men 
are paid wages. 

The Boyds make a point of see- 
ing that every customer under- 
stands the proper care for the kind 
of flooring he has bought. In ad- 
dition to oral instructions, the cus- 
tomer receives a manual on floor 
maintenance, together with a free 
pint. quart or half-gallon can of 





The raised office is at the right rear of the store and the 3-ft. opening affords a full view at all times. 


120 


HARDWARE AGE, JANUARY 13, 1949 











BRIDGEPORT 





“W 


That’s th 
answered 
meetings | 
profitable 
gether for 
the past 3 
pects for | 


For one 
answers ti 
phasizing 
taking ad’ 
ideas? Yc 
force is W 
shotguns | 
gives you 








rorks 
ware 
138 is 
nmer 
rs do 
busi- 
pring 
y are 
> for 


most 
e in- 
omes 
3 for 
yhich 
ions. 
les a 
d in 


idual 


floor 
two 
s the 
This 
» the 
) per 
-osts. 
men 


 see- 
ider- 
kind 
1 ad- 
cus- 
floor 
free 
n of 








ae ce a 


1949 








BRIDGEPORT, 


censatenion sane oem tnrncmnnganatreysoneomsaneanane ncn capmnces ee Aine 


Remington Dealer Letter 





apm 





nooo seven mona eee. seamen 








“Where do we 
stand 


for ’49?” 


That’s the question being asked and 
answered this month as yearly sales 
meetings get under way. It’s a fine and 
profitable idea—getting your staff to- 
gether for a down-to-earth appraisal of 
the past year’s sales activity and pros- 
pects for the year coming up. 


For one thing, you can get concrete 
answers to questions like: Are you em- 
phasizing your major lines? Are you 
taking advantage of new merchandising 
ideas? You can make sure your sales 
force is well briefed on the rifles and 
shotguns you sell. And such a meeting 
gives you a fine opportunity to pass 





valuable tested selling methods along 
to your staff. 


To help make your job easier, Rem- 
ington offers informative sales aids. For 
example, you can get merchandising 
motion pictures and slide films packed 
with information on Remington prod- 
ucts. And demonstration manuals and 
booklets giving the important features 
of Remington guns and ammunition. 
Get these hard-hitting, effective sales 
helps, for the meeting and for year- 
round reference. Write today to Rem- 
ington Arms Company, Inc., Bridgeport 
2, Connecticut. 





ADVANTAGES SEEN 
IN REMINGTON SALES AIDS 


Both you and your customer profit from 
these handy Remington Decals and 
price tags. You get extra sales help, and 
the customer obtains desired informa- 
tion quickly. 





Remington Firearms Decals (17%4"' x 
634"’) attract the shopper to your dis- 
4 ; 
play of Remington rifles and shotguns. 
On doors, windows, showcases, it’s sure 
to call attention. 





Remington Firearms and Ammunition 
Price Tags—handy and colorful. Quick- 
ly indicate model, caliber and price of 
guns; caliber, size, type, stock number 
and price of ammo. They fit standard 
price tag channels. Send to Remington 
today for your supply of Decals and tags. 





MODEL 
521T 





POPULARITY WITH SPORTSMEN ASSURES 
BIG YEAR FOR REMINGTON “500” SERIES 22's 


Ever-popular . . . these Remington 22’s will be going over big as evér with shooters 
this year. And, with a record crop of new shooters expected, many of your custom- 
ers will be looking for these top-notch rifles. Display them where sportsmen can 


easily see them... handle them. . 
in all states having fair trade laws. 


The Model 521T bolt action box magazine 22. 
A sharpshooting combination target and 
hunting rifle. Shooters find it extremely ef- 
fective against pests and small game. Has 
sling and micrometer rear sight. 


The Model 514, a new bolt action, single shot 22 
rifle. Sturdily built to give lasting service 
and dependability. Popular price—the top 
value in its field. Shoots 22 short, long and 
long rifle cartridges. 

The “TARGETMASTER” Model 510 Improved — 
a bolt action, single shot. 22 rifle. A popular 
feature is its special cartridge platform that 
makes loading easier and quicker. 


. buy them. Remington guns are fair traded 


The “SCOREMASTER” Model 511, 22 bolt ac- 
tion box magazine repeater. Has sturdy, 
handsome design that has made it a favorite 
with sportsmen for years. 


The “SPORTMASTER” Model 512, 22 bolt ac- 
tion tubular magazine repeater. Large ca- 
pacity makes this rifle a favorite—shoots 22 
short, 17 long, or 15 long rifle regular or 
higher speed cartridges. 


The 513S SPORTER 22 bolt action rifle. Smart, 
racy sporting arm of top-drawer quality 
for general use. Targetmaster, Scoremaster, 
Sportmaster are Reg. U.S. Pat. Off. by Rem- 
ington Arms Company, Inc. 
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wax, in accordance with the size 
of the order. As might be ex- 
pected, this results in subsequent 
purchase of waxes, cleaners and 
other floor maintenance supplies. 

Another line which the Boyd 
store is plugging for all it’s worth 
is that of complete kitchen installa- 
tions, because the demand is 
strong and the profit is decidedly 
satisfactory. 

This line of the business is being 
promoted primarily by Mr. Boyd’s 
flight officer who works on a com- 
mission basis, working two or 
three hours a day, or whenever he 
can spare the time, calling on con- 
tractors or builders and new home 
owners. In a very short while 
after the new store started to han- 
dle the line, it sold five complete 
kitchens, and Mr. Boyd is con- 
vinced that it will be a big part of 
his business as long as home build- 
ing continues at the same rate. 


Fast Growing Community 


Evergreen Park is one of the 
fastest growing communities in the 
Chicago area. Before the war the 
population was only about 3000 
persons. On January, 1948, the 
town’s population was approxi- 
mately 10,000 persons and by 
June 1, 1948, it was estimated to 
be approximately 12,500. Most of 
the new homes are in the moderate 
price field. 

Most of the new store’s business 
is provided by motorists, as there 
is very little foot traffic. The store 
is situated on U. S. Highways 12 
and 20, which are main arteries to 
Indianapolis and Detroit. Mr. 
Boyd figures his sales area to be 
about 12 square miles. 

Even though he realizes that his 
store is very advantageously lo- 
cated in a fast-growing commun. 
ity, Mr. Boyd does not just wait 
for people to find it. He believes 
in advertising consistently and 
promoting strongly at all times. 
In addition to his regular weekly 
newspaper ads he makes four or 
five big mailings of broadsides in 
the course of a year. 

Despite his overloaded schedule 
of flying and managing a store, 
Mr. Boyd still finds time to be a 
prime mover in community pro- 
motional projects such as the one 
which was run last summer by the 
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Evergreen Park Chamber of Com- 
merce. 

The principal feature of the pro- 
motion was a popularity contest 
for the selection of a boy and girl 
King and Queen to reign on Ever- 
green Park Day, which was held 
on Saturday, October 2. Custom- 
ers of all the participating stores 
would receive 10 stamps for every 
dollar purchase, which they could 
use as votes for their favorite girl 
or boy. The sponsoring merchants 
bought the tickets on the basis of 
one-quarter of one per cent of 
their gross sales for the months of 
July and August. The total cost 
of the project was about $3,500. 

“It was well worth the effort,” 
says Mr. Boyd, “for it stimulated 
sales during the slow summer 
months. It served its purpose in 
that the children would insist that 
their parents do their shopping in 
Evergreen Park in order to get 
the votes.” 

Parents began to take a real in- 
terest in it when the children 
started to make door-to-door can- 
vasses for the stamps. Many 
people spent 20 cents for bus rides 


in order to shop at the sponsoring 
stores of Evergreen Park. 

Jim Boyd was the first one to 
admit that he knew a lot more 
about flying than he did about 
merchandising when he decided to 
go into business but, according to 
him, he was also smart enough to 
know that he should seek the 
counsel of those who knew the 
right answers about selling. 

While he personally supervised 
the construction of his large, one- 
story building, he was advised 
about the most important features 
of modern hardware store design 
by Hibbard, Spencer, Bartlett 
& Co. 


Open Front 


Because it is appealing to a 
motoring trade, the store has an 
open front and all the displays 
were kept below eye level so that 
it is possible to see the full length 
of the store, 70 ft. In the rear 
there is a stockroom 30 ft. long 
which extends the full width of the 
50-ft. store. 


(Continued on page 133) 


Galvanizers to Boost Garbage Can Sales 


ARDWARE dealers can look 

for increased sales of covered 
galvanized steel garbage cans dur- 
ing 1949, according to D. S. 
Hunter, commissioner of the Gal- 
vanized Ware Manufacturers 
Council, Cleveland, Ohio. This 
increase, he said, will result from 
the association’s efforts to urge 
public health officers to clamp 
down on citizens who do not have 
ratproof garbage containers. 

One phase of this public rela- 
tions drive by the major manufac- 
turers of galvanized ware consisted 
of sending all health officers a copy 
of the U. S. Public Health Service’s 
model rat control ordinance. It 
specifically requires the use of 
covered galvanized steel cans as 
an effective way to eliminate ref- 
use as a source of rats’ food. 

Mr. Hunter reported that sev- 
eral health departments already 
have adopted the ordinance and 
many others have advised the Gal- 
vanized Ware Council of their in- 
tention to do so in the near future. 
Each time the ordinance is ac- 


cepted, he added, a vast market is 
opened up for hardware dealers. 

Health officials also have been 
offered a rat control kit which was 
prepared by the association’s pub- 
lic relations division. The kit con- 
tains material for health officers to 
use in publicizing covered galvan- 
ized steel garbage cans and other 
rat control methods. According 
to Hunter, more than 260 kits have 
been distributed across the entire 
nation. 

To back up the efforts of the 
nation’s health officers to control 
rats, the Galvanized Ware Council 
releases special material to all 
newspapers, radio stations and 
magazines at regular intervals. 
These releases emphasize galvan- 
ized steel garbage cans as the first 
line of defense against disease- 
carrying rats. 

Stating that this work is being 
expanded, Mr. Hunter urged hard- 
ware dealers to take full advantage 
of local rat control and cleanup 
drives by displaying galvanized 
steel ash and garbage cans. 
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Separate Shop Zooms Gift 


Bringing down the gift department to the main floor 
brought up the sales curve of the Stichter Hardware 
Co.'s self-contained store-within-a-store 





The entrance to the gift department is immediately behind one of the store's street entrances. 
This shop is a self-contained unit, walled off from the store and has its own display windows. 


A CHINA and gift 


shop contained within the Stichter 
Hardware Co. store, Reading, Pa., 
is averaging about $20,000 a year 
and also is responsible for de- 
cidedly large amount of store 
traffic. 

China and giftwares formerly 
were carried on the store’s second 
floor where they were displayed 
along with numerous other lines. 
This system served to limit sales 
of the gift items. But when it was 
decided to do something to bolster 
sales of gift and china lines, sev- 
eral goals were considered accord- 
ing to J. Hunter Rick, president. 

First, a place for the china and 
gift items had to be established in 
a location where they could be dis- 
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played properly. Next, they had 
to be displayed in a closed-off area 
so that women customers would 
not have to go pass through de- 
partments in which they would not 
ordinarily be interested. Third, 
sales people had to be assigned to 
the department so that customers 
would become familiar with the 
same attendants and could estab- 
lish a closer relationship. Finally, 
it was desirable to make the new 
shop appeal to male customers 
also. 


Goals Attained 


These goals were attained by 
creating a self-contained china and 
gift shop. 

A section of the store’s main 
floor was walled off in order to 


house the gift-store-within-a-hard- 
ware-store with the entrance to the 
new shop easily accessible from 
one of the store’s main street en- 
trances. This made it possible for 
women interested in purchasing 
giftwares to enter the shop almost 
directly from the street. 

The shop has its own inside dis- 
play windows on either side of its 
door. Over the door is an identi- 
fying sign. Both “windows” are 
fitted with narrow shelves for the 
display of bric-a-brac. Another 
constructional change involved 
lowering the ceiling and installing 
fluorescent lighting. 

Two sales clerks and a buyer 
have been assigned exclusively to 
this “store.” Now, whenever some- 
one enters the shop and the sales 
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ft | Volume to $20,000 a Year 


clerk recognizes him or her as One of the departments is given silverware. These have been com- 
someone she has waited upon be- _ over entirely to figurines from all bined in order to make compan- 
fore, she takes over. This leads to _ over the world. Another is devoted ion-selling possible; such as a 
a closer relationship between the to small electric appliances and (Continued on page 133) 


sales person and customer and ac- 
quaints the sales staff with an 
individual customer’s tastes, en- 
abling them to render more pleas- 
ing service. 

The china and gift shop is also 
selling more merchandise to men 
today than ever before. They have 
become well acquainted with the 
shop and depend on it for gifts on 
holidays, birthdays, and other spe- 
cial occasions. Prior to setting up 
the shop, men were prone to over- 
look the store’s giftwares and sales 
to them consequently were few. 
But the currently attractive and 
strategically located “store” acts 
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as a magnet. This is the dinnerware department. The firm stocks 20 different 
patterns and all displays facilitate quick selection of items. 


Strategically Located 


The Stichter Hardware is lo- 
cated in a strategic location, di- 
rectly in the heart of Reading. 
The city’s Department of Safety 
has drawn guide lines for pedes- 
trians crossing the street and these 
lines lead directly to the store en- 
trance giving access to the china 
and gift shop. This fortunate cir- 
cumstance in itself is an excellent 


traffic builder. 








ard- The china and gift shop is ap- 
the proximately 65 ft. long by 25 ft. 
rom wide. It has been departmentalized 
en- so that related merchandise can be 
for displayed without conflict with 
sing other lines. Each department con- 
nost sists of a 15-ft. table unit and a 

wall section of the same length ’ 
dis- beginning at the counter height : 
its but extending about 5 ft. above it. 4 
nti- This arrangement affords custom- E 
are ers a full view of the merchandise ; 
the both on tables and wall shelves. : ‘ 
her . 
ved 
ing 

Figurines and other bric-a-brac 

rd are fast sellers. Small appli- 
to ances, silver, woodenware, greet- 
ne- ing cards, pottery and aluminum- 
| ware are some of the lines in 
les this department. 
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The Cost of 
Small Orders 


The overhead cost of distribution has increased out 

of proportion to the increase in prices to consumers. 

The formulation of new pricing policies and packaging 
methods are a part of Mr. Northup's solution. 


By D. W. NORTHUP 


President, 
Henry G. Thompson & Son Co., 
New Haven, Conn. 





D. W. 


I. presenting methods 
which have been used successfully 
to reduce the cost of distribution, 
I want to emphasize particularly 
that these costs reduction methods 
were used in the industrial supply 
field—that is, by industrial distrib- 
utors through whom is channeled 
yearly almost $2.3 billion worth 
of production and maintenance 
supplies. 


Distribution Cost Up 


Statistics show that the overhead 
cost of industrial distribution has 
increased out of proportion to the 


* Address before the 1948 Washington 
Conference of the American Marketing 
Assn. 
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NORTHUP 


increase in prices to consumers. 
Therefore, manufacturers and dis- 
tributors are confronted with the 
problem of reducing distribution 
costs for the purpose of attempting 
to hold consumers’ prices at their 
present levels. 

Starting in 1936, and in several 
subsequent years, surveys have 
been made to ascertain just what 
products were purchased through 
industrial distributors, the volume 
of this business, and the size of 
individual orders placed by indus- 
trial consumers. 

One of the startling facts is that 
not less than 40 per cent of all the 
orders handled by industrial dis- 
tributors, and consequently placed 
by industrial consumers were for 
five dollars or less. Every one of 


these orders was placed at a high 
cost to the purchaser and sold at 
a loss by the distributor. The cost 
of handling and placing these 
small orders was a large per- 
centage of the value of the order. 

It is recognized that small orders 
are inherent in the industrial sup- 
ply business, and there is no prac- 
tical price which could be placed 
on small orders that would elimi- 
nate the distributor's loss. <A 
change in the purchasing methods, 
as well as some way of lowering 
distribution costs. had to be found 
if these losses were to be reduced 
for consumers and distributors. 

When it was found that the han- 
dling of small orders by distribu- 
tors and the placing of such orders 
by purchasers was done at a high 
cost. it became evident that certain 
products, by their very nature, 
caused a greater number of small 
orders than others. and conse- 
quently a high cost of handling. 
To determine these facts more ac- 
curately, a further study, termed 
product evaluation, was under- 
taken, 


Five Predetermined Factors 


In determining the cost of dis- 
tributing a product under product 
evaluation, five factors contribut- 
ing to cost and profit were prede 
termined, namely: 1. Gross profit: 
2. Average yearly inventory turn- 
over; 3. Average dollar value per 
invoice line; 4. Cost of warehouse 
labor; 5. Cubic feet of warehouse 
space. 

Product evaluation cannot be 
developed by manufacturers. Dis- 
tributors must initiate it, as all the 
facts and figures must come from 
the distributors’ own records. 

The first step in product evalu- 
ation is for a group of distribu- 
tors to establish, preferably 
through an independent auditor, a 
unified cost system so that each 
distributor will charge into the 
same expense account exactly the 
same cost items. In this way, all 
the distributors in the group, who 
should be operators in the same 
general area, will be using the 
same cost language. 

After a unified cost system has 
been established, each contribut- 
ing distributor should supply to 
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50 YEARS OF PROGRESS WITH KESTER SOLDER 


The present type of cored solder used by industry 


was first made by J. F. Kester in 1899. From the simple 
beginning of its first application...a few soldered 
connections in the old hand-crank telephone... it 
has continued to grow by keeping pace with new techniques 
as demanded by industry. Today’s modern production 


would not be possible without cored solder. 





RADIO-TELEVISION — The early 
commercial, amateur, and pro- 
fessional builders of radios ac- 
cepted Kester Rosin-Core Solder 
as standard. Then as now, Kes- 
ter still leads in this field. 


Standard for 
Industry and Home 
Since 1899 


AUTOMOTIVE — Ever since its 
inception Kester Acid-Core Sol- 
der has been and still is the 
standard in the automotive 
field and for the trade. Mechan- 
ics and repairmen insist upon it. 







MMMM 


CUA 


ELECTRICAL-ELECTRONIC — Kes- 
ter makes a great variety of 
“specialized” core solders and 
solder preforms—even those 
suitable for the fine touch re- 
quired in electronic work. 





AGRICULTURAL—For a half cen- 
tury Kester Cored Solder has 
been the farmer's standard for 
maintenance and repair. He 
uses Kester because his solder- 
ing must be fast and reliable. 


FACTORIES ALSO AT NEWARK, 
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HOMECRAFT -In hobbycraft as 
well as home repair, good sol- 
der bonds are essential. Kester 
Metal Mender and Radio Solder 
are the standards for all home- 
craft workers. 


KESTER 


INDUSTRIAL~—Kester Cored Sol- 
ders have met every require- 
ment for the past half century. 
They have earned the reputa- 
tion for and are recognized as 
standard for industry. 


SOLDER COMPANY 


4201 Wrightwood Avenue, Chicago 39, Illinois 





NEW JERSEY © BRANTFORD, CANADA 
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Free —Technical Manual. Send for 
Kester’'s new 28-page manual, 
“Solder and Soldering Technique.” 
A complete analysis of the appli- 
cation and properties of soft solder 
alloys and soldering fluxes. 


KESTER 
SOLDER 











the independent auditor all details 
of his cost figures, which would 
then be compiled with those of the 
rest of the group. When the final 
detailed cost figures are distributed 
to the contributing members, no 
distributor's name will be dis- 
closed in connection with his fig- 
ures. In this way, no distributor 
knows another distributor’s costs, 
but each distributor can compare 
his own costs for each of his oper- 
ations with the average cost for the 
same operation to all of the other 
contributing distributors. 


Point Rating System Best 


Experience has proved that 
product evaluation, to be most 
effective in evaluating different 
products, is best done by a point 
rating system. Through the point 
rating system, a mathematical 
value is given to each of the five 
factors noted above in relation to 
its importance. When product 
evaluation has been applied to spe- 
cific products, it has not only re- 
duced costs for the distributors 
but has enabled them to show their 
sources of supply what each man- 
ufacturer’s product is worth to that 
distributor in cumparison to other 
products. In every instance it has 
demonstrated to these distributors 
that their cost of a particular oper- 
ation was higher or lower than the 
average cost of the group of dis- 
tributors contributing to the study 
of the products evaluated. 

Many shall orders lead to the 
necessity of manufacturers’ adopt- 
ing, where practical, simplified 
methods of packaging, pricing and 
invoicing industrial products to 
help reduce the cost of distribu- 
tion. 

With this purpose in mind, | 
recently made a three months’ trip 
covering every section of the coun- 
try. I talked to 137 distributors of 
industrial supplies on the advan- 
tage to them of packaging our 
products in units of 1, 10, 100 or 
multiples of 10, rather than the 
traditional units of dozen, gross, 
etc. I also talked to this same 
group on the subject of discontinu- 
ing the out-moded method of in- 
voicing by list and discount and 
in its stead invoicing at net prices. 

There was unanimous agreement 
that the decimal system of packag- 
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ing would materially reduce mis- 
takes in quotations by outside and 
inside salesmen. It would also re- 
duce inventory errors, errors in 
ordering supplies, clerical work in 
billing, and clerical work in taking 
and pricing inventories. These dis- 
tributors regarded unit packaging 
as so important that, with only 
two exceptions, our own distribu- 
tors urged me to proceed with this 
change regardless of whether or 
not others in our industry adopted 
it. They believed that this change 
will be favorably received by the 
majority of purchasing agents. 

This same group of distributors 
was nearly as unanimous in its 
approval of the change to invoic- 
ing at net prices, because of sav- 
ing in clerical work and its large 
cost reducing features. 

Without previous analysis, few 
realize the amount of clerical work 
involved in the handling of an 
order. In describing the list and 
discount method vs. the net pric- 
ing method, reference is not made 
to quantities or descriptions of 
articles invoiced, as they are the 
same by either method. Only pric- 
ing, extending, and verifying each 
invoice figure is considered. 


An Example 


Take as an example an order we 
receive from one of our distribu- 
tors. When the merchandise is in- 
voiced on the list and discount 
basis, and before an invoice is 
finally passed for payment by the 
ultimate purchaser, there are 24 
calculations and checks made of 
the transaction, as compared to 
only 12 calculations and checks by 
the net pricing method. 

Thus, net pricing reduces by 50 
per cent the number of these cleri- 
cal operations from production of 
the article to its consumption. In 
addition, it is obvious that fewer 
clerical operations lessen the likeli- 
hood of mistakes with their subse- 
quent high cost of correction. 

When I first suggested the ideal 
of product evaluation to industrial 
distributors, I expected that a long 
period of time would elapse before 
the advantages of this plan would 
be realized. Frankly, I am amazed 
and gratified at the speed with 
which this plan, as well as the 





many excellent ideas of others, are 
being put into practice. 

Recently, both the National and 
the Southern Supply and Machin- 
ery Distributors’ Assns., adopted 
a three-point program, the subject 
of which is as follows: 


Three-Point Program 


1. Manufacturers have been re- 
quested to provide their indus- 
trial distributors with suggested 
net resale prices wherever practi- 
cal. Where such net resale prices 
are not practical, manufacturers 
are requested to use one single dis 
count to cover their entire line; to 
eliminate, if possible, the use of 
different discounts on items of the 
same class, and to discontinue the 
unwieldy chain discounts and 
fractional discounts. 

2. Manufacturers are urged to 
pack their products by the decimal 
unit system of 1, 10, 100, 500, 
1000, etc. 

3. These associations have re- 
quested their Research and Plan- 
ning Committee to consider as its 
major activity the development of 
factual information on the cost of 
handling specific lines; also to 
develop a formula or method by 
which industrial distributors can 
determine what it costs them to 
handle an individual product. 

Positive action has already been 
taken by a number of manufac- 
turers in regard to some of these 
suggestions. Since the adoption 
of the foregoing program, the 
Hack Saw and Band Saw Manu- 
facturers Assns. discussed the sub- 
ject of unit packaging at a recent 
meeting. All of the manufacturers 
present unanimously voted in 
favor of standardizing in unit 
packaging effective at the earliest 
possible date, which was decided 
as being not earlier than Jan. 1, 
1949, and not later than April | 
of the coming year. 

When net pricing was discussed 
by the members of the Hack Saw 
and Band Saws Assns., it was de- 
cided that the industry should not 
take action and this should be left 
to the judgment of each individual 
company. However, our company 
will adopt both unit packaging 
and net pricing on January 1 of 
the coming year. 

A number of distributors are 
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Boost Your Garden 


fo new highs | 


ge your short cut to more garden hose sales and quick 
profits in °49—Goodyear’s complete top-quality line, backed 
up by a hard-hitting array of punch-packed merchandising 
material. 

For your regular hose customers, there are three rayon-reinforced 
styles—Wingfoot, Pathfinder and Glide. You can fit almost 
every garden need with this amazingly durable, light, kinkless 
hose. It comes in popular colors, priced so you can reach 
customers in every price class with the finest hose their money 
ean buy. 

Estates, golf clubs and other users of highest-quality hose will 
look to you for Goodyear’s Emerald Cord garden hose—the 
extra-sturdy, long-lived leader of Goodyear’s line. 


To round out this salesmaking line-up of garden hose, there’s 
Goodyear’s new Vinyl hose—attractively packaged lightweight 
plastic hose in sparkling red or green. Its extreme lightness and 
eye-catching color combine to make Goodyear Vinyl the women’s 
choice in garden hose. 


Complete Merchandising Program 
to Help You Sell More Hose 


To boost your hose sales and hose profits, Goodyear offers all 
this—absolutely free: 











Traffic-Stopping Window Banners 
* Salesmaking Product Display 
Cards + Hard-Hitting Newspaper 
Mats + Booklet “How To Sell 
More Hose.” 


* * * 





GOoos YEAR 
Garden Hose 
— made with rayon 








We think you'll like 
“THE GREATEST STORY EVER TOLD” 
Every Sunday — ABC Network 





Wingfoot, Pathfinder, Glide, Emerald Cord—T.M.’s The Goodyear Tire & Rubber Company 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 
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Goodyear- 
the most 
complete 
line 















@ Just fill out the coupon below 
and mail it today for full informa- 
tion about the most complete line 
of garden hose. Get set now for a 










great selling season in 1949. 












THE GOODYEAR TIRE & 
RUBBER COMPANY, INC. 


Dept. 742 C, Akron 16, Ohio 


Kindly send me full details of the merchandising 
plan for your complete line of Garden Hose. 





Name 





Name of Firm 





Street Address 








City, Postal Zone and State 














now selling at net prices all the 
products they buy on a list and dis- 
count basis. One of the largest in- 
dustrial distributors changed to 
net pricing two or three years ago, 
with little or no objection from 
his customers. This change alone 
has effected an appreciable reduc- 
tion. 

It is known that at least five dis- 
tributors who now invoice at net 


prices have issued new catalogs 
eliminating all list prices. This 
move will preserve the life of these 
catalogs until the supply is ex- 
hausted. Catalog life is an item of 
major importance to distributors 
because of the tremendous cost of 
compiling and publishing each 
new catalog. Many times in the 
past, distributors’ catalogs have 
become obsolete before they were 


delivered by the printer, because 
of changes in the list price of one 
or more products. 

In an effort to reduce distribu- 
tion costs, one group of distribu- 
tors has encouraged the exchange 
of operational information having 
a bearing on cost reductions en- 
abling them to adopt the more 
efficient and cost saving practices 
of other distributors. 


Beware of Unscrupulous Collection Agencies 


provision that commissions are 
assessed on “dropped” accounts, 
and that accounts are considered 
dropped if the client fails to sub- 
mit original notes, itemized state- 
ments, etc., verifying the indebt- 
edness, or to respond to any and 
all of the agency’s written re- 
quests. He is thus liable to full 
commission on accounts which 
have not been collected! 

In about 120 days, Mr. X re- 
ceives a “statement” from the 
agency which reads something 


like this: 


63 accounts submitted 
for collection. Total $1,700 
18 accounts collected Total 458 


CHARGES 
50% commission (for in- 
stallment payment 
or attorney action) 
on the 18 collected 
accounts 
25% commission on 17 
accounts totaling 
$800 considered 
“dropped” because 
of failure by client 
to submit original 
notes and itemized 
statements when re- 
quested to do so 
$1.00 minimum fee assess- 
ed on 38 accounts 


$229.00 


200.00 


considered “uncol- 
lectible” 38.00 
FINAL STATEMENT 
Due Client $458.00 
Due Agency 467.00 
Net due agency $9.00 


Hence an ironical situation! The 
collection agency admits that it 
has collected the substantial sum 
of $458 on Mr. X’s accounts, and 
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(Continued from page 106) 


yet he winds up owing the agency 
$9. 

A significant feature of this type 
of agency is that each year or so, 
it will change its name and dis- 
patch a new crew of salesmen to 
recontact clients for new accounts, 
and they will commiserate him on 
the “gyping” he got from the 
“other” agency! Their own firm, 
they add, is “different.” 


Reducing the Debt 


The unscrupulous _ collection 
agency, through its trick contract, 
reserves for itself the option to re- 
duce the debt at its discretion. It 
will, after a short time, offer to 
“settle” with the debtor for—say 


—50 per cent of the total indebt- 
edness. If the debtor (sensing his 
advantage) counters with a pro- 
posal to settle for a ridiculously 
disproportionate amount—say 5 
per cent—the agency will proba- 
bly accept, since it keeps all the 
money anyhow. All these negotia- 
tions go on without the knowledge 
of the client, the agency giving a 
receipt in full to the debtor as 
“assignees.” 

In conclusion, it should again 
be stressed that the practices de- 
scribed in this article cover only 
an unscupulous type of collection 
agency and are not to be confused 
with the practices of the great ma- 
jority of collection agencies that 
are entirely honest and reliable. 





Business Up 200 Per Cent in Four Years— 
Advertising Did It 


(Continued from page 102) 


to bring the réaders into the store. 
In most cases, the items reduced 
were every day articles which 
would be sure to have wide ap- 
peal. These were purchased in 
advance, in sufficient quantity to 
obtain the lower buying price and 
make sure there were enough »n 
hand, and were then priced at a 
reduced mark-up. Other items 
offered were particularly good 
buys at their regular price, and 
were advertised as such. Those 
prices, the handbill announced, 
were to prevail for only one week 
from date of announcement of the 
sale. The response was sufficient- 
ly gratifying to justify putting the 
handbill promotion on a regular 
monthly basis. 

Sporting goods occupy a third 
of the total floor space and a sim- 


ilar proportion of the inventory is 
allotted to that category. A suc- 
cessful in-the-store promotion here 
was the posting of a bulletin board 
on one of the pillars. Customers 
are invited to bring in snapshots 
of themselves with a string of fish, 
a deer. or other trophy, the snap- 
shot then being posted on the 
board with a thumbtack. A pad 
and pencil are also attached to 
the board, and customers asked to 
write where they fished and what 
they caught, after returning from 
a successful trip. In this way, in- 
formation as to the best fishing 
spots is passed on to customers. 
Mr. Bolster and his employees are 
all enthusiastic sportsmen, a fact 
which helps them to do a more 
intelligent job of selling this type 
of merchandise. 
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SUPERIOR VALVE MFG. CO. « Cleveland 15, Ohio 


SUPERIOR FAUCET INSERTS 


Stop Faucet Leaks Easier to Install than Washers 
Make Old Faucets Better than New! 


Superior Faucet Inserts are manufactured in three models. The 
Standard Model with brass stem fits 95% of all faucets now in use. 
The De Luxe Model is identical to the standard but has a polished 
chrome stem. The “Special Short” Model is for modern short- 
stemmed faucets. 

All three models are available in right and left threads. 


FACTS & FIGURES 


Standard Model (Brass Stem) 


Suggested selling saan per dozen... . . . . $9.00 (75¢ each) 
Dealer cost . . ~ 2 © «© «© « « 6,00 (50¢ each) 





Standard 
‘Tanta — Profit . . . $3.00 Model 
Len De Luxe Model (Chrome Stem) 
Suggested selling oe. - dozen . . . . . . . . $10.80 (90¢ each) 
Dealer cost . . - oe ew ew ew ew eh e)~)©6 67220 (60¢ each) 





Your Profit. . . $3.60 
“Special Short” (Short Stem) 


Suggested selling price, - dozen... . . - «. $9.00 (75¢ each) 
Dealer cost . . . . os 2 + 6 © + «© « 6,00 (50¢ each) 
= Profit . . . $3.00 


installed in Zaunutes without removing faucet from water line . . . nothing to fit or adjust 
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HERE’S HOW SUPERIORS WORK 


The SUPERIOR Faucet Replacement Insert is a complete faucet 
mechanism that provides a new stem, new seat and new threads. It has the 
exclusive feature of a new “non-turn” compression shutoff whereby all of 
the turning action is concentrated on the floating bronze bearing. This bear- 
ing is forced up by water pressure when handle is “on” . . . then forced down 
as handle is turned “off’’, sealing the water flow. The lower 
siirface of the rubber washer serves only as a stationary 
gasket on the old faucet seat, the upper surface provides the PUT SUPERIORS 
new valve seat. The washer will last indefinitely as it never ON DISPLAY 
rotates, thereby eliminating all friction wear. Superior 


handle lock in stem fits virtually any faucet handle. Watch Them 
Sell Themselves! 





Each insert is mounted on an attractive display card and contains simple 
installation instructions. One dozen inserts packed in sturdy carton. 


Superior Valve Mfg. Co. ¢ Cleveland 15, Ohio 
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KEYSTONE WIRE CLOTH CO., 

Dept. 24, Hanover, Pennsylvania 

Yes, send me complete details, prices and 
discounts on NEW profit-making Keystone 
Frameless Tension Screens. 


eee eee eee eee eee) 


eee eee ee 


@ With Keystone Fromeless Tension Screens 
you sell the COMPLETE screen... your 
customer gives you width and height meas- 
vrements only and he can install complete 
unit in a few minutes. Sales features in- 
clude free floating sill bar for tight fit on 
uneven windows, five strand selvage, 
easily replaced screening, economy in 
installation and upkeep, neat appearance. 
Send coupon now for complete details 
prices and discounts, 


a a ae ay 






eystone 


Faull Joie 
Screen 


@ New all aluminum Keystone 
Frameless Tension Screens will 
be an attractive and profitable 
item to add to your line. Avail- 
able in standard sizes for 
double hung windows, these 
full length screens have loads 
of customer appeal that can 
easily and quickly be turned 
into profits for you. 
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EASY STORAGE 



























SIMPLE INSTALLATION 













HANDY FOR HOUSEWIFE 
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Weekly Promotions Put 
"Pep" in Record Sales 
(Continued from page 115) 


two in this manner when they will 
not approach a sales girl and ask 
about them. People oftentimes do 
not know what record they want, 
but if stock is open, they will 
browse around and make a selec- 
tion.” 

There are two booths and four 
open phonographs for people to 
use when trying out the records. 
Single records are displayed ver- 
tically rather than in the usual 
horizontal setup. Racks are di- 
vided into vertical sections, each 
devoted to the stock of a particu- 
lar record. Each section is num- 
bered at the immediate left and 
these numbers are keyed to an 
index at the top of each rack. 
People can see at a glance which 
records are in each section. 

Each rack holds about 40 dif. 


ferent titles, with a total of more 


_ than 2000 titles displayed in the 


section. The index at the top of 
each rack may be easily changed 
to make room for new records. 


Advertised Weekly 


The department is advertised 
once a week in a daily newspaper. 
While most departments of the 
store are featured in the large- 
sized space along with other de- 
partments, the record department 
is advertised by itself in 400-line 
space. One recent advertisement 
was styled after the New York 
newspaper technique of featuring 
theater offerings. Each record 
offering was given a small blocked 
space with its title, artist, record 
number and price. It is only once 
in a long while that records are 
featured in the store’s full-page 
space. 

For the past three years the de- 
partment has been featured in a half 
hour radio broadcast over WPRO, 
Providence. This comes on at 
1:00 p.m. every Sunday, follow- 
ing five minutes of AP news. Then 
for 25 minutes, it plays records 
from the department. It is called 
“Sunday Serenade.” Records se- 
lected for this program are of the 
semi-classical type which interest 
an adult audience. 

Many letters are received weekly 
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from this broadcast. Some con- 
tain words of appreciation for the 
music while many are requests for 
a particular selection to be played. 
The only commercial for records 
comes at the end of the program 
when the announcer says that 
“these recordings may be bought 
in the store’s record department.” 
Throughout the broadcast various 
departments and activities of the 
store are featured in spot an- 
nouncements, and _ occasionally 
one of these spots is devoted to the 
record department. 





Separate Shop Zooms 
Gift Volume to $20,000 


(Continued from page 125) 


toaster and a silver tray, and etc. 

There is a special department 
for wooden ware and one for 
greeting cards, the latter at the rear 
of the shop. Then there is a pot- 
tery section, another for alumi- 
numware and crystalware and one 
for dinner sets. Approximately 
20 different patterns are shown. 

One of the most popular depart- 
ments is the one in the center of 
the floor which is devoted to stem- 
ware, glasses and goblets. This is 
a great favorite of the men when 
making gift purchases for their 
male friends. 





He Breaks Sales Records 
Like DC-6 Speed Records 


(Continued from page 122) 


The building has a suspension 
roof and there isn’t a single post 
anywhere in the 50 by 100-ft. 
building. It is heated by an over- 
head, forced draft system. The 
windows which extend the full 
width of the front are each 16 ft. 
wide and 8 ft. high, and the two 
glass doors are each 4 ft. wide. 

The office is at the right rear 
and is raised 4 ft. above the selling 
floor. It is partially concealed by 
a rear wall display of steel goods 
which rises to within three feet of 
the ceiling. Through this opening 
it is possible for anyone in the 
office to see what is happening 
in any part of the store, and yet 
customers are not apt to be aware 
of the fact that they can be seen. 

The store is staffed by Mr. and 
Mrs. Boyd, a manager and one 
other full time salesman, a radio 


and appliance repairman who also 
sells when he is not busy with re- 
pair work, two office girls, two 
linoleum layers, and the free lance, 
outside model kitchen salesman. 
Jim Boyd still holds the record 
for the fastest DC-6 flight between 
Chicago and New York, and it’s a 
safe bet that he’s going to have 
smooth sailing in hardware mer- 
chandising if his volume of busi- 
ness continues to grow at the 
same rate it has the past year. 





Regulation W Eased 
By 2nd Amendment 


Washington Bureau 
of Hardware Age 


goa articles priced at just 
under $50 which are sold for 
more than $50 because of regional 
sales taxes have been freed from 
the instalment credit regulations 
of the Federal Reserve Board. 

The board of governors of the 
Federal Reserve System made the 
change—which became effective 
January 1, 1949—by issuing 
Amendment 2 to Regulation W. 
Regulation W requires down pay- 
ment of 20 per cent on such prod- 
ucts as stoves, refrigerators, 
radios, and furniture, with the bal- 
ance payable in 15 months, if the 
price is less than $1,000. 

The amendment was adopted 
the board said, “to reduce operat- 
ing difficulties in the trade, par- 
ticularly for those merchants serv- 
ing areas which include some lo- 
calities with—and others without 
—-sales taxes. 

The text of the new amendment 
follows: 

Regulation W is hereby amended 
in the following respects, effective 
January 1, 1949: 

By inserting after “$50.00” in 
Part 1 of the Supplement to Regu- 
lation W, the following language 
and footnote reference: 
“exclusive of any applicable sales 
tax,’5 
and by adding the following foot- 
not to Part 1 of the Supplement: 





“5 The exclusion of sales taxes 
in this Part of the Supplement 
does not affect the use of the term 
‘Cash Price’ elsewhere in the regu- 
lation. ‘Cash Price’ as defined in 
section 8(h) (7) generally includes 
applicable sales taxes.” 
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FASTER PROFITS 


we 


Wherever metal is cut there is 
an overwhelming preference for 
Star hand, band and power hack 
saw blades. For faster, easier, less 
costly metal cutting has been syn- 
onymous with Star blades for 
years. Stock the complete Star 
line of blades and frames—build 
more sales, build good will with 
Star’s two handy references on 
selection, use and care of hack 
saws...'‘Metal Cutting’, the 
booklet for pocket or tool kit... 
The Star Wall Chart for work- 
shop wall—and you can be dou- 
bly sure of faster profits the year 
*round. Supplies of the booklet 


and wall chart are yours 
absolutely free. 
@ «13 


CLEMSO ee Y. 


Caen ee nt oe Ge ee ee frames, 
band saw blades and 
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Uniform Screw Thread 
Explained to Industry 


Three classes of thread established, for ordinance, 
for assembly line production, for design problems. 


| * mysteries of the 


technicalities and the advantages 
of the newly acclaimed Uniform 
Screw Thread Standards which 
will affect the nuts, bolts, and 
screws of three nations were dis- 
cussed in detail recently before 
more than 200 leading engineering 
heads of the U. S. fasteners indus- 
try. The meeting, a symposium 
was sponsored by the American 
Institute of Bolt, Nut and Rivet 
Manufacturers, Cleveland, Ohio, 
to permit the technical authorities 
of the fastener industry to acquaint 
their engineering and operational 
men with the ramifications of the 
new tri-national project. 

Basis of the meeting was the 
standardization accord reached on 
November 18, 1948, between 
United States, Canada, and Great 
Britain which is aimed at produc- 
ing a unified screw thread for nuts, 
bolts, and screws to make them 
fully interchangeable. Primary im- 
portance of such standardization 
is to make threaded parts produced 
in any of these nations inter- 
changeable for the design and 
manufacture of original equipment 
and for replacement and repair of 
such equipment in the field. Sec- 
ondary, but important accomplish- 
ment of the standardization was to 
overcome the objections held for 
certain phases of previous stand- 
ards, 


The New Screw Thread 

The basis of accord between 
the three nations regarding a “uni- 
versal” screw thread design in- 
volved the changing of both thread 
designs previously followed. Can- 
ada and Britain had been follow- 
ing a system which was originated 
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No buyers’ resistance anticipated. 


by Whitworth in 1845 and based 
upon a thread having an angle ol 
55 deg., with a thread form con- 
sisting of rounded crests and roots. 
The American system followed a 
thread form having flattened crests 
and roots with an angle of 60 deg. 

The new Unified Screw Thread 
Standard was agreed upon as hav- 
ing a 60 deg. angle the same as 
the present American Standard 
thread but with a rounded root. 
The crest of the thread may be 
either flat or rounded as either will 
permit interchangeability. Little 
change was necessary in the num- 
ber of threads per inch but a new 
14, in. coarse thread was added 
having 12 threads per inch in ad- 
dition to the present 13 threads 
per inch to bring about uniform- 
ity. Three separate and new clas- 
sifications of thread fit, or tight- 
ness. were also established. 


New Standards 


Highlighting the obvious advan- 
tages of the unified thread design, 
W. C. Stewart, technical adviser of 
the Institute, told the assembly 
that the thread forms, manufactur- 
ing tolerances and clearance be- 
tween male and female threads had 
been worked out so that “there 
can be no interference between 
threads no matter what classes of 
threads are being assembled.” Two 
general types of thread fit can be 
obtained, he said, namely a rela- 
tively loose fit permitted by the 
variations in manufacturing toler- 
ance plus a prescribed clearance 
allowance; and a snug fit where 
no clearance allowance is _pre- 
scribed and manufacturing toler- 
ance dictate the clearance between 
male and female threads of an as- 
sembly. 


Separate classes of threads have 
been established for specific ser- 
vice. Mr. Stewart said. The first 
class, known as 1A and 1B for 
male and female threads, respec- 
tively, have almost no appl.cation 
in this country for commercial 
fastener purposes but will un- 
doubtedly be a special ordnance 
thread for the three nations. 

The second class of thread is a 
so-called clearance fit with suffi- 
cient allowable clearance to speed 
assembly and ideally adapt it to 
production line assembly opera- 
tions where speed wrenches are 
employed. The third class of 
threads are extremely close toler- 
ance types which will be most ap- 
plicable to design problems rather 
than fastener production. 

Robert L. Riley, assistant gen- 
eral manager of Bethlehem Steel 
Co.’s Lebanon, Pennsylvania, plant 
and John J. Kelley, sales engineer 
of Pittsburgh Screw and Bolt 
Corp., Pittsburgh, analyzed in 
minute detail the variations of the 
new standard with those in cur- 
rent use for coarse screw threads. 
Summation of their talks revealed 
that the change-over for the fast- 
ener industry would not be exces- 
sively drastic but costly in replace- 
ment of tools and dies. A similar 
analysis of the change-over prob- 
lem with regard to the manufac- 
ture of fine thread products was 
given by Carl L. Harvey, technical 
director of The Lamson and Ses- 
sions Co., Cleveland. 


Manufacturing Problems 


How to change over the prod- 
ucts of an entire industry with 
least disturbance to plant opera- 
tions was the subject of serious 
discussion by John S. Davey, as- 
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Here’s good news 
For hardware men— 
Deliveries now 

Are prompt again. 





Popular standard sizes 
and types of 


BASSICK CASTERS 


Now available 
promptly from your 
wholesaler 


A Suggestion: Be sure you 
have Bassick ““Diamond-Darts” 
available for your customers... 
High quality, popular priced, 
full floating ball bearing casters 
for household furniture. 


Note these two numbers in 
your want book! 






Lj $05259x42 





7259 x42) 








Now being supplied with 
| “Atlasite” non-marking wheels 














THE BASSICK COMPANY 
Bridgeport 2, Conn. 


DIVISION OF STEWART-WARNER CORP. 


In Canada — BASSICK DIVISION, 


Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont. 


a OassicK 


MAKING MORE KINDS OF CASTERS 
MAKING CASTERS DO MORE 
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sistant general manager of sales of 
Russell, Burdsall and Ward Bolt 
and Nut Co.. Port Chester, N. Y. 
He initiated three methods which 
would probably be followed by 
different companies depending 
upon their circumstances and 
manufacturing methods. 

First, he stated that an ideal way 
would be to prepare the new tools 
and dies required, etc., and com- 
pletely change over from the old 
standards to the new at one time. 
This was pointed out as having 
very definite advantages because 
it would avoid mixing of product 
while in process in the plant or 
during warehousing. 

The second method suggested 
was to replace worn out tools and 
dies with the new tolerance equip- 
ment thus accomplishing a grad- 
ual change-over but risking mixed 
products and scrap loss. 

The third method suggested was 
to change over one complete prod- 
uct at a time, such as machine 
screws or carriage bolts and grad- 
ually accomplish the complete 
change. He estimated that in the 
case of Russell, Burdsall and Ward 
it would require five years for the 
transition and an additional two 
years before all material shipped 
would be of the new standard, by 
reason of the wide variety and 
number of items produced. 

The sales job ahead of the fast- 
eners industry with its new unified 
thread is not looked upon with too 
much pessimism through the eyes 


of Charles F. Newpher, executive 
vice-president of National Screw 
and Manufacturing Co. He stated 
that since one of the primary pur- 
poses of the new thread design was 
to unify assembly of ordnance 
equipment, Uncle Sam can be de- 
pended upon to be a first and im- 
portant customer. However, he 
pointed out, that because the new 
thread designs permit mutual as- 
sembly with present threads the 
consuming industry can readily 
accept the new standards when 
available. Consequently, there 
should be no buyers’ resistance ex- 
cept in a few situations where spe- 
cialty threads and fasteners have 
always been a troublesome de- 
mand. 

Other speakers included George 
S. Case, chairman of the board, 
Lamson & Sessions Co., Cleveland, 
who was a member of the original 
National Screw Thread Commij- 
sion established by Act of Con- 
gress after World War I; Frank P. 
Tisch, chief engineer, Pheoll Mfg. 

o., Chicago, who is vice-chair- 
man of the American Standards 
Association Committee on the 
Standardization and Unification of 
Screw Threads; Paul J. Des Jar- 
dins, small tool department, Pratt 
& Whitney Division of Niles- 
Bement-Pond, who is chairman of 
the subcommittee charged with 
drafting the new standard; Her- 
man H. Lind, president, American 
Institute of Bolt, Nut and Rivet 
Manufacturers. 





Lemlin Turns 12 Cent Sales Into $12 Transactions 


New Bedford, Mass., 


store suggests additional 


items by manifesting interest in customer's needs 
instead of saying "Anything else?" 


41@ ALESMANSHIP is not sell- 
ing only what is asked for 
—but selling more than your cus- 
tomer originally intended to pur- 
chase. The difficulty in the use of 
sales tie-in has been largely over- 
rated and mostly by the un- 
trained,” believes Norman Lem- 
lin, manager of Lemlin’s Hard- 
ware Co., 33 Rodney French 
Blvd., New Bedford, Mass. “Our 
salesmen have been taught that use 
of the usual ‘Anything else, sir?’ 
is ineffective and outmoded.” 
Here is how Lemlin’s salesmen 
view every customer. “But,” the 
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manager reminds, “they must al- 
ways be diplomats, alert and sug- 
gesting, never impulsive.” Mr. 
Jones, the customer, has asked for 
a pound of nails: 

(1) While weighing the item, 
the salesman casually inquires 
about what Jones is repairing or 
building. That hammer he will 
use—is it in good condition? 

(2) And what about the ham- 
mer handle? 

(3) Building, he'll use a saw. 
Has he a good one; if so, has that 
been sharpened lately? 

(4) Jones will paint or varnish 
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his item with a brush. Thinner 
then seems essential. And paint- 
brush cleaner? 

(5) What about a sandpapered 
finish before the painting? 

(6) Or putty with which to fill 
in the nail or screw heads? 

“The items can be more than 
that,” continues Lemlin. “The 
original 12-cent sale can be mag- 
nified to $12! Elmer Wheeler, 
nationally famous sales authority, 
has said that you should sell the 
sizzle before the steak. My father, 
with three decades in hardware 
before retirement in my favor, 
always taught us that we should 
sell the fish before the hook.” 


Know All Angles 


“It is important first to know 
what you are talking about,” con- 
tinues Lemlin. “We find that 
some customers come in who just 
want to go fishing for sandshark, 
knowing little of what they'll en- 
counter. They might ask for a 
large hook, intending to use a 
piece of line they have already. 
But what about that line—is it 
stout enough for the angular tug 
of a 5-foot shark? Scup come up 
with a steady but weaker jerk. 
Flounder fights little. As the cus- 
tomer listens, he discovers that 
his flounder line won’t stand up 
to shark, or the angle of his blue- 
fish hook is not correct for tataug. 
We win his faith, but if our sales- 
men knew none of that data, 
would they be able to make an 
additional sale?” 

The training has embodied such 
as knowledge of proper baits, 
sinker placement and lengths of 
line beneath cork bobbers for 
bluefish, mackerel and_ other 
lighter surface fish. Then there 
are the special seasons when par- 
ticular fish are in “catching mood” 
in New Bedford surroundings, un- 
like elsewhere when periods are 
shorter or longer. And, yet, as a 
fact, Lemlin displays only a minor 
portion of the fisherman’s para- 
phernali:! 

“We find that we don’t have to 
extensively. Since we’ve taken the 
honest effort to study a very good 
means of sales tie-in, we’ve solved 
the real problem, that of allocating 
the valuable space to other 
products,” he says. 
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Silent Salesman 


included in 
all 3 deals 
































































































































































































































Ch iwedsihigiiy 


This is it, Mr. Dealer! Plow into an 


Yavalanche of metal moulding profits . . . put 


a CHROMTRIM “silent salesman” to work! The 
proven success of the 8/60 Merchandiser has 
been phenomenal — now, CHROMTRIM offers a 
new, expandable Merchandiser unit which permits 
stores to match their sales program to their 
own qualifications. All new units accommodate 
12 tubes of CHROMTRIM; Start with a small 
stock of 6, 8 or use the maximum stock of 12 
tubes, 60 feet to the tube. This eye-catching 
Merchandiser unit takes up about as much floor 
space as a salesman .. . and it’s a hard-hitting 
salesman for you every hour of the day, whether 
you stock the 6/60, 8/60 or the 12/60 assortment. 


Chromtrim 12/60 Beal 


10 lengths each of the complete line of 12 T-I-Y shapes 
— plus one display unit and promotion aids including a 


3 color counter card 
List Price of 720 ft. of stock 156.00 
Dealer cost for complete 12/60 deal 78.00 


100% dealer profit on 12/60 deal , 78.00 | 
Chromtrim 8/60 Deal 


10 lengths each of the original selection of T-I-Y shapes 
now being sold by more than 15,000 dealers — plus 
one display unit and promotional aids 

List Price of 480 ft. of stock 105.00 
Dealer cost for complete 8/60 deal 59.50 


if riginal 8/60 deal D 
Dealer profit on original 8/60 dea 45.50 
Chromtrim 6/60 Deal 


10 lengths each of 6 popular Chromtrim T-I-Y shapes 
— plus one display unit and promotional aids 

List Price of 360 ft. of stock 69.60 
Dealer cost for complete 6/60 deak 39.95 
Dealer profit on original 6/60 deal 





























Profits abead! 100% dealer profit Z 
on all Chromtrim refills. 


Sold only through a nationwide 
distributor organization. 










R. D. WERNER CO., INC. 


295 Fifth Avenue New York 16, N. Y. 
Please ship me, through my regular distributor, 


complete 12/60 [J 


8/60 2 6/60 1 Chromerim Deal(s). : 
Also send FREE copy of “Trim Ideas’’ and additional information on Chromtrim’s Deals and 


mat service 
Name 
Firm 


State 














J. H. Jones, left, and his son, Donald H., shown in the farm appliance section. 


Effective Display Ideas Help 
Reduce the Job of Selling 


W. LL displayed 


merchandise invariably awakens 
the desire to buy on the part of 
the browsing prospect and, when 
that has been accomplished, the 
job of selling is reduced in pro- 
portion. The Jones Hardware, of 
York, Neb., believes in presenting 
its merchandise in as attractive a 
manner as possible and this belief 
has been directly responsible for 
the business done by this firm in 
a town of 5865 population. 

The steel goods section, 20 ft. 
long by 10 ft. high, is an excellent 
example of the firm’s display tech- 
nique. The walls are constructed 
of knotty pine and there is a roof 
over the section that helps keep 
the various items clean and at- 
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The Jones Hardware presents its merchandise 
in an attractive manner that catches the eye 
and stimulates the buying urge in prospects 








The knotty pine wall makes a fine background for the steel goods. 
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THE INDUSTRY'S BIGGEST 


SALES CAMPAIGN ON 
CONSOLE HEATERS 


Cold Weather Keeps 
Volume Hot on Consoles... 


Cash In Now! 


OMING off the production lines 
C with machine gun speed are the 
handsomest, best engineered gas and 
oil console heaters in America. 

And Rheem isn’t pussyfooting 
about it... 

At the peak of the season, Rheem 
shot the gun to TEN MILLION 
readers of Life, Saturday Evening 
Post, Better Homes and Gardens, 
American Home, Country Gentle- 
man and other magazines about the 
appliance that “LOOKs LIKE A RADIO, 


HEATS A ROOM OR A HOUSE.” 

In addition, the Rheem “Design 
For Better Business” is providing a 
wide choice of tested selling helps, 
including displays, direct mail cam- 
paigns and newspaper ads, to nail 
down prospects in your community. 

Call your distributor NOW for 
immediate delivery. It’s not too late. 
You can still harvest heating profits 
with the fastest-moving, easiest-to- 
handle line of PROFIT MAKERS 


... Rheem consoles! 








Foreign affiliated companies in Brisbane, Melbourne, Sydney, Rio 


de Janeiro, Singapore, Hamilton, Canada and Zaan Dam, Holland 


Gas Console -die-formed heavy steel with 
baked walnut finish. Seam-welded heating 
element. Cast iron burner adaptable for 
any kind of gas. Equipped with pilot, auto- 
matic controls optional at slight extra cost. 
Can be installed with or without vent. 3 
sizes for 25,000, 35,000, and 50,000 B. T. U. 
input. Largest size is 26” wide, 34” high, 
20” deep. A. G. A. approved, Good House- 
keeping Guaranty. Shipped completely as- 
sembled for easy installation. 














Oil Console —welded aluminum cabinet 
finished in neutral baked enamel. Lights 
easily as a candle. Produces 50,000 to 65,000 
B. T. U. Radiant flame, high-low, vaporiz- 
ing type burner. Combustion chamber of 
high tensile steel, seam-welded. Two sizes, 
largest 31” wide, 39” high, 23” deep. Burns 
light fuels up to No. 2. Shipped completely 
assembled. Available as extras are pan-type 
humidifier, rear-mount fan with switch, 
514-gallon attachable fuel tank. Approved 
by Commercial Standards and UV. L. 


Rheem 


HOME COMFORT APPLIANCES 


Cara ar wr caw nr nr wr nr nr ann er ee ee earn aa ss ee ee 


Address 


inca ceaerncenietcomnmecisniaslinneacneiiaiienliat 
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Rheem Manufacturing Company, Dept. HA-1 
570 Lexington Avenue, New York 22, N. Y. 






eo mn r~ 

‘*" Guaranteed by > 
Good Housekeeping 
© 0, . 





x 
45 aoveansto WO 


Please RUSH complete specifications on Rheem Oil and Gas Console Heaters. 
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Glance 
Fast selling items every- 
body wants—items that 
represent unmatched 
value! Super strong— 
super smooth! Precision 
cast for unexcelled im- 
pact and tensile strength. 
Handsomely finished in 
ebony, bright zinc, or 
cadmium, brass or 
chrome. Attractively 
shelf-packaged for fast 
identification. Write for 


making items. 


the Eye 


UTILITY 


catalog of complete line v 

— ask your jobber to oh 

show you these money- QAP 
No. 50 


HALL-WESSEL CO. 


1719 N. Second St. 
Philadelphia 22, Pa. 
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Baseball bats are hung by nails in their handles which 
are slipped into a slit in a horizontal length of pipe. 


tracts attention to the goods dis- 
played. 

At the left of this section are a 
number of horizontal pipes which 
are fitted into the roof. These 
pipes have machined slits in them. 
About 450 tool handles are dis- 
played here. Shingle nails driven 
into the end of each handle are 
slipped into these slits in the pipe. 
The handles hang straight down 
and can be seen easily by the 
farmers who may be browsing 
about the store. The same system 
is used for showing baseball bats 
in the sporting goods section and 





The paint department is a model of neatness at all times 
Wheeled goods are featured on top of the sidewall fixtures. 


it’s a method that catches the eyes 
of the baseball players. 

The fixtures in the sporting 
goods section were designed by 
Mr. Jones and were built to order. 
They include step-up arrangements 
for showing baseball gloves and 
other merchandise, a gun section 
and an enclosed case with sliding, 
tilted glass doors. Pilferable mer- 
chandise, such as fishing supplies, 
is kept in this case. 

The various parts of the sport- 
ing goods section are all of knotty 
pine and have fluorescent lighting. 
Mr. Jones says that farmers buy a 
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considerable amount of sporting 
goods, especially baseball equip- 
ment. Rural schools have base- 
ball teams and practically every 
farm boy today has his own base- 
ball glove. Furthermore, many 
farmers, due to larger incomes, 
are buying more and better guns 
for farm use. For this reason the 
Jones Hardware carries a sizable 
gun and ammunition stock. 

Effective display ideas in order 
to be noteworthy need to have a 
clean store to make them stand 
out, and the Jones store is neat 
and tidy from front to back. 
Harness goods, always difficult 
items to display in orderly fashion, 
are hung on pegs along a rear 
wall. While the amount of harness 
business is decreasing, Mr. Jones 
says that a stock is needed at the 
store to meet the needs of the 
farmers who have horses. In ad- 
dition, the store carries a stock 
of saddle horse supplies. 

The paint department in this 
store is also a mode! for neatness 
and display. Color sample boards 
are hung from hooks at the top 





Eg ets fo hot 


YOU’LL SELL MORE SCREENS 





The awning is a definite aid to 
sales in that it gives shelter to 
those inspecting window displays. 


ledge of the department where 
they can easily be seen and han- 
dled by both sales staff and cus- 
tomers. Mr. Jones reports that 
paint prospects will always handle 
and inspect such panels. 
Brushes are placed upon tilted 
backgrounds which help to bring 
them to the attention of the store’s 
browsing customers. A large stock 
of interior, house and_ barn 
paint is kept on display and in 
stock. When local farmers have 
some spare time between seasons, 


ete , Wiesosas 





they frequently take care of odd 
painting jobs for a few days and 
that is when the Jones paint sec- 
tion is busy. 

Near the office of the store, lo- 
cated halfway down the right side 
wall, is a display of milkers, cream 
separators and farm freezers. 
Every farmer who comes to the 
office sees this display and its loca- 
tion has been responsible for many 
sales. 

The store also maintains a siz- 
able appliance department exhibit- 
ing and selling radios, ranges, re- 
frigerators and other items. Many 
appliance sales are for cash at this 
store. Mr. Jones points out that he 
has only two credit appliance sales 
on the books at the moment. 

“Our store is prospering because 
we try very hard to handle and 
sell merchandise which farmers 
need,” says Mr. Jones. “Our en- 
tire store is laid out to handle this 
farm traffic. We make = every 
effort to handle each sale so that 
we can get a repeat sale sooner or 
later from that customer because 
we have served him well.” 


WITH >) 14 T ALUMINUM TENSION SCREEN 
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HERE’S WHY! 


IT’S DESIGNED TO SELL! What a sales 
talk you can make about Durall! 
Aluminum, no painting, no rust, 
no stains— flexible, light, easy-to- 
handle, no side frames—snap-catch 
installation and release (from the 
inside)—wash windows without 
removing screens—leave it up all 
year or roll it up for storage. 


IT’S PRICED TO SELL! What a bargain 
you can offer with Durall. Only 
$4.35* retail for a top-quality, 
full-length screen! Your customers 
will save up to dollars per screen 
on the price alone. 


IT’S ADVERTISED TO SELL! Millions of 
' home owners are learning about 


Y 445 Park Avenue, New York 
























Durall through the pages of 
Better Homes and Gardens and 
ten other national magazines. A 
complete line of merchandising 
helps is available. 


IT IS SELLING! Selling by the thou- 
sands, everyday! And distribution 
is just beginning. The big full- 
length screen market is going for 
Durall and making a big profit 
potential for you. 


YOU CAN GET iT! Durall deliveries 
are prompt, supply is good. Order 
now and be ready for your biggest 
season this spring. See your job- 
ber or write us, Desk HA-1, for 
complete information. 


*for 28" x54" size. 





Congress to Probe Army-Navy's 
$200 Million Exchange Sales 


Investigation will seek to clarify the dispute between Army-Navy 
stores and independent retailers. Aim is to avoid unfair competition 


l HE compet:tion forced 


on America’s small business men 
by Army and Navy retailers is 
slated to become the subject of a 
congressional investigation _ this 
year. 

Both the Senate and House 
Armed Services Committees are 
expected to look into this all- 
important question to retailers and 
recommend legislation to clarify 
the areas of dispute between Army 
post exchanges and Navy ship 
stores on one hand and _ private 
retailers on the other. 


Report Expected 


Meanwhile, the Munitions Board 
has begun an investigation of 
its own and is expected to issue 
a report in the near future. The 
Munitions Board _ investigating 
group is particularly interested in 
finding out whether or not the 
military and naval stores can be 
reduced in number or be restricted 
as to lines of merchandise carried 
in order to avoid charges of un- 
fair competition with private re- 
tailers. Army and Navy exchange 
sales are currently estimated at 
about $200,000,000 annually. 


with private retailers. 


Washington Bureau 
of Hardware Age 


BB & 


The U. S. Chamber of Com- 
merce and the American Retail 
Federation have been particularly 
active in seeking relief for small 
business from this type of compe- 
tition from the Federal Govern- 
ment. The board of directors of 
the Chamber of Commerce has. 
for example, approved a report 
submitted by its Domestic Distri- 
bution Department Committee 
which outlines the problem as con- 
sisting of four major issues. This 
committee, headed by James W. 
Baker, president of Baker-Lawhon 
& Ford, of Shreveport, La., lists 
these four issues as follows: 


Four Issues 


“|Articles and services not 
properly classified as items of ne- 
cessity and convenience are sold 
in exchange and service stores con- 
trary to the intent of Congress. 

“2—Special order procedures 
(unlimited as to unit value in the 
case of the Navy and up to $300 
in the case of the Army and Air 
Force) permit the purchase of a 


Are you, as a retailer, being hurt by unfair competition from Army 
post exchanges and Nowy ship stores? If you are, here are sugges- 
tions that may result in correction of this inequity. First, write your 
congressman. Second, write your senator. Third, write to both Sena- 
tor Millard E. Tydings, Democrat, of Maryland, the new chairman cf 
the Senate Armed Services Committee, and Representative Cari 
Vinson, Democrat, of Georgia, the new chairman of the House Armed 
Services Committee. These last two members of Congress are slated 
to head the committees which are scheduled to study the problem 
next year and to recommend changes or clarification of existing law. 
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wide ranze of merchandise not 
regularly stocked by service stor2s 
and exchanges and not properly 
classified as items of necessity and 
convenience. (The $300 limit ap- 
plies to the cost price to the ex- 
change). 

“3—Large numbers of non- 
military personnel and other civil- 
ians acquire merchandise offered 
for sale in exchanges and service 
stores either directly or through 
friends and associates in the armed 
services in contravention of the in- 
tent of Congress and of military 
regulations. 

“4—Military service stores have 
refused to pay the 20 per cent re- 
tail excise tax on cosmetics, furs, 
jewelry and luggage. It is claimed 
by officials of the National Mili- 
tary Establishment that the gov- 
ernment should not tax itself.” 

The Chamber’s board of direc- 
tors, has endorsed the following 
six proposals, all of which were 
recommended by Mr. Baker’s com- 
mittee : 


Proposals 


“1—The Armed Services Com- 
mittees of the Congress should in- 
vestigate the operation of Army 
post exchanges and Navy ship’s 
service stores to determine if they 
are performing their proper func- 
tions within the applicable limita- 
tions imposed in Puble Law 267, 
80th Congress. 

“2—Congress should appraise 
the expansion of operations of 
Army post exchanges and Navy 
ship’s service stores in terms of 
the unfair situation such expan- 
sion has created for retailing. In 
effect, the operation of such stores 
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The difference in cost of using 
muscle power on hand die-stocks 
and the cost of using the same 
die-stocks on the Oster "Power 
Vise Stand" is "EASY MONEY". 
It's yours for the taking. 


Compared with hand threading, 
cutting-off, and reaming pipe, 
here's what the "Power Vise 
Stand" saves per thread in 
minutes and seconds: 


Pipe Size 14" 3%" = 1" 1%" 1%" 2” 
Time Saved 1-1 1-26 2-51 3-32 4-3 5-27 


Hundreds of owners of Oster 
"Power Vise Stands" have told us 
they have easily paid for the cost 
of the machines in a few months. 


Important Note: Not only is the OSTER 
“Power Vise Stand” the ORIGINAL 
machine of its kind with more PROVED 
features of construction, but it is the 
lowest priced of any similar machine 
on the market today. 


Write for Catalog No. 22-A 











ONLY 


*160%° 











THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO, U.S.A. 
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forces the retail segment of the 
business economy to subsidize cer- 
tain governmental responsibilities, 
such as welfare and recreational 
activities, to the personnel of the 
armed forces. 

“3—Army post exchanges and 
Navy ship’s service stores appear 
to have exceeded their proper 
sphere of activities by offering 
merchandise and services for sale 
which have little, if any, relation 
to ‘necessity and convenience’ or 
‘well-being and contentment.’ The 
intent of Congress was to limit 
such merchandise to small items 
of personal necessity, convenience 
and comfort, particularly where 
military and Naval installations 
are located near established shop- 
ping areas. 

“4——Special order systems are 
particularly objectionable — inas- 
much as practically any item of 
merchandise, without regard to 
‘convenience and necessity,’ may 
be purchased through exchange or 
ship’s store facilities and would 
seem to be clearly beyond the in- 
tent of Congress. 

“5—Policing of purchases by 
unauthorized persons is an almost 
impossible task. The National 
Military Establishment is en- 
deavoring to lessen sales to un- 
authorized personnel, but the 
chances for evasion of regulations 
are almost infinite. The amount 
and effect of unauthorized pur- 
chases would be lessened substan- 
tially if merchandise stocked and 
sold in exchanges and _ service 
stores were limited to items of 
‘convenience and necessity.’ 

“6—Sales of merchandise at ex- 
changes and service stores are 





sales ‘at retail’ and seem clearly to 
be subject to the federal retail ex- 
cise taxes. It should be noted that 
the 20 per cent federal retail ex- 
cise tax applies to sales of so-called 
‘luxury’ items—cosmetics, furs, 
jewelry and luggage.” 

As far as the applicability of 
federal excise taxes is concerned, 
the Department of Justice has post- 
poned issuance of a ruling on the 
question. Earlier, the department 
had been asked to rule on the 
question of whether or not the 
tax should apply to sales in post 
exchanges and ships stores. 

But the department now has de- 
cided to withhold its decision 
pending the outcome of legislative 
proposals. The Attorney General’s 
office is currently sending copies 
of this form letter in answer to in- 
quiries from business men con- 
cerning applicability of the fed- 
eral tax: 


“Dear Mr. ———: 


The Attorney General has re- 
quested me to acknowledge and 
thank you for your letter of 
—— regarding the appli- 
cation of federal excise taxes to 
sales by Army exchanges and 
ship service stores. 

We have been advised by the 
Departments of Treasury and 
Army that the request for ruling 
by the Attorney General should 
be held in abeyance pending 
consideration of recommenda- 
tions to be made to the Con- 
gress for possible legislation on 
the subject. In the circum- 
stances, a ruling on the matter 
is not now contemplated. 

Asst. SoLiciroR GENERAL.” 








Tire Sales Can Increase by 2,000,000 in 1949 


HE American tire industry can 

look forward to 1949 with the 
expectation that an_ estimated 
2,000,000 more tires will be sold 
next year than in 1948, according 
to John L. Collyer, president of 
The B. F. Goodrich Co., Akron, 
Ohio. 

Mr. Collyer said that total in- 
dustry sales for 1948 are estimated 
now at 84,000,000 tire un‘ts and, 
barring unforeseen events, should 
reach 86,000,000 in 1949. He 
pointed out that in the prewar 
peak year of 1940, industry sales 
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amount to 60.622,000 units and 
that even in 1941, when the de- 
fense program boosted production 
and sales. units totaled only 68,- 
979,000. Tires, tubes, and tire 
products, he said, account for 
about 70 per cent of total rubber 
consumption. 

Mr. Collyer explained that the 
hundreds of thousands of dealers 
serving the nation’s cars and 
trucks can expect increased tire 
sales next year because there. will 
be more-vehicles on the highways 
in that year than ever before in 
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history. The country’s high rate 
of economic activity and increas- 
ing population generate an ever- 
growing demand for highway 
transportation. The number of 
cars on the road is increasing 
steadily as new car sales continue 
at a high rate and the older cars 
are kept in service far beyond 
their prewar life expectancy. 

The utility and economy of trac- 
tors and farm implements when 
equipped with tires has greatly 
expanded the farm tire market. 
By the end of 1949, the number 
of cars, trucks, tractors and farm 
implements rolling on rubber will 
be more than double that in 1932. 





Harvest Festival 
Attracts Trade 


—" is always a happy 
time of the year, for it gen- 
erally signifies abundance. At 
Clintonville, Wis., the business 
men stage a three-day Harvest 
Festival annually which really at- 
tracts numerous people to this city 
of 6,000 and its stores. 

Planning for the festival is com- 
munity wide. All civic, religious 
and fraternal organizations are 
asked to take part and have mem- 
bership on the harvest festival 
planning board. This gives wide 
support to the festival. 

Part of the celebration consists 
of a large parade, with manufac- 
turing as well as business houses 
entering floats, religious organiza- 
tions, etc. Street dancing and dis- 
play booths give the celebration a 
carnival appearance. The sale of 
food is turned over to the 
churches. Merchants have special 
sales and farmers display produce 
in downtown stores. 





“How to Sell" Clinic 
Aids Merchants 


VERY merchant likes to know 
how to sell more goods. 
Watertown, S. D., merchants re- 
cently held a one-day merchandis- 
ing clinic and invited merchants 
from northeastern South Dakota 
to attend. They came in large 
numbers to hear the talks by mer- 
chandising experts, with everyone 
accumulating more sales wisdom 
for the competitive period of sell- 
ing which is now here. 
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REASONS WHY UTICA TOOLS ARE BETTER 

























UTICA TOOLS havea job 
to do. They’re designed for 
it.. built for it.. made from 
medium carbon chromium 
alloy steel to provide a high 
degree of toughness. 


And UTICA quality does 
a sales job too! 


To control quality, steel 
structure is checked follow- 
ing forging, hardening, and 
annealing operations. 


TOOL NO. 91 
Ajustable Steel Wrench 
a” a” a” 10” 12” 





FOR UTICA TOOL LEADERSHIP 


1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 


Sold Through UTICA DROP FORGE and TOOL CORP. 
Recognized Distributors UTICA 4, NEW YORK 
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Stoves and other appliances are displayed in the basement and are 
shown on sidewall and aisle platforms to make for easier cleaning. 








Has Sold 10,000 Stoves 


- HANSEN, 77- 
year-old hardware dealer of Le 
Mars, Iowa, likes to sell stoves. In 
fact, he has kept an account of the 
number of stoves of all types he 
has sold during the years he has 
been a hardware dealer—since 
1904. The number runs over the 
10,000 mark, he says. 

In a rural community such as 
Le Mars, a town of 5,383 popula- 
tion, depending for its economic 
welfare upon the farmer, a good 
stove or two for the average fam- 
ily is decidedly essential. Mr. 
Hansen realized this when he went 
into the hardware business, and so 
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In 44 Years 


Simoni Hansen, 77-year-old hardware dealer of 
Le Mars, lowa, has hung up an enviable record— 
and his stove sales are increasing every day 


he says he always tried to keep a 
large stock of stoves that farmers 
wanted and worked hard to sell 
them. His large and profitable 
business is a testimonial to his 
efforts to sell stoves and other 
items to those in his area. 

A large sign hanging in his store 
reads, “Stove Display in Base- 
ment. Largest in N.W. Iowa.” 
When the customer sees this sign. 
he is tempted to go into the base- 
ment to look at the large stove 
stock. It can easily be seen from 


any section of the first floor and 
is responsible for many stove sales, 
says Mr. Hansen. 

Copy on the other side of the 
stove sign reads, in equally large 
letters, “Cash Beats Credit.” Cus- 
tomers who see that wise advice 
manage to hike their cash pur- 
chases up a notch or two which 
helps to bear out the wisdom of 
the slogan. 

When Mr. Hansen began selling 
stoves in the Le Mars area, wood 
and coal stoves were in the heav- 
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the No. 37 
Compass Saw 
17 x 18 gauge blade hard- 
ened, tempered and pol- 
ished. 8 points per inch. Filed 
and set. Plastic handle. 12 
and 14-in. lengths. 


“Tl Take an ATKIN. 
EvCry 71m 





THE 


When You Sell 
ATKINS You Sell the 
QUALITY That Builds 
Steady Business and 


BIGGER PROFITS! 
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the No. 400 


For the craftsman who calls for the finest! Hard- 
ened and superbly tempered for lifetime service. 
Beautifully balanced blade mirror polished. Solid 
rosewood handle in “Perfection” pottern pre- 
vents wrist strain. True taper ground for easy 
clearance. Straight back, ship point. 24 and 
26-in. lengths. 


@ Put an Atkins in a man’s hands and he's 
likely to be an Atkins user for life. For the extra 
quality that’s built into every Atkins goes deep. It 
shows itself in the smooth, easy way these great 
saws cut... the amazing edge-holding qualities of 
their “Silver Steel” Blades... their perfect balance 
and true taper grind. That's why an Atkins owner 
so frequently tells his friends, “Best saw | ever 


ste. 3° used” — why suggesting Atkins has meant extra 


Keyhole Saw 
Ground 18 x 19 gouge for 
easy clearance with mini- 
mum set. 10 points per inch. 
Uniform taper. Filed and set. 
Plastic handle. 10-in. length. 


sales and profits for thousands of dealers... 
There’s an Atkins Saw —built right and priced right 
—for every cutting job. Get set now for the winter 


repair season. Call your Atkins jobber today. 
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wer the No. 2000 
Light but stiff blade, taper 
ground."Perfect-Grip” apple 
handle. No protruding parts 
to break off or rub hands. 
Straight-back, ship point. 22 
and 26-in. lengths. 





‘Clner Shel’ SAWS 





the No. 65 


Perfectly balanced “Silver 
Steel” blade has mirror polish. 
Solid rosewood handle in “Per- 
fection” pattern. Taper ground. 
Straight back, ship point. 20, 





DEALER’S 
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E. C. ATKINS AND COMPANY 2 
Home Office and Factory 
402 S. Illinois Street, Indianapolis 9; Indiana 


Branch Factory: Portland, Oregon 
Branch Offices: 
Atlanta e Chicago © New Orleans ¢ New York ¢ SanFrancisco 


PARTNER 
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“algims Atwats antas’™™ 
FOR 91 YEARS 
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HEAVY GAUGE STEEL 
HAMMERED SILVER-GRAY FINISH 





\ 4 Popular 
% Styles 








ONE 
LARGE 
SIZE 


(114, x6 x 434”) 


The boxes are pee with flat ior locks 
or with combination locks, operated on 


a 3 digit combination. Individually 
boxed, and packed 12 of a style in a 
shipping carton. 


Styles Without Interior Tray 
No. 923, Key lock.........-..... List price $2.30 
No. 923CL, Combination lock............ 3.10 
Styles With 6 Compartment 
interior Tray 
, DD Se $3.70 
No. 1923CL, Combination lock.......... 4.50 
(Priced Slightly Higher West of the Rockies) 


(POSS He mm mmm may 


' Export Representatives i 
| FRAZAR & CO., 50 CHURCH STREET, ; 
‘ NEW YORK 7, N. Y. i 


a Cable Address * “FRAZAR' New York | 


WRITE FOR ILLUSTRATED LITERATURE 


ere CAN COMPANY 


CHICACO 


2415 West 19th Street 
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Another view of 
the basement ap- 
pliance section 
showing more of 
the items that 
build business for 
the store. 


0 


iest demand. In fact, the store still 
has a sizable stock of such stoves, 
for many farmers still like them 
and have use for them. 

Grates and other parts are or- 
dered for stoves of customers, al- 
though at the pesent time practical- 
ly no wood and coal stove repair- 
ing is done, although other types 
are being serviced. Farmers who 
buy stoves today usually buy new 
ones, and the necessity for having 
the old types repaired has not yet 
been apparent. 

The Hansen stove and appliance 
stock in the basement showroom 
today runs into thousands of dol- 
lars and contains enough varied 
appliance items, especially stoves, 
which give the farmer a wide 
choice. Oil and circulating type 
heaters are in stock in consider- 
able numbers. Electric, gas, as 
well as wood and coal ranges are 
also here for the’ farmer who wants 
them, as are water heaters and 
other types of appliances. 

Appliances in this showroom 
are all placed on sidewall and cen- 
ter aisle platforms in order to 
make cleaning easier. There is 
good lighting and all price tags 
on appliances contain consider- 
able information about the prod- 
ucts, which aids in the sales job. 

Mr. Hansen is justly proud of 
the fact that many customers who 
bought stoves from his store 15, 
20 or 30 years ago have come back 
to buy here when they wanted new 
and up-to-date ones. Many satis- 
fied customers have sent their 
friends to Hansen Hardware to 
buy stoves and other appliances. 
This is an instance where a long 
range policy of satisfaction and 
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service to the customer has paid 
off. 

Along with the large stove and 
appliance business, the Hansen 
Hardware does furnace, plumbing 
and tin work, which ties in well 
with the other departments. The 
service and installation men are 
able to keep up the store’s con- 
tacts with numerous customers and 
to get new customers from time to 
time. In addition, many new stove 
prospects are obtained from the 
daily flow of traffie. 

At 77 Mr. Hansen is still in ex- 
cellent health and sets the pace in 
his store for the day’s activities. 
He has no intention of retiring, he 
says. 


Annual Fair Builds 
Business for Town 


HE effect of traffic on store 

trade is clearly evidenced at 
Spencer, Iowa, seat of Clay Coun- 
ty, where the annual Clay County 
Fair is held. More than 200,000 
people, mostly rural folks, attend 
this fair and throng the streets of 
this little city making purchases at 
various stores. 

The merchants during Fair Day 
have special bargains, extra sales- 
men to handle increased traffic and 
keep open a few hours each week 
day evening during Fair Week. 
They report many new customers 
each year from a wide rural area. 
Spencer is known as one of the 
best farm trading towns in the 
Middle West. Merchants take pains 
to carry just about all stocks that 
farmers ask for and give them ex- 
cellent service. 
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HEATING PADS 
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TEMPO-FLEX 
TABLE RANGES 


"me, too” items in the Samson line 
distinctive in appearance, ynique in 
nee. And because each is specially 
the shrewd merchant knows that 

he gets @ "best seller.” 
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quick turnover and steady 
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The Ad-Viser 


How to Use the Classified Telephone 
Directory to Promote Business 


By IRVING SETTEL 
Advertising Manager, 
Concord's Inc. 
Instructor of Advertising, 
Pace Institute, New York City 


« Classified  Tele- 


phone Directory plays an impor- 
tant part in the promotional activi- 
ties of the nation’s hardware mer- 
chants. This unique advertising 
medium is “sought after and 
looked into” purely fei the sake 
of its advertisements. 

To the average consumer, the 
Directory is a shopping guide. To 
the local hardware dealer, it offers 
an effective means of telling poten- 
tial customers what products and 
services he sells. 

The Classified Telephone Direc- 
tory, is a source book, through 
which the average reader goes to 
find advertisements. 

Let us take a typical example. 
Mrs. Smith, a potential customer. 
finds that she is in néed of a new 
electric toaster. Knowing _ that 
these items are sold in hardware 
stores, she opens the Classified Di- 
rectory in search of a convenient 
store. Under “hardware,” she dis- 
covers a long list and makes her 
choice. The next day, she visits 
your store and makes the purchase. 
The Classified Directory has actu- 
ally directed her to your store. 


Circulation Not Limited 


Important to note is that the 
circulation of the directory is not 
limited to private telephone own- 
ers. Many stores, maintaining pub- 
lic phones, make ‘their directories 
available for general use. 
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The Directory is a medium that is a shopping guide 
to the average consumer and it is read by the class 
of people that should build business for your store 


For many years, hardware mer- 
chants throughout the country have 
utilized th’s effective advertising 
medium. They have discovered 
that it is excellent as a supplement 
to their regular newspaper, radio 
and direct mail promotion. 


How to Make Maximum Use 
Of the Directory 


As an advert'ser, there are three 
possible avenues of promotion you 
can take within the Telephone Di- 
rectory. Each plays a distinctive 
part and the combination does a 
maximum job of creating traffic 
within your store. 

The Listing—You can obtain, 
for example, a simple listing of 
your store name in the same type 
face and size as all others on the 
list. This service is free of charge. 
Because of competition, however, 
this is the least effective of the 
three. The simple listing gives no 
reason (other than possible con- 
venience of location) for the 
reader to pay you a visit. With 
no sales message used, it merely 
acts as an informant to your own 
customers who may have forgotten 
your address. 

The Bold Listing—Your name 
in bold face will attract the rvad- 
er’s eye. It affords the element of 
difference from the ordinary light 
face listing. In addition, an addi- 
tional line or two of descriptive 
copy can be used to good advan- 
tage. 

The Display Advertisement 
Probably the most effective of the 
three possible avenues of promo- 
tion, in these directories, is the 
display advertisement. Here, the 
characteristics of newspaper dis- 


play ads can be applied and the 
benefits accrued. It is possible, 
for example, to employ strong, at- 
tention getting layouts; to write 
powerful sales copy; to use inter- 
esting production tricks. Many 
hardware dealers make use of re- 
verse headlines, Ben Day _back- 
grounds, hand lettering, good Jllus- 
trations, etc. . 

Consequently, this type of adver- 
tising has the greatest “pulling 
power.” Mrs. Smith, in search of 
a hardware store, would turn to 
the “Hardware” page. Here, she 
would find not only the listings, 
but also your display ad. If it is 
well prepared, it will attract her 
attention and eventually bring her 
into the store for the purchase. 

It is important to note here that 
the life span of the Classified Tele- 
phone Directory is six to 10 
months. This means that your ad 
will be seen every time a person 
looks through the hardware sec- 
tion of the book. Because of this, 
the ad should be “promotional’ in 
design, but “institutional” in con- 
tent. 


Preparation of the Ad 
The Telephone Classified Direc- 


tory maintains free advertising 
and art departments throughout 
the country for the advertiser. 
True, these ads lack a certain 
amount of distinction or individ- 
uality because they are turned out 
in mass production. Nevertheless. 
you can make use of the service 
effectively by submitting your 
own rough layout and copy. Pro- 
fessional artists and copywriters 
will put your materials into shape 
so that they do their jobs well. 
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when you sell the 
Bs 
the 
ile, 
at- 
‘ite 
er- 
ny 
te ORDER NOW AND BE SURE YOU’RE 
ck- READY FOR SPRING SALES 
us- ° . P P 
Wide-awake hardwaremen are ordering their Hurricane rotary 
power mowers NOW for top-profit sales this spring. Shortages 
anil of steel and vital materials used in building the Hurricane 
ng may again force delays in shipment when the spring 
of rush arrives. 
to Now you can offer your customers an improved 
he rotary power mower that will cut tough, heavy grass 
x8, and weeds which reel-type mowers can’t touch. 
is Hurricane does an easy, velvety smooth job 
er on all lawns. Its efficient, trouble-free rotary 
er operation gives complete satisfaction. 
at 
le- 
10 EASY SELLING 
id HURRICANE 
mn INSURES CUSTOMER 
4 SATISFACTION 
Ss, 
in Enthusiastic users from ag tye Ron ga 
a, Florida to Seattle offer 
one ° This heavy aluminum guard — ane 
positive proof of Hurri- clusive Hurricane feature hay blade 
$ H while engine is started, then folds back 
cane s popularity earned during cutting to permit even distribu 
by doing the right cuttin tion of grass through throw out. 
oe ey g | | 
job on any type lawn... *U 
cutting tough, troublesome 4 VU VY HURRICANE HAS ; 
C- weeds and high grass. No What your customers want! 
g wonder Hurricane’s sales volume Fan Tip Blade—throws grass 
it has almost doubled in just three years. Floating Friction Drive—in- evenly, prevents windrowing. 
7 : P . . P - constant driving con- Easy Starting 1% - 2H. P. 
2 Precision engineering, combined with exclusive tect potasen driven dite and 4-cycle Engine — slashes 
. 7 . u a ' , 
n Hurricane features, consistently builds sales for you — oo ee at aus ae tome 
|. sales that stay sold! Start planning spring profits now. Removable Blade Tips — re- duty cutting. Automatic 
* : ° * place original cutting edges governor maintains constant 
it Contact your hardware jobber, or write direct for the inexpensively and easily. engine speed during every 
j name of your nearest Hurricane distributor. Hurricane's | 4-wheel Car. kind of work. 
. ‘ . rage — keeps cutting unit Full Floating Handle—stays 
m ATTENTION JOBBERS—write for complete information * oe Sine cures So Ean & at same level in operator's 
. . * a mes...f r S hile H ° 
x about the Hurricane. A few top-notch territories are tufts or stoolings, entire senenagl se Ay «nye Pe 
still open. lawn is mowed evenly. over high or low spots. 
‘i Silver Plated Drive Shaft— Far-front carriage and 
of assures engine and bearings handle connection permits 
S extra long life, superior mower to glide effortlessly 
mechanical performance. over the lawn. 
. 
NATIONAL METAL PRODUCTS CO.,_INC., 2720 CHERRY ST., KANSAS CITY 8, MO. 
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Clothing Carriers 


Shoe Racks 
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Tie Racks 


‘ 


Frankly, one gleaming chrome 


Though each is an efficient and smart-looking 


accessory, by the closet-full K-VENIENCES 
give so much more for the money. They double 

closet capacity, keep everything in reach, save 
muss and pressing, too, There are K-VENIENCES 


clothes closet fixtures for every type of closet. 
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Credit Executive 
Advocates Flexible Short 
Range Planning 


(Continued from page 112) 


continuation of the trend from a 
sellers’ to a buyers’ market in 
many more industries, though not 
in all lines. The housing situa- 
tion, though far from relieved, 
will become less acute. The infla- 
tionary forces, still continuing, 
may be affected somewhat by ex- 
isting price levels, which have 
risen beyond the ability of an in- 
creasing number of people to pay, 
and may consequently check de- 
mand. 

Government will have a greater, 
not less, influence on business and 
on our economy. The government 
budget alone is of such size that it 
cannot help but influence mate- 
rially our economic condition. 

A stop, look, and listen attitude 
in times like these is the safest and 
wisest course for business. The 
following program should be help- 
ful to our economy during the 


year 1949; 


The Program 


1. Business should strengthen 
its sales and credit departments. It 
will need a strong sales force when 
it faces a buyers’ market and, since 
many failures are in the offing, it 
will need a strong credit depart- 
ment to avoid undue bad debt 
losses. 

2. Business should buy for 
needs only. The price level of in- 
ventories is too volatile. Do not 
use your business institution for 
speculation. 

3. Never lose sight of the fact 
that your break-even point is so 
high today that a slight recession 
in sales can transform your profit- 
able operation into a losing ven- 
ture. Insofar as you have control 
of cost items, keep in mind the ne- 
cessity of being constantly alert to 
reduce your break-even point. 

4. Labor is continuing to get 
stronger. The most essential thing 
confronting business is a renewed 
effort to work out in some way a 
satisfactory labor-management re- 
lationship. This effort should be 
carried on despite failures of the 
past. 

5. Anticipate higher taxes. They 
are coming. 
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6. Be careful about going into 
debt for plant expansion but be 
courageous enough to assume a 
reasonable debt for plant modern- 
ization that will reduce your costs. 


7. Translate your earnings into 
realistic purchasing power dollars. 
This may make you less self-satis- 
fied with your operations. If you 
replace your equipment or rebuild 
your plant, you will learn how the 
purchasing power of the dollar 
has declined. 


8. Do not assume your voice in 
government will not be heard. 
Speak frankly and courageously. 
This is your right and your duty. 

9. Develop a close contact with 
the people who represent you in 
government. How else can they 
know your views? 

10. If you as a business man 
must choose between advocating 
increased taxation or deficit fi- 
nancing, have the courage to ac- 
cept the increased tax. This 
doesn’t mean that you should di- 
minish your efforts to reduce the 
cost of government. You should 
vigilantly keep after a program for 
the reduction of government cost. 
However, if the government ap- 
propriations exceed the tax intake, 
taxes should be revised; the -gov- 
ernment’s credit demands it. It is 
time we discharge the trust obliga- 
tion to those who have invested in 
government bonds by maintaining 
a sound fiscal policy. 

11. Subsidies and foreign aid 
will continue. Count on them but 
realize these are artificial stimuli 
that some day must be drastically 
reduced or totally eliminated. 

12. These are times when busi- 
ness must be more socially con- 
scious. Maintain a high ethical 
standard of business operation. It 
is essential if the public is to have 
a favorable regard for business. 

13. The government should im- 
mediately attempt the development 
of a greater cooperative effort and 
a better understanding between 
business, agriculture, labor and 
consumers. To effect this, it is 
suggested that a conference be 
called wherein top level manage- 
ment in all fields, with the con- 
sumer represented by a committee 
named by the President, may dis- 
cuss, explore and try to reach a 
common agreement on two very 
important problems. First, a labor- 
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ou Can 


lways Count 
on 
riggs 6 Stratton 


@ To improve still further and make even 
better the world’s finest 4-cycle, single- 
cylinder, air-cooled gasoline engines. 


@ To maintain and even raise the high 
standards set for materials, workmanship, 
methods, and precision production. 


® To expand and still further improve the 
world-wide organization of factory ap- 
proved service stations. 


@ To continue to be accepted as “preferred 
power” everywhere for industrial, con- 


struction, railroad, and farm equipment. 


BRIGGS & STRATTON CORPORATION 
Milwaukee 1, Wisconsin, U. S. A. 
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NIGHTS ond BATTERIE? 
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t 


Want Greater Turnover, 
Higher Returns, 
and More Profit? 


Then here’s how to use valuable 
counter space. Set aside one square 
foot for this bright, quick-sale 
Burgess display assortment and 
watch sales and profit soar. 

Here’s a whole profit department 
in one compact, sturdy unit. In less 
than a square foot of space (actually 
9” x 13”) it displays and sells 48 
Burgess flashlight batteries and a 
complete assortment of Burgess 
flashlights in 5 best-selling models. 
This new money-making display is 
FREE with the minimum stock of 
batteries and select flashlight cases. 

Don’t wait to step up profits. 
Your Burgess distributor has the 
No. 134 assortment in stock now. 
Order it by number today! 


BURGESS 


BATTERY COMPANY Freeport, Iilinois 
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management program acceptable 
to all which will minimize work 
stoppages, strikes, etc. Let each 
group state its position and see 
whether a common meeting ground 
can be found. And, finally, a seri- 


ous discussion of and the adoption 


of a program which will check the 
spiral of inflation. Our problems 


are such that we need cooperation 
and teamwork if we are to avoid 
serious trouble in the future. 


Wisconsin Retail Firm Observes 75th Anniversary 


HE A. W. LUND Co., River 

Falls, Wis., this year has 
reached its 75th business anni- 
versary. Founded originally in 
1873 as a wagon and carriage 
manufacturing business by the 
late A. W. Lund, then a Swedish 
immigrant, the firm has grown in- 
to a large retail hardware firm 
and distributor of farm machinery 
and automobiles. 

In commemoration of the anni- 
versary, an interesting history of 
the firm and its founder has been 
written, based upon the recollec- 
tions of the company president, 
Frank Inglis and secretary-trea- 
surer, E. F. Benson, from Lund 
documents and early editions of 
the River Falls Journal. 


The Firm's History 


The published history, entitled, 
“The A. W. Lund Co., 1873-1948, 
The First Seventy-Five Years,” 
takes the reader back to the arrival 
of Andrew W. Lund in this coun- 
try in 1871. The Swedish then 
were pouring into Minnesota by 
the thousands giving that state the 
name of being the greatest Swed- 
ish commonwedlth in America. It 
is not surprising then that young 
Lund went to Minneapolis, the 
Swedish capital of the upper Mis- 


sissippi to seek work. He found 
it in the shop of J. B. Hunt, a 


leading carriage manufacturer. 


Sought Small Town 


Leaving Minnesota, perhaps to 
seek a small town with a big fu- 
ture, Mr. Lund arrived in River 
Falls, Wis., on Sept. 18th, 1873, 
where he set up his own shop and 
in the River Falls Journal adver- 
tised “Manufacturers, Buggies. 
Cutters and Carriages of all Kinds: 
All kinds of Repairing Done at 
Short Notice. Shop on Maple St.. 
River Falls, Wisconsin.” 

Quality of workmanship and 
honesty in his dealing was the 
framework on which the A. W. 
Lund Co. was built. Its reputation 
spread to surrounding communi- 
ties and the business prospered 
accordingly. Mr. Lund then turned 
also to harness; plain work harness 
and fancy driving harness. 

Between the establishment of his 
carriage shop and the year 1893 
when the depression and a destruc- 
tive fire moved in on him, Mr. 
Lund must have truly been “grow- 
ing up with the country.” for by 
890, he had become one of the 
leading businessmen of the grow- 
ing village. He became mayor of 
the city and as such was influen- 





The A. W. Lund Co. store as it is today. 
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tial in acquiring for the commun- 
ity the land and power site that 
was developed for the electric 
utility. 

The flavor of the 1890's lingered 
a number of years in the small 
communities like River Falls, but 
a machine-made civilization was 
developing, and A. W. Lund be- 
came one of the cogs in the great 
engine of American life that put 
the nation on wheels. Mr. Lund 
added harvesters to the carriage 
and wagon line. In 1906 hardware 
was added and a grand opening 
was held to show the community 
the products of the new machine 


age. 


Demand for Machinery 


When the First World War was 
on, as in the case of all wars, 
labor was scarce and there was a 
great demand for machinery. Since 
that time the history of the A. W. 
Lund Co., under which the Lund 
name is perpetuated, has gradu- 
ally added to those items that have 
taken the back-breaking work out 
of farm and city living. 


Company Organization 


The A. W. Lund Co., was 
formed as a corporation in 1922 
under the laws of Wisconsin with 
A. W. Lund as president; H. E. 
Simpson, as vice-president, and 
EK. F. Bennet as secretary-treasurer. 
Stock was distributed among faith- 
ful and worthy employees, the 
original stockholders being, in ad- 
dition to the officers, Victor Mo- 
line, Otto Thelander and Sam 
Peterson. With this transaction 
completed, Mr. Lund paid a visit 
to his native land, just two years 
before he rounded out 50 years as 
sole owner of the business he built. 

Mr. Lund died in 1929 and as 
a monument left behind one-of the 
largest retail hardware and ma- 
chinery concerns in Wisconsin. 
The company today is carried on 
by Frank Inglis, president, who 
joined the Lund company in 1928; 
Oliver Hanson, vice-president, with 
the company since 1916; and E. F. 
Benson, secretary-treasurer, with 
the firm since 1912 when still a 
student in high school. They, with 
C. V. Peterson and Roy Segers- 
trom, comprise the directorate. 
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There are four hand models and four power 
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Everything you want 
in a power mower 


A rock bottoin poriee 











Here at last is a power mower 
that has everything—at low 
cost. Price-conscious mower buyers will recognize it as top 
value .. . its many deluxe features make it the be§$t buy for 1949 
in the low price field. Your jobber will tell you the story— write 


us for literature. \ 
i 


| 
1. Powered with a quick-starting, smooth-running Briggs 


Stratton or Clinton 8/10 h.p. engine. : 


2. Superior cutting reel is made of five hardened alloy steel 
blades. Reel turns freely on ball bearings. ' 


3. Rubber tired wheels rotate on Chrysler Oilite Bharings 
mounted on solid steel axles. The 59-tooth geag rings 


give smooth starts and stops. \ 
1 
4. Streamlined tubular handle can be raised vertically, so 
mower can be stored in a very small space. 
i 









LIST PRICE 


$199.50 


F.O.B. FACTORY 


models in the complete Coldwell quality 
line. Every one of them is backed by 82 
years of Coldwell skill and experience. 


COLDWELI 
Lawn MOW! R I 


4 
COLDWELL LAWN MOWER DIVISION 


COLDWELL-PHILADELPHIA LAWN MOWER CO., INC 


ae on COLDWELL 


for Quolity 


MA NEWBURGH, NEW YORK 





Why BORG is so different: 


Guaranteed Accurate (within Y2 of 1%!) 
Noiseless in operation 

Streamlined flat top (no “hump”) 
Super-safe—only 2%” from floor 
Super-light—only 612 Ibs. 

Easy-reading Magnified Dial 
Single-pound Dial Markings 

Always returns to zero 

Guaranteed for Life under Service Warranty 


Display 
this Card 








for BORG, Feb. 28 


BORG believes the surface is just being scratched in sales of bathroom 












scales. To prove that fact, we're taking a sensational advertising step 
on Feb. 28 ... a FULL PAGE in LIFE! 


We're showing 27,500,000 LIFE readers how the BORG has transformed 
the old-fashioned bathroom scale into a modern precision instrument. . . 
beautiful, noiseless .. . built pounds lighter, inches lower... and guaranteed 


accurate for life. 


At $6.95 to $9.95* retail, the BORG SCALE brings the retailer a new kind 
of scale business—with a bigger unit-of-sale, a full profit, assured by a 
price-maintenance policy, and year-round traffic stimulated by powerful 


| national advertising. It's the “better-business” bathroom scale. 


Thousands of readers in your locality will see the 
BORG SCALE in LIFE February 28. They'll expect 
to find BORG scales in your store. Be ready for them 







with an “Advertised-in-LIFE” tie-in display. There's 






bigger business ahead for Borg dealers everywhere! 
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BORG-ERICKSON CORPORATION 
469 E. Ohio Street, Chicago 11 









“New Friends” DEAL a 
ee 


for Smaller Stores 













Put in a 3-scale department for only $14.50. 


Penden ee West of the Rockies) Make $7.35 quick profit, build a steadily 
increasing scale business. 




















2 Model No. 8124 @ 6.95 $13.90 
1 Model No. 8224 @ 7.95 7.95 

Special counter-display unit No Charge 
(West of the Roches, Total Retail Value $21.85 
retail value $23 35— Your Cost, only 14.50 
— Your Profit $7.35 


Available only through wholesalers 





















Unit Sales of Cooking Appliances 





Show Substantial Gain Stove Men Told 


Stove men elect Ritzenthaler, Tappan Stove executive, as 
Institute head. Board issues policy statements on F.O.B. 
mill pricing, steel allocations, Regulation ''W"', excise taxes. 


© 





A. B. RITZENTHALER 
President 


HELDON COLEMAN, 
retiring president of The Institute 
of Cooking and Heating Manufac- 
turers, Washington, D. C., report- 
ing on business trends before the 
recent 16th annual convention of 
stove men at Cincinnati, Ohio, 
said that the cooking appliance 
business through the third quar- 
ter shows an increase of 11.49 per 
cent in units sold and a 30.60 per 
cent increase in dollar value of 
shipments compared to the same 
period of 1947, 


39 Per Cent Increase 


Mr. Coleman, who is executive 
vice-president of The Coleman Co., 
Ine., Wichita, Kan., also pointed 
out that the greatest percentage of 
increase was in the electric range 
field, with an overall advance in 
units shipped of approximately 39 
per cent; the gas range business is 
15 per cent higher on standard 
ranges, and 76 per cent higher on 
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apartment ranges than it was last 
year. Sharp declines in shipments 
were reported on coal and wood 
ranges, combination ranges, gas 
hot plates, and the smaller types 
of kerosene cook stoves. 

“In the first nine months of 
1948,” he said, “all types of heat- 
ing stoves, with two minor excep- 
tions, showed declines from the 
level of business done through 
Sept. 30, 1947. The overall de- 
cline in unit sales was 11.31 per 
cent, and in the dollar value of 
sales, 14.83 per cent. The drop in 
sales in the gas space heating field 
may have been due to the contin- 
uation of restrictions on the in- 
stallation of gas heating equip- 
ment in some of the large north- 
ern markets. It is unquestionably 
true that oil space heater sales 
were hurt by the scarehead pub- 
licity given last year and early in 
1948 to the possibility of oil short- 
ages. 


Oil Supply Adequate 


“The oil industry is now mak- 
ing public statements to the effect 
that the supply of oil will be ade- 
quate during the com'ng heating 
season for all burners which may 
be installed; and recent newspaper 
reports indicate at least a minor 
improvement in gas supplies in 
northern markets. There are no 
restriction on gas heater installa- 
tions in the large areas of the 
South and Southwest where these 
products are popular. The drop in 
coal and wood stove business has 
been continuous since the end of 
the war, but the volume decline in 
1948 was somewhat less than the 
decline, percentage-wise, in gas 
and oil heater fields.” 
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SHELDON COLEMAN 
Retiring President 


In Mr. Coleman’s report and in 
the addresses made by Kenneth 
Kramer, executive editor of Busi- 
ness Week, and Clifford L. James. 
professor of economics, Ohio Stat 
University, the opinion was ex- 
pressed that sales of consumer 
durable goods should continue at 
high levels throughout 1949, per- 
haps equalling 1948 sales, certain- 
ly not falling more than 5 per cent 
to a maximum of 10 per cent be- 
low the levels of the current year. 


Budgeting Sales 


In the management forum dis- 
cussions, it was evident that the 
average stove company is planning 
to budget its 1949 sales on the 
same basis as in 1948 and will at- 
tempt to hold the line on prices 
by striving in every way to reduce 
factory costs, especially by elimi- 
nating the purchase of premium 
price materials and by endeavor- 
ing to increase operating efficien- 
cies. It was quite generally recog- 
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* Here’s the “inside story” on Home - Utility’s 
quality construction . . . the stand-out features 
that mean more to farm and home craftsmen than fine 
words and fancy promises. This Home-Utility 14” Electric 
Drill is typical of every Home-Utility Tool and accessory 


. . expertly built of good quality materials . . . with 


° large volume production that keeps prices low! It’s exactly 
Gives You oe 8ey 2 what you would expect of Black & Decker Products .. . 


built by the world’s largest manufacturer of quality electric 
replacement parts that keep your customers’ Tools in per- 
; ae Black & Decker Mfg. Co., Dept. H-653, Towson 4, Md. 
motor will operate from 


‘STAND-OUT niagara 
= ate And remember, no other manufacturer can give you the 
fect condition. Order Home-Utility Drills, Stands and Kits 
any standard 110-volt 
circuit, aC or DC. 



















benefit of anything like Black & Decker’s 27 Factory 
4 FE rNall-T: 6 Service Branches . . . for expert repair and guaranteed 
: from your Home-Utility Distributor today ... and get 
for your share of the profits from this whopping big market! The 

Spade handle 

gia ” and removable 

Powerful ‘‘universal pipe hendile for 

best control 


and faster 
work. 





















Sturdy, full-size gears and 
pinions operate on oil-im- 
pregnated bearings, for a 
full, smooth flow of power. 


Fast - operating gen- 
eral- purpose Jacobs 
hex-key chuck holds 
shanks tight. 


‘ 










id in 
ineth Strong, light die-cast 
‘ aluminum housings 
Busi- will take a lot of 
imes. hard use. 
State Instant-release “trigger” 
switch—easy to operate, 
} EX safe to use. Can be ™=*= 
umer locked “‘ON”’ if desired. 
stig Cc indl d fi 
ay orrect spin le spee or 
per all-purpose drilling, wood- 3-wire electric cord; Sold ONLY Through 
‘tain- boring, Hole Saw cutting. third wire for ground 
cent connection to protect H sctra 
— ee ~. Recognized Distributors 
: r = ~ Black & Decker was the 
ee “a first company to establish 
Sold Through Leading Distributors Everywhere and publish a policy of sell- : 
oer g ing Portable Electric Tools 
y ELECTRIC % exclusively through recog- 
om nized trade outlets ... 
= over 30 years ago. That 
| the means we devote a// our efforts to 
ning helping you sell Home-Utility Tools. 
“ed # This year, for example, millions of 
} advertisements will send readers to 
at- ou through constant, dominant 
ll y hrough domi 
< Home-Utility advertising in The 
rices 
Saturday Evening Post, Better 
duce Homes & Gardens, Popular Me- 
limi- chanics, Farm Journal, Country 
nv Products of THE BLACK & DECKER MFG. CO. = Gentieman ant Electricity on 
e Farm! 
onal “%" Drills * %” Drills * Drill Stands * Drill Kits * Abrasive Kits 
aca Buffing & Polishing Kits * Wire Wheel Brushes 
Pcog- 
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STRIP-SEAL 
SELLS! 


This little Strip... Seals out cold! 


INTO PLACE 
iwpooes ano OUT 
to stop gop* 
or cracks. 
Keeps ovr 
drafts, cold 
ond dirt. In- 
sures o warmer 
h 


Mastic weather 
cord stays pliable 
wont harden or 

fall out. In packets 


' , 
or cartons Cost low ie 





Sells in cellophane 
packets . . 29¢ 


Sells in cartons 
(pkg. of 5 packets) $1.35 


(Far West slightly higher) 


\ 
te) 


| NZ 
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Here’s a real stopper! Die-cut 
hole accurately shows cus- 
tomers how much heat is lost 
when windows are not tightly 
fitted or sealed with Strip-Seal! 
This attractive counter display 
is available to dealers by requi- 
sition direct from the factory. 
Improve customer serv,ice — 


glaze with Mastic-Glaze 
UT-1149 


TREMmCcO 


MANUFACTURING CO 
CLEVELAND 4, OHIO 












nized that because more intensive 
selling will be required in 1949, 
that selling and advertising budg- 
ets will probably be higher next 
year than they have been during 
recent months, 


F.O.B. Mill Pricing 


Although most members of the 
Institute’s Board of Trustees favor 
a return to the old multiple basing 
point system of pricing in the steel 
industry, the Board felt that testi- 
mony before the Capehart or other 
Congressional committees should 
be made by individual members of 
the industry rather than by the In- 
stitute. It was announced that a 
single-purpose organization is be- 
ing established with headquarters 
in Pittsburgh, which will have as 
its sole function the preparation of 
a strong case in favor of the 
multiple basing point pricing 
method. 


Steel Allocations 


It was the consensus of the meet- 
ing that legislation continuing the 
present steel allocation program is 
likely to be enacted and that such 
legislation may even be strength- 
ened after the new Congress con- 
venes. The Board voted unanimous- 
ly to instruct the managing di- 
rector to watch this steel allocation 
program develop, but to take no 
action to request voluntary steel 
allocations for the stove industry 
at this time. 


Regulation "W" 


Fifteen mémbers and alternate 
members of the Board stated that 
they were basically opposed to the 
type of consumer credit controls 
set up in Regulation “W,” and only 
three favored the Regulation. The 
Board, therefore, instructed the 
managing director to take all pos- 
sible steps to oppose the expansion 
of Regulation “W” to cover heat- 
ing equipment under the proposed 
“Modernization and Repair Credit 
Amendment.” If the inclusion of 
heating equipment in such an 
amendment seems inevitable, the 
Institute was then instructed to re- 
quest exemption of all heating ap- 
pliances selling at retail for less 
than $150.00. 

The Board again instructed the 
Institute to continue to exert maxi- 
mum effort to obtain removal of 





excise taxes on gas, electric, and 
oil cooking and water heating ap- 
pliances on the grounds that: the 
tax works a hardship on purchas- 
ers of essential products; it is dis- 
criminatory since there are many 
other consumer durable goods 
which are subject to tax; and it 
is now proving a sales deterent, 
thereby harming dealers, distribu- 
tors, and manufacturers of these 
products. 


Offcers Elected 


A. B. Ritzenthaler, vice-presi- 
dent of The Tappan Stove Co., 
Mansfield, Ohio, was chosen unan- 
imously by the Board to serve as 
president of the Institute. Other 
officers elected include: secretary- 
treasurer, R. B. Hurt, vice-presi- 
dent, Hardwick Stove Co., Cleve- 
land, Tenn.; executive vice-presi- 
dent, Fred A. Kaiser, executive 
vice-president, Detroit - Michigan 
Stove Co., Detroit, Mich.; vice- 
president in charge of meetings, 
Walter F. Muhlbach, director of 
distribution research, Florence 
Stove Co., Gardner, Mass.; vice- 
president in charge of publica- 
tions, Stanley E. Little, vice-presi- 
dent, American Stove Co., St. 
Louis, Mo.; vice-president in 
charge of membership, Foskett 
Brown, president, Gray and Dud- 
ley Co., Nashville, Tenn. Samuel 
Dunckel is managing director of 
The Institute of Cooking and Heat- 
ing Appliance Manufacturers with 
headquarters at The Shoreham 
Hotel, Washington, D. C. 


Jobs and Skills 


HE individual worker cannot 

be held solely responsible for 
keeping himself employed at all 
times under modern economic 
conditions, says the Committee for 
Economic Development. But if he 
wants employment, it adds, he does 
have the responsibility of making 
the most effective use of the op- 
portunities available. 

For a job-holder this means giv- 
ing a good day’s work for a good 
day’s pay, and steady effort to im- 
prove his competence. For a job- 
seeker, it means taking advantage 
of all facilities for general educa- 
tion and for the development of 
salable skills as well as seeking op- 
portunities to use them. 
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‘Electric Production 
Boosted 9 Per Cent 


[, a year of continuing 
heavy demand for electricity, the 
electric industry in 1948 installed 
an unprecedented amount of new 
generating capacity, topped the 
record set in 1947 for the addition 
of new customers, and made sub- 
stantial gains in electricity produc- 
tion over the peak attained in the 
previous year. At the same time 
rate adjustments during the year 
slowed the industry’s 65-year 
downward movement of rates, and 
indicated a reversal of the trend 
in 1949. 

Electricity production by all the 
nation’s generating sources totaled 
about 336 billion kilowatthours in 
1948, surpassing 1947’s record 
production of 307 billion kilowatt- 
hours by 29 billion, an increase 
over that year of about 9 per cent. 

With more than 2 million new 
customers coming on electric lines, 
1948 topped by a slight margin 
1947’s record of new customers 
added annually. The industry now 
has approximately 40,800,000 cus- 
tomers, about 7 million of whom 
have been added since V-J Day. 


With 94 per cent of all dwell- 
ings in the U. S. now taking elec- 
tric service, and electric service 
available to an additional 3 per 
cent, average annual residential 
consumption of electricity, reflect- 
ing the availability of electric ap- 
pliances, increased 112 kilowatt- 
hours per customer in 1948, the 
largest single year’s increase yet 
recorded, and greater than the 
total increase of the six years im- 
mediately following World War I. 

About 75 per cent of the nation’s 
farms are now being supplied with 
electricity, and average annual 
farm use has risen to about 1900 
kilowatthours per customer. An 
additional 12 per cent of the farms 
in the U. S. were estimated to be 
within one-quarter mile of power 
lines but not yet taking service. 
About 87 per cent of the farms 
thus either took electric service or 
had it within easy reach. By the 
end of 1951, it is expected that 
about 96 per cent of the total num- 
ber of occupied farms will either 
be served by electricity or will 
have it available nearby. 
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TRIPLEX 


iS out in front.... 


CAP AND SET SCREWS 








in the race for Toughness 


ae 
EB Pere: 





More hardware jobbers and dealers are handling 
TRIPLEX threaded fasteners than ever before. The 
reason is simple. TRIPLEX TOUGHNESS and 
HOLDING POW ER count most. Specify TRIPLEX and 
you also specify uniformity and dependability, with 
free-running threads. Cap and Set Screws; Carriage, 
Machine and Lag Bolts; Step, Plow and Stove Bolts; 
Hot or Cold Pressed, Semi-Finished and Castellated 
Nuts. Ask for our complete catalog when you send 
your order. TRIPLEX SCREW COMPANY, 5317 


Grant Avenue, Cleveland 5, Ohio. 








BOLTS, NUTS AND RIVETS 





@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 
DISPLAYS 


TWO 
STEPS TO 


SMOOTHER 
PROFITS! 








4? WAYS TO PROFITS! 





ALL-INCLUSIVE SIZES! 








Divergent corrugations, saw style, drive across 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 

DEPTH: %,”, %”, YW”, %”, %,”, %", i 
|CORRUGATIONS: 2, 3, 4, 5, 6, 7, etc. 
—SPECIAL SIZES TO ORDER 


IN BULK: In kegs of 50 or 100 Ibs., and car- 
tons of 500 or 1000. 


Most Popular Wood Joiner— 

















— For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber —or write direct! 
DAD j 


iM ee ly 








‘ 
“INS OF Cornrucatt? 


«wt *REG. U. S: PAT. OFF. 








Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 
232 Third St., Brooklyn 15, N.Y. 















Whitman & Barnes Publishes 
Centennial History 


N commemoration of its first 100 

years, the Whitman & Barnes 
Division of United Drill and Tool 
Corp., Detroit 16, has published 
an artistically designed and illus- 
trated brochure relating the devel- 
opment of the company. 


Started in 1848 


Albert Page of Fitchburg, Mass., 
first set himself up in the business 
of manufacturing knives and other 
cutting tools in 1848. Six years 
later he was joined by Augustus 
Whitman, successful New England 
hardware dealer, and the firm of 
Page, Whitman & Co., continuing 
what had started six years before, 
devoted itself to the manufacture 
of edged tools, planing knives, 
drawing knives and chisels. 

In 1856 Page withdrew from 
the company and his interest was 
acquired by the Hon. Eugene 
Miles, one-time mayor of Fitch- 
burg. It was then that the Whit- 
man & Miles Mfg. Co. emerged. In 
the same year Cyrus Hall McCor- 
mick sold 4,000 reapers to Amer- 
ican farmers. Sensing the oppor- 
tunity available, Whitman & Miles 
concentrated upon the manufac- 
ture of harvesting knives for the 
reapers and mowers of McCormick 
and others, employing the finest 
quality steel of the day bought 
from Sheffield, England. 

Meanwhile,,in nearby Syracuse, 
George Barnes had established his 
own mower knife business and by 
1870 achieved the position of prin- 
cipal competitor of the Whitman 
& Miles Mfg. Co. Whitman & Miles 
had taken over the Farwell Scythe 
Works at Fitchburg, and had built 
a knife works in Akron, Ohio. The 
business of George Barnes was 
prospering and in 1877 the con- 
solidation of the 
effected and out of it came the 
Whitman & Barnes Mfg. Co. 

The new company in Akron and 
made 


two firms was 


in Syracuse mower and 
reaper knives, sickles, cutter bars, 
guards, guard plates, 
spring keys and cotters in vast 
quantities and found a receptive 
market. 


A year before the merger of 


sect ons, 


1877, Eugene Miles passed away; 
the plant at Fitchburg was sold; 
Akron and Syracuse had become 
the principal bases of operation. 
In 1878 a new unit was added at 
Canton, Ohio. The following year 
Augustus Whitman retired from 
active participation in the business 
and a year later upon his death, 
George Barnes the junior partner 
took over active management of 
the company. 

By 1882 the company had grown 
to such an extent that it was oper- 
ating factories in Akron, Syracuse, 
St. Catherines, Ontario and 
branches in New York, Boston, 
Philadelphia, Cincinnati, Chicago 
and Kansas City. And in the 90's, 
its export business had grown large 
enough to support houses in New 
Brunswick, London, Paris, Stock- 
holm, Breslau, Copenhagen and 
Vienna. At home the company 
had bought five jobbing and dis- 
tributing firms. 


New Developments 


In 1893 and 1894 a great de- 
pression struck and Whitman & 


How- 


ever, developments in the next two 


Barnes suffered its share. 


decades were to prove that the ac- 
quisition in 1891 of the Diamond 
Drill and Tool Co. of Akron was 
to lead to a new future and to a 
new growth during which twist 
drills became the backbone of the 
business. 

In the early 1900's, Whitman & 
Barnes already more than 50 years 
old, had centered its operations in 
Akron, St. Catherines and West 
Pullman. I. C. Alden, who had 
assumed the presidency in 1897 
kept the company alert and stim- 
ulated its New prod- 
ucts were sought and exploited 


initiative. 


among them lawn mowers and hay 
carriers. Much effort was devoted 
with rubber 
solid carriage tires—belt- 


to experimenting 
goods 
ing. 

Those were the days of George 
Dana, a Harvard graduate, the first 
college-educated man to become 
president of the company, succes- 
sor to I. C. Alden. Following Mr. 


Dana, came Charles E. Sheldon 
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“*CRESCENT”’ is our trade-mark registered in the United States and 
foreign countries for wrenches and other tools. ““Crescent’’ tools 
ere made only by Crescent Tool Company of Jamestown, 
WN. Y., and are sold by leading distributors everywhere. 


CRESCENT TOOL COMPANY 


Jamestown, N. Y. 


ya) 
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For Fast Turn-Over 
And Extra Profits, 
Cash In on the 


“GOLD LABEL” 


© H. 8B. SHERMAN MFG. CO. 






New 
Sherman 
“GOLD 
LABEL” 

) Sprinkler 










This season Sherman offers two great “GOLD 
LABEL” values. The “GOLD LABEL” Hose Noz- 
zle, with its heavy, all-bronze, patented leak-proof 
construction, is well known as the finest nozzle 
made. The big new “GOLD LABEL” Sprinkler, 
with richly enameled, all-cast body, Hi-Spinning 
Center, and long-life bearings, and reasonable price 
appeals to a tremendous market. Plan now to in- 
crease YOUR hose fitting sales and profits, with 
these and other items in the nationally advertised, 
nationally demanded Sherman line. 
Write for catalog H49-2. 





H. B. Sherman Mfg. Co., Battle Creek, Michigan 


Sherman Brass 
LAWN HOSE GOODS 


Sherman 
"GOLD LABEL" 
Hose Nozzle 








DURATITE 


Fills Faster — Smoother! 


THAT'S WHY CUSTOMERS 
LIKE IT BETTER! 















When you see how much faster and easier 
Duratite is to work — fills holes in wood, metal 





ONLY 
has all 





ADVANTAGES! or plastic in just one application, dries with only 
* yoo $0 signt y 1% shrinkage, stays in, can be cut, sawed or 
‘“ sanded to a smooth surface — you'll stock and 
° ws , recommend it. Complete line of sizes. Try it 
pi be cuts, at our expense. Nationally Advertised! 
0 ae ih fl WEBB PRODUCTS COMPANY 
@ Water and Weatherproe! 238 South G Street ¢ San Bernardino, California 

@ seven wood C Colors Jeffrey - Acreman, Ltd., Vancouver & Toronto, Canada 











SEND FOR FREE SAMPLE 











Nome 





Address__ 





Zone___ State 


a 
< 











Jobber’s Name , 
WCOD DOUGH AND SURFACING PUTTY 
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who had started with the company 
as a mechanic. j 

Detroit, in 1891—the same yea: 
that Whitman & Barnes bought the 
Diamond Drill and Tool Co.—saw 
the beginning of The Detroit Twist 
Drill Co., destined in 25 years to 
become one of the principal con- 
stituent parts of Whitman & Barnes 
of today. The merger was effected 
in 1926 and all operations were 
concentrated in the Detroit fac- 
tory. 

Charles E. Sheldon, who had 
first come with the company in 
1867 was president from 1902 to 
1915, and chairman of the board 
until his death in 1923. A. B. 
Rinehart and A. D. Armitage were 
his successors as president. 

For two years after the Armis- 
tice of 1918, the industrial boom 
continued, then ceased abrupily. 


Whitman & Barnes sold its::West , 
Pullman and St. Catherin&: fac. 


tories to J.:H. Williams & Co.“and 
ceased altogether the drop-forging 
and drop-forged-tool business. 

Disaster again stalked the com- 
pany in the depression of the early 
1930’s. In 1933 survival was as- 
sured through another merger— 
this time with The Latrobe Tool 
Co. Then, Clarence Avildsen be- 
came chairman of the board for 
Whitman & Barnes; M. J. Kearins, 
president. The business quickly 
revived and by 1936 was booming 
again. In 1939 M. J. Kearins suc- 
ceeded Clarence Avildsen as chief 
executive. 


During World War Il * 
During World War II, the Whit- 


man & Barnes factory operated 24 
hours a day, six and seven days a 
week, pouring out tools with which 
machines of war are made. 

Now, twist drills and reamers, 
long the principal products have 
been supplemented by numerous 
related tools, carbide tipped tools, 
interchangeable punches and re- 
tainers, high precision microscopic 
size drills as small as .004 inch in 
diameter. 

Whitman & Barnes is now build- 
ing a new modern factory near 
Plymouth, Mich. A quarter of a 
million square feet of one-floor 
streamlined manufacturing {acil- 
ities, the new plant is a fitting 
monument to commemorate “One 
Hundred Years of Service.” 
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The Creation 
Of Jobs 


Fase are created by production 
and distribution of goods and 
services undertaken in anticipation 
of a profit. First, as the Commit- 
tee for Economic Development 
points out, someone must have an 
idea for a product or service for 
which others are able and willing 


to pay. The idea is only the be- 
ginning. It must be backed by 


savings and credit and translated 
into action before it becomes the 
source of jobs. 


Capital Essential 


In a modern industrial economy, 
the creation of jobs demands the 
risk of increasing amounts of cap- 
ital to provide the machines and 
horsepower on which productive 
efficiency and high living stand- 
ards largely depend. While the 
amount of investment required per 
employee in trade and services is 
smaller than in most manufactur- 
ing, it also has increased steadily 
as a result of competitive pres- 
sures that call for larger outlays 
for store fixtures, mechanical 
equipment and modern business 
aids, 


Chance for Profit 


These investments must run the 
gantlet of the market. Some will 
prove profitable. some unprofit- 
able: and much new, as well as 
old, investment will be lost in the 
process. Unless there is a chance 
for a profit in proportion to the 
risks undertaken, new risks will 
not be assumed, new production 
plans will not be put into practice, 
new jobs will not be born. 


Profit Motive 


In a free society, no rival has 
been found in peacetime for the 
profit motive as a dynamic agent. 
The profit motive enlists the in- 
genuity of millions of people in the 
search for products and services 
for which customers will part with 
their dollars. No other incentive 
has been so successful in stimulat- 
ing the inventiveness and resource- 


fulness of so many people. A rea- 


sonable hope for profit is essential 
to healthy and vigorous free en- 
terprise-—the most promising basis 
for the creation of abundant and 
varied opportunities in productive 
jobs. 
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FRAMING SQU ARE 


ARE decision, 
rr $0 GARDNER precision 


% High grade steel construction, one piece, non-weld. 
Body 24x2”, Tongue 16x12”. 

% Complete scales and tables including %* Regular Roof 
Framing Rule with rafter table (common, hip, valley and 
jack) %& Brace Measure * Angle Cuts for Polygons, 
(5 to 10 sides) * Pitch table, showing exact informa- 
tion on square. Eliminates figuring. *%& Face divisions. 
1/16", 1/8”. Back divisions, 1/16”, 1/12”, 1/10”. 

% All markings etched into metal and filled with white for 
contrast and easy reading. Black oxide, rust resistant. 
This etching process is the same as used in manufacturing 


DELIVERY measuring tools for the machinist and toolmaker trade. 


% Complete instruction booklet included shows scales, 
tables and how to use in construction work. 












Reasonably 
Priced 

















Ask Your Jobber or Write 


GARDNER Wauufacturiug Ca. 


3400 E. 42ND STREET - MINNEAPOLIS, MINNESOTA 


WISSOTAS 


Top Quality 
TOOL GRINDERS 


HAND POWER 


TOOL GRINDERS 
eS vs. Oe F 
wheel sizes. One 
piece gear case, ac- 
curately machined 
bearings, smooth, 
quiet gears, attrac- 
tively finished. High- 
grade abrasive 
wheels. 



































FARMS 
HOMES 
GARAGES 
WORK SHOPS 
FACTORIES 
SCHOOLS 

























ELECTRIC SICKLE & TOOL GRINDERS 


Sturdy 1/3 HP motor, easily detached 
for other work. No motor body inter- 
ference. 100% accessibility to wheels 
makes awkward jobs easy. Wider 
grinding wheels, bigger arbor shafts 
and bearings. Also supplied with 2 
tool wheels, without sickle holder and 
sickle wheel. 


WRITE FOR DESCRIPTIVE CATALOG OF FULL LINE! 


WISSOTA 


STREAMLINED TOOL GRINDERS 


made with 6x!"", 5xI"" and 4x!" ~ 
tested, vitrified, ‘abrasive wheels. 
Also supplied as buffing and 
polishing heads, without wheels. 
A FULL LINE OF 
WISSOTA TOP-QUALITY 
TOOL GRINDERS & WHEELS 





MINNEAPOLIS 
MINNESOTA 








Flow Sty 
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ILLUSTRATED: 
5x10" display is— 
land using 2 | 
""Head-On" and 2 | 
"Side - Unit'’ 
Flexo-Steps. 





LAWSON 


BATHROOM CABINETS 
always smile back at you 


It is always good business to recommend this 
beautifully styled, modern, new fluorescent- 
lighted LAWSON bathroom cabinet. We call 
it No. 2388-70. Your customers will call it 
“wonderful.” 

Many points of superiority sell this cabinet 

..a one-piece drawn steel body, select quality, 
beveled edge plate glass mirror; rounded in- 
side corners, easy to clean. Stainless steel shelf 
supports; stainless steel piano type hinge; high 
lustre, baked enamel body finish, 

Fluorescent lights especially designed for 
this cabinet... give steady, shadowless light. 
You’ll find Lawson’s new No. 2388-70 a cabinet 
that smiles back at you in customer satisfaction. 


? 
Lawson 


BATHROOM 
CABINETS 





Flerible STEPS 


Steps are removable for 

easy, effective display of 

all merchandise regardless 

of size or shape. Small items 

can be binned in glass on 
* the steps. 


Companion "Side-Unit”™ 
Fiexo-Steps used as center part 
of 5x10-ft, islands, for side wall 
fixtures. 


5x5 ft. display island uses two 
Head-On" Flexo-Steps. Dur- 
ably, quality-built and finished. 


CHECK THESE FEATURES: 


@ All Merchandise displayed in the “Buying | 
Range"—Easy-to-See and Easy-to-Reach. | 


@ Displays Hardware, Housewares, Giftwares, 


Electrical Appliances, for Greater Sales. ce Marsch ioalgrioing 


for Catalog of Bathroom Cabi- 


@ Over 50% More Selling Space than conven- on oe ee Se 


tional equipment, when all steps are used. WORLD’S LARGEST 


BUILDER OF 
BATHROOM CABINETS 


THE F. H. LAWSON CO. 
805 Evans Street 
Cincinnati 4, Ohio 


166 HARDWARE AGE, JANUARY 13, 1949 


@ Bases have sliding doors for easy access to 
ample reserve storage space. 


Shipped from Midwest, Pacific Coast. For Details, Prices, Write: 


ADD SALES COMPANY 


724 Commercial Street 
MANITOWOC, WISCONSIN 
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a new dimension in Door Locks 


Schlage 5— 








Backset 














, | 


; Prevents barked knuckles 






























f 
’ ” ° . To lengthen backset the Schlage 
h Schlage S5 backset gives ample clear way, just add this connecting link. 
: ance between the knob and the door pee, 
. stop. It also provides a new freedom 
t z No special tools or skill required. 
. of design for architects. Only two holes to bore. 
Locks bY i 
a SCH LAGE 

Write for 

illustrated booklet: 

Masirated booklet LOCK COMPANY 
» SAN FRANCISCO NEW YORK 
; SRIiGtnatrons we CYLINORIGCAL £89 2 
a 
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True Temper 
Speed Shad 


The American Fork & Hoe Co., 1623 
Euclid Ave., Cleveland, Ohio, is offer- 
ing an underwater bait that is said to 





go down where the fish are. Angler 
controls depth by speed of retrieve. 
Swims upright like a live minnow and 
maker says it will not roll over or lose 
its natural appearance when in swift 
streams. Body is moulded tenite, im- 
pervious to water. Finish is one foun- 


dation coat plus three or more finish 
coats of hard drying enamel. Finish is 
furnished in iridescent scale finishes 
and combinations of solid colors as il- 
lustrated. It is said not to chip, crack 
or peel. Treble hooks are hardened and 
tempered. All metal fittings plated to 
resist corrosion. Patent wire guard on 
front prevents bait from catching on 
rocks, stumps and other underwater ob- 
jects. Snap furnished for easy line at- 
tachment. Weight, 5 oz. each, length, 
2%$ in. body only. Packed in individ- 
ual boxes, packed a half doz. to a dis- 
play carton, Each bait is suggested to 
retail for $1.25. 





Cambrite Display 
Assortment 


The Cambridge Tile Mig. Co., 102 
Caldwell Dr., Cincinnati, 15, Ohio, has 
packed a display assortment in its own 
shipping carton. Assortment contains 


168 


120 Cambrite numbers and 42 frames. 
Simple directions on each carton makes 
assembly time less than a minute, says 
maker. Numbers are made from real 
clay and the modern black numeral is 
sealed under the hard white glaze. 


Colonial Cabinet Hardware 


American Cabinet Hardware Corp., 
416 S. Main St., Rockford, IIl., offers 
a new line of cabinet hardware in Old 
Colonial style. Features the “push but- 
ton” type of catch, semi-concealed 
hinges for both flush and offset doors 
and reversible “HL” hinges, suitable 
for either right hand or left hand doors. 
Pulls, catches and hinges are matched 
in the “heart” design. Suitable for resi- 
dential or commercial use, the hard- 
ware may be used in recreation rooms, 
kitchens, ete. May be used either on 
natural or enameled woods. A dem- 
onstrator display hgs been designed to 
show the actual application of hinges, 
pulls, and catches on operating model 


doors. 














Disston Heavy Duty 
Two-Man Chain Saw 


Henry Disston & Sons, Inc., Tacony, 
Philadelphia, Pa., is offering a 12 h.p. 
heavy duty chain saw which is said to 


, 


operate efficiently on cutting wet, frozen 
or hard wood. Light-weight Mercury 
gasoline engine, has full precision bear- 
ing construction throughout. Transmis- 
sion housing is new in design with rein- 
forcing ribs added to absorb the shocks 
of cutting. Abutment plate has a new 
shape which prevents the engine from 
pulling under the log as the cut is com- 
pleted. Automatic chain lubricator re- 
quires no control on the part of the 
operator. In all cutting positions, this 
pump sprays the chain with lubricant 
therefore guarding both the chain and 
rail from the ravages of friction. Clog- 
proof, says maker, it shuts off when the 
chain stops. Flexible fuel pickup inside 
the oil chamber is responsible for the 
claim to “any-angle” oiling perfection. 


Cotter's Rotogravure 
Consumer Catalog 


Cotter & Co., 365 East Illinois St., 
Chicago 11, Ill., has prepared a 32- 
page rotogravure consumer catalog for 
its group of independent retail hard- 
ware dealers to distribute to their cus- 
tomers. It contains over 300 nationally- 
known hardware, household and sport- 
ing goods products. Spring and sum- 
mer rotogravure catalog is now in proc- 
ess. Catalogs are to be prepared twice 
each year for the dealers. 
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No. 5009 


No. 5060 


Designed and Priced 





- At long last—a quality line for the volume market! 









Autoyre FAIRFIELD matched accessories—provide everything for brisk sales. 


TOP-DRAWER DESIGN with fluted bars (an Autoyre exclusive) and 
husky, handsome wall brackets—enduring construction—sparkling, lustre chrome finish. 


OUTSTANDING VALUES! Retailing at about $1.00-$1.50, FAIRFIELD 
items have the appeal of fixtures selling for dollars more! 
Low unit prices mean greater volume sales—more profitable promotion for you. 


GUARANTEE! A booklet illustrating the entire FAIRFIELD line and 
carrying the liberal Autoyre guarantee goes with each fixture. 


STORE MERCHANDISING AND PROMOTION HELPS! Ad mais, 
counter cards, statement enclosures, booklets, 
display panels—to tie in your store with Autoyre’s national advertising. 


LARGE-SPACE NATIONAL ADVERTISING featuring complete FAIRFIELD ‘“‘ensemble”’ in: 


LADIES’ HOME JOURNAL McCALL’S BETTER HOMES & GARDENS 
GOOD HOUSEKEEPING TODAY'S WOMAN AMERICAN HOME 
WOMAN'S HOME COMPANION HOUSEHOLD MAGAZINE HOUSE BEAUTIFUL 


FARM JOURNAL 











No. 5014 — No. 5017-11 


No. 5015 ii aie No. 5037 








'o Make the Passer Buy 
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No. 5000 Wall Soap Dish—No. 5004 Combination Tumbler 
and Toothbrush Holder —No. 5009 Toilet Tissue Holder — 
No. 5014 Twin Towel Bar (gift-boxed) —No. 5015 Twin Corner 
Towel Bar (gift-boxed) — No. 5017-11 Towel Bar (24” and 18")— 
No. 5037 Towel Shelf and Drying Rack (gift-bored) — 

No. 5060 Display Panel (with 6 fixtures pre-mounted) 






atrtield 


Matched Accessories in Lustre Chrome for Bathroom and Kitchen 


THE AUTOYRE COMPANY - OAKVILLE, CONNECTICUT 
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—HOME Lt-— 
Sl 











PLASTIC 
WAX PAPER HOLDER 








| @ Sanitary—Washable 

e Functional—Modern Design 

| @ Durable—Simple Construction 
|@ Easily, Quickly Installed 

| @ Gay Decorator Colors 

| @ Fits Any Standard Paper Roll 


Also Featuring 


JIFFY 


BOX OPENER, POURER 














@ Saves and Protects Food 
@ Fits Any Kind of Box 
@ No Spill, No Rip, No Tear 
Ideal for Baby Food, Cereals, Sugar, 
Salt, Flour, Soap Powders, etc. Made! 
of Plastic in Gay Colors and Easily 
Attached to Any Box. 
| 


Jobbers will find these items 
"HOMERS" EVERYWHERE 


| DEPT. H 





MANUFACTURING CORP. 


270 Madison Ave., N.Y. 16,N.Y. 
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WHAT’S NEW 








Rubberset Display Service 


Rubberset Co., 56 Ferry St., Newark, 
N. J., is offering three display pieces, 
and another free with the purchase of 





certain brush assortments. Displays are 
finished in baked green enamel and are 
completely adjustable as the panels are 
perforated every %2 in. Hangers may 
be placed anywhere on the perforated 
surface. Base of 1D, offered free with 
brush purchase, is equipped with trays 
being made up of six glass walls with 
dividers and clips. Double hangers may 
be arranged in any position. No. 2D is 
12 in. sq. and 30 in. high, designed for 
island or counter display use. With 
20 hangers, it is suggested to retail for 
$15.25. No. 3D for around posts, on 
walls, and cupboard doors, is 12 by 24 
in., with five hangers, retails for $3.30 
and No. 4D display panel is for use in 
the same location as 3D. Size, 8 by 24 
in., with three hangers, suggested to 
retail for $2.20, 


Plastic Towel Racks, 
Toilet Paper Holder 


Gala Plastics Corp., 235 Fifth Ave., 
New York City 18, offers 18 and 25 in. 
plastic towel racks with a built-in de- 
sign of transparency. The 18 in. is 
packed six doz. to a carton, weighing 
10 Ibs. and the 24 in. three doz. to a 
carton. Available in black, crystal, 
transparent red and transparent green. 
Also made is a spring action toilet 
paper holder with black baked enamel 
wooden spindle. Brackets are said to 


* 4 


=] « 


be high enough for the thickest roll of 
paper. Available in crystal, black, ivory 
and transparent red. Packed six doz. tv 
shipping container, shipping weight 8 
Ibs. Towel racks retail for 29 cents 
and the holder for 25 cents, including 
nickel plated screws. 


Dormeyer Attachments 
For Mixer 


Dormeyer Corp., 4300 N. Kilpatrick 
Ave., Chicago 41, IIl., is offering two 
attachments, the jiffy meat grinder and 
slicer-shredder for use on its No. 4000 
“Power Chef” mixer. Former has two 
interchangeable blades each specially 
designed to cut food fibres. One blade 
grinds meat and the other grinds cooker 
meat and chops vegetables. The slicer 
shredder is equipped with three inter 
changeable cylinders for shredding 
vegetables, slaws, salads and fruit cut- 
ting. Both are constructed of stain re- 
sistant metal, says maker. Full power 
is transmitted directly from the motor 





drive shaft, and permits conversion of 
the mixer into a power driven meat 
grinder or vegetable shredder in 
seconds, it is reported. A concealed au- 
tomotive power regulator increases or 
decreases power as meats or vegetables 
are added, maintaining full and uni- 
form power contro] at all times. 


Gephart Rod Catalog 


Gephart Mfg. Co., 1026 West Adams 
St., Chicago, 7, Ill., is introducing its 
new catalog featuring the complete line 
of Gep rods for 1949. This catalog, 40 
pages in all, provides a detailed descrip- 
tion as well as photograph of each indi- 
vidual rod. The new line includes bait 
casting rods, fly rods, salt water rods, 
spinning rods and two combination fly 
and spinning rods. Includes an expla- 
nation of the Gephart process of action 
izing and the Nu-Grip handle. Copies 
may be had upon request. 
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“VOLUME-PROFIT” SALES 


Contractors use a lot of Kay-Tite... 





Whole Buildings are often covered 


with it... Outside or Inside. . . Some- 





times it is used for decorative purposes 








only ... Yes, Kay-Tite now comes in 
8 colors and white. Sometimes it is 
used to seal porous masonry surfaces 
against seepage. Sometimes it is used 


for both purposes at the same time. 





If you do business with contractors, 


you should get your share of Kay-Tite 





Sales and the long profit that is yours. 


AT Be 





WEST ORANGE * NEW JERSEY 









HARDWARE AGE, JANUARY 13, 1949 171 















Don’t say ‘PLIERS’, 
say CHANNELLOCK! 








The Channellock 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on doint Bolt. 


\; 


“yn 


PS) 





Use Channellock | 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


pliers, too, with 
Channellock 
quality construc- 
tion... including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO. 
MEADVILLE «+ PA. 


standard pattern 


ore 


There is a line of \ 














Only 


Champion DeArment makes 
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Kitchen Shear 
Merchandiser 


The “Kleencut” Kitchen Shear Coun- 


ter Merchandiser made of red and 


white, heavy cardboard has a picture 


UTS ve 

PREPARE 

M 
Poutray ene Tt" 





of the “Kleencut” Shears and an expla- 
nation of their many uses on the upright 


back flap. Packed one doz. to a box 
each pair of shears is mounted on a 
black and white card. The _ nickel 
plated blades and red’ enamel handles 
of the shears add to the attention- 
getting quality of this sales stimulator. 
Order Merchandiser No. 1701. The 
Acme Shear Co., Bridgeport 1, Conn. 


'‘Speedy-Greezer' 
Lubricator 


Designed for farm machinery as well 
as construction equipment, the “Speedy- 
Greezer” has a 10 ft. hose that enables 
an operator to reach out of the way fit- 
tings without moving the lubricator. 
Fits any standard 25, 35 and 50 Ibs. 
original container ‘and has a telescop- 
ing pump tube that makes it adjustable 
to varying depths. Maker claims the 
features of this unit to be one-hand 
charging and large capacity. Pressure 
up to 6,000 Ibs. can be developed 
through use of body-weight against the 
special push-type trigger, it is claimed. 
Suggested to retail for $20. Production 
Industries, Inc., Cincinnati, Ohio. 





anne 


‘ 





Lacing 
| Machines 
Apply All 
Makes 


Safest because: 






Hooks are rigidly held in accurate alignment 

by patented steel binder bars before, during 
| and after application, distributing tension uni- 
| formly across the belt, assuring maximum 

traction and minimum wear. Patented binder 
bars lap over belt end, prevent fraying. 


Sizes for all belts. Cost no more than ordinary 
belt hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 


5390 N. MENARD AVE., CHICAGO 30, U. S. A. 
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NON-FREEFING 


WALL HYDRANT 


SIMPLE - EASY TO 








REPLACE VALVE WASHER 
Onder from your Yobber 


Eliminates need for draining pipes. Gives out- 
door water service all year ‘round. Standard 
valve washer. . . % 

lifts straight from 
seat. No wear. All 
brass and copper 
. . . lasts a lifetime. 
Write for Bulletin 
No. 304. 





SHUT-OFF VALVE 
1S INSIDE BUILDING: 









STRATAFLO PRODUCTS, INC. 


FORT WAYNE 1, INDIANA 
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Automatic Vacuum-Type 
Coffee Maker 


Westinghouse Electric Corp., 306 
Fourth Ave., Pittsburgh 30, Pa., offers 
an all metal eight cup capacity, vac- 





uum type coffee maker which brews the 
coffee and then keeps it at proper serv- 
ing temperature, all automatically. Heat 
for the coffee maker is provided by 
two elements, one of 850 watts and the 
other 150 watts, built into the base of 
the model. Both elements operate for 
fast heating and when the water goes 
to the upper bowl, the current is auto- 
matically cut off. Then the 150 watt 
element comes on when the coffee re- 
turns to the lower bowl and maintains 
the brew at the proper serving temper- 
ature as long as the cord is plugged in. 
Circular baffle on filter rod in upper 
bowl is said to prevent water from 
bubbling out of the top and eliminates 
stirring the brew. 


Whale Hack Saw Frames 


Two Whale hack saw frames are 
announced by the Forsberg Manufactur- 
ing Co., Bridgeport, Conn. Model No. 
W21 = (illustrated) sports a rubber 
grip, and Model No. W61 a rubber | 
composition grip... both grips in 
the finger-fitted “Hammerlock” design. 
These pistol-type grips are shaped and 
set to provide ease of handling and 
minimum cutting fatigue. Both saws 
feature reinforced frames of nickel- 
plated stock, adjustable for 8 in. to 12 





sci 

a a 

| | 

id . é 

in. blades. Blades may be faced in four | 
directions. Each hack saw frame is 


provided complete with a 10 in. blade, 
ready for use. 
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Seven new planes completed 





ee at a cost of 74.30! 








New planes can’t fly without control cable, and this manufacturer needed some 
—fast. He got it the same way he regularly gets many supplies and parts—by 
Air Express. Ordered in A.M., delivered to plant same day. 500 miles, 28 lbs., 
Air Express charge only $4.30. So production continued without a break. 





$4.30 included pick-upand delivery at 
no extra charge—and receipt for ship- 
ment. All this, plus the world’s fastest 
shipping service. That’s Air Express— 
used with profit by every business. 





Shipments go on all flights of Scheduled 
Airlines. Speeds up to 5 miles a min- 
ute—no waiting around. Direct ser- 
vice to over 1,000 airport cities, air- 
rail for 22,000 off-airline offices. 


Facts on low Air Express rates: 


22 lbs. of new fashions goes 700 miles for $4.73. 
6-lb. carton of new jewelry line goes 1,000 miles for $2.24. 
Same day delivery in both cases if you ship early. 


Only Air Express gives you all these advantages: Special pick- 
up and delivery at no extra cost. You get a receipt for every shipment 
and delivery is proved by signature of consignee. One-carrier re- 


sponsibility. Assured protection, too 


valuation coverage up to 


$50 without extra charge. Practically no limitation on size or weight. 


For fast shipping action, phone 


Air Express Division, Railway 


Express Agency. And specify “‘Air Express delivery” on orders. 


SPEUY 













ESS 


Ge Gee 7 eee 


Rates include special pick-up and delivery 
door to door in principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


scHEDULED AIRLINES oF THE uU.s. 
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BEAN 


SPARTAN 
SPRAYER 


a real profit 
opportunity 





There’s a big market for the 
medium - priced, rugged Spartan 
sprayer. Around homes, farms, 
factories, resorts, the Spartan 


sprayer will do dozens of jobs, 
saving time and money and destroy- 
ing pests. It brings the advantages 
of power pressure spraying to 
thousands of new users. Write for 
profitable dealer proposition today. 





The Spartan sprayer is powered with 
either gasoline engine or electric motor. 
Famous John Bean duplex pump de- 
livers up to 3 g. p. m. at any pressure 
to 250 Ibs. 15 gallon, corrosion re- 
sistant steel tank. Complete with high 
pressure hose and spray gun. 


Here are just some of 
Many Spartan Uses 


Your customers will use and poultry houses, and 


the Spartan Sprayer to 
rout flies and mosqui- 


tos; kill weeds; 
protect crops, 
trees, shrubbery; 
whitewash build- 
ings; disinfect barns 


many other applica- 
tions. You'll find it 





profitable to handle 
the Spartan spray- 
er. Send coupon, 
or write for free 
literature today. 


JOHN BEAN 


Division Food Machinery 
and Chemicals Corporation 


John Bean, Department 11, Lansing 4, Michigan 
Rush without obligation, complete information 
on the profitable Spartan dealer proposition. 


Dealer’s Name ., 


individual's Name .. 
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WHAT'S NEW 








‘Hep-Mits' 
Jersey Gloves 


Riegel Textile Corp., 342 Madison 
Ave., New York City 17, offers its jer- 
sey gloves in nine colors in addition 


MEP 





to black and white in both men’s and 
junior sizes. Ideal for teen-agers in 
school colors and in mixed colors. 
Colors range from red, green, gold, 
orange, blue, maroon, yellow, and gray 
to purple. Suggested to retail for 49 
cents a pair in either matched or mixed 
colors. 


‘Pied Piper’ 
Animal Trap 


Control Trap Co., Southwick, Mass., 
offers the “Pied Piper” live rat and 
small animal trap which is completely 





rustproofed throughout. Operates at 
both ends. As many as five or six ani- 
mals can enter trap without releasing 
any of those already caught. Chocolate 
or other sweets with distinct odor, pea- 
nut butter, meat or chicken scraps may 
be used. Not necessary to handle caged 
animals. Available in two sizes, No. 2 
and No. 3 for rabbits and large gophers 
No damage to pelt. 


‘Mirocolor' 
Brush Line 


Empire Brush Works, Inc., Port 
Chester, N. Y., is introducing the 
“Mirocolor” brush line. Bristles of the 
brushes are made of Mirolite, color 
fast, which maker says will not wash 
out or fade. Mirolite is a resilient 


uniform plastic claimed to shed water, 
and claimed not to run, mildew or 
soften in water. [Illustrated is the 
counter duster which is available with 
red or green bristles. Other brushes 
available are the clothes brush, 28 
by 9 rows, floor sweep in red or green 
bristles, hand and vegetable brush in 
white, green and red, 5 by 14 rows, 
hand and nail brush in red or green, 
5 by 16 rows, miro-wisk brush, with red 
bristles, 11 by 3 rows and suede or nail 
brush in nile green, pink and blue, 
3 by 12 rows. The counter duster is 
suggested to retail for 98 cents and 





the floor brush retails for $2.75 for 12 
in. size and $3.19 for 14 in. size with 
handles. 





Ramsome Work Positioner 


A newly designed motor-operated 
work positioner, driven by a hydraulic 
variable speed transmission and a 44 
H. P. single-phase AC motor, is intro- 
duced by Ransome Machinery Co., sub- 
sidiary of Worthington Pump & Ma- 
chinery Corp., Dunellen, N. J. The 
positioner, known as Model I-P, has a 
load capacity of 100 lbs. By its use, 
production is increased, says maker, 
because all welds are made in the down- 
hand position. The table top rotates 
360 deg. at variable speeds, adjustable 
from 0-5 R.P.M. in either direction. 
It is manually tilted through 135 deg. 
and locks at any degree of tilt by means 
of a worm-and-segment. Suited for such 
operations as welding, hard surfacing, 
assembling, repairing, grinding, and 





similar operations because it places the 
work in a position most convenient for 
the operator. 
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51669946 Circulatio 
MOTO:M -MOWER’ 


Woot known named POWER: LAWN- MOWERS 


Before choosing a Power Mower fo sell, take a look 
at “MOTO-MOWER” . . a quality product designed 
by specialists who have manufactured Power-Lawn- 
Mowers exclusively for thirty years and have estab- 
lished “MOTO-MOWER” to mean trouble free service, 
to the user and dealer alike. Send for the name of the 


nearest jobber. 


Ve ,» «Cee SF te FT. 
MOTO-MOWER 


4602 Woodward, DETROIT | Company 
coo OOO eS 1919 
es 
A 









‘Change-A-Blade' 
Pinking Shears 


BMC Mig. Corp., Binghamton, N. Y., 
is introducing “Change-a-Blade” pink- 
ing shears which are precision ground, 
correctly tempered and shaped to insure 
positive cutting contact, says maker. 
Blades are formed from high-carbon 
steel, heat treated and plated. Pinkers 
are 7 in. long, weigh 4 oz, and are 
packaged in individual boxes. Standard 
bright finish handle with bright finished 
blades are suggested to retail for $4.65, 
model B182, standard painted handles, 
black, silver, bronze, with bright finish 
blades, model B184, suggested to retail 
for $3.95 and B176, pair of bright 
finish, pinker blades only, $2.45, Maker 
claims the “Change-a-Blade” pinkers 
clip neat non-raveling edges at all 
times. 





Steel Tape Rule 


Carlson & Sullivan Inc., Monrovia, 


Cal., offers a steel tape rule known as 
the “Buddy” which weighs 1'2 oz. and 
is 1% in. in diameter. Blade is grad- 
uated in 8ths and l6ths, is six ft. long 
and features the Carlson automatic 
friction brake. Case is made of a 
special formula ethyl cellulose com- 
pound to resist abrasion and wear. 





Made in yellow, blue and _ ivory. 
“Buddy” is suggested to retail for 90 
cents. Packed six in a self display car- 
ton in assorted colors. 









<% 


‘Spra-Well’ Sprayers 

Standard Container, Inc., 484 Bloom- 
field Ave., Montclair, N. J., is intro- 
ducing the line of “Spra-Well” sprayers. 
This type of sprayer contains a pump 
barrel enclosed in an outer barrel in 
which a continuous pressure is built up. 
Syphon tube requires no cleaning—can- 
not become clogged, says maker. May 
be sprayed at any angle without throw- 
ing a stream. Said to operate as effi- 
ciently with a full tank as with a par- 
tially full tank. Positive in action. 
Furnishes a large volume of spray, well 
broken up. Seven models available. 
Pump is made of heavy lithographed 
tinplate; heavy plunger rod with a 
specially treated leather; plug and 
handle of stained hard wood. Maker 
says all sprayers are constructed so as 
lo prevent tipping. Model 50 features 
one point which is not incorporated in 
the other models—a flat syphon tube 
which enables the sprayer to throw 
three times as much insecticide, accord- 
ing to the maker and still attain a 
perfect break-up. 





You'll score 


profit with tHE 


Draper - Maynard 


“Dick 





ocker” 


THREE-FINGER FIELDER’S GLOVE 


Draper-Maynard’s Three-Finger Pickpocket is designed to 
filch that ball right out of the blue! 
flexible glove leather with extended palm. New type narrow, 
compact heel provides a deep pocket. Snare web is extra 
wide. Three models for professional, semi- 
pro and amateur use. 


Made of extremely 


~ WRITE YOUR JOBBER FOR PRICES 


THE DRAPER-MAYNARD COMPANY, 400 YORK ST., CINCINNATI 14, OHIO 
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A Name that’s seen in all the best circles 
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* You see the popularity of Thermos brand 
vacuum ware everywhere you go. You see it 
on picnics and outings, in factories and schools, 
in offices and homes. 

This widespread use means just one thing 
—universal acceptance of the trade-name 


“Thermos” and the products for which it 


THE AMERICAN THERMOS BOTTLE COMPANY 
NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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GALLATE A 


stands. And every display of Thermos brand 
products getsa friendly reception—every men- 
tion of this famous old trade name adds to 


your goodwill. 


THERMOS 


TRADE-MARK REG. U.S. PAT. OFFICE 


BRAND VACUUM BOTTLES 
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~ YANKEE” 


130A Q-R Spiral 































A tool that makes time for 
your customers makes sales 
for you. The ‘Yankee’’ 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 
home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 
screws even in awk- 
ward positions... 
overhead or down be- 
low, in narrow places 
or “blind” applica- 
tions. That’s the 
kind of speed with 
manpower econo- 
my a man can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way. 
for years and years 
of willing service. 





bits with counters 
centering sinks 


sleeve 
THE TOOL BOX 


STANLEY OF THE WORLD 
MFG. CO. 


drills + sockets 





bits | 






i / 
**YANKEE’’ TOOLS 
NOW PART OF 


NORTH BROS. 








Philadelphia 33, Pa. 
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One Coat Outside 


EEETD IWIES 


House Paint 
Glidden Co., 


duces a one-coat outside white house 
paint known as “Endurance Imperial.” 


1867 OUTSIDE WHITE 





i ENDURANCE 


(IMPERIAL? | 


a eset suet a 


Maker says it provides excellent hiding 
qualities in one-coat applications on 
structures with old coatings which have 
not badly deteriorated. Synthetic resins 
and specially treated soya and linseed 
oils are the major components of the 
new vehicle. It is available in white 
only. Maker says the new processes 
and formulation increases the flowing 
qualities of the finish, eliminating brush 
marks and leaving a uniform thickness 
of paint over the entire surface. 





‘Aristocrat’ Torpedo Level 


The E. A. Stevens Level Co., Newton 
Falls, Ohio, offers a heavy duty type tor- 
pedo level, known as the “Aristocrat No. 
350.” Level is nine in. long and weighs 
5 oz. May be carried easily in the 
pocket or tool kit. Has one level, one 
plumb and a 45 deg. vial. Finished in 
walnut, dipped, varnished and polished. 





Aluminum top plate extends the full 
length of the level. Maker says the 
level is designed for use by electricians, 
plumbers, builders, masons, carpenters 
and home owners. 


Information Sources 
For Small Businesses 


The Ohio State University, Columbus, 
10, Ohio, offers for 50 cents, “Informa- 
tion Sources for Small Businesses,” 
Ohio small business handbook No. B-3, 
second edition revised, It is an annotated 
index of principal sources of informa- 
tion on the variety of problems involved 
in establishing and operating a small 
business. It is intended to encourage 
a study of better management procedures 
and to make it easy for operators of 
small businesses to find helpful infor- 
mation on particular problems encoun- 
tered in their businesses. 


Cleveland, Ohio, intro- | 








HARDWARE 


In addition to the items illustrated, 
IVES is now in production on a com- 
plete line of Builders Hardware Spe- 
cialties in a price range to meet 
— need — without sacrifice of 


quality. 


@ ALUMINUM Non-rusting items 
for the low-cost home 


@ BRASS Machine polished items 
—top value for moderate priced 
homes. 


@ BRASS Full polished items—for 
those who } town the finest in 
quality hardware. 


Ask Your Jobber 


NCE 1876 
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Waterbury Tool 


Garden Tractors 

Waterbury Tool Division, Vickers, 
Inc.. Waterbury, Conn., is offering two 
garden tractors, model D, powered with 
a 1% h.p. model “n” Briggs & Strat- 
ton engine will retail for $160. 
Model F is equipped with a 4% h.p. 
model 14 Briggs & Stratton engine and 
will be available at $335. Also avail- 
able are a complete line of standard 
attachments. Front end attachments 
suitable for use on both models include: 
a 30 in. sickle bar, 24 in. lawn mower, 
30 in. snow plow, counterweight and 
power take-off with stand. Both models 
are provided with a hitch that the man- 
ufacturer claims makes it possible to 
change front end attachments in 60 sec- 
onds, Rear end attachments which are 
suitable for use on both models, include 
riding sulky, “double-dump” garden 
cart and a heavy duty highway cart, 
each equipped with brakes. Wheel 
weights and a one-row seeder with 
marker are also available. Rear end 
attachments for exclusive use with the 
model F, 41% h.p. tractor, include heavy 
duty cultivator with steering handle, 8 
in. plow with 10 in. rolling coulter and 
disc harrow with eight 12 in. discs ad- 
justable for throwing in or out. Rear 
end attachments for exclusive use with 
ihe model D, 1% h.p. tractor, in- 
clude an adjustable cultivator with 
depth screw regulator, 6% in. piow 
and disc harrow with six 12 in. adjust- 
able discs, 4 in. plows, 6 in. hilling 
blades, 6 and 12 in. weeding knives, 8 
in. furrow opener, gang tool holder with 
six duck feet, gang tool holder with six 
1% in. shovels. 





Replaceable 
Blade Scraper 
J. K. L. Mfg. Co., Rockford, I1L., offers 


its all purpose scraper. Tool is a 
general utility tool for homes, stores, 
service stations and factories. It is also 
used widely on farms for cleaning live- 
stock and poultry floors. Where inflam- 
mable debris or explosive atmosphere is 
present, brass blades can be furnished. 
Maker says these may be used with 
safety without danger of sparks. Blade 
holder is made from heavy gage welded 
steel which grips a tool steel replace- 
able blade firmly by means of three 
hardened locking bolts. Handle is also 
easily replaced. Necessary to remove 
but one screw, drive out broken handle 
and insert new one. Suggested to re- 
tail for $2.50. 
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and save your customers 


up to 200% with 
HAWKINS 


PREFABRICATED 


Adjustatle Railings 


PATENT PENDING 


No expensive drawings, no delay. 
Simply combine the proper amounts 
of level and bevel rai! with post 
f 


anc ornaments from information on 


customer's rough sketch. Fit any 


tread and rise. Easily assembled. 
Low ts and quick service will 
bring you olume sales with good 
profit arg 
You want tT tock Hawkins Adjustable , 
Window Guards, too. Fit any window, installed 
or removed in a jiffy with special key. Sell over- 
the-counter for customer installation. 


Write for details 


Dealer’s Assortment, $218.92—F.0.B. Birming- 
ham, puts you in the prefabricated railing business! 


HAWKINS 
315 North 4th St. 





Fill railing orders 


trom STOCK 


‘RON. CC., 
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INC. 





Birmingham 4, Ala. 
















GARY 


SELF-PROPELLED 





BEST VALUE ON 
TODAY'S MARKET 


18" CUTTING WIDTH 
AVERAGE CAPACITY: 1!/, TO 2 ACRES A DAY 


@ ENGINE: Gasoline powered GARY engine 
—1%” bore, 1%” stroke, 1 H.P. Of die- 
cast aluminum alloy for lighter weight. 

@ STARTABILITY: Quick and easy with 
rope starter, simple to operate. 

@ BEARINGS: Ball bearings self-lubricat- 
ing for life. 

@ CUTTING UNIT: A 6” diameter reel 
powers the wheels through spring clutches 
for smooth action. No ratchet noise. High 
chrome alloy steel blades hold a keen cut- 
ting edge. Hardwood rollers operate quiet- 


ly. 
@ KNIFE BAR: Lipped type chrome alloy 
JOBBER TERRITORIES AVAILABLE steel, spring leaded. 





@ DRIVE: V-belt and roller chain to jack 
shaft and clutch. 


@ CONTROLS: Automotive type, extending 
through tubular handles, controlling clutch 
and speed. 

@ CUTTING HEIGHT: Low, %”, high, 
2%". 


PRODUCTS CORPORATION @ NET WEIGHT: 65 Ibs. Light enough for 
L M D high maneuverability and effortless opera- 
awn ower Vivision tion; heavy enough to hold the ground and 


NORFOLK, VIRGINIA cut clean as a whistle. 



















SOLID BRAIDED COTTON CORDS 
and PLASTIC CLOTHES LINES 


These 5 colorful Samson Display 
Containers deserve a place on your 
counter for this all-important reason 
— they will boost sales and increase 
your profits. They spotlight Samson 
_ quality, suggest uses — make it 
easy for customers to buy more solid 
braided cotton cord for hanging 
windows, for clothes lines and for 
hundreds of other uses — also, the 


finest plastic clothes lines made. 
Full Information and Samples on Request. 











sPoT coro 








SAMSON CORDAGE WORKS sosrToNn 10, MASS. 











Electric Meat Chopper 


General Slicing Machine Co., Inc., 
100 S. 3rd St., Brooklyn, N. Y., is in- 
troducing an electric meat chopper 
which is suggested to retail for $119.50. 
Machine is- white porcenamel, chrome 
trimmed, with a base of black porcen- 
amel and heavily tinned copper head. 
Chopper features helical cut gears for 
silence. With a capacity of seven lbs. 
per minute, the chopper is equipped 
with a feeding tray heavily tinned to a 
bright finish and a hardwood meat 
feeder, for safer, easier operation. A 
3/16 in. plate and knife and an extra 
14 in. plate and knife come with the 
machine, but for different cuts of meat 
which may require a coarser or finer 
chopping job, General has available 
plates and knives in % in., 5/15 in., 
36 in., 7/16 in., % in. and 314 in. sizes. 
Shipping weight is 75 lbs. Motor is 
\% h.p. motor, A.C. current, 60 cycles, 
110 volts, equipped with an overload 
switch to protect the motor, built-in 
toggle switch and an eight ft. electric 
cord. Machine is 20 in. long, 8 in. 
wide and 14 in. high. Body is 12 in. 
long, 8 in. wide'and 12 in. high. 


Hardware Grade Casters 


Rice Bros., Inc., 2900 Euclid Ave., 
Cleveland 15, Ohio, is packaging its 
hardware grade casters in a new type 
box which is printed in two colors. 
Also illustrated are the 14 Series stem 
and plate type caster made in 1% in. 
wheel and 114 wheel sizes. 
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There’s more than eye appeal in a 
bole of sparkling new Bethlehem 
Fence. It's got the endurance and 
practical features that farmers want. 


Farmers expect to get long service from 
wire fence. Ask one of your farmer- 
customers what year he put up a certain 
section of fence, and chances are he’ll 
have a prompt answer. They keep track 
of such things because they can save 
both time and money by choosing equip- 
ment and supplies that last. 

You can sell them Bethlehem Fence 
with full confidence that they'll get a 
good value, and come back for more 
when they need to install additional 


BETHLEHEM STEEL 


COMPANY, 


fencing. Made carefully from tough, full- 
gauge steel wire, it features the popular 
cut-stay, hinge-joint design. This means 
easy erection and a neat job, especially 
when Bethlehem steel fence posts are used. 

Bethlehem fence has a tightly-bonded 
coating of zinc for lasting service. It's 
available in standard sizes and designs 
for cattle, hogs, poultry, etc. Now’s the 
time to place your order with your jobber, 
and don’t forget to ask him about the 
other Bethlehem products for the farm. 


BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 


Bethlehem Pacific Coast Stee! Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEM FENCE 
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Bethlehem Products 
for the Farm 


% Pipe 

% Farm Fence 

% Fence Posts 

% Barbed Wire 

%& Bolts and Nuts 

% Nails and Staples 
% Silver Star Bale Ties 


% Galvanized Roof- 
ing and Siding 


BETHLEHEW 
STEEL 





_ - _ | = 




















GREAT 
NECK 


Quality in 
every tool— 
at popular prices! 





<PS=z_ OszoOornm” = 


X Create VOLUME SALES! 


Great Neck 
tools are being 
sold to millions 
each year. Ask 
your jobber for the 
Great Neck catalog— 
key to sales at profit- 
able prices. 


GREAT NECK SAW MFRS.., Inc. 


Mineola, New York 














AN AMAZING LIQUID WOOD SWELLER 


"7 <q TIGHT LOOSE FURNITURE 





deallers-sEND FOR FREE SAMPLE 
THE CHAIR-LOC COMPANY, Freeport, N.Y. 


182 


















WHAT'S NE 


LaBelle 
Doorknob Lock 





A tumbler-type cylinder lock in the 
outer knob which offers 
springing, 


protection 


against jamming or says 





maker. When locked, the outer knob 
spins like a bearing and doesn’t draw 
the latch. The inner knob, not affected 
by the mechanism, prevents accidentally 
locking children in rooms or buildings. 
The LaBelle is ideal as a door fitting 
on new buildings and in remodeling 
projects. It puts a lock on any door 
that has a latch on it. LaBelle Indus- 
tries, Inc., Oconomowoc, Wis. 


Synthetic Resin for 
Fast Drying Enamels 


A new type of synthetic resin for 
fast-drying enamels is announced by 
the Coating Resins Department of 
American Cyanamid Co., New York 
City. Resin is the result of extensive 
research on chemical copolymers of 
styrene and alkyds, says maker, and 
will be marketed under the trade mark 
of Cycopol. It is especially adapted for 
use in industrial finishes, and in fast- 
drying household enamels. The fea- 
tures of the Cycopol resin in addition 
to its very fast drying are reported to 
be pale color, excellent toughness and 
adhesion to metal surfaces, a high de- 
gree of durability, high gloss, and good 
color retention. Enamels made with 
Cycopol resin may be brushed or 
sprayed. 


"More Fun With 
Your 22 Rifle’ 


Sporting Arms & Ammunition Manu- 
facturers’ Institute, 343 Lexington Ave., 
New York City, 16, has issued a book- 
let, “More Fun With Your 22 Rifle,” 
which is designed to direct new and 
inexperienced shooters, youngsters par- 
ticularly, toward safe, interesting and 
wholesome shooting activities and aid 
recreational and other groups interested 
in shooting. Copies are available from 
arms and ammunition dealers or from 
the Sportsmen’s service bureau of the 
institute. 














Quality 
means 


7 ‘ \o 
CASEMENT OPERATOR 


for years a leading operator 
in design, versatility and 
construction, yet priced to sell 
rapidly... one of an ever increasing 
number of finer builder’s 


hardware items. 


WRITE FOR FOLDER 


PACIFIC BRASS & HARDWARE 


MANUFACTURING CO. 
1126 Chico Ave., El Monte, Calif. 











WAREHOUSES IN NEW YORK + BOSTON - CHICAGO 

















BRASS, COPPER, DARK, 1 
\ TINNED, GALVANIZED / 
\ COILS AND SPOOLS ; 

\ 10Z.TO 20 LB. / 

\ PACKAGES / 





STOVE PIPE WIRE BRAIDED 
COIL AND SPOOL PICTURE 
ASSORTMENT WIRE 





STRANDED AND SOLID 
CLOTHES LINE WIRE 
STRANDED AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 
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SOLD THROUGH 
JOBBERS ONLY 
ASK YOURS FOR PARTICULARS 


BUY 





witH CONFIDENCE 


QNCHOR 


WIRE CORPORATION 


AVE 
NEW YORK 
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HANDS THAT KNOW TOOLS 





To the craftsman who knows tools— 
whose hands recognize the “feel” of 
true-balance—whose ears are attuned 
to the ring of carefully tempered steel 
—thename VAUGHAN & BUSHNELL 
stands for “the finest in tool making!” 


To such a person one can’t sella V & 
B too—his good judgment BUYS it! 


No. 700 ASSORTMENT 
An assortment of 30 quality tools that invite 
immediate sales. Assortment consists of the 
famous Vaughan square Punches and Chis- 




















































































































els, forged from extra refined, 
beveled square alloy steel 
— carefully tem- 

pered and indi- 
vidually tested. 





ESTABLISHED 
1869 
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U.S. Radiator 
Trade Price, Data Book 


Illustrated with pictures amd dia- 
grams is the 32 page trade price and 
data book covering the complete line 
of boilers and radiators offered by 
United States Radiator Corp., 300 Buhl 
Bldg., Detroit, 31, Mich. Book features: 
pre-punching of pages to fit into three- 
ring binders; cover page index, and the 
name of each unit listed on the top 
outside margin of each page; complete 
prices and data on a single page for 
each product. 





Ice, Snow-Melting 
Chemical Powder 


Speco, Inc., 7308 Associate Ave., 
Cleveland, Ohio, is introducing an ice 
and snow melting chemical powder 
which is said to eliminate the necessity 
for chipping or shoveling. Thawing 
capacity of one lb. of the powder, “Ice 
Rem” is claimed to be approximately 
equivalent to 10 lb. of salt. Maker 





states also that there is no messy resi- 
due. If used at the beginning of a 
snow or sleet storm, “Ice Rem” will 
melt subsequent light snow falls. Also 
recommended for the use of motorists 
and truck, bus and cab drivers. Hand- 
ful thrown under each rear car wheel 
provides traction and stops wheel 
spinning. Is available in 9% lb. car- 
tons, 241% lb. fiber pails and 90 Ib. 
fiber drums. 





Devoe ‘Change Your Home 
With Color’ Booklet 


A full-color 24-page book full of 
ideas and suggestions for the use of 
color in effective, inexpensive interior 
decoration entitled, “Choose Your 
Color” is offered by Devoe & Raynolds 
Co., Inc., 44th St. & First Ave., New 
York City 17, Working from the basis 
of existing rugs, fabrics, and furnish- 
ings, the booklet dramatizes the changes 
which can be achieved by several varia- 
tions of color schemes. Booklet is a 
presentation of how painted color alone 
can bring change to a home interior 
without the need for refurnishing 





MANDEE shows a clear 





NEW— ) 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dramatically dis- 
played in this dustproof, theftproof case 
which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 

Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 


Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 

DEALER AIDS—Free mats, electrotypes, radio 
scripts, circulars and display material. 

Write for discounts and Special Offer on free 
Accessory Case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Dept. HA, Chicago 7, Ill. 


Send details of Free Accessory Case plan. 
FEED cn cbececnsececceccoecessescoosvecesuess 


BNE: | in0:08:6h0:00546666) 0060 F000 004606500000 





UNITED WIRE GOODS MFG. CO. 
NOW UNDER NEW OWNERSHIP 


Mr. Jacob Postal, former secretary-treasurer of United, now assumes complete 
control of this business. The present line will be continued, and several new 
big-volume items will be introduced shortly. 














Shoe Knives 


Screwdrivers 
Pointing Trowels 
Brick Trowels 
Plastering Trowels 
Putty Knives 
Scraping Knives 
Linoleum Knives 


Egg Baskets 
Vegetable Baskets 
Napkin Holders 
Scratch Awls 

Coat & Hat Hooks 
Ice Picks 

Fishing Rods 


Bathroom Fixtures 
Dish Drainers 
Cake Coolers 
Paring Knives 
Table Knives 
Vegetable Knives 
Shelf Brackets 


Center Punches 
Nail Sets 
Cold Chisels 
Wood Chisels 
Coping Saws 


UNITED WIRE GOODS MFG. CO. i020 


Factory: GARNERVILLE, N Y. Showrooms: 1150 BROADWAY, N. Y. 
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A HANDIER - LIGHTER + ° MORE 
ECONOMICAL STEEL TAPE RULE 
Here's the new Carlson BUDDY-all the hand 
convenience and accuracy of a big rule but = 
easy to carry as change from your dollar! 
So dainty in size you can hardly feel it in your 
oe = takes the roughest use. has an easy- 
i wa at steel blade Sft. long, in 8ths & 1Sths. 
ae who sew its practically a must. Useful 
undreds of measurement jobs around th 
house. Your choice of 3 brilliant colors ’ 








Here is a reproduction of 





the 2 column x 5 inch 







newspaper mat on the 






new Carlson Buddy 
Rule. Get yours now. 









Run one in your local 










MAKES A WONDERFUL 
GIFT! AND JUST LOOK 
AT THIS PRICE/ 


paper and watch 









your customer 
traffic multiply ! 
A one-column by 
four-inch mat 
also available. 


STEEL TAPE RULES 


MONROVIA, CALIFORNIA 
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Menagerie Cut-Outs for 
Window, Store Displays 


Menagerie & Co., 10818 Santa Mon 
ica Blvd., West Los Angeles. Cal., is 
offering “Menagerie” cut-outs, in oil 
paint for window and store displays. 
Barnyard animals in sizes approxi- 
mately 14 by 14 in. including chickens, 
geese, turkeys, ducks, lambs, pigs. dogs, 
cats, roosters, hens and mice are rep- 
resented in the group as well as 23 by 
25 in. camels, elephants, zebras and 
giraffes. Claimed to go on windows, 
walls, or any smooth or semi smooth 
surface easily by wetting their special 
glue-backs. Animals are 59 cents each 
except for chickens which are 59 cents 
a group and the mice, 59 cents a pair 
Menagerie’s ‘Big Four’ are $1.75 each 


1949 Lunilte 
"Screen-O-Mat' 


Chicopee Mfg. Corp. of Georgia, 41 
Worth St., New York City 13, is offer- 
ing the 1949 Lumite Screen-O-Mat dis- 
play rack that displays, dispenses, mea 


al 
 WUMITE 





sures and cuts Lumite. Made entirely 
of metal it cuts 24, 26, 28, 30, 32, and 
36 in. widths. Additional storage space 
for six rolls on bottom shelves. Height, 
66 in.; width, 40 in., and depth, 30 in- 
Shipping weight about 82 |b. Retails 
for $19.95. Also offered is the price 
calculator which quickly and easily de- 
termines the price of Lumite. 
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Built-In Ironing Board 


Rieter Woodwork Specialty, Cedar- | 
burg, Wis., is offering a built-in ironing | 
board with 18 adjustments for heights, | 





from 25 to 44 in. Sleeve board moves 

up or down with the regular ironing 
board. While board is closed, user 
lifts it to height she prefers. Catch 
automatically locks it in one of 18 notch- | 
es. To lower it, she holds board with | 
one hand and releases catch with 
other. Pushbutton controls opening 
and closing assembly which can be _ | 
folded back into the wall recess while | 
at the right working level. Maker says 
locking mechanism prevents wobble or | 
tilt When user leaves work, board | 
can be lifted to maximum height out | 
of the children’s reach. Made of clear 
western pine, it can be installed between 

two by four studs set 16 in. on center. 
Supplied with or without doors. Board 
itself consists of 34 in. plywood. 





‘Automatic’ ‘Palettes 





| 
303 W. 42nd St., New | 


Detjen Corp., 
York City 18, is making the “De Frost 
Automatic” defroster for household re- 
frigerators, suggested to retail for 


$12.95. Automatically defrosts refriger- 
ator every night, removing daily accu- 
mulation of ice on freezing unit. Com- 
pact, sealed-in and tamperproof unit; 
Plugs in. Equipped with Telechron 
movement, guaranteed for one year. 


' 
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This sales-wise, small-space counter display 


is part of the special 


yene 


helps you cash in on the growing demand 


"Sales-Starter” Deal... that 


for home fire extinguishers 


Evenvons needs the PYRENE* kind of protection — — because PYRENE can 
put out a fire seconds after it starts. Every hardware man needs PYRENE, 
too—because each extinguisher sale puts more dollars in his jeans. The big 
PYRENE national advertising campaign in eight national magazines, plus 
housing shortages, re-building costs and rising fire losses, is helping to make 
Let the Sales-Starter 
Deal prove it to you. It includes three one-quart PYRENE home fire extin- 


America more PYRENE-conscious than ever before. 


guishers, two refills, display, streamers, literature, and other merchandising 
$23.88. Don’t let profits like 
this pass you by another day! Order from your PYRENE jobber now 


material. Cost to you: $39.52. Your profit: 


IF YOU SELL TO FARMERS, ask your jobber about the 


PYRENE extinguisher assortment for farm fire protection. 


high-profit 


Prices subject to change without notice 





PYRENE MANUFACTURING COMPANY 


Newark 8, N. J. 
Affiliated with C-O-Two Fire Equipment Co. 


PN FENCE ISME SN, 
—— _ pi 
ae 


*T.M. Reg. U.S. Pat. Off. 









ANOTHER BIG 
SELLING SEASON 
IS ON THE WAY FOR 


Al American 


THERMIC JUGS 





More dealers sold more All-American 
Jugs in 1948 than any other make. 

Now, with newly designed steel 
cases, aluminum inner liners and low 
K-factor insulation, these 1949 
beauties are all set for a big repeat 
performance. 


6 New Models for 1949 


1 gal. .. . REGULAR - E-Z SERVE - 
FAUCET + SPOUT with aluminum in- 
ner liners. (Also available with vitre- 
ous stoneware liners.) 

2 gal. . . . JUMBO - with porcelain 
enameled steel inner liner. 

1% gal. FOOD JUG - All New, Ex- 
clusive with anodized aluminum inner 
liner ... to keep food or drink, hot or 
cold in bulk or original containers. An 
ideal ice bucket. 


BE READY. .. ORDER NOW 


Ask your jobber salesman, or write 
direct for 1949 catalog in full colors. 


METAL INDUSTRIES, INC. 
1420 East 20th Street 
Indianapolis 7, Indiana 
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WHAT'S NEW 





'‘Wash-a-Matic' 
Clothes Washer 


The Apex Electrical Mfg. Co., 1070 
E. 152nd St., Cleveland 10, Ohio, is in- 
troducing its automatic clothes washer 
known as the “Wash-a-Matic” which 
utilizes a “bouncing basket” and geyser 
action. Equipped with a series of smooth 
rounded baffles, the basket bounces vig- 
orously but does not revolve as it washes 
the clothes. After triple-rinsing the 
clothes, Apex damp-dries and fluffs 
them, leaving them tangle-free and 
ready for easy removal and drying. 
Rinsing is accomplished through alter- 
nate use of the bouncing action and 
of a spinning action. Combination is 
employed three times in the rinsing 
phase. Its drive mechanism, shaft, belt, 





clutch and a brake, operates without 
gears. Employing a timer control, per- 
mitting selection of a washing period 
ranging from two to 11 minutes, the 
washer has a complete cycle ranging 
from 18% to 274% minutes. Safety switch 
permits user to interrupt cycle at any 
time during the washing cycle. When 
cover is raised, switch automatically 
stops all action and when it is closed 
the cleansing cycle is resumed. Com- 
plete cycle requires 24% gals. of water, 
with 7 gals. of hot water required for 
wash phase. Capacity is 8 lb. dry weight. 
Pyrex window in cover permits obser- 
vation of the cycle. Temperature con- 
trol offers two dial settings: “hot,” 
tank water temperature, and “warm” or 
100 deg. All rinses set at 100 deg. tem- 
perature. Suggested to retail for $349.50. 
It is 36 in. high, 26%4 in. deep, and 26 
in. wide. Weight, 210 lb. 


‘Krylon’ Plastic Spray 

Koster & Lester Co., Inc., Philadel- 
phia, 32, Pa., is introducing a plastic 
spray known as “Krylon.” It is a trans- 





parent plastic coating that is supplied 
in a self-contained compact sprayer. 
Maker says the protective coating will 
adhere to practically any product. Said 
to dry in less than 60 seconds leaving 
a clear satin finish that retains the 
flexibility of the material on which it 
has been applied. Coating has out- 
standing resistance to discoloration at 
high temperatures, water, alcohol, alkali, 
acids, mineral oils, grease and chemical 
fumes, it is reported. May be used 
on the car, on silver, brass copper or 
bronze, furniture, metal trim, pictures, 
book bindings and sporting equipment, 
according to maker. Suggested to retail 
for $2.95. 


‘Duralux' Coffee Service 


Coffee Service set is packed in a two 
tone green and yellow gift display car- 
ton. Consists of a 16 in. large serving 
tray with gadrun border and embossed 
center. Matched sugar and creamer 
are highly polished to insure a lasting 
lustre. The eight cup unbreakble Dura- 
lux vacuum coffee maker becomes a 
decanter after the coffee has been 
brewed. Suggested to retail for $10.95. 
Coffee maker features stainless steel 
filter, no-drip pouring, _ self-sealing 
neoprene ring and multi-purpose cover. 
The Duralux Co., Wooster, Ohio. 
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HE coal oil lamp is disappearing from 
the American farm. 


In the past ten years, we, together with deal- 
ers and distributors, have sold more than a 
million Gem Dandy electric butter churns. 


Think of the drudgery, the weary hours of 
hard work that have been banished from a 
million farm homes. 


That is something to be proud of! 


But while we have been busy making and sell- 
ing more than a million-electric churns, we 
sometimes overlook the fact that today there 
are 2,500,000 ELECTRIFIED FARMS 
THAT HAVE NO MEANS OF MAK- 
ING COUNTRY FRESH BUTTER and 
wholesome buttermilk except by old-fashioned 


methods as antiquated as the coal oil lamp. . 


Here is a truly great profit opportunity: 
2,500,000 prospects without electric churns! 


Dealers and distributors know that farmers 
and farm wives look on the electric butter 
churn not as a luxury, but as a necessity which 
saves many hours of hard work and useless 
drudgery. 


Coal oil lamp days are fast disappearing from 
the American farm. Hundreds of thousands 


What's the Future 
of the Electric Churn Business ? 














CHAS. R. REW, President, 
ALABAMA MANUFACTURING COMPANY, 
Maker of Gem Dandy Electric Churns. 


of farms are being electrified each year by 
REA and the public utilities. 


But our great opportunity today lies in the 
2,500,000 electrified farms without electric 
butter churns. Let’s all take advantage of this 
great opportunity to banish the drudgery of 
hand-churning from these 2,500,000 electri- 
fied farms, and make plenty of money while 
so doing. 


Here is an opportunity to fire the imagination 
of every wide-awake dealer and distributor. 
Send your order to your favorite distributor 
today, or write us direct. 


CHAS. R. REW, President, 
ALABAMA MANUFACTURING COMPANY, 
BIRMINGHAM, ALABAMA. 


GEM DANDY « World's Largest Selling Electric Churn 
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Leading to Water is Not Enough ae 





CRATE 





Customers are the some. You can attract them to 
your store, but you can't make them buy unless you 
have what they want. And you have what they 
want when you stock the BOLENS HUSKI line — 
tractors and ‘packaged implements’’ for every need. 
Even if you are apparently well supplied for the 
next few months, place an advance order and spe- 
cify your own delivery date. Then you'll have your 
stock when you need it. 


He 


BOLENS HUSK (®% 
2 


Gardener, 


SL IEA RANE RE 





BOLENS HUSKI 
Yard-Boy, | h.p. 


BOLENS HUSKI 
Power-Ho, 


1% hp 






and Sold by Responsible Dealers Everywhere 


BOLENS PRODUCTS DIVISION 


Food Machinery and Chemical Corporation 
283-1 PARK STREET ° PORT WASHINGTON, WISCONSIN 


Better performance, better price . . . your best buy is BOLENS. 














JOHNSON 


STEEL AND WIRE COMPANY, INC. 
WORCESTER 1, MASS. 


New York Philadelphia Cleveland Detroit Akron 
Atlanta Houston Tulsa Los Angeles 


Chicago 
Torcnto 








WHAT'S NEW 


American Manufacturing 
Calendar ‘Full and By’ 


American Mfg. Co., Noble & West 
Sts., Brooklyn, 22, N. Y., is offering its 
1949 calendar subject entitled, “Full 
and By.” Painting of the two ships, 





American Manuracturine Company 
amir ; 


1949 JANUARY wae 


i} 
12343 67 8 





St. David, American and Kirkcudbright- 
shire, British, was done by Charles 
Robert Patterson. Sailing close-hauled 
on a wind when ship is as close as she 
will lie to the wind without suffering 
the sails to shiver; hence “keep her 
full” is the order to the helmsman; not 
incline too much to windward, and 
thereby shake the sails, which would 
retard the ship’s velocity. 





Safety Spring 
Form Cake Pan 


Chicago Metallic Mig. Co., 3711 S. 
Ashland Ave., Chicago, IIl., offers the 
“Bake-King” safety spring form cake 
pan featuring a self-locking arrange- 
ment claimed to be leak proof and safe. 
Cake is removed simply by running 
knife around edge, pressing pan bottom 





gently upward then pulling rim apart 
at seams. Made of hard, heavy gage 
aluminum with satin smooth finish 
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Porcelain Enamel 
Wallpaper 


Baltimore Porcelain 


Steel Co., Box 
928, Baltimore, Md., is introducing 
“Mirawall,” the porcelain or steel wall 
covering. Maker guarantees the mate- 
rial for the life of the building, against 
cracking, crazing or color fading. 
Claimed to be easy to keep clean and 
never requires refinishing. Available in 
16 and 24 in. widths with abutting 
edges, backed up on \ in. wall board, 
or in coils 16 or 24 in. wide and up 
to 100 ft. long. Choice of 12 colors is 
available—green, ivory, black, blue, 
gray, lavender, tulip red, canary yellow, 
maroon, sea blue, hunters’ green. Maker 
claims it is vermin-proof, flame- and 
heat-proof, impervious to water and hu- 
midity conditions, acid resistant, and 
grease-proof. It may be fastened to the 
wall with linoleum glue and trim strips. 
Maker reports it may be applied to 
plywood, plaster or any flat solid wall. 
Snap-on moldings may be used to form 
a horizontal pattern, adding depth and 
size to small rooms. Made of 32 gage 
16 in. wide, with a coating of 
titanium porcelain enamel fired onto 
the steel and is shipped in cartoned 
rolls of 100 sq. ft. 


‘Fold-A-Way’ Trestles 


Robert M. Warren Co., Inc., Indian- 
apolis, Ind., is offering hardwood “Fold- 
\-Way” trestles which fold into a small 
compact unit. Easily transported or 
stored. Three models are available: 
Model 2, 24 in. high with 2 by 4 or 
up to 32 in. high with 2 by 12, weight 
about 6 lbs. per set, of two horses; 
model B, 30 in. high with 2 by 4 or 
up to 30 in. high with 2 by 4 or up to 
38 in. high with 2 by 12, weight about 
20 Ibs. per set of two horses; and model 
C. 36 in. high with 2 by 4 or up to 44 
in. high with 2 by 12. Weight about 
24 Ibs. per set of two horses, 


steel 
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Cerless 


SUSPENDED 


UNIT 
HEATERS 


Styled for Beauty 
Designed for Duty 





The smart styling of Peerless Unit Heaters blends perfectly with 


modern interiors of shops and stores everywhere. . 


. . The sturdy 


battleship construction and super heating capacities adapts them 
ideally for rugged industrial and commercial installations. 


Peerless Unit Heaters are a complete unit—in one package . . . 
no loose parts to waste time in installation. All controls are rigidly 
mounted on the heater at the factory, ready for hanging and 
connecting to gas and power supply. 


Write today for complete descriptive literature. 


PEERLESS MANUFACTURING CORPORATION, LOUISVILLE 10, KY. 














Why Not? "ave, your PERSONAL ACCIDENT 
VY NOCS and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association @ 


Direct Purchase 








No Branch Offices 





Hospital Confinement Not 


ACCIDENT POLICY PAYS 
$5,000.00—$10,000.00 $25.00—$50.00 
FOR ACCIDENTAL FOR WEEKLY 

DEATH DISABILITY 
Estimated Annual Cost $15 


Massachusetts Company, Incorporated 1894 


Necessary to Receive Benefits 


SICKNESS POLICY PAYS 
$25.00 PER WEEK $10.00 PER WEEK 
FOR CONFINING FOR NON-CONFINING 

SICKNESS SICKNESS 

Estimated Annual Cost $24 





SEND THE 
COUPON ; 
TODAY 








MORE THAN 50 YEARS OF UNFAILING SERVICE 


Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 


NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 


John S. Whittemore, Sec-Treas. 
Eastern Commercial Travelers 
80 Federal St., Boston 
Without obligation, please send complete information and 
application for membership to 








State. 





(No Solicitors Will Call 
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Immediate Delivery On These 
FAST SELLERS 












TURNBUCKLES ASSORTMENT 


Handsome all-metal display nel in two 
colors, size 14° x 16", with silk screen; 52 
Turnbuckles in 10 most popular sizes, individ- 
ually packed. Also open stock eye and 
eye, Hook and Eye, Hook and Hook. 


iz Sew ie hich ie ti i PB oe 
EYE BOLT ASSORTMENT 
Beautiful display panel similar to other, with 
assortment of | dozen each of |0 sizes of Eye 
Bolts individually packed. Also open stock in 
12 sizes. 


"OSBORN" UTILITY HOOK 


Lowest priced 
hook on market, 
2c retall seller. 
Sturdy, sized 
right. For bales, 
boxes, meat, etc. 


OUR POLICY 


is to give prompt service on 
superior products and a fair 
price through recognized job- 
bers. All items available now 
through your jobber. 


ALWAYS DEPEND ON 


urnbuchlis 


Turnbuckles, Inc 


BOX 333 MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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WHAT'S NEW 











Independent Lock 
‘Streamlatches' 


Independent Lock Co., Fitchburg, 
Mass., is offering the Ilco Streamlatches 
in soft neutral colors. No. 263GY is 
available with die-cast pin tumbler 
cylinder and solid brass cylinder. No. 
264IV is finished in ivory with chrome 
trim. Solid brass pin tumbler cylinder. 
Also with die cast pin tumbler cylinder, 
No. 263IV. No. 265 with Hold-O-Matic 
features. Holds back the latch once 
the key is turned. Neutral “Pebble- 
Tone” finish. Solid brass pin tumbler 
cylinder and knob. No. 87MT, Stream- 
latch display board is available without 
charge. 


'Holm's' Safety 
Ladder Jack 


Holm’s Mfg. Co. of Ohio, 106 N. 
Main St., Akron, Ohio, is introducing 
model HC-300 ladder jack which is 
reversible for: three-way use. Can be 
used on the outside of the ladder up to 
and including the top rung without 
reversing says maker. It is reported 
there can be no interference with wall, 
regardless of ladder angle. It is made 


with 44 to 1%4 in. steel plank supports 


and has a %4 by 1% in. adjustment bar, 
minimum _ specification. All-riveted 
joints for lasting safety. Weighs about 
22 lb. per pair, packed two pairs to bag. 
Features extra deep and wide hooks for 
easy attachment to ladder. 


Bicycle Speedometer 


The Pardee Co., 6912 Hollywood 
Blvd., Hollywood, 28, Cal., is introduc- 





ing a speedometer for bicycles which is 
said to incorporate the same principle 
as that used for air-speed indicators of 
aircraft. Device snaps on handlebars. 
Suggested to retail for 69 cents. 





Flexo-Step Displayers 


Add Sales Co., 724 Commercial St., 
Manitowoc, Wis., offers “Flexo-Step” 
displayers. Steps are removable for 
easy display of all merchandise regard- 
less of size or shape. Small items can 





be binned in glass on the steps or base 
top. Base sections measuring 30 in. 
deep, 60 in. wide and 24 in. high, hav- 
ing sliding doors for access to ample 
storage space for reserve merchandise. 
Available in two models, “Head-On” 
and “Side-Unit,” they may be used 
in multiples for form display islands 
5 by 5 ft. and 5 by 10 ft. in size. “Side- 
Units” used as center part of 5 by 10 ft. 
islands can be used as side wall store 
fixtures. 
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WRAPS IN PLASTIC 


Here’s the hit of the year! Throughout the nation 
nnewspc pers, magazines, business papers ... from 
wyers everywhere there is one product being 
iked about—KRYLON, the revolutionary spray 
at wraps in plastic. 
Now you can get shipments of this marvel product 
md cash in with real sales on the tremendous 
whlicity and demand that is sweeping the country. 
KRYLON is a transparent plastic coating that 
mmes in a self-contained, handy spraying unit. 
push the button and it sprays a colorless plastic 
serial that: 


@ DRIES IN A MINUTE 

@1S FLEXIBLE 

@ WATER REPELLENT 

@ LONG LASTING 

@ PREVENTS CORROSION 

@HAS 1001 USES IN HOME, OFFICE, INDUSTRY 


Mort "49 off the right way with this new profit 
aking, fast moving item. Get in on it now at the 
ginning with a product that is rapidly breaking 
‘ll sales records throughout the nation. 


FOSTER & KESTER COMPANY, INC., 
PHILADELPHIA 32, PA. 








To replace broken panes — 


| Sell Pennvernon... not just window glass 


There are sound reasons why you should. When you sell “Pennvernon,” you 
supply your customers with a quality product. It meets satisfactorily all the 


requirements of good sheet glass. It has excellent visional properties. Its brilliant 





surface finish, on both sides of the sheet, makes it possible to glaze either side out. 


So we repeat: Sell “Pennvernon”—not just “window glass”—to replace broken 


panes, You'll have satisfied customers; make more friends; get more business 


Pennvernon Window Glass 


PAINTS - GLASS + CHEMICALS - BRUSHES ~- PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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Now you can put a LUXURY lock in 
every home at a price so modest 
your customers won’t believe it possible. 
This is the same type of sturdy, durable 
lock formerly used only in the most 
expensive public buildings and offices... 








INTEGRASOCK 


A cylinder lock of 
the finest quality 


By applying streamlined 
production to modern 
engineering design, the 
Sargent IntegraLock can now 
be sold at a price well in 
line with the price of the usual 


front door handle set. The IntegraLock is a far 
better lock—has a harmonizing beauty of design, new conveniences in use and 
greater security. Write for catalog pages and 
descriptive folders for your customers. 


Sargent & Company 


New Haven New York Chicago 
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Billings & Spencer 
Appoints Five Salesmen 


The Billings & Spencer Co., 
Hartford, Conn., has recently an- 
nounced the appointment of five 
sales representatives. 





EDWIN A. JONAS 


John A. Gallagher, formerly 
associated with Bingham Tool & 
Supply of Cincinnati, will cover 
Indiana as well as southern Ohio 
and Illinois, with headquarters in 
Cincinnati. 





JACK F. DE LANCEY 


Donald O. Schneider will cover 
Pittsburgh and northern Ohio, 


194 





with offices in Cleveland. Mr. 
Schneider served the W. Bing- 
ham Co., Cleveland. prior to his 
new connection. 

William J. Halliday with 
headquarters in Collingswood, 
N. J., will cover Pennsylvania, 
Delaware, Maryland and part of 
New Jersey. 





WILLIAM J. HALLIDAY 


Jack F. DeLancey, who was as- 
sociated with Ellfeldt Machinery 
& Supply Co., Kansas City, Mo., 
as salesman, has joined Billings 





JOHN A. GALLAGHER 








DONALD O. SCHNEIDER 


& Spencer to cover Missouri, 
Kansas, Nebraska and Western 
Iowa. He will handle the area 
from Kansas City. The last of 
the five new men is Edwin A. 
Jonas who will travel the Chi- 
cago territory from the com- 
pany’s Chicago office. 


WISS MOVES CHICAGO 
OFFICE TO MART 

J. Wiss & Sons Co., 11-45 Lit- 
tleton Ave., Newark 7, N. J., has 
announced that its Chicago office 
location has been changed from 
the Lytton Bldg. to Room 1111-B 
Merchandise Mart. Visitors will 
be most welcome to these quar- 
ters. 


BRONSON & TOWNSEND 
ELECTS OFFICERS 


At the annual meeting of the 
stockholders of The Bronson & 


Townsend Co., New Haven, 
Conn., Douglas Sloane was 
elected general manager, and 


Edward Clarke was elected trea- 
surer. Mr. Sloane’s election rep- 
resented a newly created position 
with the firm, while Mr. Clarke 
was formerly controller. 

Walter W. Bronson, 11, was 
re-elected president; Earle B. 
Seeley, vice president and Helen 
S. Bronson, secretary. Lewis H. 
Bronson, senior officer of the 
company, who formerly held the 
position of treasurer, was elected 
chairman of the board. 





McGRAW ELECTRIC BUYS 
MANNING, BOWMAN; 
BERSTED MFG. CO. 


Max McGraw, president of 
McGraw Electric Co., 120 S. 
LaSalle St., Chicago 3, IIl., has 
announced the acquisition of 
Manning, Bowman & Co., Meri- 
den, Conn., and Bersted Mfg. 
Co., Fostoria, Ohio. The former 
company manufactures electric 
heating appliances including cof- 
fee percolators, toasters, waffle 
bakers, grills, egg cookers, flat 
irons, and other table ware. Es- 
tablished before the Civil War, 
it was at one time controlled by 
International Silver Co. Bersted 
manufactures a moderate priced 
line of non-automatic electric 
heating appliances and motor 
driven devices, including toast- 
ers, grills, popcorn poppers, mix- 
ers, vibrators, hair driers, etc. 
The various divisions will con- 
tinue as separate entities with 
no change in managements. No 
change in sales policies is con- 
templated. 


KINGSTON PRODUCTS, 
WHITNEY BROS. NAME 
EAST SALES MGR. 


Kingston Products Corp., Ko- 
komo, Ind., manufacturer of 
roller skates, and Whitney Bros. 
Co., Marlboro, N. H., -doll bed 
and wood toys manufacturer, 
have announced the appointment 
of Harvey Rath as their easterp 
sales manager. This announce 
ment was made jointly by P. J 
Carey, manager of the Hardware 
Division for Kingston, and Ro- 
land Whitney, treasurer of the 
Whitney firm. 

For the past two years, Har- 
vey Rath has served in the New 
York office of the Kingston and 
Whitney companies, who have 
shared display space in Room 
554, 200 Fifth Ave., for 18 years 





AMERICAN TACK MOVES 
SALES, GEN. OFFICES 


American Tack Co., Inc., has 
announced the removal of its 
sales and general office ‘o the 
Flatiron Bldg., 175 Fifth Ave. 
New York City 10; telephone, 
SPring 7-4404-5-6. 
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E. F. 


BRADLEY 


ADVANCE E. F. BRADLEY | 


TO ASS’T GEN. MANAGER 
SCHALK CHEMICAL 


After 26 years’ association with 


Schalk Chemical Co., Earle F. 
Bradley has been advanced to 
the position of assistant general 
manager with headquarters in 


Los Angeles where he will work 
under the direct supervision ot 
general manager, Lew Herrmann. 
“Brad” covered territory for 
Schalk when its entire line con- 
sisted of Savabrush. He joined 
Schalk in the early 20’s, having 
left the American Can Co. 


—2 


W. L. HANCOCK HEADS 
MARTIN-SENOUR’S NEW 
CHICAGO DISTRICT 


Following the merger of the 
Central and Western division of 
the Martin-Senour Co., Chicago, 
William L. Hancock, formerly 
assistant to the president, was 
named to direct the new unit to 
be known as the Chicago Dis- 
trict, with headquarters in the 
Chicago plant. Harold T. John- 


son who was western division 
Manager, will be field manager 


under the new setup. J. R. Raw- 
ley succeeds Mr. Hancock as as- 
sistant to the president. 
Mr. Hancock who has 
with Martin-Senour 10 


been 
years, 


joined as a chemist in the var- 
nish department and progressed 
through the factory organization 
to the post of general superia- | 





| 


tendent of manufacturing. 


| the 


president. E. C. 


assist Mr. 


Vision, will 


ed credit manager succeeding 
William P. Powers, who has re 
signed. 


J. K. HOLLOMON, 
SALESMAN FOR 
WOODMASTER CORP. 
James K. Hollomon. 2603 Bain- 
bridge Blvd... Norfolk 6. Va.. has 


heen appointed sale- representa- 


tive for The Woodmaster Corp.. 
135 Orange Ave. West Haven. 
Conn., for the state of Virginia 


and the District of Columbia. 





JAMES K. HOLLOMON 


RE-ELECT GOLDSMITH 
SPORT PRODUCTS PRES. 


Hugo Goldsmith was re-elected 
president of Sport Products, Inc., 
Cincinnati, in the assembly room 
of the MacGregor Golf Plant, 
4861 Spring Ave., Cin- 
cinnati. Other officers re-elected 
were: W. C. Cowen, vice presi- 
dent; Philip H. Goldsmith, vice 
president and treasurer; An- 
thony G. Koegel, secretary, and 
Walter E. Gaver, comptroller. 

Directors chosen by the stock- 
holders include Hugo Goldsmith, 


Grove 


Two! 
| years ago he became assistant to 
Edgren. 
sales manager of the Central di- 
Hancock. 
Robert L. Fuller was apnoint- 


Housewares Manufacturing Asso- 
ciation, sponsor of the National 
Housewares Exhibits, held semi- 
annually in Chicago and Atlantic 
City. 

He joined the old Lisk Mig 
Co. 1909 and continued with 
the concern t rough its consoli- 


in 


dation with the Savory Corp., in 
1945. to 
with he 
buyer 


Prior his 


Lisk, 


housewares 


association 
was assistant 
The Fair 
Store, Chicago, in 1903 and later 
salesman for the La- 

lance & Grosjean Mfg. Co., and 
| for the Stransky line of imported 
Mr. Buddenberg 


business career 


at 


acted as 


| 


enameled ware. 





started his with 
the 


Louis wholesalers, 


Simmons Hardware Co., St 


A. W. BUDDENBERG 


which extends 
his service to the hardware and 


BUDDENBERG RESIGNS | housewares field over 50 years. 
FROM LISK-SAVORY He has been active in the Na- 
tional Housewares Manufactur- 
\. W. Buddenberg, salesman | ers Association Merchandise 


Mart, Chicago, in various capaci 


in Chicago for 40 years for the 
| Lisk-Savory Canadaigua, | ties 
; , ‘ 
eS recently resigned in order 


Corp.. almost since its inception, 


20 years ago, and has been exec- 
utive secretary 1943. He 
also is a former president of the 


| to be able to devote his entire | since 


| efforts to his position as execu- 


J 
| tive secretary of the National! Housewares Club of Chicago. 








SNYDER, WORTHINGTON 
HANDLE “R-V-LITE” 

| DISTRICTS FOR ARVEY 

Arvey Corp., 3462 North Kim- 

ball Ave., Chicago 18, has 

| nounced the appointment of two 

| new representatives to handle | 

| the sales of “R-V-Lite”. in their | 
respective territories. 


| of 
of Mr. Wilson’s organization re- 
main on Mr. Worthington’s staff; 


Columbia. Several members 


an- 


Almon O. Snyder and his asso- | 
ciate, S. F. Cooper, will cover 
the Michigan, Ohio, Indiana and 
Kentucky district. Both are well | 
known in the hardware field, the | 
former having been engaged as a 


factory representative for the 
past nine years. Mr. Snyder will | 
make his headquarters at 1836 
Euclid Avenue, Cleveland 15, 
Ohio. 


H. Linn Worthington, formerly | 
associated with K. Lester Wilson 
until the latter’s death, 


has formed his own sales organi- 





| 
recent | 


ALMON 0. SNYDER 





Philip H. Goldsmith, W. C. 
Cowen, C. V. Brasher, Richard 
W. Scallan, Henry P. Cowen, 


Anthony G. Koegel, and Lew H. | 
Crager 
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zation and will retain representa- | 
tion of R-V-Lite in Pennsylvania, | 


Mary- | 


all are thoroughly familiar with 
the hardware sales problems and 


West 


Virginia, Virginia, 


| land. Delaware and the District | needs of the area. 
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U. S. STEEL FORMS 
SEPARATE STAINLESS 
STEEL DIVISION 


[he establishment of a sep- | 
arate stainless sales divi- | 
sion, as part of the company’s 
intensified effort in the field of 
stainless bars and 
strip, was announced recently by 
the American Steel & Wire Co., 
subsidiary of United States Steel. 

Banks E,. Eudy was named as 
manager of the new division, to 


steel 








steel wire, 


be known as the Stainless Steel 
Products Ap- 
pointed as assistant manager was 
C. Richard Horwedel. 

The establishment of this new 
division as a separate unit, along 
with the four other major sales 
of the company, indi- 
cates the importance which we 
attach to stainless steel, said H. 
M. Francis, vice president of 
sales of American Steel & Wire 
Co. 

Mr. Eudy has been identified | 
with 
that product entered the indus- 
trial scene in the early 20’s. His 
first position in the steel industry | 
with Allegheny Steel Co., 
with which he was associated 
from 1917 until 1936, and it was 


sales division. 


sections 


stainless steel ever since 


was 








Shown above is the new home for the Ace Hardware Corp., wholesalers, 


1319 S 


Michigan Ave., Chicago, which is at 2335 Blue Island Ave., Chicago, in which Ace's 
entire operation will be located by the latter part of 1949. The building contains 200,000 
sq. ft., approximately 500 ft. long by 200 ft. wide with 35,000 sq. ft. of vacant space 
adjoining it. The edifice is constructed of brick, concrete and steel, composed of two 
floors of operating space with modern offices on the third floor. Architecturally it boasts 
of a pressed brick and terra-cotta front. The building has a switch track over 600 ft 
long and a loading bay inside of the building which will accommodate 12 trucks. 


there that he first became active 
in the field of stainless steel. 

In 1936 he joined the stainless 
division of Carnegie-Illinois Steel | 
Corp., and served as district rep- | 
resentative for the company in | 
Cleveland. In 1947 he was trans- 
ferred to American Steel & Wire, 
where he headed the _ stainless 
unit which was the 


steel fore- 


runner of the new division. 

Dr. Horwedel was associated 
with Thompson Products Co. 
from 1928 to 1930, and was iden- 
tified there with the field of high 
alloy metals. In 1930 he joined 
American Steel & Wire, and had 
been identified with the com- 
pany’s metallurgical department 
since then. 





STITES ELECTED HARDWARE TRADE ASSN. PRESIDENT AT CHRISTMAS 
PARTY :— Real Yuletide spirit was the keynote of the annual meeting and Christmas 
Party of the Hardware Trade Association of New York, attended by more than 70 mem- 
bers and guests, Dec. 21, at Millers Restaurant, 144 Fulton St., New York City. Santa 
Claus, boots, beard and all was there in the person of Mortimer Maas, manufacturer's 
agent, who gave each person a gift, those in attendance donating a surprise package, 
exchange of which was handled by Old St. Nick. R. C. Schmidt, Stanley Tools, directed 
the committee in charge of festivities. J. C. Stites, Cleveland Twist Drill Co., succeeded 
S. H. Atkinson, R. J. Atkinson, Inc., Brooklyn, as president. Vice Presidents are: J. C. 
Hansen, Hansen & Yorke Co., Inc.; R. C. Schmidt, Stanley Tools, and J. F. Ryan, Jos. 
C. Ryan & Sons, Inc., Yonkers, N. Y. E. S. Norvell was re-elected secretary. S. H. Atkin- 
son is now chairman of the board and H. L. Usher, Oliver Iron & Steel Co., is chairman 
of the executive committee. Members of the board of directors are: O. A. Lanchantin, 
J. K. Larkin & Co., Inc.; J. C. Walker, Buffalo Bolt Co.; James Bosted, H. W. Mills & Co., 
Passaic, N. J.; R. H. Burdsall, Russell, Burdsall & Ward Bolt & Nut Co., Port Chester, 


N. Y.; 


F. C. Norman, Browning Bros., Inc., and H. T. Potter, Ames Baldwin Wyoming 


Co. In the photo, left to right are: J. C. Stites, president; H. L. Usher, chairman, executive 
committee; S. H. Atkinson, retiring president; E. S. Norvell, secretary; J. C. Hansen, vice 
president, and Roy C. Schmidt, vice president. Towering above all is Mortimer Maas, 


as Santa Claus. 
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CORRECTED DATES FOR 
FRANKLIN HDWE. 
MEETING 


The annual 
dise convention and 
ers’ meeting of the Franklin 
Hardware & Supply Co., 918- 
928 N. Delaware Ave., Philadel- 
phia 23, will be held Jan. 31 to 
Feb. 2. The dates were previ- 
ously incorrectly published as 
Feb. 2-3. 

Jan. 31 and Feb. 2 have been 
set aside for the company’s deal- 
ers to go through the warehouse, 
write orders from the shelves, 
observe the company’s operation. 
On Feb. 1, dealers will visit all 
the merchandise displays on the 
sixth floor of Town Hall, Broad 
and Race Sts., Philadelphia. The 
exhibit will open at 9 a. m. and 
the day’s program will be con- 
cluded with an annual stock- 
holders’ banquet at 6.30 p.m. 


merchan- 
stockhold- 


spring 


STEWART-WARNER RADIO 
TELEVISION PRODUCTION 
HANDLED BY NEW DIV. 


Stewart-Warner radio and tele- 
vision set production and distri- 
bution has been placed under the 
jurisdiction of created 
| division Stewalt- 





a newly 


known as 


| Warner Electric Division, 1826 
Diversey Pkwy., Chicago 14, 
| with Sam Insull, Jr., a_ vice 


| president of Stewart-Warner, as 
| division head. 

Mr. Knowlson says that each 
of related 


| 

| 

| 

| group product lines 
| has been segregated into a dis- 
| tinct and independent division. 
| No division’s operations will be 
| dependent upon or affected by 
those of any other division. Mr. 
Insull joined the company in 


| 1947 as assistant to the presi- 


| dent and he was made a vice 
| president 11 months later 
HARDWARE AGE, JANUARY 13, 1949 
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AN ALL-PURPOSE, IN-BUILT REEL WITH INTERCHANGEABLE RODS 
Companton to the famous 


HURD SUPER CASTER 





In response to a growing demand for 
a popular priced Hurd in-built reel ONLY 


. with interchangeable rods, Hurd now 

’ offers the fine new Hurd Caster. A 

;worthy companion to the famous $ 50 
Hurd Super Caster, it incorporates 


/ many of the same vastly 
superior casting quali- 
including reel-in-handle assembly, 


ties as well as many of 

: one rod and Koroseal Carrying Case. 
its other modern, out- Federal tax included. 

standing features. It is 


a completely new, all- }’ Design—Functional,streamlined 
’ 


sesign with in-built reel similar 


purpose, high-quality caster, de- to the famous Hurd Super 
signed especially for fishermen who Caster. 
prefer to “thumb” the spool. Suitable } Construction — Reel housing 


and handle frame is a one 


for either casting or trolling, this piece casting of finest quailty 
luxury equipment will delight the aluminum alloy. Rigid and light- 
most ardent fisherman, yet it is priced , weight. 
within the reach of all. Its many yO ee — eee & 
* avoid “flywheel” action. Large 
modern advanced features are listed capacity (50 yds. of 40 Ib. test 
at the right. Thousands of owners have lipe) with cork covered core. 
acclaimed the Hurd Super Caster and Sncaptionsily tree coming. 

- Level Wind — Smooth running 
we feel sure that many more thou- with quiet, helical gear drive. 
sands will now enjoy its companion,  Adjustments—Single drag ad- 
the great new Hurd Caster! This Hurd justment, with knurled button at 
in-built reel and rod combination, a a — 
competitively priced, will add an-  Handle—Wory colored nities 
other high-profit item to your line of grips carefully shaped to fit the 


fine fishing tackle and enable you to hand. Sclenically designed 
for proper balance. 


take advantage of the large profit Finish—Reel housing and rods 
opportunity available with volume are finished in high quality, 
sales. Order your stock of the new durable baked enamel. Dove 
Hurd Caster now—immediate de- gray anes. 


liv . ‘— » = Rods—High carbon,spring steel 
ery for spring selling. Should your —itiin ani an a 





jobber not yet have a supply, write brated for uniform action. 
us direct and we will be glad to see Guides chrome plated. 
that the Hurd Caster is made avail- Spare Parts —Extra pawl, screws 
able to you. and handle nut encased in reel 
; is body. 
Vatent D145625. Other Patents Pending. The right to mak: 
specification changes is reserved, without obligatior 





s 
‘ 


HURD LO¢ 


“s AnIN 
> 
: AIN 


Sporting Goods Division 
NEW CENTER BUILDING + DETROIT 2, MICHIGAN 
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PROPOSE BICYCLE PATHS 
FOR EDGE OF ROADS AT 
HIGHWAY SAFETY MEET 

John Auerbach, executive sec- 
retary of the Bicycle Institute of 
America, 1 E. 57th St, New 
York City 22, called on the na- 
tion’s road builders to “make a 
place for bicycles on the high- 
ways.” Speaking at the Thir- 
tenth Regional Conference on 
Highway Safety held in New 
York City, recently, Mr. Auer- 
bach proposed serious study of 
the use of five-foot lanes or bi- 
cycle paths reserved for cyclists 
at the edge of roads. 

The 
viewed the history of two-wheel- 
ers and their important role in 
development of the brake, pneu- 
matic tire, ball bearings and the 
nation’s highways. “The bicycle 
currently enjoys popularity un- 


executive secretary re- 


matched even by the so-called 

Golden Era back in the 1890's,” 

said Mr. Auerbach. “With 17,- | 
500,000 riders in the United 

States, traffic and safety experts 
must take steps to meet the in- 

creasing bike traffic.” 

Other phases of the program as 
outlined by Mr. Auerbach for 
the representatives of 10 East- 
ern states at the convention in- 
cluded extension of the bike reg- 
istration and ordinance program 
to all cities and the creation of 
many more bicycle courts as the 
one now operating in Bloomfield. 
New Jersey, and in hundreds of 
other towns. 

“The courts, with teen-agers 
as judge and jury, have been 
consistently successful in reduc- 
ing violations of correct riding 
rules. The psychological benefit 
of an offender being tried by a 
jury of his peers has been prov- 
en time and again. The young- 
sters respect, understand and 
work with the courts.” 


PAISLEY PRODUCTS 
BUYS PARK LEGGETT 
ALTMAN COMPANY 


Joseph Morningstar, president 
of Paisley Products, Inc., New 
York City, announced recently 
that his firm has purchased the 
Park Leggett Altman Co., Min- 
neapolis, Minn. The purchase 
included all assets of the firm, 
formulas, manufacturing  proc- 
esses and equipment. Improve- 
ment of plant and technical fa- 
cilities is planned, increasing dis- 
tribution of Paisley starch and 
dextrine adhesives, animal glues 
and resin emulsion cements to 





an expanded territory to be ser- 
viced by the new plant. 

Calvert Leggett, former presi- 
dent of the Park Leggett Altman | 
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Co., joins Paisley as general man- 
ager of the new division, and will 
now have the full assistance of 
the Paisley New York and Chi- 
cago product development Jabo- 


ratories in serving the adhesive 





CALVERT LEGGETT 


The 
handled by the 


requirements of his trade. 
territory to be 
Placo Division of Paisley Prod- 
ucts. Ine., will be Upper and 
Western Wisconsin, Minnesota, 
North and South Dakota, 
Nebraska, Wyoming. Montana 
and Utah. 


lowa, 


POT & KETTLERS SELECT 
SANTA BARBARA FOR 
ANNUAL CONVENTION 
George Slater. convention 

chairman for Associated Pot & 

Kettle Clubs of America, has an- 


nounced that the 1949 conven- 
tion will be held at the Santa 
Barbara Biltmore Hotel, Monte- 


cito, Cal., June 19-22. 

Holding the convention — in 
Southern California this year is 
appropriate as it coincides witl? 
the 25th anniversary celebration 
of the Los Angeles Pot & Kettle 
Club where Pot & Kettle was 
founded in 1924. 


DALE KRAMER REJOINS 
B. F. GOODRICH CO. 


Dale Kramer, who has been on 
a leave of absence from The B. 
F. Goodrich Co., Akron, Ohio, 
since last March, has rejoined 
the company and been assigned 
to the auto and home supply de- 
partment, it was announced re- 
cently. Mr. Kramer joined the 
organization in 1933 as a clerk in 
the sales personnel department, 
later was named operations man- 
ager of field personnel. During 
the war he served in the AAF 
three years, merging as a major. 
He had been director of field 
sales personnel when given the 
leave. 


PRATT & LAMBERT 
CENTENNIAL KEYNOTE 
OF CHRISTMAS PARTY 


Addressing Pratt & Lambert 
employees at their annual Christ- 
mas party in the company’s Ad- 
ministration building, Buffalo, re- 
cently, Harold E. Webster, presi- 
dent, said: “Next year our com- 
pany will complete its 100th year 
of business. Since its early be- 
ginning in Long Island City in 
1849, it has continually widened 
its scope and gained in financial 
strength. 

Following his address, and in 
accordance with a_ long-estab- 
lished custom, gold watches were 
presented for 20 years’ service, 
to these employees: Mrs. Eva F. 
| Click, Albert F. Brautigan, Fred 
| F. Flake and Jesse Richardson. 
| 
| 





Specially-designed cuff-links— 
awards for 10 years’ 
| were presented to Herbert Haas 
| and William C. Mumm. 

After the presentation of ser- 
vice awards, and in keeping with 


service— 


a company tradition, each em- 
ployee was given a turkey. 
At the company’s Chicago 


office, employees of the Western 
division held a similar party. A 
gold” pin— 10-year award—was 
presented to Mary D. Alfervich, 
by C. D. Sproule, vice-president, 
who also supervised the distri- 
bution of the turkeys. 

In Long Island City, C. W. 
Brown, vice-president, Eastern 
division, spoke briefly, then pre- 
sented a watch to Mrs. Helen R. 
Washburn, after which turkeys 
were given to all employees. 


BRONSON & TOWNSEND 
ISSUES CHRISTMAS 
CATALOG 


The Bronson & Townsend Co., 
New Haven, Conn., issued its 1949 
Christmas Catalog, 100,000 cop- 
ies of which were sold to retail- 
ers in its territory. The dealer’s 
name is imprinted on the front 
cover. The company furnished 
its dealers with a complete mail- 
ing service upon receiving their 
mailing lists on a service charge 
basis. The company plans next 
year to issue a Lawn and Garden 
and a Christmas Catalog and 
perhaps a Spring Housewares & 
Gift Book, tying in with Mother’s 
Day and Bride Promotions. 


BERGEN COUNTY HDWE. 
OFFICERS ELECTED 


The new officers for the Ber- 
gen County Hardware Merchants’ 
Association, Inc., were chosen at 
a meeting held recently at 
Nystrum’s Restaurant, North 
Hackensack, N. J. Floyd Win- 





ters, Hackensack, was elected 
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president; Jim Lanigan, Engle- 
wood, vice-president; Robert Na- 
vara, Hackensack, _ secretary; 
Mrs. Bromberg, Carlstad, assis- 
tant secretary. and Harry Palmer, 
River Edge ,itreasurer. The ex- 
ecutive committee members in- 
clude: Arnold Graffing, Closter: 
George Lautenberger, Dumont. 
and Fred Quantmeyer, Harring 
ton Park. The nominating com- 
mittee members are: Henry Mil- 
ler, Maywood; Mr. Bartels, Ora- 
dell; Em Barnett, New Milford, 
and Harry Alberts, Englewood. 
Three new stores have been ad- 
mitted to membership—Good 
mann’s Hardware, West Engl 
wood; Ludwig’s Hardware, Tea 
neck, and Leonia Hardware. 
Leonia. 


ALUMINUM GOODS NAMES 


SALESMAN FOR NORTH 
CALIFORNIA, NEVADA 
The Aluminum Goods Mfg 

Co.. Manitowoc, Wis., has recent 
ly announcd the appointment of 





JAMES 0. PLACE 


James O. Place as retail sales 
representative in northern Cal- 
iiornia and Nevada. He has 


served in the retail sales section 
of the company for the past 12 
years where, among other duties, 
he directed the sales demonstra- 
tion program. 

G.E. NAMES WM. LEAHY 

SALESMAN IN NORTH 

CENTRAL DISTRICT 

William H. Leahy has been 
appointed General Electric Co.’s 
sales representative for household 
refrigerators and freezers in the 
north central district, it has been 
recently announced. 

Mr. Leahy was for 16 years 
sales manager of various divi- 
sions of R. Cooper, Jr., Inc., Gen- 
eral Electric Co., Bridgeport, 
Conn., appliance distributor 1” 
Chicago. 
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EVERY WORK BENCH 


trHis FREE Pol-mer-ik pisptay carb 
HELPS SELL MORE OF THIS &/G PROFIT ITEM! 


@ What we mean is “EXTRA-BIG PROFIT"! Bee ESSERE 
id 








cause 100% Pure Pol-mer-ik linseed oil in factory- ay 
sealed quart cans is being sold by thousands of “ -MIDLAND CO. 
dealers at 99c to $1.15. This is an average gross ~ ARCHER DANIELS . te . — 
profit of 30% on sales, which is far better than 684A Roanoke Building * Minneapolis, Minnesota pa 
that on the usual paint or hardware item. mz That ¢ displ — dt Send j 
What’s more, Supertreated Pol-mer-ik sells ‘iia ree display looks good to me. Send it to: & 
faster and easier ... increases turnover...elim- ™@ bo 
inates fuss, muss and waste. Nome Pa 
Dealers selling Pol-mer-ik have actually taken «e S 
linseed oil out of the ‘‘loss leader’ class. And Address _ 
they report increases of 200% to 300% in Pol- ee 
mer-ik sales using this free, eye-catching, 3-color JB city Stote id 
display. Think of the profit they’re making! * —— se 
Better send for your free display today! gS We purchase our oil from: % 
e _ _ & 
ARCHER-DANIELS-MIDLAND COMPANY - — 
ROANOKE BUILDING ~MAINNEAPOLIS. MINNESOTA 
BGZERAZREELRAESE ROMS SER 
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SCHLATTER HARDWARE 
PRESTELINE OUTLET 
The Schlatter Hardware Co., 

Major Appliance Division, Clin- 

ton and Columbia Avenues, Fort 

Wayne, Ind., has been named a 

distributer for Presteline Home 

Appliances, 447 American Furni- 

ture Mart, Chicago, III. 

Mr. Schlatter’s sales territory, 
includes 17 counties in northeast 
Indiana, south central 
Michigan and five counties in the 
northwest section of Ohio. 


one in 


CONDUIT MAKERS APPEAL 
BASING POINT DECISION 
(Washington Bureau 
of HARDWARE AGE) 

\ Supreme Court ruling in the 
rigid conduit industry basing 
point case was sought last week 
when the industry filed an appeal 
against the decision of the 7th 
Circuit Court. 

The lower court had upheld 
charges by the Federal Trade 
Commission that 12 manufac- 
turers and sellers of rigid steel 
conduit were engaged in “unfair 
methods of competition” under 
Section 5 of the FTC Act through 
the use of basing points. 

The main question before the 
high court is whether indepen- 
dent use of a basing point system 
does constitute unfair constitu- 
tion when there has been no 
finding of either conspiracy or 
price discrimination. 


ASHLAND’S FARM SHOW 
WELL RECEIVED AT 
CHICAGO, ILL. 


Ashland County’s Farm Elec- 
trification Demonstration which 
was sponsored by the Chamber 
of Commerce in April of this 
year, at the Ashland Fair 
Grounds received high acclaim 
at Chicago, according to a 
recent report. The presentation 


of Ashland’s Electrical Show 
was made by C. D. Leiter, 
sales manager of The F. E. 


Myers & Bro. Co., who served 
also as vice chairman of the Na- 
tional Farm Electrification Con- 
ference held in the Congress Ho- 
tel, November 17-19, 1948. 

The stated object of the Na- 
tional Farm Electrification Con- 
ference is, “To bring together in 
conference individuals and groups 
interested in raising farm living 
standards and reducing costs by 
increasing the profitable uses of 
electricity on farms.” Ashland’s 
Farm Electrification Demonstra- 
tion is said to be the first adap- 
tion of the stated object ever to 
be organized in a local atmos- 
phere. It served as a pilot model 
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for other communities 


similar conferences. 


Following Mr. Leiter on the 
program secretary of the 
Ashland Chamber of Commerce, 
Joseph F. McClure, who told of 
the excellent benefit- received by 
Ashland Merchants and Dealers 
as a result of the local show. 

Officers of the convention aside 
from Mr Leiter were: chairman, 
Frank E. Watts, executive assis- 
tant of Farm Journal, Inc.; secre- 
tary-treasurer, Frank R. Innes, 
associate editor “Electrical 
World.” The tentative date for 
the next conference was set for 
early Oct., 1949, at Chicago. 
Officers elected for the coming 
year are: chairman, H. P. Rusk, 
dean and director of College 
of Agriculture University of Tli- 
nois; vice chairman, Titus 
Schmid, Dubuque, Iowa: and sec- 
retary-treasurer, Karl Gorham. 
business manager of Electricity 


On The Farm. 


was 


J. D. ZAISER JOINS 
MAGNUS HARMONICA 
AS SALES MANAGER 
The appointment of Joseph D. 

Zaiser as sales manager of the 
Magnus Harmonica Corp.. New- 





J. D. ZAISER 


ark, N. J.. has been recently an- 
nounced by F. H. Magnus, presi- 
dent. Mr. Zaiser has assumed his 
new duties, with headquarters at 
the company’s executive offices. 
439 Frelinghuysen Ave., Newark. 

A veteran of 15 years in the 
merchandising field, Mr. Zaiser 
brings to the Magnus organiza- 
tion varied experience in engi- 


neering, retail and wholesale 
merchandising. 
His most recent connection 


was as sales manager of the Co- 
lumbia Wax Works. of New 
York. Previously. he was a dis- 
trict representative for Landers, 
Frary & Clark. New Britain, 
Conn., and a sales executive with 
the Graybar Co.. New York. 


to hold | 








MASTER METAL 
PRODUCTS NAMES K. W. 
HART DIST. MANAGER 


Ken W. Hart. son of L. Hart, 
manager of sales for Master 
Metal Products, Inc., Buffalo, 
N. Y., has been appointed dis- 
trict manager for northern Ohio 
and Michigan. He will represent 
the company’s complete line of 
products. Mr. Hart has had a 
thorough training in all depart- 
ments of manufacturing, purchas- 
ing and selling the company’s 
products during the three 
and a half years. His headquar- 
ters will be located in Cleveland. 


past 


NEW BUSINESSES INVEST 
$7 BILLION IN 45-47 


(Washington 
of HARDWARE 


Bureau 
AGE) 


About 40 per cent of all capi- | di 
tal invested by trade firms in new | 
equipment | 


and inventories during the 1945- | 


facilities, expansion, 


17 period came from newly estab- 
lished firms, according to the 
Office of Business Economics. 

During the period, 70,000 new 
wholesale firms went into busi- 
ness and 590,000 retail businesses 
took root. Between them, $7 
billion was invested. Two thirds 
of the financing was from per- 
sonal savings and about 15 pet 
was obtained from banks. 

For the same period, manufac- 
turers expended about $13.5 bil- 
lion in expansion, new plants and 
equipment. Total investment by 
all business for the period ap- 
proximated $29 billion. 


HERBERT SIERK OPENS 
OFFICES, SHOW ROOMS 


Herbert Sierk & Co., manufac- 
turers’ agents, has recently an- 
nounced the opening of its air 
conditioned office and show 
rooms, at 2705 Canton St., Dal- 
las, Tex., and at Suite 309 Inter- 
national Trade Mart, New Or- 
leans, La. 


J. E. HANSLER, WEST 
COAST REGION MGR. 
FOR DELCO APPLIANCES 


John E, Hansler, eastern re- 
gional field engineer for Delco 
Appliance Division of General 
Motors since 1938, has been 
named to the position of West 
Coast regional manager for Del- 
co-Heat, Delco Water Systems 
and Delco Appliance Electric 
Motor sales for the Delco Appli- 
ance Division, Rochester, New 
York. Mr. Hansler has been in 
the automatic home heating field 
since 1926. In 1933, he became 
associated with Delco Appliance 
as Midwest regional field engi- 
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neer and in 1936 was appointed 
to the position of assistant ser- 





JOHN E. HANSLER 


Delco- 
General} 


manager for the 
Frigidaire Division of 
Motors, Dayton. Ohio. 


JAMES HEDDON’S MARKS 
50TH YEAR, RECEIVES 
BRAND NAMES AWARD 


Coincidental with the Do 
wagiac centennial, James Hed- 
don’s Sons celebrated its 50th 


anniversary in the manufacturiay 
of fishing tackle in that city. 
Highlighting the celebration 
was the awarding of a “Certifi 
cate of Public Service” to Hed 
don’s by the Brand Names Foun 
dation. This is a national organ 
ization which these ci 
tations on brand names 
in the opinion of its judges. 
“have been tested by the judz- 
ment of the American people for 
50 years or more, and 
won and held public confidence 
through unfailing integrity, re- 
liable quality and fair pricing.” 
During the celebration, veteran 
employees were interviewed in a 
special radio program, and the 
company’s progress was outlined 
by these craftsmen, f 


confers 
which. 


have 


many of 
whom have been with Heddon’s 
more than a third of a century. 


L. J. WESTBROOK JOINS 
BILLINGS & SPENCER 
IN SOUTHWEST AREA 


Luther J. Westbrook has re- 
cently joined Billings & Spen- 
cer Co., in the Southwest sales 
territory. with headquarters in 
Bellaire, a suburb of Houston. 
Mr. Westbrook served during the 
last war as a 2nd lieutenant and 
later was promoted to the rank 
of major in the combat intelli- 
gence division. He later became 
a member of the planning and 
research staff of a Houston il 
& Refining Co. 
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ant ser- 


CARTOONISTS 





MAGAZINES 


7 FOR YOU! 


Genera} 


AARKS : * Actionrod’s national advertising in 1949 











thd booms out to almost twice as many readers as 
last year with another series of top-ranking 

he Do . : . “Wh 
»s Hed- cartoon advertisements. It’s a bigger sched- cat the hard way? 
1s 50th ule than ever—featuring cartoonists you'll 
acturiay : recognize as the best in the business. 
Pe It’s BIG NEWS—and there’s more on the 
“Certifi- way! Here’s the rundown on the complete 
to Hed Aetionrod line for “49: 
eis ACTIONROD — Eight great solid steel rods priced 
es from $3.95 to $25.00. There's an Actionrod to tempt 

which. any customer who walks into your store! 
prt ACTIONGLAS— Glass rods that are different! Now 
ople for available in 5’1” and 5’7” bait casting lengths and 
d have a all 7'10” hexagonal fly rod. $25 to $35. 
ag ACTIONBAIT— Now there are THREE superaction “Why doit the 
visinn” baits! "Slippery Slim" — weird-working, deep-diver Get an Actioneag ee 
veteran joins KICK-N-KACKLE and BOTTOM-SCRATCHER 
ed in a q as the fishermen's favorites. $1.25 
ind the ; a ‘ , ° 
eailieed It’s a winning combination and it all adds 
any of . up to plenty of extra profits for vou! 
eddon’s . 


ntury 


—¥ 
ORCHARD INDUSTRIES, INC. 


|OINS 
18404 MORANG ROAD «~ DETROIT, MICHIGAN 


SER 


REA 
has _ re- 3 
. Spen- 


st sales 
ters in 
fouston. 
‘ing the 
ant and 
e rank 
intelli- 


peeme | “SOLID STEEL WITH LIVE ACTION” 
a | SED _— 
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SAN FRANCISCO SPRING 
SHOW DATES CHANGED 


The Western Merchandise Ex- 


hibitors’ Association has changed | 


the San Francisco Spring Show 
dates to Feb. 6 through 9, 1949. 
It formerly included the 10th of 
Feb. 

The Show was cut short to ac- 
commodate exhibitors driving 
North for the Seattle Show which 
so closely follows the California 
market. New hours for the San 
Francisco Show are 9 to 6 daily 
except Monday night the 7th of 
February, when the show opens 
at 10 A. M. 
P. M. No change has been made | 


and 


in the Seattle and Portland dates, | 


February 13-17 and February 20- | 
23, respectively. 
CORY MAKES ROYALTY 


AGREEMENT WITH GEN. 
AMERICAN TRANSPORT 


Arrangements for the 
facture and sale of a new porta- | 
ble plastic electric fan by | 
Fresh’nd-Aire Company, a Divi- | 


manu- | 


sion of Cory Corporation, of Chi- 
cago, has just been consummated | 
between that company and Gen- | 
eral Transportation 
Co., of Chicago. 


According to J. W. Alsdorf, | 


American 





reputation! 


that it will do everything you 


MOW-MASTER, as well as profiting you, will make satis- 


fied customers. 


POWERFUL, SMOOTH-RUNNING POWER-PAK MOTOR 


Tall, tangled grass and tough weeds fall rapidly in the 
It does not wind-row. It 
pulverizes clippings and spreads them evenly for mulch. 
Women like the MOW-MASTER because it’s so light and 


path of a MOW-MASTER. 


maneuverable and starts so easy. 
height. 
Power-Pak Motor. 
throughout. 
tomers will like. 


WRITE TODAY . . . GET ALL THE FACTS! 


Find out how you can make money selling the 
Get all the facts on why it is easier to 
- why it is a profit maker. 
in magazines with over 18 million circulation. Dealer sales 
Write or wire today! 


MOW-MASTER. 
sell .. 


helps available. 


PROPULSION ENGINE CORPORATION 


Dept. 1054, 7th St. & White Eagle Road, Kansas City 15, Kans. 


| president of 





closes at 10 | 


Powered by the rugged, quiet, smooth-running 
Precision engineered and _ balanced 
Twenty outstanding selling points your cus- 


Cory, and 
Laud, president of General Amer- 
ican Transportation Co., General 
American Transporation Co., has 
granted exclusive manufacturing 


Sam 


and sales rights on a royalty 
basis to Fresh’nd-Aire Division 


of Cory. The new product devel- 
opment will be marketed as the 
new Fresh’nd-Aire “Fanette.” 
Plastic parts for the unit will be 
made at the General 
Transportation plant in East Chi- 
cago, Ind. The complete product 
itself will be fabricated in the 
Fresh’nd-Aire plant at 2100 S. 
Marshall Boulevard, Chicago 23. 
Ill. 

It is expected that initial dis- 
tribution of this new product will 


| begin late in Feb. 


E. H. HOTCHKISS NAMES 
FACTORY SALESMAN 
The E. H. Hotchkiss Co., Nor- 

walk, has 

pointed J. G. Merson ag its di- 


Conn., recently 


\merican | 


ap- | 


rect factory representative in the | 


Maryland, Delaware and Virginia 
area. Mr. Merson, formerly was 
factory representative of the Old 
Town Ribbon & Carbon Co. His 


acquisition by the Hotchkiss Co. | 


is part of that organization’s cur- 
rent expansion program. 


Yes, the 


claim for it. 


Easily adjustable cutting 


It’s nationally advertised 
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Supreme 


. with the NEW 1949 


Here’s a power mower on which you can stake your 
You can sell it with the knowledge that it 
will give the finest kind of mowing service for years... 


METALOID CO. NAMES 
TWO SALESMEN 

George C. Stricker of Philadel- 
phia, and Norman Altman of 
Boston, appointed 
sales representatives — by the 
Metaloid Co., 3815 Kinsman Rd., 
Cleveland 4, Ohio. 

Mr. Stricker will cover Eastern 
Pennsylvania, Maryland, Dela- 
ware, and Washington, D. C., for 
Metaloid, and make _ his 
headquarters in Philadelphia. 

Mr. Altman will cover the New 


have been 


will 





England States for Metaloid and | 


will have his headquarters in 


Boston. 


GROUP ORGANIZED TO 
GET LEGISLATION FOR 
DELIVERED PRICES 
The 


Committee 


National Competition 

organized in 
Dec. he for the 
sole purpose of making a strong 
bid for the legislation of a deliv- 
the 


Was 


Pittsburgh, on 


ered price system during 


next session of Congress. 

The committee had its begin- 
ning in Pittsburgh early in Sep- 
a group of indus- 


tember when 


who concerned 


the 


trialist were 


about implications of 


Court decision in’ the 


together 


cement case gathered 


>a 


> Cuts All Grasses and Weeds 

> Pulverizes Fallen Leaves 

> Precision Engineered Throughout 
>» Easy to Operate 

> Safe to Operate 

> Dependable Power 
> LIGHT — 
WEIGHT 
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the | 


| 
| 


to form the first local chapter. 
that 

formed 
Tulsa, Dallas, 
nati, Dayton, Pitts- 
burgh and Philadelphia. Others 
reported to be forming in 


Since time chapters have 
and active in 
Houston, 


Cleveland, 


been are 


Cincin- 


are 
principal cities. 

Membership extends to every 
of business which absorbs 
freight in an effort 
nationally. Members of the new 
committee are reported to have 


type 
to compete 


started a campaign to outline to 
their own employees and Con 


gressmen in their districts the 
diffleulties which they are now 
facing, or will face, under a 


? 


mandatory F. O. B._ pricing 
system. 

financed by 
membership dues ranging from 
$100 to $1000 per member. The 
National Competition Committee 
has its offlee at 524 Penn Ave., 


Pittsburgh. 


The program is 


S. W. SMITH MOVES 
TO LARGER OFFICES 
S. W. Smith Distributors, man- 

ufacturer’s representatives, 96 
Warren St., New York City 


has recently moved to new and 


larger offices at 321 Bilpadway, 
New York City. 
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@ Make your plans early for the biggest and 

most profitable Swan Garden Hose season 

in your history! 

Plan with your sales staff how you'll decorate 

your windows and store with colorful Swan READ CAREFULLY 
paper streamers ... plan your local Swan ; 
newspaper and direct mail campaigns . THIS MONEY-MAKING 
review the many selling and merchandising aids 


Swan furnishes free to you. This 16-page Book tells and shows you step- 
by-step how to sell more Swan Garden Hose 


in 1949. Get it out and read it over again! 


SWAN RUBBER COMPANY —— 


BUCYRUS, OHIO 
WORLD'S LARGEST MANUFACTURER OF GARDEN HOSE 
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SANTAY CORP. ELECTS 
NEW OFFICERS 


Daniel Szantay, president of 
Santay Corp., Chicago, IIL, re- 
cently announced the election of 
new officers: 
vice-president assistant to 


Wood, 


and 
the president; James E. 





DANIEL 


SZANTAY 
vice-president in charge of the 
ietals division; 
secretary; and 
treasurer. 


Elmer Szantay, 


Earl R. Keown, Ist | tioning Corp., of Detroit. 


| 


Robert Carlson, | 


Plans for the expansion of the | 


corporation’s facilities for both 
the Plastics and Metals Division 
are already in progress. Ground 
has been broken for an addition 
to the plant, 351 North Crawford 
Avenue, Chicago. Among the 
new equipment is a 40 oz. in- 
jection molding press which is 
expected early next year. It will 
complete the Santay Corpora- 
tion’s range of injection molding 
capacity from 2 0z. to 40 oz. 


B. M. VAUGHN & CO. 
TO OCCUPY NEW BLDG. 
BY JANUARY 1ST 


B. M. Vaughn & Co., manufac- 
turers’ agents, 3227 Milam St., 
Houston 6, Tex., have recently 
moved into its new building and 
warehouse at 2912 Crawford St., 
Houston, Tex. The building is 
strictly modern, featuring mason- 
ry construction, tile floors, air 
conditioning, and fluorescent 
lighting. 


J. H. SWALLOW NAMED 
SOUTHERN SALES MGR. 
FOR BRYANT HEATER 


The promotion of J. H. Swal- 
low to the position of southern 
district sales manager of the 
Bryant Heater Co., Cleveland 10, 
Ohio, according to an announce- 
ment by J. N. Crawford, vice 








president in charge of sales for | 


Bryant heaters, 
Mr. Swallow 


has served as 
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branch manager of the Bryant 


St. Louis office for the past three | 
years. Formerly he was connect- | 
ed with the Consumers Power | | 

| L. 


Co., Michigan Consolidated, Gas 


Co., and the Bryant Air Condi- | 


In his 
new position, Mr. Swallow will 
make his headquarters at the 
Bryant factory in Tyler, Tex. 


1949 CREDIT MANUAL OF 
COMMERCIAL LAWS 
The 1949 Edition of the Credit 

Manual of Commercial 

which provides a digest of the 


Laws. 


laws affecting trade, will be of | 


especial value during this year 
when business uncertainties are 
appearing in increasing numbers. 
First issued in 1908, it is revised 
each year 
reference book for credit and 
financial executives in the manu- 
facturing and wholesale fields. 


While this book is not a legal | 


text, it provides a ready refer- 
ence digest of the laws affecting 
trade from the time the order 
is received until collections are 
received. For those few accounts 
which are not adjusted in the 


ordinary course of business. the | 
information | 


Manual provides 
about collections and suits and 
gives the procedure on _ bank- 
ruptcy claims. The Manual covers 
such important subjects as: How 
to Acknowledge an order while 
checking credit; Legal status of 
your customer, whether corpera- 


to provide a handy | 


NAME PRESTELINE 
WESTERN MANAGER 


The appointment of Edmund 


Clark as Western regional 

| manager for Presteline Home 
Appliances, 447 American Fur- 
Mart, 666 Lake Shore 


Dr., Chicago, IL, has been an- 
| nounced by D. O. Klein, Preste- 


line sales manager. 


| niture 
| 
| 





CLARK 


EDMUND L. 


Mr. Clark’s sales territory will 
include the three Pacific coast 
| states and Utah. He .will head- 
| quarter in Los Angeles. 

Prior to joining Presteline Mr. 

Clark was associated with Leo 
| J. Meyberg, major appliance dis- 
| tributor. From 1936 to 1941 he 
| operated his own appliance busi- 
| ness as a dealer. 





tion, partnership or joint ven- | 


ture; Terms of sale; Secured 
contracts; What are your rights 


after you ship the goeds; How | 


to protect your account when you 
supply materials on a_ public 
works contract; Special Federal 
regulations affecting trade such 


| as the Sherman Act, the Robin- 


son-Patman Act, Federal Tsade’ 
Commission Act and the revived 
Regulation “W”. The Credit 
Manual also provides a ready 
reference digest of the laws 
in each state on such items as: 
Rights of Married Women, Con- 
ditional Sales, Chavtel Mort- 
gages, Jurisdiction of the Courts. 
Limitations of Actions, Exemp- 
tions, Claims Agaimst Estates, 
Bad Check Laws, Bulk Sales. 
Liens, and State Bond Laws. 
The Manual also provides a 
selection of legal forms which 
are frequently used in credit 
department operations. 





DETREX ESTABLISHES 
NEW LOS ANGELES 
OFFICES, WAREHOUSE 


Detrex Corp., Tacoma, Wash., 
has recently established an office 
and warehouse at 625 S. Ander- 
son St., Los Angeles 23, Cal. 


i - 


LOS ANGELES POT & 
KETTLERS ELECT TWO 
NEW MEMBERS 


John Paul Elliott, West Coast 
Mutual Buying Syndicate, and 
James H. Disman, Southern Cal- 
ifornia branch manager for Vin- 
ton Co., have been elected to 
membership in the Los Angeles 
Pot & Kettle Club. An enjoyable 
dinner dance was held at the 
Huntington Hotel, Pasadena, 
with Weldin Read as chairman. 
The annual Christmas party for 





held in the Elks Club with Ted 
Moroney as director. 


BRAND NAMES ADVER- 
TISING AWARDS MADE TO 
2 HARDWARE STORES 


hardware 


Two stores were 


among the winners of advertising 


awards presented by the Brand 
Names Foundation, Inc., 119 
West 57th St., New York City 
19, for creating and publishing 
outstanding ads which dramatize 
the advantages of buying nation- 
ally known merchandise. The 





stores are A. W. Lucas Co.. Bis- 
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members and their children was | 


| ware 


| with 
| group of branded items. 


marck, N. D., and Warner Haid 
Co., Minneapolis, Minn. 
The winning  advertisement- 
which attracted reader attention 
were “101 Reasons Why Your 
Satisfaction Is Assured, at War- 
ner’s,’ and “The Test of Time 
. . - Quality.” In each instance 
the advertisement went 
point out one or more of the con- 
sumer advantages of 
brand name merchandise along 
advertising a particular 


on to 


buying 


“OUR OWN” HARDWARE 
INAUGURATES RADIO 
SHOW SERIES 


\ new series of radio show- 


to be originated from an “Our 


| Own” Hardware Store in a dit- 
| ferent community each Saturday 


| 





has been inaugurated by the 
“Our Own” hardware organiza 
tion, an association of 500 ind: 
pendent, locally-owned hardware 
stores in Minnesota, Wisconsin. 
lowa. North Dakota, South Da 
kota, Montana and Wyoming. 

Called the “Our Own Bob” 
show, the program features Bol 
DeHaven, one of the Northwest's 
most popular entertainers 
masters of ceremonies, and John 
Aarthun, Norwegian-born singer 
of Scandinavian ballads. The pro- 
gram is broadcast from 8:45 to 
9:15 A. M. each Saturday over 
WCCO, 50,000 watt CBS outlet 
in Minneapolis. 


and 


Of the audience-participation 
type, the show features stunts, 
gags and community singing in 
which spectators take part and 
are awarded prizes selected from 
merchandise sold through “Our 
Own” Hardware Stores. 

A promotional program includ- 
ing publicity releases and mats, 
newspaper ads, display cards and 
store front streamers has been 
developed for stores from which 
the program is broadcast. 





BAKELITE’S EXPANDED 
FACILITIES PERMIT 
PRODUCTION INCREASE 


Expanded plastics manufactur- 
ing facilities have enabled Bake- 
lite Corp., a unit of Union Car- 
bide and Carbon Corporation, to 
increase average production ca- 
pacity by approximately 50 to 60 
per cent during 1948. 

The expansion program in- 
cludes the completion of an en- 
tirely new plant at Ottawa, [Il.; 
additions to facilities in South 
Charleston, W. Va.; Texas City, 
Texas; Bound Brook, N. J.; and 
new plants in West Bath, Me.. 
and Belleville, Ontario, Canada 


13, 1949 
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E. P. ATCHERLEY N.W. 
DIV. MGR. SYLVANIA 
TUBE SALES 
The appointment of Edward P. 


Atcherley as northwest division 


manager of renewal tube sales 
for Sylvania Electric Products, | 





EDWARD ATCHERLEY 


Inc., was announced recently. | 
Mr. Atcherley will take charge of | 
sales of renewal radio and tele- | 
vision tubes, test equipment and | 
electronic products to Sylvania | 
distributors in Montana, Idaho, | 
Oregon and Washington. 
He was formerly associated | 
with the Tide Water Oil Co., 
Shell Oil Co., R. M. Hollings- 
head Corp., and The Paraffine 
He will make his lhead- 
quarters at 941 White Henry 
Stuart Bldg., Seattle, Wash. 


Co’s. 


GENERAL SALES MGR. 
APPOINTED BY 
STEWART-WARNER 


The appointment of Edward L. | 
we 
laylor as general sales manager 





of Stewart-Warner radio and 
television products was an- 
nounced recently by Sam _ In- 


sull, Jr., vice president in charge 
of Stewart-Warner Electric, a di- 


vision of Stewart-Warner Corp., 
1826 Diversey Pkwy., Chicago 
14, Til. 


Mr. Taylor for the past three 
years has been vice president for 
sales of Camfield Mfg. Co., 
Grand Haven, Mich. Prior to 
military service as an Air Force 
captain in South America and 
West Africa, he has been a sales 


executive of Schick, Inc., of 
Stamford, Conn., advertising 
manager of Toastmaster Prod- 
ucts Division of McGraw Elec- 
tric Co., and sales promotion 


manager of Chicago branch of 
Thor Corp. 

In addition to the post of vice 
president for sales, Mr. Taylor 
has been a member of the board 
and of the finance and executive | 
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| to the war. 


| keyed to 


committees of the Grand Haven | Hardware Boosters 35th Anniversary 


concern. 

Mr. Taylor also participated, 
as territorial manager in New 
England and in the Midwest, in 
the launching of Schick products 
sales through distributors, prior 
He was assistant to 
the Schick sales vice president at 
the time he entered the Army in 
1942. 


INCOME TAX GUIDE 
FOR RETAILERS 
For the fifth consecutive year, 
Fairchild Publications, Inc., has 


released its Income Tax Guide 


| for Retailers, completely revised 


and brought up to date for 1949. 
The guide deals directly with re- 


| tailers’ tax problems, providing 
| all 


the basic facts 
comply with the new tax law as 


necessary to 


economically as possible. A com- 
plete summary of the highlights 
of the Revenue Act of 1948 and 
a discussion of how provisions 
of the new law affect the conduct 
of business is included. The au- 
thors illustrate legitimate tax 
saving methods of operation and 
actual histories. 


discuss case 


New treasury tax rulings are in- | 


terpreted for the retail dealer 
and obscure and unpublicized 
provisions of the Internal Rev- 
enue Code are pointed out. In 
addition to providing a short cut 
in figuring income tax payments, 
the guide is a handy reference 
for the entire year. It is specially 
retailers’ month-to- 
month businesses enabling them 
to affect tax savings through ap- 
plication of its principles to their 
regular business practices. This 
guide is priced at $3 per copy. 


£ 


GUTHRIE-MORRIS- f 
CAMPBELL 
DISTRIBUTES CHROMEDGE 


The B & T Metals Co., Colum- 


bus, 16, Ohio, has announced 
the appointment of Guthrie- 
Morris-Campbell Co., 816 Vir- 


ginia St. E. Charleston, W. Va., 
and Second and Juliana Sts., 
Parkersburg, W. Va., as distrib- 
utors for its line of Chromedge 
and accessories. 


metal trims 


2 ROCKWELL MFG. 
DIST. OFFICES MOVE 


Rockwell Mfg. Co., 400 N. 
Lexington Ave., Pittsburgh, Pa., 
has announced that henceforth 
its Pittsburgh Equitable Meter 
and Nordstrom Valve Divisions 
will be located at 25 Beale 
Street, San Francisco 5, Cal., and 
1102 Delano Street, Houston 1, 
Tex. 








Christmas Party Attended by 375 


Judged on the qualities of the | J. Heale, 
entertainment, the dinner and | AGE. 
the sociability of the 375 guests.| Carlton S. Phillips, L. S. 
the annual Christmas Party of | rett Co., was chairman of the 
hard working entertainment com 


president, Harpware 


Star 


the Hardware Boosters was just 
about the best in the history of 
the metropolitan New York hard- 
ware organization. The atten- 
dance at the which be- 
comes more popular each year, 
crowd 


mittee which was comprised of 
Robert Watson, Stanley Tools, 
vice chairman; Ralph S. Allen, 
Diamond Expansion Bolt Co.; 
Thomas J. Crofton, H. B. Sher- 
man Mfg. C.; Edward Foy, Mor- 
Abrams, Inc,; W. Robert 
Goepel, U. S. Plywood Co.; Wil- 
liam T. Gurnee, Atlas Products 
The toastmaster was Robert J. | Corp.: Kenneth M. Lanyon, Yale 
Richards - Wilcox | & Towne Mfg. Co.; Mortimer 
Maas, manufacturers’ agent; Ar 
thur M. Pope, Sargent & Co.; 
Harry J. Schmitt, Wholesale Fac- 
Daniel Werth, Star Expan- 
sion Bolt Co.,fand William 
Wolfe, The Carborundum Co. 


event, 


was limited <0 as not to 
the ballroom of the Hotel Roose- 
the party held 


ris 
where was 


Dec 15. 


velt, 


on 


Duneanson, 
Mfg. Co., club president. Guests 
on the speaker’s dais were: H. 
4. Connell, an honorary life 
member of the club; Sydney H. 
Atkinson, R. J. Atkinson, Inc.. | 
Brooklyn, president of the Hard- 
ware Trade Association; Henry 
J. McKinstry, Mack & Mack, | 
sristol. Conn., president of the 
New England trade 





tors; 


WEST BEND ALUMINUM 
| BUYS STANLEY OVENETTE 


The West Bend Aluminum Co.. 
West Bend, Wis., announced re 
cently that it had purchased the 
Stanley Ovenétte, including pat- 
ents, trademarks, ‘tools, dies, ma- 


Nutmeggers, 
club; Z. S. 
surer of the Nutmeggers: 
ton Bunker, Diamond Expansion 
Bolt Co.: W. Warner. 
president, Hardware Square Club 


Gow, secretary-trea- | 
Carl- 


George 


of New York: LeRoy Fowler. | chinery and goodwill from the 

Franklin Hardware Co., New| Stanley Mfg. Co. of Chicago, Ill. 

York, secretary, Hardware In addition to the Stanley Oven- 

Square Club; George Ackerman, | ette, the purchase incudes the 

Nichols Nail Co.. and R. W. Sco-| Gem Ovenette and the Stanley 
| 


Electric Ovenette. 

The West Bend firm expects to 
in production on the Oven- 
March 15, 1949. 


bell. Missouri Rolling Mills | 
Corp.; Harry J. Clapp. president. 
Columbia Savings & Loan Co.,!) be 
Woodhaven. N. Y.: and Charles | ette by 











A buffet dinner was given by The Arnesto Paint Co. re- 
cently to honor two Arnesto employees, Walter Klinofsky 
and Clover Gill. They have been in Arnesto’s employ 31 and 
30 years respectively. 

Each was presented with a gold watch and with a diamond- 
studded Arnesto service button, in appreciation of their long, 
loyal and conscientious service. Members of their families 
were honored guests and witnessed the presentations. 

Service buttons also were presented to all other members 
of “The Arnesto Family’’ who have been in the employ of 
Arnesto for five years or longer. The buttons show employ- 
ment with the company by five year periods. It was agreed 
during the dinner that any employee who has not been a 
member of “The Arnesto Family” for at least 15 years is 
practically a “newcomer” in the organization. Shown left to 
right are Gill, M. Arnstein, president of Arnesto Paint Co., 
L. Arnstein, executive vice-president, Mr. Klinofsky and B. 
Bakal, vice-president. 

1949 


HARDWARE AGE, JANUARY 13, 








Wic 

was 

and 
Bernard 


president a 
Remington 





B. | 


Bridgeport, 
division, Pe 
passed awat 
that city, J 
short illness 
well liked il 
tion circles 
energetic p 
been in poo 
years. Active 
conventions 
was a vic 
American | 
turers Assoc 
of his demi: 
president of 

A native o 
began his bu 
automobile s 
1913, joinin 
Co., Kings \ 
and becomin 
manager in 
1934 he was 
ger for Pete 
became a dit 
Arms Co. in 
was named ¢ 
sales for R 
1935 and th 
rector of sa 
elected vice- 
He held like 
Peters. 

An expert 
keenly inter 
conservation 
founders of 1 
life Institute 


HARDWARI 





y 375 


_ oo. lar 
1 of 
ent com- 
rrised of 


the 


y Tools, 
Ss. Allen, 
olt Co.: 
B. Sher- 
‘oy, Mor- 
Robert 
‘o.: Wil- 
Products 
on, Yale 
Mortimer 
ent; Ar- 
& Co.; 
sale Fac- 
r Expan- 
William 
m Co. 


INUM 
NETTE 


num Co., 
need re- 
ased the 
ing pat- 
lies, ma- 
rom the 
cago, Ill. 
»y Oven- 
ides the 
Stanley 


(pects to 


e Oven- 





Co. re- 
nofsky 
31 and 


.mond- 
r long, 
amilies 


»mbers 
sloy of 
mploy- 
agree 
seen a 
ears 18 
left to 
it Cee 
and B. 


. 1949 











OBITUARIES 








B. E. Strader, Vice-President 
Of Remington Arms Passes 


Widely known sporting arms authority 
was 57, a vice president of A.H.M.A. 
and a past president of the Old Guard. 


Bernard E. Strader 57, vice- 
president and director of sales, 
Remington Arms 


Co., Inc., 





B. E, STRADER 


Bridgeport, Conn., and of its 
division, Peters Cartridge Co., 
passed away in a hospital in 
that city, Jan. 3, following a 
short illness. Well known and 
well liked in hardware distribu- 
tion circles for his friendly and 
energetic personality, he had 
been in poor health for several 
years. Active at major hardware 
conventions for many years he 
was a vice-president of the 
American Hardware Manufac- 
turers Association, at the time 
of his demise, and was a past 
president of the Old Guard. 

A native of Hammond, La., he 
began his business career in the 
automobile sales agency field in 
1913, joining Peters Cartridge 
Co., Kings Mills, Ohio, in 1916, 
and becoming its southern sales 
manager in 1924. From 1931 to 
1934 he was general sales mana- 
ger for Peters Cartridge which 
became a division of Remington 
Arms Co. in 1934. Mr. Strader 
was named director of domestic 
sales for Remington Arms in 
1935 and the organization’s di- 
rector of in 1939, being 
elected vice-president in 1944. 
He held like responsibilities for 
Peters. 

An expert trapshooter 
keenly interested in wild 


sales 


and | 


life 


conservation he was one of the 
founders of the American Wild- 


| and the 


marriage, and a 





life which 


Institute, 


was suc- 


ceeded by the American Wildlife 
Management Institute. and of 
American Wildlife Foundation 
National Audubon So- 
He also a member 


ciety. was 


| of the Texas Hardware Boosters’ 


of 


com- 


Club, Bridgeport Chamber 


Commerce and a former 


| modore of the Black Rock Yacht 


Club. 


Surviving are his second wife, | 


by a 
brother. 


two daughters previous 


LOUIS KUEHN 


Louis Kuehn, 81, chairman of 
the board of the Metal Products 
Corp., and founder of the Mil- 
waukee Corrugating Co., later 
known as the Milcor Steel Co., 
died recently at Columbia Hos- 
pital, Milwaukee, while on a visit 
from Watersmeet, Mich. 

Mr. Kuehn founded the La- 
Crosse Steel Roofing & Corru- 
gating Co., in 1896 and operated 
it until 1902 when he established 
the Milwaukee Corrugating Co., 
later known as the Milcor Steel 
Co. He was a director of the In- 
land Steel Co., Chicago, to whom 
he sold his company in 1936. 
Although he retired in 1940, Mr. 
Kuehn still held the title of 
chairman of the board of the 
Metal Products Corp., which was 
founded by his son George. 


GEORGE B. ANTHONY 


George B. Anthony, 65, former 
vice-president and treasurer of 
Stanley & Paterson Co., New 
York City, until his retirement 
after the company’s _ interests 
were sold to the Westinghouse 
Electric Mfg. Co., in 1936, died 
recently at a private nursing 
home in Whippany, N. J. 

Survivors include his 
and two daughters. 


widow 


J. FRANK VAN DEREN 


J. Frank Van Deren, 89, who 
founded the Van Deren Hard- 
ware Co., Lexington, Ky., 54 
years ago, died recently, having 
been in ill health for several 
months. He was a country store- 
keeper and a hardware salesman 
before he established his busi- 
ness in 1894. Mr. Van Deren 


ness in the firm’s wholesale 
branch. 
ganizers and a director of Union 
Bank & Trust Co., in Lexington 
and held membership in numer- 
ous civic and social clubs. Mr. 
Van Deren was an ardent sports- 
| man. 


HENRY G. DETTHOF 


Henry G. Detthof, 80, who was 
identified with the hardware 
business for 62 years, 35 years 
of which he was the owner of 
the Detthof Hardware Co., Mus- 
For 
some time he was a director of 
the Hardware 
Association. He was a 


catine, lowa, died recently. 


lowa Insurance 





| 


| the 





discontinued his retail store 11 
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of the original fiveman civil ser- 


vice commission appointed in 
1931 and was a member of 
the St. Mathias Church. Mr. 


Detthof was also a member of 
Modern Woodmen of Amer- 
ica, Knights of Columbus, Elks, 
and was a past president of the 
old Muscatine Lions Club. He 
was also a member of the Harp- 
ware Ace Fifty Year Club. 


BRADY ARRINGTON 


Brady Arrington, 47, wholesale 
salesman for Graves-Humphreys 
Hardware Co., Roanoke, Va., col- 
lapsed at the Henry Hotel, Mar- 
tinsville, Va., and died of a heart 
attack recently. He had repre- 
sented Graves Humphreys for 10 
years. 


- 


WILLIAM S. BOYD 
William S. Boyd, a veteran 
Western New York hardware 
salesman, died suddenly Nov. 30 
in his home in Buffalo after a 
long illness. He had been active 


years ago and centered his busi- 


He was one of the or- 


member | 





in the hardware business for the 
past 45 years. He began as a 
salesman for Weed & Co. 
later became a salesman for and 
a stockholder in the Buffalo 
Wholesale Hardware Co. When 
that company was dissolved, Mr. 


and 


Boyd became a salesman for the 
George Worthington Co., Cleve- 
land, 


THEODORE H. MEYER 


Theodore H. Meyer, 92, for- 
mer secretary of Weed & Co., 
Ruffalo, died recently. Mr. Meyer 
joined the Buffalo hardware firm 
in 1902 as bookkeeper. He be- 
came secretary and served in that 
capacity until his retirement. 


ED TOLLETT 


| Ed Tollett, hardware merchant 


of Nashville, Ark., died at his 
| home recently. He is survived 
by his widow. 


BRYCE E. WYLLIE 
Bryce E. Wyllie, president of 
the Wyllie Brothers Hardware 
Store, Elizabeth, Pa., which he 
founded in 1888, died recently. 
He was the first president of the 


Bank of Elizabeth. His wife, 
three daughters’ and two sons 
survive. 


NEVILLE DAVARN 


Neville Davarn, 56, proprietor 
of the Pewamo Hardware Co., 
Pewamo, Mich., died recently 
after suffering a heart attack. 


LLOYD H. NOBLE 
Lloyd Henry Noble, 76, 
spent his life in the hardware 
business in San Diego, Cal., until 
about 10 years 


who 


his retirement 


ago, died recently. 











REFINEMENTS FOR 1949 
SPORTS EQUIPMENT USERS 
FEATURED AT MEETING 


Streamlined refinements de- 
signed for the 1949 sports and 
recreational equipment user pro- 
vided the highlight of the four- 
day sales, merchandising and ad- 
vertising conference for nation- 
wide sales’ representatives of 
MacGregor-Goldsmith, Inc., Cin- 
cinnati, held at the Hotel Nether- 
land Plaza. 

MacGregor-Goldsmith 
tives representing all phases of 
production, merchandising, sales 
and advertising participated in 
the conference-discussion and an 
observatory tour of the plant 
where the out-of-town sales rep- 
resentatives had opportunity to 
have first-hand view of the mer- 
chandise being produced for the 
coming year. 


execu- 





W. C. Cowen, president, and 
R. W. Scallan, vice president in 
charge of MacGregor-Goldsmith 
sales, keynoted the sessions with 
expressions that “alert, aggres- 
sive merchandising and distribu- 
tion will be geared equally with 
the ingenuity and resourcefulness 
of continuing research, improved 
design and adequate production 
to strive to fulfill the potential 
consumer demands.” 


PENN WHOLESALE HDWE. 
SUPPLY ASS’N TO MEET 
MARCH 17, HOTEL ASTOR 
The Pennsylvania Wholesale 
Hardware & Supply Association 
has recently announced that it 
will hold its meeting at the Ho- 
tel Astoria, New York City, on 
March 17, with the meeting on 
March 18 for acting members 

only. 
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The Harvester. A sturdy, motor-driven 
24"x3" stone carried on a lasting steel angle 
frame. Long, economical service. 


WANT ATTRACTIVE 
DESIGN? 





The Streamliner. A modem. treadle 
model with super-strong, all-welded frame. 
22"'x2" stone, carefully selected for efficient 
sharpening. 


WANT SUPER- 
EFFICIENCY ? 





The Buckeye. A superior bench grind- 
er with a hundred uses. 10x1!/," stone. 
turning at proper speed to do a non-burning 
grinding job. 


FREE! Send for this folder on 
the complete “C.Q.” Line. 
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GEORGE H. BEAUDIN 
started work with his present 
company, J. Wiss & Sons Co., 
scissors and shears manufac- 
turers, 50 years ago last No- 
vember. He started as a ste- 
nographer but the next year 
he was handed a roll of shears 
and scissors and told to call 
on the jobbing accounts of the 
United States. Since then he 
has supervised sales, covering 
16 Central and Southwestern 
states, from Winnipeg to New 


Orleans, and Pittsburgh to 
Denver. He was married in 





1907 and went to Chicago to 
live and to open an office for 
Wiss. Mr. Beaudin worked 
with three of the four generations of the Wiss family who 
have been operating the business for a full century. Jacob 
Wiss, the founder, died a few years before Mr. Beaudin 
entered the organization. He helped to organize the Cen- 
tral States Hardware Club of Chicago and was president 
in 1940 and is still on the advisory board. He is also a 
director of the Hardware Golf Association and for many 
years has been chairman of the prize and trophy com- 
mittee. Golf has been his favorite hobby for years and 
he does most of his playing at his club, the Tam O’Shan- 
ter Country Club of Chicago. Waxing philosophic, Mr. 
Beaudin says, “I have always contended that a man’s life 
is like a pendulum of a clock. 
work and work to play. If you play too hard the clock 
stops, and if you work too hard the clock stops, so try 


GEORGE H. BEAUDIN 


It swings from play to 
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to play as hard as you work and work as hard as you 
play and you, too, can live to celebrate 50 years of ser- 
vice in the hardware field.” 


M. E. “MIKE” O’NEIL, 
at the time of his retirement 
from the Richards & Conover 
Hardware Co., on April 1. 
1948, had received monthly 
paychecks from that same 
company, without interruption 
for 54 continuous years. Mr. 
O’Neil joined the Oklahoma 
City wholesale house, in Kan- 
sas City, Mo., on April 1, 
1894, as a boy of 18. It was 
his first and only employment. 
His first work was on a little 
pick-up delivery truck, buying 
hardware items from other 
wholesalers in order to fill 
more completely the orders for 
Richards - Conover customers 
After a year “on the wagon” he was promoted to the 
order department where, in six years, he says he learned 
the hardware business “the hard way.” He then was pro- 
moted to traveling salesman, with Salina, Kan.. as head- 
quarters. This job he held for 13 years until he was 
made general sales manager in the Kansas City office, 
which position he held for 10 years. In 1923 he went to 
Oklahoma City to succeed his brother, John, as manager 
of that branch. He has resided in Oklahoma City ever 
since and now lives at 2129 N.W. 25th St. Mr. O'Neil is 
an honorary life member and director of the Oklahoma 
City Chamber of Commerce; past president of Oklahoma 
Independence, Inc. and the Oklahoma City Jobbers and 
Manufacturers Club, and a member of the United Com- 
mercial Travelers. His social interests include the Gib- 
bons Dinner Club of which he is a past president, the 
Sequoia and the Oklahoma City Rotary Club. Fishing 


is his hobby. 


M. E. O’NEIL 


GEORGE F. GILMORE 
as a boy of 18 joined Patter- 
son Bros., large New York 
hardware firm in August, 
1898, when cable cars were 
Broadway and 
being oper- 


running on 
horse cars were 
ated on nearby Ann St. In 
those days Astors, Goulds and 
Harrimans were valued cus- 
tomers of the store. Mr. Gil- 
more’s first job was that of 
errand boy, and later he took 
telephone orders on a direct 
line. Mr. Gilmore was a sales- 
man until three years ago 
when he was made expediter 
GEORGE F. GILMORE in the shipping department. 
He specialized in the sale of 
plumbing and industrial supplies. Mr. Gilmore recalls 
when one of the big lines of the Patterson firm was horse- 
shoes and blacksmith equipment. A brother, Edward Gil- 
more, has been employed by the same firm for 48 years. 
Mr. Gilmore, who is 68, resides at 116-27 202nd St.. St. 
Albans, L. I. 
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ALLEN SALES AID MEANS 
PLUS BUSINESS FOR YOU 











a | J 





It’s all our fault... we admit that Allen has been 
promoting the use of Allen-head Socket .Cap and Set 
Screws for manufactured products, so that now the 
household handy man can’t do business any more 
without a set of Allen Hex Keys. He needs popular 
sized socket head screws for replacement, too, and he 
wants them for his workshop projects. 


Allen got the handy man into this fix. Allen is getting 
him out by making it easy and inexpensive to buy the 
screws and keys he needs in his retail hardware store. 


You profit without effort. Counter displays of Allen 
Key Sets, plus counter screw merchandisers, make 
Allen products sell themselves. Ask your Allen dis- 
tributor about the —=> 

many retail sales aids 
he provides to help 
you make a profit on, 
the Allen line at retail. 





Hartford 2, Connecticut, U.S.A. 


NEW YORK, CLEVELAND, DETROIM, CHICAGO, LOS ANGELES 
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How to Merchandise 
HUMIDITY tnis winter 


...and Make REAL Money! 





{ Maid-O'-Mist 
AUTO-VENTS 


$500 
Each-RETAIL 
\ (You Make40%) 








Nationally 
Advertised 
in Better Homes 


& Gardens and 
House Beautiful 








USE THIS ATTRACTIVE DISPLAY: 


AUTO-VENTS come to you 6 in this dis- | 
play carton. Surprising how much busi- | 
ness this display will account for, if located 

on one of your busy counters; or put the | 
carton in your window. 


ORDER 
NOW to 
Meet Great Public Demand 


Winter humidification at low cost— 
that’s what the public wants! 


Every low-pressure, gravity steam- 
heated home, apartment, office, etc., 
in your territory is a “red hot” pros- 
pect for Maid-O’-Mist AUTO-VENTS 
at $5 each—one on each radiator. 

The AUTO-VENT provides 
ample humidity for 2,000 cu. 
ft. space — entirely AUTO- 
MATIC—no parts to need at- 
tention, rust or corrode. Also 
acts as quick venting air valve. 

To install, merely remove air 
valve from each radiator and 





— AUTO-VENT 
installed on steam 
radiator. 





replace with AUTO-VENTS— 
few seconds’ job. 

With proper promotion, hun- 
dreds of AUTO-VENTS can be 
sold in your community. Try 
them out! If your jobber can’t 
supply you, write us, 


MAID-O-MIST <6 


3210 N. PULASKI RD. ROR AEL TYPES OFS 
CHICAGO 41, ILLINOIS  HEATING=S¥STEMS 





We also make Auto- 
matic Humidifiers for 
hot water radiators, 
$10 and $12 each re- 
tail—also Automatic 
Humidifiers for warm. 
air furnaces. 
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QUE 
FABRICS, INC. 


Easy-to-install home weather strip 
E 
satisfies customers for years 


a 
( 





















Compare the numerous selling features of 
Inner-seal with any other flexible type 
weather strip and you'll agree that it’s the 
best home weather stripping money Can buy. 


Inner-seal lasts longer than similar weather 
stripping because of its unique molded rubber 
construction, 


Inner-seal is easy to install. Anyone handy with 
hammer and tacks can do it. 


Inner-seal is completely waterproof — effectively 
excludes seepage from rain or melting snow. 


Inner-seal will stop windows and doors from 
rattling. 


Inner-sealed homes are more comfortable — 
save valuable coal and oil. 


Inner-seal comes in a neutral color that blends 
harmoniously with any color scheme. 


What's more, Inner-seal is shipped to you 
in a compact Carton that Opens into an un- 
usually attractive counter display to bring 
the product right out before every 
potential user. Easy to move and 
highly profitable, Inner-seal is 
available for immediate delivery — 
order through your jobber today. 


T Live sponge rubber bead molded 
for life onto a flange woven of rust- 
resistant spring wire and strong cot- 
ton thread all dipped in latex. 


BRIDGEPORT 1, CONNECTICUT. 


HARDWARE AGE, JANUARY 13, 1949 








a aE peg Fe 
tee ee 
ng 9 Mages 

i 


) 
) 
P 
' 
t 
Rite 
ie 
ae 
Re : d 
HARDWARI 





a 


kK 
strip 


tures of 
le type 
it’s the 
can buy. 


weather 
d rubber 


ndy with 


Hectively 
snow. 


ors from 
rtable — 


t blends 


d to you 
> an un- 
o bring 
re every 
ove and 
seal is 
livery — 
r today. 


Iided 
rust- 
j cot- 


37 


NC. 
TICUT. 








Mage, Pe 
Re we Pee * 
4 \rder now for 
2 7y LL git %. “RM, 6 


Sh fee 
«thee ih ent 



















ality line—with customer-satisfaction in every 
ng line—with a good profit in every sale. 


piece. 








#113 
CLOTHESLINE PULLEY 


wT 


#97 AWNING PULLEY 








sea 





#152 CLAMP 





#1 FILE HANDLE 


#41 FILE HANDLE 








HARDWARE AGE, JANUARY 


ca 
SCREW HOOKS ON CLIPS 
#669C MAIL BOX 
#4002 UTILITY RACK 
Op 
[oP 
#4001 TOWEL BAR 
& 
aid ¢ 


@ 








f 
a 
¥ 


Di cctte: tien anit I Tee, are Og on OF RR 9 CE OOOOIGET ay eye a 


COMPANY 


87 Chambers $t., N.Y. 








January 13, 1949 





ADVANCES 
Some felt base rugs. Some tin mill products. 


DECLINES 
Mercury, Some soaps, soap products. Plywood. 





Tin mill products advanced 
—Price increases on three special 
grades of tin mill products, effective 
January 1, were announced by Carnegie- 
Illinois Steel Corp., covering hollow- 
ware enameling black plate, heavy 
coated ternes and roofing short ternes. 
Unlike general tin mill products, these 
grades are not sold on an annual basis, 
but their prices usually are adjusted in 
line with tin plate. Increases in tin 
plate quotations were announced re- 
cently, by Carnegie, for 1949. The new 
mill prices on the special grades are: 
Hollow-ware enameling black plate 29 
gage, $5.30 per 100 lbs., up 55 cents; 
heavy coated ternes for manufacturing 
purposes, eight-pound coated, $8.10 per 
100 lbs., up 95 cents, and 15-lb. coated, 
$9.35, up $1.20; roofing short ternes, 
8-lb. coated, $17.50 per package of 112 
sheets, up $2. The prices for those 
products had not been previously raised 
during 1948. 

. . - 

A move back to normal — 
American Radiator & Standard Sanitary 
Corp. has returned to a firm price policy 
in the sale of its heating and plumbing 
equipment says President T. E. Mueller. 
The new price policy, effective imme- 
diately, is made possible by the better 
flow of raw materials into the company’s 
plants, at prices which American-Stand- 
ard believes will remain substantially 
near present levels. The company has 
been able to achieve consistently high 
production, and has shortened the time 
lag between placement of orders and 
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delivery of finished goods, Mr. Mueller 
added. “The company is mindful of 
the need for stable price conditions in 
the construction industry and this step 
is our share toward making it possible 
for consumers to know the cost of heat- 
ing and plumbing products, before un- 
dertaking building or modernization 
programs.” With a firm price policy in 
effect, heating and plumbing whole- 
salers and retailers will be able to give 
firm price quotations on American- 
Standard products, and consumers will 
be able more accurately to budget their 
heating and plumbing costs, 


* * * 


Felt-base rugs advanced—A 
17 per cent price increase has been an- 
nounced for Bigelow-Sanford Carpet 
Co.’s felt-base “Glamorugs,” made by 
its Universal Division. There were no 
price increases made on Bigelow’s line 
of woven carpeting. The price of the 
9 by 12-ft. size “Glamorug” was in- 
creased to $34.95 from $29.95, effective 
Jan. 1, and proportional price advances 
will occur in other sizes. The company 
stated the price rise was due to sub- 
stantial increases in the cost of raw 
materials, especially wool. 


Plywood—lIn the Pacific north- 
west’s Douglas fir (softwood) mills, 
which produce two-thirds of the nation’s 
huge plywood supply, prices have drop- 
ped an average of 10 per cent on all 
grades in the last few weeks. Around 
the country, a recent survey shows price 


reductions of 5 per cent to 15 per cent 
by retail dealers in leading cities. In- 
ventories are piling up—in dealers 
yards, at the mills and in wholesalers 
pipelines. But production is still at a 
record rate: this year the northwest 
plants will have turned out 1,900 mil- 
lion ft. of plywood, 100 million more 
than the previous peak of 1942, and 
nearly 300 million ft. more than last 
year. Further, 10 new plants are now 
being built or blueprinted. When these 
are completed (many within the year) 
capacity will be raised to more than 
2,700 million ft. a year. However, some 
mills already are trimming production. 
Night shifts, third shifts and the sixth 
day are being eliminated. Most plywood 
producers say they are optimistic for 
this year’s business, and believe the 
current situation is seasonal (the first 
seasonal letdown in nine years) and 
that sales will pick up next spring. 


* * * 


Steel pricing — Steel people 
know as well as anyone else that prices 
are too high; that more increases in 
steel may price this product out of some 
markets, according to the Dec. 23, 1948 
issue of The Iron Age, national metal- 
working weekly, affiliated with Harp- 
warE Ace. Knowing all this steel firms 
will still have to increase prices again 
if wages go up in 1949. The only rea- 
son further boosts have not been made 
in base prices is because economies and 
better utilization of equipment have 
kept rising steelmaking costs in check. 
For the near future there is no chance 
of any across-the-board, or general, in- 
crease in the base price of steel prod- 
ucts. Adjustments which are made will 
come in extra charges which are being 
revised as costs dictate a higher return. 
Most of the extra changes recently have 
come about because of increased prices 
mills have paid for raw materials need- 
ed to produce coated steel items. One 
thing is certain—there will be no gen- 
eral reduction of steel prices in 1949. 
And for that reason those handling steel 
inventories have no fear of losses be- 
cause of holding this material. Steel- 
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RB&W’s consistent effort to help 
you make more money, is typified 
by the new, attractive package 
developed for RB&W bolts, nuts, 
screws and rivets. 

Your first glimpse of the pack- 
age shows the label information to 
be clear and complete. Big black 
type on a white background and 
the product pictured on the label 
save your men time and error in 
selecting from stock. 

This box is designed to give 
maximum opening for accessibili- 
ty of contents. It is labelled up- 
side down purposely to prevent 
bottom dropping out while han- 
dling . . . it ends all problems of 
dropping and spilling. 











ELIMINATE SEVERAL HEADACHES 
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CARRIAGE BOLTS 


FULL SIZE BODY 








STURDIER, MORE CONVENIENT 
BOX. Brightwood construction, 
sturdy as metal-edged. No flaps. 
Opens on fiat side, won't tip. 


QUICK IDENTIFICATION. Picture of 
contents plus clarity and plete 
ness of label information make se- 
lection quick and accurate. 


FUMBLE-PROOF COVER. Boxes are 
designed with covers underneath. No 
danger of box slipping from under 





cover, spilling contents. 


And closer examination shows 
the construction strong, yet light 
—abuse resistant, convenient to 
handle. 

Already, the new RB&W pack- 
age has been called the most sen- 
sible—and most attractive—in 
the fastener industry. 


THE COMPLETE 
QUALITY LINE 





Over. 


¢ * 
tiny pas™ 


Plants at: Port Chester, N. Y., Coraopolis, Pa. 
Rock Falls, Ill., Los Angeles, Calif. Additional 
sales offices at: Philadelphia, Detroit, (Chicago, 
Chattanooga, Oakland, Portland, Seattle. Distrib- 
utors from coast to coast. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
404 Years Making Shong the Things That Make America Shong 















HICO 


QUICK PROFIT 


TOOLS 


A nationally distributed, fast mov- 
ing line that makes money for you 


PLANES 
Seven sizes retailing at prices 
that clean them out fast. 








DRAW KNIVES 


A sensational new folding 
draw knife with exclusive 
features. A wonderful seller. 

grees 






TROWELS tiawns. Quatty thar at 


tracts mechanics. 











HACK SAWS AND FRAMES 


Four styles of frames in the standard 
lengths and teeth in blades. 





SCREW DRIVERS ‘ise.’ ric. 


wood, and perfect handle. Straight and 
Cross Point bits. 





DRILLS Four sizes of hand and breast 
drills for the professional and 
home mechanic. 


Write for Catalog of our complete fine 


HIGRADE INDUSTRIES CO. 


HAMDEN 14, CONNECTICUT 
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making costs are not as flexible as 
they were 10 years ago. They are not 
flexible at all. And what worries most 
steel heads is the $64 question, “How 
will the industry in years to come get 
the money to buy new plant or replace 
old?” There is now no reason to be- 
lieve that steel labor will strike in 1949. 
But there is every reason to expect a 
work stoppage if a wage-social-benefit 
impasse turns up at midyear, said The 
Tron Age. Steel will pour out of fur- 
naces and plants between now and the 
middle of 1949. If there is to be a 
work stoppage in steel it will not hit ’til 
after midyear. Demand for steel will 
have a direct bearing on the position 
steel firms will take on labor demands. 
Right now steel officials believe prices 
are high enough. Yet it is a sure bet 
that if wages go up so will prices. 
* *« * 

Quicksi!ver—Toward the year- 
end the price of mercury was raised 
$14 per flask of 76 pounds by the Span- 
ish-Italian quicksilver producing com- 
bine. The new price is $70 a flask at 
Spanish or Italian ports. This will bring 
the price of the foreign metal at New 
York to $92 a flask. U. S. produced 
mercury is now quoted at $94 a flask. 
Mercury is chiefly used for batteries, 
paints, pharmaceuticals, and thermome- 
lers. 

* * 

1949 dye prices—E. I. du Pont 
de Nemours & Co., Inc., has announced 
1949 dye prices, some of which are 8 
per cent above former contract prices. 
The prices of a number of major dyes 
are unchanged. The average of du Pont 
dye prices is now about 33 per cent 
above 1939 levels, but some major items 
are still selling at 1939 prices. 

* * # 

Soaps and soap products 
Two major makers of soap and soap 
products annolinced wholesale price 
cuts of about 6 per cent, on Dec. 20. 
Lever Bros. Co. said it was reducing 
the price of Lux toilet soap, Lux flakes, 
Lifebuoy soap, Swan soap, and of 
Rinso, Surf, Breeze, and Silver Dust. 
\ cut of two cents a pound in the price 
of Spry, the company’s vegetable short- 
ening, was announced a week earlier. 
Procter & Gamble Co. also reported 
that it was reducing the price of its 
principal household soap products, the 
third such cut during the year. Both 
companies said the lower prices resulted 
from a decline in the cost of fats and 
oils used in their manufacturing. 


Aluminum output up in 1948 
“Record shipments of more than 428,- 
500,000 pounds of aluminum were made 
by Reynolds Metals Co., during 1948,” 
according to R. S. Reynolds, chairman 
of the board. This compares with the 
1947 total of approximately 400,000,000 


Ibs., with 325,000,000 Ibs. for 1946. Tota! 


U. S. production of virgin aluminum i) 
1939 was 327,000,000 Ibs. “In order t 
do everything possible to alleviate the 
metal shortage, Reynolds in 1948 paid 


excessive power costs ranging up to 10 


cents per lb. of aluminum produced 
and thus succeeded in shipping th: 
greatest amount of metal in its history. 
Insufficient power is seen as the only 
limitation on peak capacity production 
levels for 1949,” Mr. Reynolds said 
“We hope to get power sufficient t 
place in operation the two idle pot lines 
at Jones Mills, Ark., as well as to oper 
ate the 380,000,000 Ibs. of available 
capacity in our. several reduction 
plants.” 
* * 
More about appliance sales 
Dollar sales of retail dealers ir 
household appliances and radios totaled 
$234 million in October, a decline of 3 
per cent from September, but un 
changed from sales in October, of 
1947, the Commerce Department re 
ported. For the January-October period, 
this year, sales stood 14 per cent above 
the like 1947 period. As a somewhat 
contrasting picture, the demand for Hot 
point and some other’ well-known 
brands of electric appliances is approxi 
mately the same as during the past year, 
says L. C. Truesdell, vice-president of 
Hotpoint, Inc. Washing machines havi 
come into a bigger supply “than ordi 
nary inventory requirements, but this is 
not unusual for the time ef year; pro 
duction during the third quarter reached 
an all-time high,” he said. Sales of 
dishwashers, disposals, refrigerators 
electric ranges and electric water heat 
ers are continuing to keep pace wit! 
production, with possible exceptions 
among some lesser known brands. Hot 
point appliances will continue on alle 
cation to distributors at least during the 
first quarter of 1949. But Mr. Truesdell 
warned that the market could change 
quickly after January 1, saying: “We 
know there is a vast unfilled demand for 
almost every kitchen and laundry ele¢ 
tric appliance, but the time has come 
when real sales effort is a necessity for 
the dealer who wants the sales. The 
present situation is becoming highly 
competitive.” 
* 

A new October record—1: 
dustrial production rolled to a new 
peace-time record in October, breaking 
through a previous peak which had 
stood for seven months, says the Fed 
eral Reserve Board. An upturn in out 
put of durable goods sent the Board’s 
index of production up 3 points, in 
October, to a level 95 per cent above 
the 1935-39 average. The summary 
showed that department store sales 
registered less than the usual seasonal 


f 


gain in October and the early part o! 
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WINTER 
WEATHER 
CREATES 
INCREASED 
DEMAND FOR 
COBURN 
#500 
SWING-OVER 
HARDWARE 
SET 


OTHER WICKWIRE SPENCER 
PRODUCTS FOR THE BUILDING 
INDUSTRY 


CLINTON WELDED WIRE FABRIC—For 
every type of concrete reinforcement. 


REALOCK FENCE—Chain Link Fence for 
industrial plants, institutions, residences. 


CLINTON BRAND HARDWARE CLOTH— 
In standard meshes and widths. 


PERFECTION DOOR SPRINGS— Unequal- 
led for toughness, durability and resis- 
tance to rust. 


WICKWIRE WIRE ROPE — In all sizes and 
constructions for every need. 


500 FIFTH 
Boston + Buffalo + Chicago + Denver 











AVENUE 
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FABRICS CORPORATION — 











Car owners with old-fashioned swinging garage doors, 
who have had to shovel snow before getting their cars 
out, are good prospects for the Coburn #500 Swing-Over 
Hardware Set. For with this set the old doors can easily 
be remodeled into smooth operating overhead doors. 
The Coburn #500 Set is adaptable to practically all 
types of garages. It doesn’t interfere with usable floor 
space. Perfect counterbalance assures effortless opera- 
tion. Coburn #500 is economical too, for even though it 
is high in quality, its cost is in the lowest price field. 
Write today for catalog showing full line of hardware 
for garage and barn sliding doors. Other Coburn Prod- 
ucts include fire door hardware, overhead trolleys and 


conveying systems for carrying loads up to 3,000 Ibs. 





PENCER STEEL 











gh ‘eo 





° NEW YORK 18, N. Y. 


Ft. Worth + Philadelphia + Pacific Coast Subsidiary—The California Wire Cloth Corp., Oakland 6, Cal. 
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READY PATCH 
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MORE AND more dealers are 
finding READY PATCH the logical 
answer to the demand for a ready- 
mixed, easy-to-use patching com- 
position in paste form. 





If you sell patching plasters you 
understand the popularity and 
need for this distinctive product. 


Manufactured by 


M & H LABORATORIES 


2703 ARCHER AVENUE 
CHICAGO 8, iLL. 






























NATIONALLY ADVERTISED 
since 1936! 


TODAY the Porto-Vise is better than 
ever—almost a million satisfied users. 
Ideal for Carpenters, Home Work- 
shops, Radio Men, Cabinet Shops, Me- 
chanics, Aircraft Plants, Furniture 
Factories, Service Stations, Garages, 
Schools, etc. Holds any wood, plastic 
or soft metal. Holds it TIGHT! 

Steel forged unbreakable clamp. Light, 
strong, cast aluminum jaws. Rein- 
forced steel guide for both jaws. Basic 
feature—main screw telescopes into 
drilled handle made of steel bar stock. 
Weight: 31/2 ibs. Capacity: 21/2 inches 

Write for Literature and Prices 


PARENT BROS. 


Dept. A-1 — 3341 Union Pacific Ave. 
Los Angeles 23, California 
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November, and that the growth of bank 
loans has slackened considerably since 
September. Reflecting record iron and 
steel production, output of durable 
goods—such as automobiles, stoves and 
refrigerators—reached a new high rate 
for the post-war period in October. 
Production of copper and freight cars 
decreased, but activity in most other 
durable lines advanced. Production of 
manufactured goods was 102 per cent 
above the 1935-39 average. Durable 
goods were turned out at a rate 130 
per cent above pre-war, and non-dur- 
able goods at a rate 79 per cent above 
pre-war. Construction contracts award- 
ed increased slightly in October, chiefly 
for publicly financed housing projects 
and hospitals. At the same time awards 
for private residential building con- 
tinued to decline. The Board recalled 
the B.L.S. estimate that new housing 
units started in October declined to 
72,000 from 81,000 in the preceding 
month, and from 94,000 in October 
last year. 


7 ¢* * 


Vacuum cleaners Factory 
sales of household vacuum cleaners in 
November were 9.4 per cent below the 
October figure, the Vacuum Cleaner 
Manufacturers’ Association reported. 
November sales were 255,080 units com- 
pared with 281,573 in October. The 
Association said that, despite the cur- 
rent dip in factory sales, they have 
passed the 9,000,000 mark since the end 
of the war. It took the industry nine 
full pre-war years to sell 9,000,000 


vacuum cleaners. 


* ” * 


General construction holds up 
well—Over-all new construction put in 
place during November remained at a 
high level, despite a continuation of the 
seasonal decline Which began in Sep- 
tember. A total of $1,559 million of 
new construction was put in place in 
November. This was $146 million be- 
low the October figure, but was still 
$127 million above November of last 
year. The sharp curtailments in new 
private residential building, and a drop 
in public highway construction, were 
mainly responsible for the November 
decline. 


* * * 


Home building — New home 
construction declined seasonally in 
November, when builders started 65,000 
new permanent non-farm dwelling units, 
7,000 less than in October, the Bureau 
of Labor Statistics announced. The 
November total was 18 per cent under 
the number started in the like month 
last year. Nevertheless, except for No- 
vember, 1947, performance this Novem- 
ber exceeded that for the like month in 








Write for 

NEW S-48 Stocked by 
catalog just Leading Too! 

released. Departments 


“ARMSTRONG BROS.” Pipe Vises are built 
for lifetime service with unbreakable drop forged 
steel hooks. Other design improvements include: 
oval handle ends (will not pinch hands), re- 
placeable tool steel jaws with milled teeth, and 
on sizes 70 and 71, a solid l-piece jaw that 
prevents kinking of small pipe. There are always 
extra quality features in an “ARMSTRONG 
BROS.” Pipe Tool. 


ARMSTRONG BROS. TOOL CO. 
5214 W. Armstrong Ave., Chicago 30, 
U.S.A 







S.A. 
Eastern Whse. and Sales: 199 La- 
fayette St., New York 12, N. Y. 
Pacific Whse. and Sales Office: 
1275 Mission St., San Francisco 
Calif. 











ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 
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any previeus year since 1939. Non-farm 
housebuilding totaled 867,500 units for 
the first 11 months of 1948, an increase 
of 10 per cent over the comparable 
period of 1947. Despite the approach 
of winter, gains over October were 
shown in a number of cities, including 
Birmingham; Chicago; New Orleans; 
Omaha and New York City. Los An- 
geles, New York and Houston led all 
other cities in the number of local per- 
mits issued during the first 11 months 
of 1948 for new non-farm houses. In 
half the 20 leading cities, the number of 
permits issued was substantially greater 
this year than last for the year to date. 


* * * 


Titanium—The use of titanium 
as a pigment in paints has risen within 
25 years to first place in the white pig- 
ment field, says Dr. Roy Dahlstrom of 
National Lead Co. Production of white 
pigments in the U. S. in 1925 showed 
white lead use that year at 163,905 tons, 
lithopone 145,019 tons and titanium 
dioxide only 1,800 tons. In 1945 titan- 
ium had climbed to first place with a 
total of 183,195 tons and white lead had 
slipped to last place with a total of 
51,170 tons. Zinc oxide in 1945 was 
used to the extent of 125,955 tons and 
lithopone 136,161 tons. Among the re- 
cent important developments in the 
titanium field is the production of pure 
ductile titanium metal. The metal long 
has been known as a laboratory curi- 


by the U. S. Bureau of Mines, so that 
it now is up to industry to produce 
titanium metal on a tonnage scale. Ti- 
tanium has corrosion resistance of the 
order of stainless steel, and is one of 
the more abundant metals. One large 
zinc titanium ore body in Quebec already 
has sufficiently assured ore to last for a 
great many years. 


* * « 


1948’s record crops — Total 
crop production last year was the 
largest in U. S. history, says the Agri- 
culture Department. The total volume 
was 11 per cent above the previous high 
set in 1946 and 37 per cent above the 
1923-32 average. Despite the record 
crop output, lower prices have cut the 
farmers’ 1948 income about 10 per cent 
below 1947’s, the Department said. 
Further declines took place in whole- 
sale prices of farm products during the 
week ended Dec. 14, the chief factor in 
trimming the B.L.S. wholesale price in- 
dex to 163 per cent of the 1926 average. 


* * * 


Optimistic turn in farm re- 
ceipts ——- Farmers’ cash receipts from 
marketings during 1948 probably will 
tun a little higher than for 1947—in- 
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OPENS BOTTLES 
REMOVES SCREW CAPS 
CUTS VEGETABLES 
PREPARES MEAT. FISH, 
POULTRY, ETC. 


ORT, CONN. 


Sen omage 


PREPARES FISK 
MEAT POU: 





Fast - moving, profit - making Order No. 1701 


item. Handsome red and white 
compact eye - catcher that 
makes the most of limited 
space. 


Handy Kitchen Shears with 
red enamel handles, blades 
long life nickel plated finish. 


Visit us at 
National Housewares & 
Major Appliance Exhibit 

Booth 480 
Navy Pier, Chicago, Ill. 

January 13-20 
One Dozen Individually 
Carded Shears to the Box. 


The ACME sHEAR Co. 


BRIDGEPORT 1, CONN. 
Makers of ACME * EVERSHARP + KLEENCUT 
WORLD'S LARGEST MANUFACTURER OF SCISSORS AND SHEARS 


















LARGER 
SIZES 


BIG VARIETY OF 
VOLUME BUYERS 


Larcoloid sells fast to Painters, Mainte- 
nance Men, Contractors, Sign Manufac- 
turers, Automotive Men, Householders 
. « « They all prefer its Quick-Drying, 
Long-Wearing Qualities — Outdoors or 
Indoors — on Metal or Wood. 


— mn 
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White jor Dealer Set-up 


CARPENTER-MORTON CO. 
DEPT. H =—-—s EWERETT, MASS. 
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stead of a little lower as estimated 
The Agricultural 
Department said that 1948’s farm cash 
receipts will run around $30,800 million 
compared with the 1947 total of $30,- 
200 million. Total marketing volume 
will be slightly smaller for 1948 than 
1947, the Department said, but average 
prices for 1948 as a whole will run 


several months ago. 


somewhat higher. Higher cash receipts 
for 1948 are attributed by the Depart- 
ment to the increased prices of meat 
and dairy products. 


* * ~ 
Employment — For the first 
time since May, total employment 


dropped below the 60 million level in 
November, the Census Bureau reported. 
A pre-holiday increase in workers in 
retail trade and some manufacturing 
lines was not enough to offset the nor- 
mal seasonal drop in farm employment, 
the Bureau said. Accordingly, the num- 
ber of employed dropped from 60,134.,- 
000 in October to 59,893,000 in No- 


vember. 
. - 


Home building — New con- 
struction work put in place during 
November was valued at $1,559 million, 
off 9 per cent from October but 9 per 
cent above November, 1947. The Com- 


merce Department said the Octcber- 


November decline “can be attributed 
almost wholly to seasonal influences.” 
Its figures pertain to all work actually 
done on projects during a month, 
whether the projects were completed or 
not. Of the total construction work done 
in November, private home _ building 
accounted for $600 million, and for the 
first time since the war was under the 
figure for the corresponding month of 
the previous year. The November fig- 
ure was off 8 per cent from October 
and off 5 per cent from Nov., 1947. 
A joint estimate by the Commerce and 
Labor Departments placed the value of 
all new construction in the first il 
months of this year at $16,300 million, 
29 per cent above the comparable 1947 
period. Commenting on private home- 
building, the Labor Department said 
1948 had been marked by a return to 
a more normal seasonal trend, with a 
peak reached in August, differing from 
last year, when the peak occurred in 
November. 


Department stores under 
1947—Department store dollar sales 
continued to lag behind last year 
through the week ending Dec. 4, but 
the gap between this year’s volume and 
last year’s was narrowing, according to 
figures published by the Federal Re- 





INDEPENDENT RETAIL 
TRENDS IN 17 CITIES 


HARDWARE STORE SALES 
IN THE UNITED STATES 





November, 1948 








Nov., 1948 Il mos., 1948 Nov., 1948 
Cities compared with compared with compared with 
Nov., 1947 11 mos., 1947 Oct., 1948 
California—Los Angeles 16 +7 —7 
San Francisco arias —ll + 9 +4 
District of Columbia— Washington + 7 +1 —4 
[inois—Chicago . -1 + 4 -2 
Massachusetts—Boston 0 — 8 -3 
Michigan—Detroit -9 +12 23 
Minnesota—Minneapolis +1 +7 li 
Missouri—St. Louis —18 + 3 15 
Nebraska—Omaha + J +1 + 4 
New York—Buffalo - 6 0 + 4 
New York —l7 - 3 15 
Ohio—Akron + 2 + 6 ] 
Youngstown =~ —5 + ] +-12 
Pennsylvainia—Philadelphia + 1] + 2 —10 
Pittsburgh — 3 +. 2 +. 2 
Washington—Seattle 19 -10 + 2 
Wisconsin—Milwaukee + 2 +21 4 





Compiled by Bureau of the Census, 


U. S. Department of Commerce. 


Editor’s Note: Monthly Retail Trade Reports of the Bureau of the Census are 
now limited to cities and other local areas because appropriations available for 


the next fiscal year are not sufficient 
state-by-state basis. 


to develop and maintain valid data on 2a 
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CAP AND SET 
ALLOY STEEL 
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l with These set screws are case hardened—the Hard machined point 
saad bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
1 met engineering requirements for all general purposes. 
} 
2 Ferry Cap Set Screws are expertly made by the first company to 
‘ produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
» 
1 40 years of precision manufacturing. 
} 
Square head and headless—cup point—case hardened —sizes V4" 
diameter and larger. Carried in stock for immediate shipment. 
) 
j 
) 
i rhe FERRY CAP & SET SCREW Co. 
Kage 2155 SCRANTON ROAD ° CLEVELAND 13, OHIO 
CAP AND SET SCREWS + CONNECTING ROD BOLTS * MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
= ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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*+.means sure protection 
of stock for you... factory- 
sharp tools for the user 


From factory to user each GREENLEE 22 
Solid-Center Auger Bit is constantly shielded 
... protected from shipping and handling 
damage, seashore and other humid 
conditions. It’s Plastic-Sealed with a 
heavy protective coating over the entire 
twist, head, round, spurs, and point. 
This eliminates costly stock 
maintenance by you and provides 

you always with “' factory-perfect”’ 

bits for your customers. 


SOLID-CENTER AUGER BITS 


felelG Rie) Ba Plas). 14, | 


GREENLEE 


STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 


Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives « Automatic Push Drills e Spiral Screw Drivers « Bit Extensions e Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 180! Herbert Avenue, Rockford, Illinois, U.S.A. 








serve Board. Sales in the Dec. 4 week 
were 4 per cent below the correspond- 
ing week of 1947, the Board reported. 
In the week ended Nov. 27, the decline 
was 5 per cent; in the week ended 
Nov. 20, 6 per cent, and in the week 
ended Nov. 13, 9 per cent. The total 
for the four weeks ended Dec. 4 was 
6 per cent under 1947 volume. Sales for 
the year to Dec. 4, however, were 5 per 
cent ahead of the like period last year. 


* * *. 


Savings bond sales gain— 
Series E Savings Bond sales for 1948 
are going toward a peacetime record, 
with officials predicting that buying is 
at about $4,200 million for the year. In 
1947, $4,085 million of the former “war 
bonds” were sold. In the first 11 months 
of 1948 purchases exceeded redemp- 
tions by $400 million. Sales of E bonds, 
officials said, have outstripped redemp- 
tions for the last six months without 
a break, quite a change from the last 
two years. E bonds now outstanding 
total more than $32 billion, and are 
held by an estimated 75 million to 80 
million persons. 

* ” + 


Retail sales—Sears, Roebuck 
& Co. and Montgomery Ward & Co., 
the leaders in mail order trade, re- 
ported November sales below November, 
1947. In both cases, it was the first 
month to show a sales decline from the 
like period of the preceding year since 
Sept., 1945. Sears was off only 0.1 per 
cent in November, Ward’s was down 
3.3 per cent. Up to Nov., 1948, Sears 
was 17.3 per cent above the year-ago 
comparison, and Ward’s was up 7.2 per 
cent. In the variety store field, F. W. 
Woolworth and W. T. Grant reported 
their November volume was less than a 
year ago. Seven other major chains re- 
ported the rate of sales increase in 
November was smaller than it had been 
earlier in the year. S. S. Kresge Co. 
enjoyed a 4.3 per cent gain over Nov., 
1947, 


* * * 


Mail order sales pick up — 
Sales of the large mail order heuses 
have picked up since early December, 
after taking a downward dip in No- 
vember. Mail order spokesmen attrib- 
ute the upturn to Jast minute Christmas 
buying by mail order customers. In the 
years since the war, mail order cus- 
tomers made a practice of doing their 
Yuletide buying by mail in November 
to assure delivery and selection of 
merchandise. Customers seemingly 
were not very much concerned about 
shortages and reverted to their pre- 
war habits of last minute buying. 
Recent mail order sales had been af 
fected, the same as retail store sales, by 
consumer resistance to prices and the 
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pond- high cost of living. Sears Roebuck & 

orted. Co. and Montgomery Ward & Co. re- 

ecline perted smaller November sales for 

ended 1948 than in Nov., 1947, the first time 

week since 1945 that either of the houses had 

total a smaller monthly sales record than the 

L was like period of a previous year. Wh ere also means 
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year. 





Department stores showing 
improvement—Department store sales 
throughout the nation in the Dec. 11 


és 
rofits 





igher 


ain— week, rebounded close to 1947 levels 

1948 after lagging 4 per cent to 10 per cent 

ecord, behind a year ago for the six previous 

ing is weeks. Dollar volume in the week ended 

ar. In Dec. 11 was only one per cent below Get that fractional horsepower drive business by handling the 
“war the like 1947 period. This tendency for “‘Profit Maker’’ Assortment of V-Pulleys and V-Belts furnished 
onths sales to pick up as Christmas ap- by ‘“‘the good right hand of industry” — Worthington. 

demp- proaches seems to bear out the Federal It’s an expanding market—in homes, small industries, on 
onds, Reserve Board’s idea that the recent farms. And the many Worthington sales points mean you'll get 
demp- poorer showing in weekly figures has the cream of the business. 

ithout been due in part to the fact that aver- , . ; ; ; 
e last ages this year are for periods ending 1. eee bg mn —_ pe Pr Available in 
nding |_ two days fair Som Chrtmas thn | Jf Bay, to FA —Can' Work single and double grooves to serve 
1 are the corresponding 1947 week. The more —No Wobble. The interchange- quirements. 

to 80 cheerful attitude of many retailers now, able rim and hub feature reduces 3. Worthington-Goodyear EC 


backed up by better business, follows a 
period of gloom that began with the 
week-ending November 6. After 10 


your inventory. Cord V-Belts have their continu- 
2. Worthington Adjustable-Pitch ous cords located in one neutral 
V-Pulleys are rugged, sturdy, uni- plane, unaffected by flexure. 
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FULLER TOOL CO., INC. 


905 Faile Street, Bronx 59, N. Y. 
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Brand New! 





EVERY TOOL BRANDED! 
EVERY TOOL GUARANTEED! 


No. 3010 
ASSORTMENT 
3"'Scandia" Chisels 
(", x" and 1") 
mounted on smart 
blue-and-gold dis- 


DEALER’S 
COST | 
$360 


pla y boord. 
ae — L pit per assortment 
box or open RETAIL LST $5.49 


* Forged Vanadium Steel blades, perfect temper, 
precision ground. 


* Sharpened and honed edges. 


* Fuller’s famous unbreakable amber handles, 
full size to fit the mechanic's hand. 


* Every chisel branded and fully guaranteed. 


*%", %”" and 1” sizes; also available In 


open stock. 
*Reg. U.S. Pat. Off. 











QUALITY SELLS WHEN 
ADVERTISING TELLS ... 


and we're telling the Fuller story of Quality, 
every month, to more than two million readers of 
POPULAR SCIENCE and POPULAR MECHANICS. 
Get your share of this ready market by tying 
in with ovr national promotion. Keep your 
Fuller inventory complete! 


World's Largest Producers of 
Unbreakable Amber Handle Tools 








million above September and about 
$818 million above October last year. 
But Commerce Department observers 
said the daily average value of sales 
dropped slightly from September be- 
cause of one more working day in Octo- 
ber. Book values of manufacturers’ 
inventories increased $100 million dur- 


ing October to $30,800 million. 


* 


Magnavox sales—Net sales of 
The Magnavox Co., Fort Wayne, Ind., 
in the third quarter ended Nov. 30, 1948, 
were the highest on record for any quar- 
ter in the history of the company. Sales 
in the three months totaled $9,394,546, 
compared with sales of $6.700,792 in the 
corresponding period a year before. 


* * * 


A belated retailing pick-up 
—Whether or not slightly lower prices 
were an influence, Christmas shopping, 
in a slump for several weeks, picked up 
so sharply in the homestretch that the 
dollar sales volume for 1948 was ex- 
pected to break all records, retail trade 
experts predicted. Dun & Bradstreet 
reported that estimated December sales 
by retailers would hit $13,000,000,000 
an all-time high for that month, and 
three per cent higher than the dollar 
volume for Dec., 1947. 
dicted that sales for the year would be 
8 to 10 per cent above the record level 
of $118,000,000,000 last year. Christmas 


shoppers reverted to their pre-war prac- 


It also was pre- 


tice of shopping late, according to Dun 
& Bradstreet. The heavy volume of busi- 
ness got underway six weeks later than 
it has in the past few years. War- 
induced shortages of goods led shoppers 
to buy early in past seasons. But man- 
ufacturers had backlogs of most kinds 
of Christmas goods. Department store 
sales throughont the nation in the De- 
week unchanged in 
year ago, the 
This 


compares with one per cent to five 


cember 18 were 


dollar volume from a 


Federal Reserve Board reported. 


per cent declines from 1947 in sales for 
the three preceding weeks. 


National income at new high 

U. S. national income, as measured 
by the earnings of its people from cur- 
rent production, was expected to attain 
a new high of $224 billion in 1948, the 
Commerce Department predicted. It 
was $202 billion in 1947. The value of 
all goods produced and services ren- 
dered in 1948 was forecast at $253 bil- 
lion, against $231 billion in 1947, the 
Department estimated. National income 
ran at a peak annual rate of $227 billion 
in the September quarter, its report dis- 
closed. This was $27 billion above the 
yearly pace in the like 1947 period. 
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Building—An 18 per cent drop 
in construction “starts” on new city and 
town dwelling units was recorded in 
November, compared with Nov. 1947. 
lhe home building patterns of the two 
years, 1948 and 1947, were very dif 
1947, no decline in starts 
In 1948, Novem- 
ber was the sixth consecutive month in 
Construc 
tion of some 65,000 units began. This 
was 7,000 less than the October figure 
and 14,700 units below November of the 
preceding year. However, the housing 
shortage is overstated in official figures, 
some presidential advisers believe. They 
say that B.L.S. reports on “housing 
starts” are not a true measure of how 
well the need for shelter is being met: 


ferent. In 
came until November. 


which a loss was registered. 


that some 3.5 million more units were 
added to housing supply the past eight 
years than “start” estimates show. These 
came from remodeling, conversions, and 
structures built without permits. 


Approaching a buyers’ mar- 
ket—Higher costs and near-record out- 
put pushed housing a long way toward a 
buyer’s market in 1948. Toward the year’s 
end, the construction boom bowled 
along undiminished in some sections. In 
others, new homes were priced out of 
reach and stood empty, unsold. Mort- 
gage money was harder to get. Interest 
rates rose. Many lenders virtually with- 
from the 
Foreclosures were increasing, but stayed 
still at low levels. Soft spots in the 


construction field bring some good 


drew “GI” mortgage field. 


(along with bad) effects. For example, 
says one big builder: “For the first time 
since the war’s end, I’m able to get firm 
prices on heating and plumbing con- 
Other materials suppliers are 
so eager for business that they no 
longer demand the escalator clauses 
which permit them to pass on increases 
in their costs. The nation spent a 
record $17,800,000,000 for all types of 
new construction in 1948. Official fore- 
casts for the new year are: Less housing 
(875,000 units) and private building: 
sharp increases in public construction. 


tracts.” 


Home building hit a fast pace in 1948. 
Starts on new permanent units for sale 
or rent were estimated by the Govern- 
ment at 925,000, a downward revision of 
earlier guesses that ranged to 1,000,000. 
In the record year 1925 some 937,000 
units were started. Costs continue to 
be a prime worry to the industry. They 
moved about 10 per cent higher during 
1948, repeating the 1947 rise. There was 
rather general agreement that they had 
reached a level, if not a turning point. 
But this could be upset if another round 
of wage increases sent prices of ma 
terials and building products soaring 


again. 
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Front and rear views of the new all-metal counter merchandiser that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


NCREASE your sales of WYTEFACE* Steel tapes and 
Tape Rules by putting this new merchandiser to work in 
your store. It takes less than 1 square foot of space, yet: 
e It displays a popular assortment of WYTEFACE Steel 


Tapes and Tape Rules where more customers 
will see and buy them. 

* Its glass front and sturdy metal construction 
discourage pilfering. 

* It has a roomy back compartment which 
holds a complete stock. 

* It has sales helps printed on the back to aid 
your clerks in making sales. 
Next time you order WYTEFACE Steel 

Tapes and Tape Rules and Refills ask your 








KE 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials. 
Slide Rules, 
Measuring Tapes. 








jobber for either one of the two assortments which come 
to you packed in this handsome display. 

You, as a hardware dealer, already know the sales ad- 
vantages of WYTEFACE Tapes. The black markings on 


the white background are easy to read in any 
light. The patented white surface prevents rust- 
ing and will not crack, chip or peel off—and 
it is easy to keep clean. 

Now, with this new merchandiser, you can 
sell WYTEFACE Steel Tapes and Tape Rules 
faster than ever before. For complete details, 
ask your jobber or write Keuffel & Esser Co., 
Hoboken, N. J. 


*Trade Mark, Wyteface Steel Tapes are protected by 
U. S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


NEW YORK * HOBOKEN,N.J. * CHICAGO * 
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EST. 1867 


ST.LOUIS * DETROIT 


SAN FRANCISCO * LOS ANGELES * MONTREAL 
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Shcos Nomogenized 


Neatsfoot Oils 


Processed from the _ foot 
bones of the finest healthy 
beef animals slaughtered in 
the Omaha packing houses, 
then cooked and filtered and 
homogenized to make Sheps 
Neatsfoot Oils more uni- 
form, smooth and penetrat- 
ing. 









MEATSLENE CO. 
J 
SOFTENS 
PRESERVES 
WEATHERPROOFS 
STRENGTHENS 
... the fibers in all fine tanned leather 

MADE IN 3 GRADES 
Pure — Prime — No. 1 
SHEPS NEATSFOOT OILS 


Best for Leather in All Kinds of Weather 
Sold by Jobbers Everywhere 


ATSLENE § 


Ett DORESSINGEO O 














Contains Mutton Tallow 
Made in Stick and Liquid 


Manufactured by 


Neatslene Co., Omaha 8, Nebr. 
ROY W. SHEPARD, "SHEP" 
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FAR AND AWAY—— 
THE BRIGHTEST BUY 


R.E. DIETZ COMPANY 
33 NEW YORK & 1840 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 








224 





Modular construction prog- 
resses rapidly—J. M. Ashley, presi- 
dent of the Producers Council, organiza- 
tion of makers of building products, 
says that aside from the supply of iron 
and steel, no serious shortages of ma- 
terials are expected during 1949, Ce- 
ment will remain tight. Good progress 
was reported during 1948 on various 
projects aimed at lowering the cost of 
building. Several new products promised 
to help in this respect. Also, the sav- 
ings inherent in modular coordination 
(restricting dimensions to multiples of 
four inches) are probably greater than 
in any other development under way at 
the present time. The Council reports 
modular brick an structural clay units 
available in at least 23 states; modular 
concrete blocks in all but two states. 
Wood windows in modular sizes are pro- 
vided by makers representing 80 per 
cent of white pine millwork production. 
Also promising a major contribution to 
cost reduction, if widely accepted by 
small cities, is the basic building code 
developed by the Building Officials Con- 
ference of America. Its abridged code 
for struetures of three stories or less 
reached publication stage just lately. 


Farm lands still rising — 
Farm real estate values are still going 
up. The Agricultural Department re- 
ports an increase on a national basis of 
two per cent during the four months 
ended Nov. 1. This sent the index to a 
new high of 177 (1912-14 equals 100). 
The index on Nov. 1 was eight per cent 
above a year earlier and 113 per cent 
above the 1935-39 average. Compared 
with a year ago only two states showed 
declines, California and Florida, attrib- 
uted to lower prices for citrus and 
truck crops. Farm values on Nov. 1 
exceeded the 1920 peak in all but 12 
states. The volume of sales of farm 
real estate during the Summer and 
early Fall was considerably smaller than 
a year earlier. This resulted, the De- 
partment said, “from a general reluc- 
tance on the part of present owners to 
sell, and to unwillingness of many 
prospective buyers to pay current asking 


prices.” 
. + 


Living costs easing—Living 
costs dropped another notch in Novem- 
ber, the Bureau of Labor Statistics re- 
ported, Their index in mid-November 
was down 8/10ths of one per cent, as 
compared with mid-October. The Octo- 
ber figure in turn was 5/10ths of one 
per cent below September. The living 
cost index measures retail prices of 
goods, and services bought by moderate 
income families in large citics. The mid- 
November index was 172.2 per cent of 
the 1935-39 average of 100. It was 4.4 








@ more sales! 
@ more profit! 


AUTOMATIC DRINKING FOUNTS 
FOR BABY CHICKS AND POULTRY 


BABY CHICK FOUNT 


Here’s a brooder house 
must. Made of brass 
and durable plastic; 
provides a constant 
level of clean, fresh 
water at all times. 
Promotes faster, surer 
growth. Bowl 7 inch 
diameter. Saves time. 
Saves work. Sells for 


$ 4° vse 





POULTRY FOUNT 


Automatically 
provides —_ clean, 
fresh water at 
all times. Pro- 
motes increased 
egg output. 
Works on gravity 
“ or pressure wa- 

s re ter systems. 
33 = nak So Made of brass 


and durable plastic. Bowl 7 inch $ Lod stand 
diameter. Make more sales, more extra 
profit. Sell Little Giant. 

ORDER FROM YOUR JOBBER OR WRITE FOR FOLDER 
AILLER MANUFACTURING COMPANY 


Dept. 6, 251 W. Kellogg Bivd., St. Paul 2, Minn. 














Ta-pat-co Collar Pads can be a sure 
profit-builder for you this spring if you 
stock them and display them. Your cus- 
tomers know and like Ta-pat-co, “The 
Pad with the Rust-proof Red Hooks.” 
They know Ta-pat-co Pads will protect 
their teams, increase pulling power. 
Show them and you'll sell them! 


Stock Ta-pat-co 
Collar Pads NOW! 
Your jobber has them 





The AMERICAN PAD & TEXTILE CO. 


GREENFIELD, OHIO 
CANADIAN BRANCH: CHATHAM, ONTARIO 
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per cent above a year ago, 29.2 per cent 
over June, 1946, when wartime price 
controls were lifted, and 74.6 per cent 
over August, 1939, when World War II 
began. The two-month -declirie followed 
a long rise which reached an all-time 
peak in August and September. Indica- 
tions are that the decline has continued 
in December. Food and other prices 
have continued the “flattening out,” or 
downward trend, so it is likely living 
costs now are lower than the mid- 
November level. The easing in living 
cost figures may have a discouraging 
effect on labor’s drive for a fourth round 
of post-war wage increases. A number 
of unions have said they would prefer a 
general, substantial cut in living ex- 
penses to a big pay boost. General 
Motors workers, in fact, have their 
wages hooked directly to the Govern- 
ment’s consumer price index. 
. . 

Inflation pressures “softer” 
—Some easing of inflationary pressure 
was noted by the Commerce Department 
in its summary of business conditions 
in November. Stable industrial prices 
during the month, and a decline in de- 
partment store sales in November, as 
compared with a year ago, were aspects 
of a somewhat easier demand situation. 
November saw a high volume of pro- 
duction and continued high employ- 
ment, the government economists re- 
ported. Wholesale price of other than 
farm products and foods were un- 
changed in November for the fourth 
month. Farm prices were down, reach- 
ing a level 10 per cent lower than at 
the beginning of the vear. Manufac- 
turers’ shipments rose slightly, though 
on a daily average basis, sales of both 
non-durable and durable goods manu- 
facturers were down. New orders of 
manufacturers fell off after a rise in 
the twe previous months. Total busi- 
ness inventories increased in October, 
chiefly at the retail level, in prepara- 
tion for Christmas. On the whole, it 
appeared that producers’ inventories 
were in line with current sales although 
there were wide differences between 
individual industries, the Department 
said. Although downward adjustments 
have taken place in a number of fields, 
which now include a few consumer 
durable goods like radios and vacuum 
cleaners in addition to textiles, leather 
and apparel, the importance of the 
rising or steady industries far outweighs 
that of the declining groups, according 
to the survey. 


* * * 


Looking ahead on wheat— 
The 1949 wheat crop will reach 1,259 
million bushels, the Agriculture De- 
partment predicts. That would be 25 
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120-7 FULL 
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THE 
OLD WAY CHAPIN WAY 





Eliminates 


HAND 
PUMPING 


because 


The 
PRESSURE 
Is In 

THIS 
Cylinder 





Saves time and work... as- 
sures even, steady spray. Pat- 
ented valve regulator on CO, 
cylinder controls flow of gas 
to tank,—30 lbs. pressure at 
all times. Cylinder contains enough gas 
for spraying up to 15 gallons. . . easily, 
inexpensively refilled. Full 3 gallon tank 
may be used . . . 30% more operating 
capacity than ordinary sprayers of its 
size. WRITE NOW for Bulletin. 


R. E. CHAPIN 


MANUFACTURING WORKS, Inc. 
200 Chapin St. Batavia, N. Y. 





Manufacturers of a complete line 
of compression and hand sprayers since 1887 
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RANGE 
CONNECTORS 


THE ONLY gas range con- 
nector using malleable iron 
fittings, the standard gas fitting 
material and best for the pur- 
pose ... a heavy flared tube 
fitting combined with special Ji 
alloy aluminum tubing with LS | 
-049” wall thickness, A connec- 
tor built to “take it’’! UNDER- 
WRITERS APPROVED for 
all gases. 





$ 


EASY DOES IT. The long 
10° tapered cone of a Superseal 
fitting assures permanently 


sccm aaa 


|| gas-tight seal. There’s no need 
to be ‘‘brutal’’ when tightening 
the nut, but you need not fear 
shearing the tubing or damag- 
ing the fitting. Tubing can be 
bent sharply close to the fitting 

— ideal for flush-to-wall instal- 
lations. 











even though ‘“‘the best’’. Avail- 
able in any combination of 
elbows and straight fittings as 
Be resvirea Write for complete 

@ description. Over 400 U. S. 
Distributors . . . one near you. 
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COLUMBIA MALLEABLE 
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million bushels less than this year’s pro- 
duction, but far above the average for 
the past ten years. It would create a 
wheat surplus unless exports stay at 
record levels. The Department’s fore- 
cast was based on an estimated 1949 
output of 964 million bushels of winter 
wheat, against 990 million in 1948. It 
assumed that the spring wheat crop 
will equal the average for the last five 
years. The government had urged farm- 
ers to cut their winter wheat acreage 
by 8 per cent from the total sown for 
the 1948 crop. Instead, plantings of 
winter wheat have risen to 61 million 
acres, up 5 per cent from a year ago. 
As to another major crop, U. S. cotton 
consumption has been sagging to lower 
levels, when it should be rising. Mills 
use normally climbs from October to 
November. But November’s daily con- 
sumption rate slipped 4 per cent from 
the October level. Total cotton processed 
in the past four months was 6 per cent 
below a year ago. The cotton supply 
this year is likely to add up to nearly 
18 miliion bales. If consumption and 
exports run no higheg than privately 
expected, that would leave a crop-year- 
end (July 1, 1949) carryover of nearly 
6,500,000 bales—more than double the 


total of the preceding crop-year. 


* * * 


Holidays cut steel output— 
Steel operations for the final 1948 week 
were scheduled at 88.6 per cent of 
capacity, according to the American 
Iron & Steel Institute. This compares 
with 100 per cent in the previous week 
and 99.2 per cent a month ago. The 
decline was due to the fact that most 
steel mills did not operate Saturday, 
Christmas Day. The week’s rate was 
the lowest since April, when the coal 
strike caused curtailment. Steel com- 
panies will turn gut a record 68 million 
tons of finished steel products in 1949, 
if the industry has no serious labor 
troubles. B. F. Fairless, president of 
U. S. Steel Corp., made this prediction. 
He estimated 1948 finished steel produc- 
tion at 65 million tons. 


* * a 


” 


“Quite some” lumber left— 
The lumber industry will “always” be 
able to supply the normal lumber needs 
of the country, in the opinion of C. S. 
Martin, chief forester of Weyerhaeuser 
Timber Co. and president of the Society 
of American Foresters. A recent study 
shows that the U. S. normally will con- 
sume about 24 billion board feet of 
lumber annually. “As near as we can 
figure, we will have a permanent timber 
supply of between 24 and 31% billion 
board feet,” Mr. Martin stated. There 
are about 500 billion board feet of 
western pine saw timber now standing, 
and Mr. Martin estimates the normal 


annual cut will be about five billion 
board feet. At this rate there is a 100- 
year supply of western pine now stand- 
ing. However, this year the industry cut 
6,500 million board feet of western 
pine. Mr. Martin said the lumber in 
dustry has been producing a high ratio 
of low-grade lumber, because it is ad- 
visable to improve standbys conserving 
good timber when demand for lumber 
is active. There has been a temporary 
falling off of demand for all grades of 
lumber, but there is still a great world 
wide need. However, with prices de 
clining, there will probably be more 
high-grade timber cut into lumber be 
cause low grades are becoming unprofit 
able. There is still a great shortage of 
high-grade lumber, but additional new 
methods of using low-grade lumber for 
high-grade purposes are being devel 


oped. 


Electric Tool Dealers 
Foresee Good Year 
CCORDING to a nation-wide 


survey just completed by the 
Porter-Cable Machine Co., Syra- 
cuse, N. Y., 73 per cent of the 
country’s portable electric tool 
dealers expect 1949 sales to the 
professional trades to be as good 
or better than unit volume for the 
year just ended. They are even 
more optimistic about the sale of 
home-craft power tools, 78 per 
cent of the dealers looking forward 
to equal or better activity in this 
market. 

In an effort to estimate the po- 
tential for the coming year, John 
A. Proven, general sales manage 
for Porter-Cable, directed the 
questionnaire to 2500 of the com- 
pany’ dealers throughout the 
United States. Twenty-seven pei 
cent returns were received. They 
were selected by dollar volume, 
geographical location and type of 
operation in order to obtain a bal- 
anced sample. The list included 


mill supply houses, hardware 
stores and machine _ specialty 
dealers. 


In the professional field, 50 per 
cent of the dealers expect that 
1949 electric tool business will 
hold up to the 1948 level, 24 per 
cent believe it will be greater, and 
26 per cent look for some decline. 
In the home-craft market, 42 per 
cent of the dealers think sales will 
remain the same, 36 per cent fore- 
see an increase and 22 per cent 
expect a decrease. 
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t be and you'll say “No wonder Hotpoint is to- 
c day’s fastest-selling electric water heater!” 
pits BACKED BY A bang-up, year-’round advertis- H 
wo bee ing program, Hotpoint dealers everywhere are 
level telling the story of amazing “Magic Circle 
Heat.” Miniatures, cut-aways—all kinds of mer- aay 
chandising tools—help demonstrate and sell 
Hotpoint’s famous Pressurized Calrod® Units, 
Automatic Thermostat, Fiberglas® insulation, 
'S 10-Year Protection Plan and many other features! - 
' e MAGIC CIRCLE HEAT is one more reason pmeenions neem 
wid why retailers everywhere are pointing to 5 | “Magic Circle Heat” sky- 
ihe Hotpoint as the franchise with a future! PE SSS SEL 
HOTPOINT INC, (A General Electric Affiliate), CHICAGO . 
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Wings fly cpen 


FOR SECURE FASTENING! 


- Look! How simple it is to hang fixtures at 


walls and ceilings with Paine Spring Wing} 
Toggle Bolts. They're eosy to install—drill | 
hole—slide wing end through—wings fly{ 


| open—tighten bolt for sturdy, solid an-| 








chorage. Saves time and labor. 


INSERT 


ee es es 


Send for free catalog on Paine Hanging 
and Fastening Devices. 


THE PAINE COMPANY 


FASTENING 
and HANGING 


DEVICES 


2963 W. Carroll Avenue, Chicago 12, Ill 


It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional "built-in" 
stamina. 


The modern designs incorporated in 
this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
National Hardware. 


NATIONAL 
MANUFACTURING COMPANY 


Illinois 


Sterling ° 
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Upside-Down Cover Featured 
In New RB & W Packaging 


MPROVEMENTS in the shipping 

and packaging of bolts, nuts, 
screws, rivets, and allied fastening 
products have been introduced by 
Russell, Burdswell & Ward Bolt and 
Nut Co., Port Chester, N. Y. The 
redesign of cases and packages, to- 
gether with suggestions for ware- 
housing of stock, according to the 
company, were based upon investi- 
gation of wholesalers’ problems and 
incorporate a number of suggesting 
made by RB&W distributors. 

One of the innovations that have 
been made in the packages is the 
“upside-down” cover. In the new 
package the cover fits on the package 
from underneath. That is, when the 
cover is slipped over the box, its 
printing is upside-down; consequent- 
ly when the package is laid away in 
stock, it is actually put in upside- 
down so that the printing can be 
read. Hence, when taken out of 
stock, the box is naturally held with 
the cover underneath, preventing the 
box from slipping out of it. 

The RB&W package stands and 
opens on its largest surface to pre- 
vent it from being tipped over. A 
stronger box without tucks and flaps 
has been provided. Breakage loss 
and the cost of replacing goods and 
repairing packages are said to be 
virtually eliminated. 

Package design conforms with the 
color scheme and typography used 
on the RB&W catalog. The over-all 


color is green; on the top, bottom, 


and ends, the brand name, “RB&W 
the company 


is reproduced in red; 





name and plant cities in white and 
the word “fasteners” in yellow. The 
sides show the trademark in reverse 
white against the green. The label 
giving type, size and dimensions is 
attached at one end. This procedure 
is altered slightly in the smallei 
packages which utilize one side of 
the package for the label, permitting 
greater display than if the end were 
used. 


Labels 


Labels have been designed for 
quick and accurate selection from 
stock. A picture of the product aids 
identification. Dimensions are print- 
ed in large figures, in black type 
against a white background. Color 
bands above and below the product 
picture are standard for each type 
of fastener. A varnish over the label 
preserves its appearance. The num- 
ber of different label sizes has been 
reduced from the previous nine to 
three. 

These packages are shipped in 
cases designed for resistance to dam- 
age and ease of handling. Objectives 
in the design were strength and light 
weight. There is no side-nailing; 
steel strapping gives added strength 
with less weight. 

Cases have a standard end, 151% 
by 10% in., all variations in volume 
being made up by variations in 
length. The number of different case 
sizes has been reduced from 31 to 
11. Cases now can be packed solid- 
ly into the freight cars, leaving no 


On the “upside-down" box, the cover fits on from underneath. Thus when the 
box is taken out of stock, it is naturally held with the cover underneath, 
preventing the box from slipping out of it and spilling. 
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Nationally advertised in FIELD & STREAM, SPORTS AFIELD 


SUPER-ICE 


FRIGI-BOX 


Keep cold things COLD... Keep hot things HOT 


in a new way! 


Super-Ice Frigi-Box is the ONLY product of its kind 
available on the American market—and every customer 
in your store is a prospect! Imagine a portable refrigera- 
tion unit that retails at just $2.98! Campers, hunters, 
picknickers, etc., use Super-Ice Frigi-Box to keep food, 
drinks, fish, game, etc., in perfect condition for 48 hours 
. .and more. Hundreds of uses. Super-Ice Frigi-Box 
made of extra-strength corrugated board, weighs just 
4% pounds—1 full cubic foot storage. Insulation equal 





to 114 inches of cork. 
e You PAY: $1.47 ea. (f. 0. b. Oakland) : pontsmew' 
OTST RIBUTORS: © SELL FOR: $2.98 each Prono 


A few excellent territories for ex- 
é ae ; ; ORDER TODAY for immediate delivery, from 
clusive distributorships still open. 


Write for full information. SUPER-ICE, Inc. at ee 5g B7 











nie | ease 
ese" il), SENSATION FO 
EXCELLOIS | 


Make your 1949 power mower season a big one —in 
Sales and Extra Profits with the new sales sensation — 
the amazing, streamlined Excello 18” Power Lawn 
Mower that retails for less than $100.00. For power _~ 
and sturdiness it’s a Little Giant, and its specifi- 4 
cations read like a ‘‘whe’s who.’’ 

Superior in quality, in performance, in price 
—it’s the nation’s 1949 selling sensation. 
Step up your sales — feature this new 
streamlined Excello 18” Power Lawn 
Mower — it’s a natural for Sales, for 
Service and for Satisfaction. Ask your 
jobber or write us for prices and speci- 
fications, 








THE POWER MOWER THAT WRITES 
NEW DEFINITIONS OF PROFIT 


Price 99°° 


EXCELLO 20” > 
POWER {/ 
LAWN a), 
MOWER 












E 
S 
eo 


America’s most 
popular power 
mower for larger 
lawn acreage. Excello means quality, 
performance, staying power, 


EXCELLO—-CARETAKERS OF THE NATION'S LAWNS SO orci.” 


EINEKE & COMPANY 





SINCE 1902 SPRINGFIELD - ILLINOIS 
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voids and thus damage from shifting 
is prevented. Common-end size is also 
said to simplify the laying out and 
stocking of warehouse stock. 

The company has available blue- 
prints of a newly-designed rack to 
permit putting away complete cases 
instead of handling individual pack- 
ages into bins. This rack consists of 
four shelves, which, counting the 
floor as one, provides five levels for 
stacking the cases. Each shelf is of 
sufficient height to allow tipping a 
case from its side on the lift onto 
its base on the shelf and of suffi- 
cient width to accommodate either 
one case (for against the wall loca- 
tion) or two. 

With this rack, according to 


RB&W, it is possible to transfer 
cases from floor stock to rack with a 
minimum of effort; use of a lift truck 
or hoist eliminates manual labor al- 
most completely. The company re- 
ports that the average cost of putting 
away 200 cases of bolts into bins has 
been figured at about $150 but that 
the rack makes it possible to do the 
work for $50. 

Removing the side boards exposes 
the packages. When a case is down 
to two or three packages, it is sug- 
gested that a new case be moved in 
place and the left-over packages be 
stored on its top. There is also room 
on top for storing the side boards 
when it is desired to preserve the 
cases. 





Tools You Can Sell Every Farmer 
For His Workshop — $400 Worth 


AY array of 65 different kinds 
of tools and equipment is re- 
garded as minimum for an efficient 
farm work shop, according to an 
article in the October issue of 
Country Gentleman. The list, giv- 
ing name of item, quantity, de- 
scription, and estimated costs, that 
accompanied the article is repro- 
duced here. The article entitled. 
“This Farm Shop Paid for Itself” 
was written by G. W. Giles and 
Rudolph Pate. 

Ranging from a drill press to a 
rivet set, it is estimated that the 
cost of these essential tools would 


run about $399.65. The use of 
“quality tools” is emphasized. 
These recommended tools should 
take care of the simple repair jobs 
of the average farmer, the article 
states. It adds that additional pur- 
chases would depend on the indi- 
vidual farmer’s needs and skills. 
Among 10 items listed as “gen- 
eral equipment” are a grinder, drill 
press, forge and anvil. The esti- 
mated cost of all the material in 
this category is $214.20. Twenty- 
five woodworking tools are listed 
at a cost of $54.25 and 30 metal- 
working tools at $131.20. 


MINIMUM LIST of TOOLS and 
EQUIPMENT for a FARM SHOP 


GENERAL EQUIPMENT 











Quan- 

Vame tity Description Est. Cost 

ey eee Seer 1 General purpose with 5%% in. sickle cone 
wheel, %4 h.p. electric motor, V-belt drive $45.00 

eae 1 5% in. electric utility with post drill stand. 

(Note: If no electricity is available buy 
self-feed post drill at $30.00).......... 90.00 
Machinist’s vise ...... ae ee et eer err ee eee 21.00 
Woodworking vise..... 1 4 in. x 7 in. jaw, continuous screw type.... 10.00 
PIE Citas cuca aareanert'e 1 24 in. round hearth, hand-geared blower. .. 15.00 
NIE iaiecn oatee bie we 1 ‘Cast iron, steel face, 125 the.......c05 56500 25.00 
ATmval HAPGY .<-00s:04 — el ee eer 95 
PDE MIOE i jsicesianeweoe 1 Chain type % to 3 in. capacity........... 4.50 
Grinding wheel dresser 1 Ce ee. ree 1.25 
SEED Siro fa anaoe we oe 3 = Steel, 2 of % pt., and 1 of 14 pt........... 1.50 
MNNME etc eda nadoctseoenieureseesan $214.20 

WOODWORKING TOOLS 

Crosscut handsaw .... 1 2 De Oe $4.25 
HandsaW, TID 6.0 s-<00 BP ie ik aa tte cs we reeessccceb~s 4.25 
Framing square ...... ] SUING NE EMR a tos pecans 40-0 ws aiersioiee 2.50 
GGG WIMRG oiskisc sce ] PR Pe MEER nw aoiowdosesabatewus 5.25 
Wood chisels ........ 4 ON Ne er gE er ee ee 5.00 
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“ |ROCKFORD BRASS VALVES 
Yes, the best of valves sell faster when displayed in No. 816 FIBRE DISC GLOBE VALVE 
modern, eye-catching packages! __ Size | %" | %" | 4%" | %" | 1" 11%" | 1%" - 
Now, the quality line of Rockford Brass Valves will +t oe SESE SESE 2 cial 
come to you packed in colorful, sturdy boxes as illus- No. 814 BRASS DISC GLOBE VALVE a 

ie trated. This gives you a grand opportunity to make | size | %" | %" | 1%" | %" | 1” 11%"! 11%4"| 2” 
your stock shelves bright and pleasing in appearance Per Box 6/6|/6/6|3/e2|2]1 | 

15.00 and at the same time merchandise valves by stopping ; ~e Poorer - 

: : : No. 814-A ANTI-HUM VALVE FOR OIL 

the roving eye of prospective customers. Each box is ———_—— —— ————_ 
properly labeled with bold face type to give quick SEE _|_W Fomale 175. Only 

90.00 : : . . ; Per Box 6 

21.00 identification of size and type of valves. Box 

oe Rockford Brass Valves speak for themselves once the SIZE Tae ereteT Tae 1%’| 2” 

25.00 box is opened and the valves are put to test. They are | : 

95 ahead in practical design... precision-made to operate ver Box 12/12/10} 8] 6} 4) 2} 2 
4.50 quickly and dependably ... guaranteed to function at No. 830 SWING CHECK VALVE > 
a peak efficiency on jobs for which they are recom- Size | %’ | %" | %" | 3%” | 1” [4am 1%9"| 2" 
agi mended. Quality of Rockford Valves is second-to-none Tian fe 8 | 8 8 6| 4! 3 9 1 
14.20 because they embody the best in materials and work- ne —_ 

manship, and are backed by over 50 years of know- a ... ).. — 
how in the production of brass goods. Recommend __ SIZE | %" | %" | "| %" | 1” |1%"|1%"| 2" | 
po and sell this outstanding line for profitable turnover. PerBox | 6 | 6 | 6/| 6/ 3 | 2/ @ | 1 | 
2.50 
5.00 ROCKFORD BRASS WORKS ¢ ROCKFORD, ILLINOIS, U.S.A. 
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MULTI-PURPOSE 
TROUBLE LAMP 





A REAL Money Maker 


Generous profits are yours when 
you feature this all purpose trouble 
lamp. These outstanding features 
cost no more: Easy open heavy 
duty guard. Push through safety 
switch. Improved shockproof rub- 
ber handle. Convenient tool tap. 
Underwriters approved cord, 
molded machine type plug spring 
action prongs. Everyone who sees 
this outstanding trouble lamp buys 
it—even those who own old style 
lamps. Complete line of trouble 
lamps covering all price ranges. All 
parts available. Deal direct at best 
factory discounts. Write or wire 
for catalog and prices today! 


SONTOS ELECTRIC CO. 


Dept. H AKRON 3, OHIO 














Oue Good Kule 


.. deserves another ! 


STEEL f/ MEASURING TAPES 


Ruggedly Made ! 
Thoroughly Reliable ! 
Known Since 1876 ! 


“ROE & SOnS 


PATCHOGUE, N. Y 


ATAL 


JUSTUS 


ROE COURT 
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Nail hammer ........ ] DR eticas teaunen vane caceemaaraeeendn 1.50 
BENE oie. os goanisla teas ee er er error 4.00 
ee 8 %, 5/16, %, 7/16, %, %, %, and 1 in..... 5.00 
Expansion bit ....... 1 SE by Se ee ee er 1.70 
Countersink ......... DPR Se andre cn mata ened Re kine 50 
Screwdriver bit ...... Se Re Soon cdecdaencesaesres ned 60 
Gimtiet Bit... ccccece a ee ee arr rere 80 
Screwdrivers ......... BA OU Pinca sscvsscsiascaeeswoene 1.40 
ae non cemsam oun ereawen 2.00 
Spirit level .....000006 DE shtiienessacpoercaasesssnee 5.00 
Wrecking bar ........ 1 ee ee 90 
i 2 12 in. half round, 2nd cut, and 8 in. half 
UND ons cs sn enenen ane herey es .90 
Triangular files ...... 2 ‘6 in. regular taper and 6 in. slim taper.... 30 
File card and brush... 1 File card and brush.............++e0000- .70 
Sa, a ee a ee ee ee 2.40 
Drawknife ........... We ccncedaso cen scsas aces euueeuess 1.15 
. Jee ae ee eer eee 65 
I bois. ais-aa wis oaarce D Be Bil, GI 6 vicecccscccawcss 1.50 
Keyhole saw ......... tT EE OE CONS 6c cs x wise eiecewiencee 1.00 
WEE stows see sapaues ee er rer rere 1.00 
DON cauuhiseriniewseme dy peeteenesoe $54.25 
METALWORKING TOOLS 
pecemmere memenes... 1 Bell poem; 2 Tk. << .:c06csccsccssecevcsee $1.50 
Blacksmith’s hammer.. 1 Cross peen, 3 Ibs..........2.sseeeeeeeeee 2.00 
Blacksmith’s tongs ... 2 20 in. flat-jawed, hollow bit, and 20 in. 
GOED sac tnnnesann vacaceencreeuse 2.60 
Cee OE oko ea 1 1%4 in. blacksmith’s with handle.......... 1.50 
oS rer l 3-jaw chuck, O-% in. round shank........ 5.50 
i 10 =, 3/16, %, 5/16, 3, 7/16, %4, %, %, 1 in. 
high speed, straight, round shank....... 12.50 
OGNOEW 60 cccccewess 1 = 12 in. pistol grip ..........eeeeeeeoeees 2.00 
Hacksaw blades ..... EE Sa a ee 90 
PHES 2.000 cscdececvee 2 10 and 12 in. flat bastard, with screw-on 
 Seeviescacesnsaceessacanessanws 1.00 
BE: Sw doccaweessuns 1 10 in. mill bastard, with screw-on handle.. 40 
File .....--eeeesceee 1-10 in. round, with screw-on handle........ 40 
Pipe wrenches ....... Ez. (seer 4.80 
Pipe stock and dies... 1 Set: %4, 4, %, 1, and 1% in. ratchet type. . 20.50 
Pipe cutter .......... Te ee re eee 5.50 
Pipe reamer ......... 1 End burring % to 144 in. capacity........ 1.15 
Slip-joint pliers ...... eX BES eer re re eo 1.25 
BIOWIOTCR oc scciesccs D. Qe oc was ooioes wsin eae Vee nweea tiers 5.00 
Soldering coppers .... 2 2 lbs. with handles............-----+eee- 2.00 
Cold chisels ......... 4 Me Sh. DL amd 156 IR, o:cc0cccvcsic cosisiseece 2.10 
rere ee 3 = in., % in. pin punch, and % in. drift... 1.10 
Center punch ........ DRM wiccantigvine enna es Seeey oer eesmeen oem aa) 
a Ee 1 ROEM: Caine aicemaras aw maw Soave Kes 20 
Bolt clipper ......+- FP, J ckkccavcnaanaaieiann saasneee ene 6.25 
Pnd-catting nippefs... Fo 14 Mi. .c.cc.ccccccccecvccvevecesccosoos 2.50 
Tinner’s snips ........ ] a el a see ROE > 2.25 
Screw extractor ...... ee mere ere feet yore Sone rere 1.30 
Screw plate .......... 1 4, 5/16, %, 7/16, %4, 5%, %, %, and 1 in. 
National Coarse ........cscccessccesos 35.00 
Vise grip wrench ..... DM Fonda cuouou No aiseGedscneeecaunes 1.95 
Adjustable wrenches... 3 10, 12, and 14 in...........eseeeeeeeeeeee 4.00 
Open-end wrenches... 6 5/16, x % in., 7/16 x % in., 9/16 x % in., 
11/16 x % in., 13/16 x % in., 15/16 x 1 
Dh 5 ie detec ener ae shes SRST Nea Se Oem 3.50 
HE dos dak dbow sa Peneenes nes peewee $131.20 
Total Estimated Cost ........--+- $399.65 





Gunner's Guide 


The Poly-Choke Co., Inc., Hartford, 
1, Conn., is introducing the “Gunner’s 
Guide,” which is a greatly simplified 
compass that shows two directions, the 
course you are following, and the way 
to go home. This instrument is a per- 
manent part of the gun, set into the 
top of the stock. It has four principal 


parts, outer case, inner case containing 
the magnetized needle balanced on 4 
shockproof sapphire jewel and an annu- 
lar spring which locks the inner case 
with the outer. Machined of solid 
brass with jet black interior and white 
luminous needle point and indicator dot 
on the crystal. Maker says it is shock 
and moisture proof. Suggested to re- 


tail for $3. 
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ATTENTION DISTRIBUTORS! 


ANNOUNCING New FRACTIONAL H.P. 
AUTOMATIC CENTRIFUGAL CLUTCH 





Industry has been waiting for this product and 
this is our announcement ad. Our sales plan is de- 
signed for the distributors, and we are inviting 
you to establish a profitable connection now. 


For 
Maintenance 
Replacement 
Original Equipment 


WRITE US 
TODAY 






CLUTCH 


CORPORATION 
ORRVILLE, OHIO 


MANUFACTURERS OF AUTOMATIC CLUTCHES AND COUPLINGS 




















(No. 30-AT) 


General Duly 
BLOW TORCH 


| Popular priced, general duty torch for garages, 
| 


aor ae it ital tae ayes shops, or home craftsmen @ Has powerful one- 


with M-2 high speed steel 


’ This modern post-war steel means even 









piece cast bronze burner with jam-proof taper 


needle @ Exclusive Turner construction: leak- 








more cutting . . . even faster cutting . . . proof Hexagon Feed Pipe Inlet, and all inlets 
on every job . . . in skilled and unskilled 
hands alike. locked, metal-to-metal @ Rapid blow-proof pump 


The same safe cutting, because it’s shatter- 
proof! The same economical cutting, be- 
cause there’s no accidental breakage. And 
the same easy cutting because of | 
MILFORD’S exclusive easy starting 
teeth, : 


with self-lubricating leather washer @ Sturdy 


polished brass tank with windshield @ Factory 





burn-tested under actual operating conditions 










I 
i | 
It pays in profits and customer 





@ ® Tank capacity, one quart @ Fuel used: gasoline. 
U 
satisfaction to sell the best. -. sor | See Your Jobber 

| 


MILFORD 





=u THE TURNER BRASS WORKS 


Saw Specialists Exclusively for Over 70 Years ——— ‘ a 
inois 
NEW HAVEN 5, CONN (hs Ea sveamone pee 
Since 1871 
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Modern, streamlined— 
two units on one base; 
each folds out of way 
when other is in use. 
Takes care of every 
“opening” job—all cans, 
anything that wears a 
cap: bottle, 
glass or fruit jar. 
Also tightens 
screw caps. Safe 
to operate. No 
glass breakage. 
Choice of white 
enamel or 
chrome finish. 


Advertised in Good Housekeeping and Saturday Evening Pest 
FLAT IRON REST 


Important addition to 
any board. Leaves en- 
fire surface clear for 
Wroning. Holds any size 
flat iron. No possibility 
of burning pad. Folds 
out of way when not in 
use. Attractive, rust- 
proof cadmium finish. 


OTHER ZIM PRODUCTS 
ZIM JAR OPENER. Removes screw caps, bottle caps, 
pry-ups and friction. White enamel or chrome finish. 
ZIM CAN OPENER. Opens any size or shape can. 
Cadmium or chrome finish. 
Write for literature and prices 
ZIM MFG. CO., 3047 Carroll Ave., Chicago 12, Ill. 
Headquarters for Labor-Saving Home Appliances 




















We Form The 
Hard To Form! 


Here modern machines, skill 
and long experience work won- 
ders with wire! We solve our 
customers many a design prob- 
lem, save them many dollars. 
So, if you are expensively mill- 
ing or casting a part, perhaps 
we can suggest a better way. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


“BROGKS  HOGKS® 
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Ace Stores, 25th annual meeting 
and exhibit, Jan. 24-26, 1949, at the 
Hotel Sherman, Chicago. Sponsored by 
Ace Hardware Corp., 1319 S. Michigan 
Ave., Chicago 5, Ill. E. G. Lindquist, 
vice-president and secretary. 

Alabama Retail Hardware Assn., 
annual convention, April 25-26, 1949, 
at the Jefferson-Davis Hotel, Mont- 
gomery, Ala. Mrs. Euna G. Ramsey is 
association 
headquarters at 509 North 19th St., 


Birmingham 3. 


secretary-treasurer with 


American Hardware Manufac- 
turers Assn., 96th semi-annual con- 
vention to be held jointly with the 58th 
annual convention of the Southern 
Wholesale Hardware Assn., April 4-7, 
1949, at the Palm Beach Biltmore, Palm 
Beach, Fla. Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary-treasurer of the manufacturers’ 
association. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers’ 
association. 

American Hardware Supply Co. 
annual meeting and exhibit, Jan. 24-26, 
1949, at company headquarters, 41-43 
Terminal Way, South Side, Pittsburgh 
19, Pa. Annual banquet will be held 
Wednesday night) Jan. 26, at the Wil- 
liam Penn Hotel. 

American Toy Fair, March 7-18, 
1949, with temporary displays at Hotels 
New Yorker and McAlpin, New York 
City, in addition to displays at 200 Fifth 
Ave., and other permanent showrooms. 
Sponsored by Toy Manufacturers of the 
U.S.A., 200 Fifth Ave., New York City. 
H. D. Clark is secretary. 

Arkansas Retail Hdwe. and Imple- 
ment Assn., convention and exhibit, 
Feb. 14-16, 1949, at the Hotel Lafayette, 
Little Rock. A. W. Porter, Lafayette 
Hotel, Little Rock, is executive secre- 
tary. 

Associated Pot and Kettle Clubs 
of America, convention, June 19-22, 
1949, at the Santa Barbara Biltmore 
Hotel, Santa Barbara, Calif. Convention 
chairman, George H. Slater, 712 So. 
Olive St., Los Angeles 14. 


Bicycle Institute of America, an- 





CONVENTIONS 


EVENTS , 


Corrected Each Issue According to Latest Data 


“COMING 





AND 





nual convention, March 28-April 1, 1949, 
at the Boca Raton Hotel, Boca Raton, 
Fla. Association headquarters, Room 
1215, 10 Rockefeller Plaza, New York. 

Builders’ Hardware, Regional Con- 
ference of the National Contract Hard- 
ware Assn. and the American Society of 
Architectural Hardware Consultants, 
April 11-13, 1949, at the Arizona Bilt- 
more Hotel, Phoenix, Ariz. Victor H. 
Nelson, Foxworth-McCalla Lumber Co., 
Phoenix, Ariz., is chairman of the 
meeting. 

California Retail Hardware Assn., 
annual convention, Feb. 14-16, 1949, at 
San Francisco. LeRoy Smith, Room 262, 
Western Merchandise Mart, 1355 Mar- 
ket St., San Francisco, is secretary. 

California Gift Show, Jan. 23-28, 
1949, in Los Angeles, Cal., at the Brack 
Shops, Merchandise Mart Alexandria 
Hotel, and individual showrooms. 

Coast-to-Coast Stores annual meet- 
ing, Feb. 6-9, 1949, at the Nicollet Ho- 
tel, Minneapolis, Minn. “Mastercraft” 
meeting, April 24-26, 1949, also at the 
Nicollet Hotel. Sponsored by Coast-to- 
Coast Stores Central Organization, Inc., 
29-43 Main St., S.E., Minneapolis 14, 
Minn. York Langton, trade extension 
manager. 

Connecticut Hardware Assn., annual 
convention, Jan. 25-26, 1949, at the 
Stratfield Hotel, Bridgeport, Conn. Ned 
Russell, Harris Hdwe., Southport, Conn., 
secretary. 

Cotter & Co., dealer-owned whole- 
salers, convention and_ merchandise 
show, Feb. 21-22, 1949, at its office and 
warehouse, North Pier Terminal, 365 
E. ITinois St., Chicago 11. 

Franklin Hdwe. and Supply Co., 
annual convention and exhibit, Feb. 2-3, 
1949, at the company quarters, 918-928 
N. Delaware Ave., Philadelphia 23, Pa. 
F. Leon Herron is executive vice-presi 
dent of the company. 

Home Show, third annual Home 
Show of St. Louis, Feb. 12-20, 1949, at 
the Kiel Auditorium. Sponsored by the 
Home Builders Assn. of Greater St. 
Louis. Details available by writing to 
1624 Delmar Blvd., St. Louis, Mo. 
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30 MILLION BUYERS 


WILL SEE THIS 
¢— ADV. in 


Saturday Evening Post 
House & Garden... 
Sunset . . . Holland's 

Pathfinder . . . Times 
Home Magazine... etc. 





INS ELT- O-LUN. 
SPRAVS 


LAWN.TREE PLANT 


INSECTS 


eTHE NEW EASY WAY a 


e ATTACH TO GARDEN HOSE 
©3-GALLON SIZE BUILD GARDEN 
SPRAYER SALES 


ONLY 
with this fast-moving .. . 


SG full-profit . . . low-priced 


. 3-gallon sprayer... 
© SAFE for Insecticides 
* SAFE for Fungicides 
* SAFE for Soluble Fertilizers 
* SAFE for Weed Killers 
* SAFE... . because of: 







| MIXES 
& SPRAYS 


SCIENTIFICALLY 
3 GALLONS of 


} © INSECTICIDES 
1 © FUNGICIDES 

© WEED KILLERS 
© FERTILIZERS 





“TM Reg 


THOUSANDS OF SATISFIED USERS * NO TANK TO CARRY 
* © © NO PUMPING © CLEANS IN 30 SECONDS © + «© 


eo ars | «LINSECT-O-GUN 
LIFETIME SERVICE GUARANTEE PATENTS 


—All parts exposed for thor- 
. TAKES 


ough cleaning . 

ONLY 30 SECONDS 
—No Tank . . . No pumping 
—Scientifically mixes and 

delivers 3 gallons of spray 


| FREE “SOUVENIR ¢ COUPON IN EACH BOX 


| etna 


SOLD AT GARDEN SUPPLY, HARDWARE AND 
DEPT STORES 


WRITE FOR FREE LITERATURE TO 


BRADSON COMPANY 








LIFETIME SERVICE 
GUARANTEE 


12076 Guerin Street — North Hollywood, California 








COMPARE 
INSECT-O-GUN 
LOW PRICE OF 





COMPLETE SALES HELPS 








Window Posters. Newspaper mats... Leaf- 

lets... Prize Contest for Sales People . WITH THAT OF 
49’er Gold Quartz Souvenir automatically brings any 3-gallon sprayer 
back each customer with 3 new buyers. 





ORDER THIS FULL PROFIT LINE TODAY 
from your HARDWARE OR GARDEN SUPPLY JOBBER — or write 








BRADSON COMPANY, 12076 GUERIN ST., NO. HOLLYWOOD, CALIF. 


itty 












SAWHORSE 
BRACKETS 


NO- BOLTS 
SCREWS 
OR NALS 





BUILT STRONG 


FOR 


HEAVY JOBS! 





@ SET ‘EM UP OR P 2 
® TAKE ‘EM DOWN — ditty 
NO NAILS—NO BOLTS—A 
strong, simple bracket for 
making up Sawhorses! Use 
ordinary 2” x 4” for legs and 
2” x 4%-6"-8"-10" 
or 12” for the cross- 
bar. 


Boxed, one pair in coun- 
ter display. 
$1.50 


a 
West of the 
Rockies . $1.60 







ORDER FROM YOUR JOBBER OR WRITE TO US: 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICH. 
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DIAMOND 





Diamond No. W-10 Store Display 24” x 58” 


DIAMOND TOOLS 


Strong ... dependable. Drop forged 
of tool steel or special alloy steel. 
Carefully hardened and tempered. Ad- 
justable auto and monkey wrenches, 
combination pliers, side cutters, line- 
men’s and long nose pliers, nippers, 
crate-openers and utility tools. Every 
tool carefully tested. Thin, light and 
convenient to handle. Withstand se- 
verest strains. 


Write for Catalog! 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave., Duluth 7, Minn. 
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“WRIST ACTION’ CORD SET 


Wireless swivel plug 
turns, bends, swings, 
spins — eliminates all 
cord wear, 
of all 
troubles. 
sive, patented de- 
A_ proven 
Attractive 
display card free. 


SELF-SELLING CORD DISPLAY 


Holds, displays, SELLS 60 Davis 
cord sets. A complete line — 
11 different types, each tagged 

with informative 


sales label. Finely 

jist wood — 

rat” 2 

i fis for profit 
0 making deal. 


eeeaeececeeeeneweeeeeeeeaepeeeeeeee 
RANGE CONNECTORS 
Underwriter’s ap- 
proved. 220 volt— 
50 amp. cables & re- 
cepticales for electric 
ranges. Eliminates 
costly electrical work. 


S. YOUR JOBBER OR WRITE 
C€ DIRECT FOR DETAILS & PRICES 


DAVIS Mfg. Company 
PLANO 1, ILLINOIS 








SHELBY 'S MONTHLY FEATURE 











MAIL BOX PLATE 
Series 64-00-4 


BUILD YOUR SALES 
OF HOME HARDWARE 


Shelby presents to you the most 
saleable hardware items each 
month--selected from thousands 
of dealer’s experiences. 


Shelby is good, dependable 
hardware--designed to meet 
the economy and service needs 
of every home owner...and 
builder. 


Build sales, profit, and satisfied 
customers with Shelby Hard- 
ware. Order from your jobber. 


“Shell 
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Since 1898 


SHELBY, OHIO 





SPRING HINGE CO. 





Housewares and Appliance Show, 
Jan. 13-20, 1949, at the Navy Pier, 
Chicago, Ill. Sponsored by the National 
Housewares Manufacturers’ Assn., 1402 
Merchandise Mart, 222 No. Bank Drive, 
Chicago 54, A. W. Buddenberg is exec- 
utive secretary. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-24, 1949, at 
The Hotel Sherman, Chicago, William 
F. Ewart, 1194 Merchandise Mart, Chi- 
cago, is association secretary. 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Feb. 15-17, 1949, at 
Indianapolis. Convention and exhibit at 
Murat Temple; hotel headquarters, Lin- 
coln Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis, is association 
secretary. 

fowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 8-11, 1949, at Des 
Moines. Hotel headquarters, Hotel 
Savery; exhibit, Coliseum. Philip R. 
Jacobson, Mason City, Iowa, is secretary. 

Kentucky Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at the Brown Hotel, Louisville, Dwayne 
W. Laws, 501 Republic Bldg., Louisville, 
is secretary-treasurer. 

Louisiana Retail Hardware Assn. 
and Mississippi Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David O. Mansfield, 226 S. State St., 
Rm. 16, Jackson, Miss. 

Marshall-Wells Associate Stores 
Congresses sponsored by the Marshall- 
Wells Co., Duluth 1, Minn., as follows: 
March 7-9, 1949, at Duluth; March 14- 
15, 1949, at Billings, Mont.; March 21- 
23, 1949, at Portland, Ore.; March 28- 
29, 1949, at Spokane, Wash. 

Michigan Retail Hardware Assn., 
convention and exhibit, Jan. 25-27, 1949, 
at Detroit. Hotel headquarters, Statler; 
exhibit, Convention Hall. Harold W. 
Schumaker, 1112 Olds Tower Bldg., 
Lansing 8, is secretary. 

Minnesota Retail Hardware Assn., 
convention and exhibit, Jan. 18-20, 1949, 
at Minneapolis. Hotel headquarters, 
Curtis Hotel; exhibit, Minneapolis Au- 
ditorium, C. J. Christopher, Nicollet at 
24th. Minneapolis, is association secre- 
tary. F 

Mississippi Retail Hardware Assn. 
and Louisiana Retail Hardware Assn., 
joint convention and exhibit, June 6-8, 
1949, at the Hotel Jung, New Orleans, 
La. Secretary for both associations is 
David O. Mansfield, 226 S. State St., 
Rm. 10, Jackson, Miss. 

Missouri Retail Hardware Assn., 
convention sad exhibit, March 8-10, 
1949, at the Jefferson Hotel, St. Louis. 
Louis C. Kreh, 1189 Arcadet Bldg., St. 
Louis, is association secretary. 


Nebraska Retail Hardware Assn., 


convention and exhibit, Feb. 15-17, 1949, 
at Omaha. Headquarters, Paxton Hotel; 
exhibit, Auditorium. C. A. McCoy, 325 
Insurance Bldg., Lincoln 8, is secretary. 

New England Hardware Dealers 
Assn., convention and exhibit, Feb. 22- 
24, 1949, at the Statler Hotel, Boston, 
Mass. Russell R. Mueller, 185 Dart- 
mouth St., Boston 16, is secretary. 

New York State Retail Hardware 
Assn., convention and exhibit. Feb. 
15-17, 1949, at Buffalo. Convention 
headquarters at Hotel Statler; exhibit 
at Municipal Auditorium. Nicholas H. 
Kiley, 509 Hills Bldg., Syracuse 2, is 
secretary. 

North Coast Retail Hardware Assn., 
convention, Feb. 13-15, 1949, at Seattle, 
Wash. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, secretary. 

North Dakota Retail Hardware 
Assn., convention and exhibit, March 
22-24, 1949, at Fargo. Headquarters, 
Gardner Hotel; exhibit, Auditorium. 
Miss Clarine Sherwood, 24 Clifford 
Bldg., Grand Forks, is secretary. 

Northern Wholesale Hardware 
Co. annual dealer meeting will be held 
Feb. 20-22, at company headquarters, 
805 N. W. Glisan St., Portland 9, Ore. 
Thomas L. Willis, president. 

Ohio Hardware Assn., convention 
and exhibit, Feb. 8-10, 1949, at Cleve- 
land, Ohio. Headquarters, Statler Ho- 
tel; exhibit, Public Auditorium. John 
P. Conklin, 198 So. High St., Colum- 
bus, is secretary. 

Oklahoma Hardware and Imple- 
ment Assn., convention and exhibit, 
Feb. 1-3, 1949, at.Oklahoma City. Head- 
quarters and exhibit at Municipal Audi- 
torium. Robert K. Thomas, 711 Wright 
Bldg., Oklahoma City 2, is secretary. 


Panhandle Hardware and Implement 
Assn., convention, Feb. 13-15, 1949, at 
Amarillo, Tex. Mrs. C. L. Thompson, 
Canyon, Tex., executive secretary. 


Pennsylvania and Atlantic Sea- 
board Hdwe. Assn., convention and 
exhibit, Feb. 28-March 3, 1949, at Bal- 
timore. Hotel headuarters, Lord Ba! 
timore; exhibit 5th Regiment Armory. 
W. Glenn Pearce, 400 No. Broad St., 
Philadelphia 30, Pa., secretary. 

Southern California Retail Hard- 
ware Assn., convention and exhibit, Feb. 
22-24, 1949, at Long Beach. Headquar- 
ters, Hilton Hotel: exhibit, Municipal 
Auditorium. A. C. Kammeier, 416 W. 
8th St., Los Angeles 14, is secretary. 

South Dakota Retail Hardware 
Assn., convention and exhibit, March 
15-17, 1949, at Sioux Falls, S. D. Head- 
quarters, Cataract Hotel; exhibit, Coli- 
seum, F. J. Hodoval, Ft. Pierre, sec- 
retary. , 
Southern Wholesale Hardware 
Assn., 58th annual convention to be 
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100% MARK-UP 


New Super Packets All Sell for 10c, 


Cost You 5c 
Sell Faster! mys 


Twice As Big As Regular Seed Packets Burpee iA 


—in Compact Display Box, 10 x 15 in. 
that takes little counter space 


LL over the country, dealers report that Burpee Super 
Packets sell faster! The extra large color packets 
(414 x 6 in.) attract instant attention. They sell them- 
selves wherever displayed. Don’t miss them this year! 

















* 4 ‘ 
\ ‘ i 
s Neagetc | 


Sale or Return Every $30.00 of Sales 
—You Can't Lose Means $15.00 Profit! 
You double your money with- This handsome display box 


out investing a cent! Return on comes postpaid, with 300 Burpee 
or before Aug. 1, 1949, whatever Super Packets, ready to sell. 
number of Super Packets you You can order extra packets to 
don’t sell, for full credit. keep racks filled, as needed. 


Send No Money! 
Write for your first supply of Burpee 
Super Packets right away—1 Display 
Box of 300 packets, or as many boxes as 
you want for display in your store. 


Ss Post Purch N e 
end Postcard or Purchase Order Now Every Packet A Special Value! 


Seed Each Display Box you order will contain the nine 
WwW. Atlee Burpee Co. Growers —_ -sellers illustrated above, 300 Packets in all. 
cvery one is a special value. Burpee Seeds are 

sesnieainetniea 32, Pa. — Sanford, Florida — shou lowa nationally advertised, well-known everywhere. 



























Model 76A Power King is a thoroughly dependable 
product resulting from nearly 70 years of specialized * 


MODEL 550 DELUXE lawn mower manufacturing experience. You can offer 
Lightened by aluminum alloy— this quality power job to your customers with ab- 


yet shock-proof, sturdy and dur- solute confidence. ™ iy 
we Ui “SE mowers 
”~ 
3 
s, we 
i 





Completely modern design, precision built, 
Many desirable features:—Aluminum alloy 
castings, Tubular steel handles. Attractive A 
baked enamel finish. 5-blade ball bearing is 
reel with take-up for wear. 20” cut, ad- ; 
justable for height. Positive clutch, Highly 
reliable power unit, Rugged tires, 


acting, easy to propel, An ex- 
clusive Buckeye feature, the 
double pawl clutch, gives quick 


able. Smooth running, prompt 
pick-up to the reel. c 
——_ 














Tubular steel handle, 
stands vertical for easy 
storage. Rubber grips. 

10” wheels. Tires — 


















semi-pneumatic, 5- STRONG 
blade ball bearing MODERN 
reel, 16” cut. * 
Rubber roller. 
Weight 29 Ibs. — 
87 LBS. 


Information 
on request 





~ A 


“Neca 


MANUFACTURING COMPANY 
- SPRINGFIELD, OHIO 
POWER & HAND LAWN MOWERS 


MODEL 76A POWER KING 
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The Best Are 
BETTER BRAND 


mouse and 
TRAPS 


rat 





¢ METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 








YOUR PLANT NEEDS 


"5000" 


The **5000"° Marking Crayon 
is an all-purpose marker, 
always ready for use, inex- 
pensively replaced if mislaid. 


Marks clearly and easily on 
rough or smooth surfaces. 
Needed in Mill, Factory, 
Shipping Room, Plant and 
Office for: 


Boxes 

Barrels 
Cases 
Cartons 
Packages 
Bags 

Tins 

Write for FREE Catalog 
showing the Old Faithful 
Markers engineered to the 
exacting needs of all indus- 
tries. Dept. HA-26. 
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Lnath 
‘ing Crayon 
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5000" Mark 
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| April 25-27, 1949, at Cleveland, Ohio. 
| Conference booth program at Cleveland 





| treasurer, Henry R. Rinehart, 505 Arch 


| Machinery Distributors’ Assn., secretary- 
| treasurer, E. L. Pugh, 712 Volunteer 


held jointly with the 96th semi-annual 
convention of- the American Hardware 
Manufacturers’ Assn., at the Palm 
Beach Biltmore, Palm Beach, Fla., April 
1-7, 1949. T. W. McAllister, Orlando, 
Fla., is secretary of the wholesalers as- 
sociation and Dr. Arthur L. Faubel, 342 
Madison Ave., New York City 17, is 
secretary of the manufacturers’ associa- 
tion. 

Tennessee Retail Hardware Assn., 
convention, Feb, 21-22, 1949, at the Ho- 
tel Peabody, Memphis, Morris Jones, 
P. O. Box 784, Nashville, is secretary. 

Texas Hardware and Implement 
Assn., convention and exhibit, Feb. 7-9 
1949, at Dallas. Hotel headquarters, 
Baker Hotel; exhibit, Adolphus and 
Baker Hotels. R. M. Souder, 814-15 
Texas Bank Bldg., Dallas, is association 
secretary. 


Triple Mill Supply convention, 


Auditorium. Sponsoring associations 
are: American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.: National Supply & 
Machinery Distributors’ Assn., secretary- 


St., Philadelphia 6; Southern Supply & 





| Bldg., Atlanta 3, Ga. 





Virginia Retail Hardware Assn., con- | 
vention and exhibit, Feb. 22-24, 1949, at 
Roanoke. Headquarters, Hotel Roanoke, | 
exhibit, American Legion Auditorium. | 
G. T. Omohundro, Jr., Scottsville, sec- | 
retary. 

Western Retail Implement and | 
Hardware Assn., convention and ex- | 
hibit, Jan. 18-20, 1949, at Kansas City, | 
Mo. Headquarters, Hotel President: ex- 
hibit, Municipal Auditorium. William 
J. Shaw, 224 Rialto Bldg., Kansas City 
6, is secretary. 

West Virginia Hardware Assn., con- 
vention and exhibit, Feb. 17-19, 1949, 
at the Hotel West Virginian, Bluefield. 
James C. Fielding, 1628 McClung St., 
Charleston 2, is association secretary. 

Wisconsin Retail Hardware Assn., 
convention and exhibit, Feb. 1-3, 1949, 
at Milwaukee. Headquarters, Hotel 
Schroeder: exhibit, Milwaukee Audi- 
torium. H. A. Lewis, Stevens Point, 
Wis., is secretary. 


Hardware Catalog "G" 


Wilcox-Crittenden & Co., Inc., Mid- 
dletown, Conn., has issued its Hardware 
Catalog “G” for 1949. Book consists of 
32 pages devoted to a wide variety of 
fittings for the industrial and heavy 
hardware trade, Copies available with- 
out charge upon request. 








ORDER THROUGH YOUR. JOBBER 


EMBURY MANUFACTURING CO. 


WARSAW, NEW YORK 








Gripper Clips 


Registered U. S. Pat. Offes 
Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitchen utetsils, 
etc. Nickel plated. 
Packed on cards 
doz. to a box, 
Units (2 doz 
large and 1 doz 
small.) Retails at 
10¢ each, Circu 
lars on request 





@ GIBSON GOOD TOOLS, INC. e 
Orange, Mass., U.S.A. 


I/ N GM HIN E" 
[INE 











grench 


cHAM 


MADE IN U.S.A. 


ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


Over a Million Sold in 198 
ALL-METAL 


COOKIE PRESS and 
CAKE DECORATOR SET 


Nickel Steel, 8 design 
discs, 4 decorator tips, 1 
nozzle. Makes 16 different 
cookies, noodles. Decorates 
cakes 14 pieces in descrip- 
tive box with recipes. See 
your jobber, or write oF 
wire for details. 


cage Housewares Show, Booth 302 
ZACHMAN & CO. 5004 WILSON AVE CHICAGO 30 
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Sell the sl 
business.” 
model fo: 
including 
Mile” Spe 
year guar 
wheels anc 
ruggedne 
“Hustler” 
sidewalks. 
details on 


HUSTLE 


STERLI 


HARDWA 








YOUR 
Free cataoG 
of the two 
WORLD’S LARGEST 


poor 


Pan A A. HOPPE ae 


enaotis Lowta Pa OSA 


HOPPE PRODUCTS 


Build Sound Business 


These steady selling gun cleaning accessories have : 
a rapid turnover rate and the purchase of one sug- RADE NAMES 
gests the purchase of one, or more, of the others. 4 FAMOUS T 

This means added income. 





Hoppe’s No. 9 Solvent ! SITLL 
Hoppe’s Gun Cleaning Patches Kee; GY Cissebil yf 
Hoppe’s Lubricating Oil TACKLE BOX es 
Hoppe’s Gun Grease—and 
Hoppe’s Gun Cleaning Packs 


minnow BucKers 


are the most widely used, most highly regarded 
and most widely advertised gun cleaning products 
on the market. Your Jobber handles them. 


Frank A. Hoppe, Inc. 


2314A North 8th St., Philadelphia 33, Pa. 




















THE SPEED KING t LINEISA | . 
stew a = 2 gas 


aentuce’ 
‘ cece co savraae. * 
é J “a sreaarron © aS Oe 16T" jraset eeu 
tro + 8ows 
ences ses” 
No. 600 c! 


500-MILE SPEED KING for your copy! Includes illustrations and descriptive de 
tails of the fisherman's first choice in tackle boxes and 

















minnow buckets! 


- 6 Check the many outstanding features of these fastest 
(fj sellers in their field! See the new, strong, lightweight 


No. 530 aluminum models . . . which thousands of fishermen ore 
HUSTLER SPECIAL now demanding! 





in 1948 “ae the oo that ae For faster turnover, stock My Buddy Tackle Boxes and 
L Se di en ie ustler Falls City Minnow Buckets. In each famous name there s 
$s and indialion the emacinn 500- a size and style to meet the needs of any fisherman. So, 
TOR SET Mile” Speed King with the one- ~ 400 J write for your catalog No. H-149 today. 

paras year guarantee. Tempered steel SPEED KING 
' tips, 1 wheels and all-round speed and 
different . 
Decorates ruggedness have made this 
| deserip- “Hustler” the sensation of the " S 
write sidewalks. Write today for full TRATTON & ERSTEGGE 0. 


details on the line. 


MANUFACTURING DIVISION 


"7 Booth 302 
: HUSTLER CORPORATION No. 550 ™ P.O. BO 
AGO 30 sree citeaes SPEED KING (WITH CAPS) xX 1859 LOUISVILLE 1, KENTUCKY 
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Att these tests for 


quality must be passed 
... that’s why 









YOU HAVE AN EXCLUSIVE when you stock and sell Rogers Glue. No price 
competition from chain stores —no “cutting in" by mail order houses. 
Rogers Glue is sold only to independent hardware retailer 

. | 9 oe SWIVEL 


YOU SELL TOP QUALITY. “Best by Adhesive Test." Rogers ‘Gorilla Grip” JAW 
holds more than 3885 Ibs. per square inch. Made only from select fish skins 
Rogers Glue is standard, uniform, chemically pure. You can rely on it for 
customer satisfaction and steady sales. 


YOU'RE BACKED BY NATIONAL ADVERTISING. Through Popular Science, 
Popular Mechanics, Mechanix Illustrated and Science and Mechanics we 
reach millions of your customers every month. We build 

business for you. 








2 Breaking Strength 
)@ Stretchability 


























7 Adhesion “LET GLUEKY DO IT” 
12 Fusion 
v Accelerated Aging 1 
@ ASTMand Government Newly de 
Specifications signed sv 
PANTHER and DRAGON — 
Friction and Rubber Tapes grip onir 
pass these tests by ample mar- shaped | 
gins — your proof of tapes 
that will stay put, last longer. 
So for tapes that are tops, Capacit 
always ask for PANTHER dams « 
and DRAGON. They are sold 5 
only through recognized nw 
f independent wholesalers. GOLDBLA y Y is turnec 
The Okonite Company, pre-set t 









Passaic, New Jersey. 





TOOLS for 


All Masonary 
Craftsmen! 


Instant | 
touch of 
Lock for 


Tremend 
hand po 
or jaws 
vise. Pr 
GUARAI 
No, 2611 


ber orwr 


A Complete 

Line of First YQ 

Quality Tools for YY 

All Masonry Trades 
IMMEDIATE 
DELIVERY 
Illustrated Catalog 
Mailed on Request \ 
Attractive Dealer Discounts 


————— 1s# Choice 
Panther = and Den Sameet. Prsters 


Nationally Advertised Since 1885 


friction and rubber tapes” “a GOLDBLATT TOOL CO. 
at 1622 WALNUT STREET + KANSAS CITY 6, MO. 
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NEW Features 


NEW 
SALES! 


Seymour Smitx 


snap Jock 
PLIER-WRENCH 


GARAGE 
FACTORY 
FARM 
WELDER 
HOME 
REPAIR SHOP 
ELECTRICIAN 
STEAMFITTER 
PLUMBER 
SERVICEMAN 
SHEET METAL 
WORKER 






NATIONAL 
ADVERTISING 




























Newly de- 
signed swivel 
jaw gives sure 
grip on irregular 
shaped pieces. 


2 


Capacity Indicator 
shows extent of jaw 
opening as hand screw 
is turned. Jaw can be 
pre-set to size desired. 


3 
Instant jaw-lock release at 
touch of finger. Readies Snap- 
Lock for next application. 


CAPACITY 
INDI- 
CATOR 


Tremendous grip with ordinary 
hand power. Serves as a plier, 
or jaws can be locked as a 
vise. Pressed steel body. 
GUARANTEED. No. 2607, 7”; 
No, 2610, 10”. Ask your job- 
ber or write us giving his name. 


INSTANT 
LOCK RELEASE 






@= FREE Display 


Brilliant, 6-color demon- 
stration display. Invites 
customer to make his 
own test —sell himself! 


SEYMOUR SMITH & SON, INC. 
900A Main Street, Oakville, Conn. 


JOHN H. GRAHAM & CO., INC., 105 Duane St., New York 8, N.Y. 
HARDWARE AGE, JANUARY 13, 1949 








Light 
BUILDERS 
HARDWARE 


<—T 
epic 
i. 


| 


Bf 
6y GRIFFIN 


For more than 50 years Griffin 

hinges have been known for their 

fine materials and workman- 

ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware . 

quality produced by 

i; Griffin. 


th, 
Si Pleweny DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 








_— 





ERIE » PENNSYLVANIA 
B. S. ALDER COMPANY AUSTIN & EDDY, INC. 
45 Warren St. 115 Broad St 
New York 7, N. Y. R. F. BEVERS Boston, Mass. 


4524 East 60th St. 
Seattle, Wash. CHARLES L. LEWIS 
703 Market St. 


San Francisco 3, Cal. 


W. S. JOHNSON 


917 St. Charles Ave. 
Atlanta, Ga. 


WILBUR H. DAVIS 


1639 Fargo Ave. 


Chicago 26, Ill. E. H. FARRAR 


229 Shell Bldg. 


Houston, Texas 


GEO. A. GREGG 


9344 Woodward Ave. 
Detroit, Mich. 
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Ask Your Jobber For These Quick-Selling 


TWIX 


QUALITY TOOLS AT POPULAR PRICES 
THAT WIN ENSTANT ACCLAIM 


ZZ] 


AF” 
CK. 
\)') ~} 
~ Model B-105 
Sliding Bevel. 


“Model G-115 
Jobber’s Drill Gage. 


Combination Squave 
with level and scriber. 


Model S-107 
*10" Adjustable Bench 


* Model M-119 
Vise Type “Mitre Box. 


3 


\ 


\ \ 
a~ Vk as 


Model BD-124 


*Universal Hand Drill 
Positioned at any angle. 


AS sal 
Model P-121 


All Steel Unbreakable 
Non-Adjustable Block 


<< 
Model AP-120 
*All Steel Unbreakable 
Adjustable Block Plane. 


Ag = 

— Model HP-125 
*All Steel Unbreakable 
Hobby Block Plane. 


PI 


Model HM-131 
Hobby Try Mitre Square 
with sturdy plastic 
handle. 


poe 4 Oo OND 

a EE or ae) 
Model RL 113-2 
New 6 ft. Aluminum 
Folding Rule. Satin Fin- 


ish, Black Numbers on 
Both Sides. 


| Model L-111 
*Adjustable Level Jr. 
Carpenter Square and 
2 vial spirit level. 


Model C-102 
Try & Mitre Square with 








Model P-108 
*Protractor & Drill Gage 
4 tools in 1. . 


tie a 
>d, 
Model D-106 


*Handy Home Tool 
6 tools in 1. 








“Down on 
the knees” 


Here is an all-season profit maker that has proven itself 
for over twenty years on every kind of kneeling job from 
mining and gardening to ordinary household chores. 
Tough rubber pads with straps molded in, along with soft 
sponge rubber make them the most comfortable knee 
cushions available. They prevent painful soreness and 
injury to the knees. Men and women wear them all day 
long— kneeling, standing or walking. 
Order these fast-selling, profitable knee pads 
from your jobber or write direct. 


JUDSEN RUBBER WORKS, INC. 


4107 W. KINZIE STREET ©¢ CHICAGO 24, ILLINOIS 


uy pis: 
Manufacturers of Molded Rubber Products 
Founded 1891 














“Pat Pending USA 
WATCH FOR ADDITIONAL TOOLS 
NEW NUMBERS APPEARING REGULARLY 
If \OHT JOoVE Cd /y JON, UTrileE 
TWIX MANUFACTURING COMPANY, INC. 
40-09 2lst STREET, LONG ISLAND CITY 1, N. Y. 


f supply 
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ARCHITECTS and BUILDERS 
Who Want the Best 


Specify 
~«(CHICAGO) ~- 


SPRING HINGES 


Over 60 years of experi 
ence and knowledge go 
into the design and manu- 
facture of every Chicago 
Spring Hinge. This advan 
tage of experience, to 
gether with our earnest de 

sire to produce the finest 
Spring Hinges obtainab! 

has given our products at 
enviable reputation wit! 
Architects and Builders 
who want the best. 





Hardware Dealers who se! 
Chicago Spring Hinges 
know that they are not 
only easier to sell, but 
what is more important 
they give lasting satisfac 
tion to Architect, Builder 
and Owner. 
There is No Substitute 
for Quality! 





Triplex Lavatory Spring 
Hinge Type 2242 


Chicago Spring Hinge Co. 


CHICAGO NEW YORK 
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The 1949 





The only really new grass shear on 
the market and fastest selling be- 
cause it delights the consumer with 
labor saving features. 


1 Easiest working shear 
2 Easily outcuts other shears 
3 Drop forged, heavy gauge steel 


4 Precision hollow ground, sharp as 
a razor 


5 Hardened & tempered individually 
6 Spring breakage unknown 


TRY A SMALL ORDER AND PROVE OUR CLAIMS 


Order through your regular Hardware Jobber 


KEISER MFG. CO. 


For 50 Years Leading Makers of Quality Grass, 
Sheep, Horse and Hedge Shears 


READING, PENNA. U. S. A. 














FOR 1949 IT’S THE 








LINE 
FOR GREATER DEALER PROFITS 





JACKSON MANUFACTURING CO. 


HARRISBURG, PA. 
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a® 
> 
KINGPSHR ) 
aie Ina 
_ Competitive 
IRV pie Market 


Athletic Goods 





® If you are looking for FISHING TACKLE and 
ATHLETIC GOODS which you can sell to your 
customers at fair prices, and with satisfactory 
profit to yourself, don’t fail to— 


i 
. a 


Special Exhibits 





January 29 to February. 4 


| ATLANTIC 

| CITY 

| ROOM C—CHELSEA HOTEL 
| 


On the Boardwalk next door 
to the Ambassador Hotel 











@ When in attendance at the Annual Convention and 
Show of the N. S. G. A. [National Sporting Goods 
Association) Jan. 29 to Feb. 4, make it a part of 
your program to come over to Room C, Chelsea 
Hotel, and see these exhibits featuring KINGFISHER 
Fishing Tackle and TRUSPORT Athletic Goods. 


* NO TRIP TO THE N. S. G. A. CONVENTION 
WILL BE COMPLETE WITHOUT A _ VISIT 
TO THIS EXHIBIT 





VISIT THESE SECTIONAL EXHIBITS 


BOSTON—February 22-23-24—at the Statler 


Hotel 


BALTIMORE —February 28 to March 3—at the 
5th Regiment Armory 


CLEVELAND —Februcry 8-9-l0—at the Cleve- 


iand Auditorium 






+ F 
a * 
Oo 

TH 


Est. 1811 


615-819 ARCH ST., PHILADELPHIA 5, PA 


| EDW. K. TRYON CO. 
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ORDER THESE 


Profit Leaders: 6: 


proof Handles 
Forged Chrome 


SOCKETS 
sera’ \ You'll Soon Want More From INDESTRO’S forced Crome SF 
} ‘ 


Chrome Alloy 
Steel 
20 Boards of Farm and Tractor Tools 
Put these Profit Leaders out in front and watch sales go up on 
all items of your full Indestro Farm and Tractor Tool Line! 


Use the PROFIT LEADER Formula for Successful Tool Selling 
like thousands of aggressive dealers are doing! Display 
these 6 Tool Merchandising Boards, then watch them 

catch your customers’ attention and open up sales 
all the way down the most complete line of tools — 


from 117-piece Master Mechanic ‘‘Streamliner 
OPEN END Tool Chest to midget screwdrivers! sieianies 
5 Make Yours a Profit Leader Tool Business ‘ _Soecel Heat 
’ 3 reated Forged 
Heads 


WRENCHES 
Drop forged 
Select Steel 3 
“Ailoy Steel € Today! Start now by sending for Indestro’s 
1 y new Catalog INH2, as well as complete 

details about Indestro’s fast-moving 

1948 PROFIT LEADER DEALS which 

include FREE tool display boards! 


INDESTRO 
Toots for Sevvice \ rw 


INDESTRO MANUFACTURING CORP. By 
N. Kildare at Schubert, Chicago 39, Chrome Alloy 
BOX WRENCHES lllinois, U. S. A. St 
Drop-forged 
Select Steel 
and Chrome 
Alloy Steel 




















“¢ Profits! 


Protection! )< 





2024 NORTH RACINE AVENUE 
oo pier Vclomer pal 9S), fe} 5. 








HARDWARE AGE, JANUARY 


13, 


‘Chicago Lock Co. 


1949 





<a 


eS ee So 


WITH NEW 


ED 


KK TOOL DISPLAYS 


yw SHIPPED WITH DISPLAYS AND 
ba TOOL STOCKS IN ONE PACKAGE! 
Already proved sales builders, P & C displays are even 
better in the new KK series. Now you can order the displays 
you need and they will arrive with tool stocks in the same 
package—ready fo set up in a moment and start making 
tool sales for you. Only popular, fast-moving items are 
included on these displays so you can be assured of maximum 


tool turnover and larger profits. Order your KK displays from 
your distributor today or write for complete information— 


- _ 


5 of the 10 KK display boards available 





@ Plainly marked tool sizes and 
prices for customer “self service.” 
@ Hardware pre-mounted— 
ready to use. 
® Streamlined stocks—no 
slow movers. 
@ Island mounting hardware 
available. 
® 10 boards and stocks to 
choose from. 
® Boards free, if ordered with 
tool stocks. 
®@ Eye-appealing new designs 
for your store. 


P&C HAND FORGED TOOL CO. 


BOX G, MILWAUKIE P. O. PORTLAND 2, OREGON 


anc up NEW PROFITS win 
SENSATION MOWERS... 


A Gasoline or Electric Model For Every Grass Cutting Need 


Homes ¢ Estates « Parks « Institution Grounds ° 


MODEL H7 SP 


Here is a quality-built but low cost, 
self-propelled mower. Available with 
or without Sulky. You'll find your 
park commissioner and your customers 




















HERE'S WHY SENSATION 
DEALERS MAKE MONEY 


@ Sensation Is Priced Right. Compare 
it with other power mowers. You'll 
find Sensation gives greater dollar 
value. No matter what size lawn 
your customers have, or how many 
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dollars they have in their pockets, 
you'll find a Sensation model to fit 
their needs. 


Good Profit Margin. Sensation is 
priced to give you a good return for 
your selling effort. Margins are bet- 
ter than on many major appliances. 


Sensation features help to increase 


your profits. 


@ Trouble Free Service. Simple, sturdy 
construction means low maintenance 
cost for customers . . . no service 
problems for you. There are no cut- 
ting bars or multiple blades to get 
out of line. The Sensation blade can 
be sharpened with a good file. An- 
other reason Sensation customers are 
Sensation boosters. 





@ Sensation Builds Sales. The one-piece gasoline models. It allows ye 
whirling blade, pioneered by Sensa- 3 h.p. the operator to vary the /\ ¥ Model B 17 E is 
tion, exclusive Adjusta-Hi-Cut, light- Sensation ae height from by. \y an ideal electric 
. A ’ h Mono-Cycle to 4%” in one minute's mower for the 
weight construction, world’s cham- engine. time. All he needs is a fj home with a fifty 
pion Mono-Cycle engine and other Cuts a 20” crescent wrench a r sixty foot lot. 





who have large lawns are ready pros- 
pects. Model H 7 SP will reduce their 
labor and provide better lawn trim- 
ming. Price $299.50, Sulky $39.95. 


ADJUSTA-HI-CUT 


This exclusive Sensation 
feature is found on all 








Model B 29G 
uses @ 


swath, Priced at only 
Priced at 


$18950 ~ 59950 


Write for information on Sensation’s complete line of power 
mowers. We will present you with an interesting profit picture. 


SENSATION MOWERS, INC. sox Hai49 - RALSTON, NEB. 
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THE AMAZING 


Streamline 
LAWN SPRINKLER 





CIRCULAR SPRINKLING 
PRODUCES UNEVEN 
SATURATION 


SQUARE SPRINKLING 
GIVES THOROUGH 
SATURATION 





Decidedly there are dozens of Lawn Sprinklers on the market, 
but—there are none as efficient as the STREAMLINE Lawn 
Sprinkler. No substitute, cheap materials are used in the 
manufacture of this product. It is constructed entirely of dur- 
able, non-rusting metals, and made to last without attention, 
for years. You don't have to assemble or adjust it—nor does 
anyone else—that is done at the factory. It is strictly a quality 
product and should be sold as such, 


Here are its qualifications: 


1. Saturates in squares instead of circles. 

2. Sprinkling range of from 3 to 24 ft. on the side. 

3. Operates from 4 lbs. of water pressure up. 

4. Sprinkles right up to, and parallel with its base. 

5. No attention required. 

6. Constructed of durable, non-rusting metals. 

7. Eliminates wet sidewalks or sprinkling cars in 
the driveway. 


STREAMLINE Lawn Sprinklers are sold through your jobber. 


STREAMLINE 


PIPE AND FITTINGS DIVISION 


MUELLER BRASS CO. 


PORT HURON MICHIGAN 


Mueller Brass Co. Products 
are recognized throughout the 


nation as quality products, 
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HAND AND POWER 
MOWERS — BUILT 
FOR SERVICE AND 
DURABILITY — 
SOLD TO DEALERS 
THROUGH JOBBERS 

















GRIPTROL ! 
The amazing 
new Homk« 
feature — fin- 
gertip control 
through the 
handle grips. 















TRULY A 
QUALITY 
PRODUCT 







Homko Products for Home Comfort 


WESTERN TOOL & STAMPING CO. 


2725 Second Ave. . Des Moines, lowa 





@ KEYSTONE Alclad Aluminum Screen 
Cloth can be sold by you with confidence. 
Will not stain or discolor woodwork or 
masonry. Red rust is eliminated, appear- 
ance improved... light, strong, durable 
ond pleasing to the eye. 

@ KEYSTONE Bronze Cloth—both 
Bright and Antique finish, woven from 
highest quality commercial bronze wire of 
90/10 analysis. Combines beauty, hard- 
ness, strength and resistance to atmos- 
pheric conditions. 


@ KEYSTONE Galvanized Steel Wire 











Write for free Cloth, made of specially selected analysis 
catalog and es- copper bearing steel, gives strength and 
timating tables rust resistant qualities. (Due to present 

today. critical steel situation, this type of cloth is 


woven only in limited quantities. 


Keystone Wire Cloth Co., Hanover, Pa. 
DIVISION OF 


SENECA WIRE & MFG. COMPANY 


FOSTORIA, OHIO 
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KLEINS 


FOR 


@ To men who want the best there is only one 
make of pliers—Kleins. There’s good reason 
for this widespread preference among skilled 
craftsmen in every field. — 

Klein Pliers have the proper balance... just 
the right spring to the handles to prevent hand 
fatigue . . . a fitted hinge that keeps jaws per- 
fectly aligned .. . carefully matched knives that 
stay keen. 

The Klein line includes pliers for every pur- 
pose. Keep these quality tools on order. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 


No. 201. Original pattern 
husky Klein Side Cutting Plier. 
Square nose. 


No. 242. Klein Oblique Cut- 
ting Plier (heavy-duty pattern). 
A very useful tool that cuts 
close. Length, 6 inches. 


Made in four 
sizes—6, 7, 8, and 9 inches. 





No. 203. Klein Long Nose 
No. 201 NE. The famous Plier. Long reach of jaws per- 


“streamlined” Klein Side Cut- 


mits getting into difficult places. 
ting Plier. Made in four sizes Made in 6 and 7-inch sizes. 


—6, 7, 8, and 9 inches. 






The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful tool information, 
will be mailed on request. 






Established 1857 






ues KLEIN 


200 BELMONT CHICAGO 


& Sons 
Chicago, I1., U.S.A. 
18 ILL 
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standard 
steel 


uprights 


whether you 





build your own shelving or buy 
a complete installation, 
insist on Hirsh Steel Uprights 
for a speedy and economical job. 
MORE THAN 30 ADJUSTABLE STYLES TO CHOOSE FROM 


S. A. HIRSH MANUFACTURING CO. 
3119-21 West Lake Street + Chicago 12, Illinois 


Gentlemen, Yes, I am interested in Hirsh Standard Steel 
Shelf uprights. Please send your latest catalogue and prices 


FIRM NAME 





LINE OF BUSINESS 





ADDRESS. 





CITY __ ZONE STATE 
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A 


the automatic water pumping 
system for shallow wells that 


OUT-PERFORMS ALL OTHERS 


In the laboratory...in the 

field, month in and month 

out, year in and year out, 

pes ormance proves 
RIO superiority. 


The simplified LERIO 
principle makes installa- 
tionand maintenance easy 
as ABC. Here is the pump 
that fits directly onto the 
well pipe or casing...re- 
quires no additional 
plumbing, no separate 
storage tank...delivers 
fresh water right from 
the well. 


THE LERIO 


Simplicity of Design 


Sturdiness of Con- 
struction, brings to your customers... 


1. Low Initial Cost 
2. Low Operating Cost 
3. Low Maintenance Cost 


ONE INSTALLATION WILL 
SELL A WHOLE The main fea- 


NEIGHBORHOOD! am hee 
antes 
me Numbers 
» se” 2091499, 
2394191 
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Attractive Rainbow Display 
s E L LS EAGLE 


HYDRAULIC 
PUMP OILERS 


One half dozen Eagle 
Improved Hydraulic 
Pump Oilers enameled 
in red, green and blue, 
equally assorted, dis- 
played in colorful coun- 
ter carton. Popular % 
pint capacity size. 6/ 
welded steel bent 
spouts. Fast moving 
merchandise. 












loa Le 
" ~- \ —e. 


ft Si 


EAGLE OILERS FOR EASY OILING 


EAGLE Welded Steel 
Can fills need for leak- 


proof container. 


Eagle welded steel cans for oil and 
gasoline reflect famous Eagle qual- 
ity construction. Welded inte one 
Ppiece—no seams or joints—tested 
individually under air pressure be- 
fore leaving the plant. Guaranteed 
against leakage. A dependable 
et item that is profitable to 
sell. 


Order from your Jobber. 


EAGLE MANUFACTURING COMPANY 
Dept. 149, Wellsburg, West Virginia 
“Serving the trade since 1894” 














i inelel-Vinlels aiilacm see) 


an presents“ KEILSON” 
MAIL BOXES 











HA 
a i‘ Ki ue i 


q a Dina a ; 
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Hy | is - i 





_ = 








e ee a psa 


0. Inc. 


OOKLYN 5, NEW YORK 
GO SALES OFFICE: 180 N. WACKER DRIVE 
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Best in Shooters Equipment 





for all 
Popular 
Cartridges 


4 > 
The IDEAL TRU-LINE JR. is a sturdy and com- 
pact press for producing reliable ammunition quickly 
and easily—a typical example of well designed, well 
made, reasonably priced Lyman line of equipment 
for shooters including: 
LYMAN METALLIC SIGHTS 
IDEAL RELOADING TOOLS 
LYMAN TELESCOPIC SIGHTS 
CUTTS COMPENSATORS 

Priced for Jobber and Dealer acceptance and 
backed by national advertising. 


LYMAN GUN SIGHT CORP. 
pone Middlefield, Conn. 














Sel the best! GHICAGg” 
ROLLER SKATES 





No. 101 TRIPLE TREAD STEEL WHEELS 


FLYING ne 


Skates 
Wo. 181 SUCCESSFUL RUBBER TIRES 


zerne 


No. 173 SOLID STEEL WHEELS 





A Profitable Line-Nationally Advertised 


Sell “CHICAGOS” .. . 
the World’s Finest. 

Your customers will appreciate the variety available: Triple- 
Tread or Solid Steel Wheels, Lighter Juvenile Models, or 
successful Rubber Tires. 

Nationally Advertised in Life, Popular Mechanics and Juvenile 
Magazines to increase the popular demand and boost your 
sales and profits. “CHICAGO” Roller Skate quality and 


the Choice of Champions .. . 


super-service will promote good-will. 


Demand "CHICAGOS" from your Jobber 
or write us giving Jobber's name 


CHICAGO ROLLER SKATE CO. 


Mfgrs. of Rink & Sidewalk Roller Skates, 


Industrial Fuses — Screw Machine Products 


4456 W. Lake St. Chicago 24, Ill. 
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«end More...of 












































OZARK } FEATHERLIGHT 
9SS0G / (8SSD6) 
/ $200 
a / y 8 Retail 
f / 
/ / SUPER VALUES 
/ IN H-I TUBULAR 
STEEL RODS 
e « ©H-I’s exclusive 


/ / induction heat treat- 
ing process and alloy 


‘ steel “step-down” con- 

struction give these rods 

a lithe, live action. Both 

rods are rust and chip re- 

sistant, and have offset cork 
grips, locking reel seats. 


/ OZARK (9SSDG) ... Carbaloy 
nylon wound guides and tip 
( top. Attractive ... chip proof 
white baked enamel finish. 
Lengths—5 and 5% ft. 
FEATHERLIGHT (8SSDG)... Striking 


Metalustre finish. Stainless steel 
guides and tip top. Length—5 ft. 


/ 


Feature 





THE LINE WITH 
EYE AND BUY APPEAL FOR 
THE GREAT MASS TACKLE MARKET 


Check the outstanding features of these 
nationally advertised H-I tubular steel rods 
...and look at the low, popular prices! 
That’s the kind of value you need to build 
a bigger-than-ever tackle volume during 
this tough, competitive year. And that’s why 
it’ll pay you to stock and feature H-I’s super 
values in rods, reels, lines, lures for every 
fisherman and every kind of fishing. For im- 
mediate delivery, mail your order direct to 


HORROCKS IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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Custom=-Made 


HOME MARKERS 








GREATER PROFIT 
FOR YOU 
WHEN YOU 
MAKE 'EM UP YOURSELF! 


Never before could you sell custom-made home 
markers at such amazingly low prices . . . $5.00 and 
$3.00 complete retail . . . with better than 40% 
profit for yourself! Every home-owner will want 
one for the convenience of guests and to lend charm 
to his home. 


ASSEMBLED IN A JIFFY WITH 
JUST A SCREW DRIVER 


Order the new McNulty Home Marker Kit, ...a 
self-selling display containing a full assortment of 
numerals, letters and 18” weather-resistant wrought 
iron stakes. Letters and numerals are 214” high... 
made of U. S. Standard Aluminum Alloy, and “re- 
flectorized” to shine at night. 

You can make up a custom built name marker or 
number sign in a jiffy just by screwing in five screws. 
One sale makes another when you sell McNulty 
home markers . . . everyone wants to “keep up with 
the Joneses!” The McNulty Home Marker Kit re- 
quires little counter space ... attracts plenty of 
attention . .. makes plenty of sales. Complete Kit: 
$70.00. Order extra stakes, letters and numbers as 
needed. Your profit, remember, averages better 
than 40%! 


WRITE TODAY FOR COMPLETE INFORMATION. SOME 
TERRITORIES STILL OPEN FOR MANUFACTURERS 
REPRESENTATIVES 


McNULTY DESIGN STUDIOS, inc. 








Westport, Connecticut 


250 





MORE BRUSHES—MORE SANDPAPER—MORE TOOLS and SUPPLIES! 


It’s a Promise! You can share in 
extra heavy profits now being made on 
home building and modernization jobs 
by owning and renting out this new 
Lincoln Speed-O-Lite 7” Sander. Cus- 
tomers eagerly PAY UP TO $5 PER 
DAY in rentals alone. 









Besides, each rental customer 
invariably buys paint, varnish, 
filler, brushes, sandpaper, tools 
and supplies to keep your cash 
register ringing up MORE 
PROFITABLE SALES. 


Install This New Lincoln 


SPEED-O-LITE 7” 
Hi-Speed Rental Sander 


Take advantage of Lincoln’s 
Easy Payment Plan which en- 
ables you to retire your invest- 
ment out of increased profits. 


Write for Proof of the Big Money 
Making Power of Speed-O-Lite 7'° 
Time-Payments to Suif Your Needs. 


} FLOOR MACHINERY COMPANY, Inc 
1752 WEST VAN BUREN ST.. CHICAGO 7, ILLINOIS 





... by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 
ally advertised. 
Replacement guar- 


antee. 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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pant “3 MODEL 
POWER 
PO AWK MOWERS 


STREAMLINED ... EXTRA STRONG 


It’s the finest Handy-Dandy Power Mower 
ever built. Quick consumer acceptance. 


Handy-Dandy Exclusive Features..... 
® Mower is self propelled. 
® Moving parts protected. 
® Sturdy, aluminum alloy 
castings. 
®Pennsylvania’s best 
heavy duty 5 blade, 19 










inch mower. Other 
®Lauson 1% h. p., 4 Models 
cycle Engine. Available 


® Sure grip, heavy rubber 
tires. 

® Sectional 
rollers. 

®Single, positive clutch.. 

® Finger tip 
controls. 

® Operates on 
terrace. 

® Easily 
sharpened. 

® Light enough 
to carry. 


®In attractive 
colors. Write for open dealers’ territories 


LE CLAIRE MANUFACTURING CO. 
LE CLAIRE, lOWA 
Manufacturers of the Handy-Dandy Lawn Mower Conversion Kit 


Hardwood 


Priced to Meet 
All Quality Competition 











CLARK 
A FLUE STOPPERS 


now 


Available 


GE 





FRONT 





Featuring: oan 
Attractive assortment of pictures lithographed on 
metal blanks permanently clenched into the face 
of the flue stoppers. Folding wire fasteners at- 
tached to slots raised from the metal of the blank. 


Biank Shipping Weight 


Diameter Fasteners Per Doz. Per Gross 
#3 Ivory 8-17/64"" 6° or 7"' 3 Ibs. 7 oz. 43 Ibs. 
#8 Ivory 9%,"" 7"' or 8" 5 Ibs. 62 Ibs. 
Packing—!I dozen per carton, | gross per case 


Order from Your Wholesaler, or Write Us for Reference 











ROCKFORD, 
ey ILLINOIS 





J. L. CLARK MANUFACTURING C 
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Most Versatile 
Hand Tool! 


Does jobs no other tool can do. Double-lever action 
LOCKS jaws with tremendous grip—quickly adjusts 


World's 


to non-locking action. New Involute Curve holds all 
shapes—nuts, rounds, irregular shapes, with unbeliev- 
able ease. Has Knurled Jaw Tips that do not slip. 
Thin Nose. Super-Wire-Cutter. New Geometry gives 
more power—easier opening. Fine alloy steel. Nickel 


plated finish. 


WITH Cutter—No. 7W— 7", $2.25 
No. 10W—10", 2.50 

WITHOUT Cutter—No. 7C— 7", 1.85 
No. 10C—10", 2.25 


VISE-GRIP Welding Clamp 


LOCKS parts in alignment, freeing both hands for handling 
welding equipment. Deep-throated U-shape jaws provide 
perfect visibility and working space 
Quick jaw-adjustment to 1%". 9" 
long. Only $2.95. 





Order from your Jobber 
PETERSEN MFG. CO., Dept. H-1, DeWITT, NEBR. 
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‘april 10-14 


Exhibits by manufacturers only. National 
prestige lines. Regional Show for all 
Western States buyers. Five complete 
floors. Sunday thru Thursday. Plan your 


buying trip now! 





alexandria hotel 


Managed by Los Angeles Trade Fair Inc. 
{os Angeles Chamber of Commerce + Los Angeles 15, California 
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Once 


community, you might actually be able to take 


Garba-Vators start selling in your 
off time for a ball game. Garba-Vator is a high 
profit line that boosts your sales volume . . . makes 
business more profitable for you. 


It's worth that extra effort to get Garba-Vator 
sales started with your customers, because once it's 
started, sales are automatic and profits are con- 
tinuous. 








*The Garba-Vator is a unique, new garbage 
can rack—tip-proof, dog-proof, wind-proof 
and kid-proof. It ties in with the rodent con- 
trol program now being vigorously promoted 
nationally. 











For complete information, sent airmail, 
write today. 


HIGHLAND INDUSTRIES, INC. 


2255 SO. DELAWARE ST. DENVER 10, COLO. 


SEER a CoRR - ne CEE orearnaEE 
252 





L-SOM near: as RECORD-KiTS 


Spark Sales in your Venetian Blind Department 


Store traffic does not by-pass your Venetian blind section 

when you display RU-SON Kits prominently. Their color 

and low cost make them an easy over-the-counter sales 
leader. 

Attractively packed in neat cellophane wrapper complete 
with instructions. Sell them on do-it-yourself basis. One 
dozen solid woven ladder Re-Tape Kits, one dozen Re- 

Cord Kits in display box. Sixteen harmonizing 

colors to match any style of decoration. 






Write now for 
full information. 
JOBBERS.... 
DISTRIBUTORS 


Ask us about the fast 
moving RU-SON tine. 


J. RUBENSTEIN & SONS 
215 Neptune Avenue, Jersey City, N. i 





| “2 er> DURO METAL PRODUCTS CO. 


2649 N. Kildare Ave., Chicago 39, lll. 


Also Makers of DURO Machine hine Tools 4 








fines ASH SIFTER quai 


BARREL TOP MODEL Improved! 
All Steel Construction 


Here is the first real quality post-war 

ash sifter in the same old popular style. 

Made of heavy 214 mesh, 18 gauge 

steel wire cloth locked and welded 
312” Deep into heavy metal rim. 
42” Handle Welded handle loops. 

JOBBERS;: If you have 

SOLD THRU JOBBERS not secede i today. 


DEALERS: Send for name of ane st ne. 
. . »« CIRCULAR ON REQL 


THE DI N00 <> UH (COMPANY 






Sree 
1314” Top Diameter 














1100 ALTAMONT AVENUE SCHENECTADY 7, N. Y. 
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The most valuable contract in any business when destroyed 
by fire is worth only the paper it is written on — because a 
fire insurance policy will pay only the value of the sheet of 


paper, — no value for the intent or contents of the contract. 
fo your customers 
Protectall safes — with the Underwriters’ 


C Label — will provide ample protection 
against fire up to 1700 degrees for one hour. 





Do a real service to your trade—and make a 
HIGHER PROFIT ON YOUR INVESTMENT. Add 
PROTECTALL SAFES to your stock lines. 


PROTECTALL MFG. CORP. 
938 South Salina St., Syracuse, New York 























SHOE LASTS ano stanps | A COMPLE TE LINE 


OF MORTISE, TUBULAR AND RIM LOCKSETS 


The lasts are the latest 
style toe. One last espe- 
cially for ladies shoes. 
Also extra heel to repair 
all sizes of heels. Made 


strong and practical. 
14" and 20" Stands. 





From front door to back, ° 
from ¢ellar to garret, for com- ; ; 
plete satisfaction use depend- | 





THE POPULAR “STAR HEEL PLATES” able, long-life Skillman hard- | jj—MP) 
ALWAYS IN DEMAND AND PROFITABLE a eee 

| perience in the manufacturing © 
FOR YOU TO HANDLE. MADE IN SIZES | of fine hardware by skilled © 
000 TO 6. ORDER YOUR SUPPLY TODAY. craftsmen, every piece must « 


meet exacting inspection before ~ 
it leaves our plant. E 


Be assured of trouble-free | 
service — take advantage of | 
Skillman know-how and install‘ 
hardware that will withstand 
the test of time. 


svar vest pare co. | SKILLMAN 
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MFG. COMPANY 
TPENTON4, WJ. 
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3's \ BOAT SEAT MODEL B.| 
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& 3 3 * THE YEAR AROUND! ion. Clamps lock to seats 
5° \ up to 134” thick. 
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SEsez Y Y 
ee =~ weight folding seats for boats and every 
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construction. Seats upholstered. Clamps lock 


ing 


Built to outlast the average toy 3 to | 





a a automatically. Other exclusive features. Colors: grain r 
“OD >S.. red, green, blue. Priced fairly. 
SEZs 
”“ e pe z= Write today for the full profit 
~~ Oe3: I «65.040 inne wei snestias einem $2 
> = = —<o — oak backrest. Fits 
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ARCHBOLD, OHIO 


Children go for them because they're fun! 








because they train young hands and minds 





steel! Model Toys are working miniatures of 


indoors or out! Electrically welded heavy-gauge 
actual construction equipment. Exact replicas of 


toys 


HEAVYWEIGHT SALES 
FROM FEATHERWEIGHT [anu 
TBOXES aa 


TRANSPARENT 
PYRA-SHELL 


Sales come faster when you dis- 
play an assortment of DeWitt 
Pyra-Shell Boxes. Every fish- 
erman needs several sizes to 
round out his tackle. Show him 
how lightweight and sturdy 
DeWitt transparent Pyra-Shell THESE ; 
Boxes are. Integral snap-type 
locks. Wide choice of sizes and Top qual 


Mr. Joseph J. Barnett 
200 Fifth Avenue 
Room 559 and 553 
New York 10, N.Y 


















best buitt 


ricas 


Ane 


THE CHAS WM. DOEPKE MFG. CO., INC. - ROSSMOYNE, OHIO 


*K 





“Model Toys are advertised in such notional magazines 


as LIFE, SATURDAY EVENING POST, PARENTS, HOLIDAY, HOUSE BEAUTIFUL, and others 


2 oz. 








~ 
w 
a 
o) 





$3 compartment arrangements. By 
3. the makers of DeWitt Ameri- weatherpre 
can-Made Hooks. ole, quick G 
Write today for Free Catalogs light beam 
A full line 


Rill De Wedd ww. 





2117 CLARA. ST. AUBURN, N. Y. 


IN INADA: United 1 r t P.O. Box 3000, Montreal, P. 0 
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Nationally Advertised 


GUN COVERS 
















NO. 1020—Made of No. 8 hose duck, 
trimmed with top-grain cordovan cowhide. Grey flannel 
lined. 


handsomely 










NO. 2110—A sturdy rifle cover made of 12 
oz. duck, flannel-lined. Trimmed with top- 
grain russet cowhide. 






SEND FOR NEW CATALOG OF 
COMPLETE LINE 


BRADLEY E. GRIMES CO. 


Mfrs. of Hunting, Camping, Fishing & Sports Accessories 
W. COLLINGSWOOD HEIGHTS, N. J. 





Display it 
for Quick Sale! 


Bright Light around home and yard 
—on the highway—on farms—for 


outdoor sports—utility—and emer- 
gency uses. 


THESE FEATURES SELL BIG BEAM 


Top quality at a popular price. Lightweight — 
weatherproof. Handy finger-tip control switch. Sim- 
ple, quick adjustment gives choice of powerful search- 
light beam or a broad spread beam. 


A full line of dry-cell or storage-battery models available 


U-C LITE MANUFACTURING CO. 


1036 West Hubbard Street * 


Chicago 22, Illinois 
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BUT THEY 


Beieve RESULT. S| 


® It’s hard to believe that anything as 
tiny as the new Taykit Pocket Stove 
could cook with such complete efficien- 
cy. But thousands of outdoorsmen are 
proving Taykit the most efficient piece 
of camping equipment since the flash- 
light! Taykit’s revolutionary features 
make news — and make sales! 


Tayi 


Smallest Gasoline 
Stove 

Fits pocket or glove 
compartment. Size 
only 1% "x4 V2" x 5” 
Tiny—but Powerful! 
Hot, pressurized blue 
flame boils 2 quarts 
of coffee in less than 
15 minutes. 






So Convenient 
Can be assembled 
and burning in less 
than a minute. No 
pumping, no priming. 


Lifetime Guarantee 
Made of sturdy, rust-, 
salt-, and acid-proof 


Economical 
Only $6.95 retail. 
Burns over 100 min. 


Monel metal. 


Solid 
brass burner. 


on 4 ozs. of gasoline. 
Ss BE READY FOR THE DEMAND 


National advertising in leading magazines will 
tell your customers about Taykit. 

SALES HELPS FOR YOU. [Effective sales- 
producing counter cards, booklets, newspaper 
mats, radio announcements now ready. Free. 


ORDER NOW / FROM YOUR JOBBER 


OR WRITE DIRECT TO: 





TRAVELERS EQUIPMENT COMPANY 


335 Keeler Bidg. Grand Rapids, Michigan 
EXPORT DEPT., LEHARA SALES CORP., 485 FIFTH AVE., NEW YORK 
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the new household 
word for “curtain stretcher’’ 


Tops in value—made of fine quality lumber, with heavy steel zinc-plated 
hardware attached—no loose pieces to handle. Special design makes it 
easy to set up or take down—its many features mean satisfaction, sales 
and profits. Write for descriptive literature and discounts. 


(itustrated) 97.99 “221 $6.99 “322° $5.99 









Prices shown are retail. Inquire about additional low-priced promotional 
ee: WORLDSBEST curtain stretchers. 
——— WORLDSBEST INDUSTRIES, INC. 


WIRE-STITCHED 200 LB. TEST 
CORRUGATED STORAGE CHEST 


Q. Need Solder? 
A. Buy GARDINER! 


Solder the easy way — no fuss, no muss. Use 
Federated Gardiner Brand ACID CORE & C R f€ W - 


SOLDER... the flux is in the solder. For 
automotive and general work. Comes in all D R I Vv E a S 
commercial sizes and quantities. 

UNSURPASSED 


Sedvulace QUALITY 
METALS DIVISION 


plus the 
AMERICAN SMELTING AND REFINING COMPANY EXCLUSIVE GRIPPER 
WHITING, INDIANA (CHICAGO) 


UPSON BROS., INC., 84 EXCHANGE ST., ROCHESTER 4, N. Y. 


® presentation 
® promotion 
® distribution 
®@ sales 
or PRODUCTS OF MERIT il 








1150 BROADWAY - NEW YORK 1, N. Y. 











automatic grip 




















Tru-Test is helping other manufacturers JOBBER 
with this important work. It can help TODAY! 
you, too. Now is the time to investigate. STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
W i e e s . e 
see Camay Distributed exclusively through your jobber 














Division of 
TRU -TEST OAKES b COMPANY Made exclusively for 


650 SOUTH CLAR R - NOI ° . . 
ee ee oe ae eee AMERICAN IMPORT CO., San Francisco, California 








X 


HE ge ett be C F U AC 4 











are the standard for 
strength, workman- _—<t 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest : z 
value in efficient ; a a th 

and economical vise ’ —— ee — INTERCHANGEABLE 
equipment. All types ' VIAL CASES 
for all work. See 








® ee. your distributor. FUE 5 
THE COLUMBIAN VISE & MFG. CO.  F FP 
9017 Bessemer Ave. Cleveland 4, O. 

e MILWAUKEE 13, WISCONSIN 


BOX 97, DEPT. 705 
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ADEMARK 


Concord TRELLISES, ARBORS, FENCES 


Fast-selling, quality spring-time 
merchandise at reasonable prices 





ied Write today for literature 


wha CONCORD WOODWORKING COMPANY, INC. 


sales 
WEST CONCORD, MASS. 


99 


tional 








Get this extra profit NOW! Sell 
MILLER SAFETY HITCH-PINS 


A proven best-seller for implement men; a proven 
better hitch-pin for the farmer. Now, add the 
MILLER PIN to your hardware stock and watch 
it sell! Case-hardening, handy handle, safety 
features, yet the popular 34" size sells for only 
85¢. (5¢ higher on west coast.) Fifteen sizes 
and types. 


Magicdnrell HOOKS 





with Stainless Steel Cables 
SELLS ON SIGHT 
Check these Features 
e Small diameter—minimum visibility 
e Maximum flexibility for long life 
e Reflects color of its surroundings 
e Can't be cut by fishes’ teeth 
e Hand wound and soldered 
e Stainless Steel Cable —Rustproof 
e Greater tested strength 
e Nationally advertised 
SEE YOUR JOBBER 


FREE sample and descriptive material on request. 
MAGIC SNELL TACKLE CO., 536 Hudson Ave., Rochester 5, WN. Y. 








Ask your jobber today. Or write... 


MILLER PRODUCTS CO. 


713-723 CHERRY ST. DES MOINES, IOWA 
(JOBBERS: Write for full information.) 




















OVER 80 YEARS' EXPERIENCE 


PRIEST’S 
CLIPPERS 


Triple plate—copper, 
nickel, chromium finish. 
Ball bearing, easy action. 


“2 
\ 


»Y For PUNMING UP things! 
‘\ MOORE pusu-pins 


Designed to an- 

swer EVERY pin- 
dh - 

pth ye li For HANGING WP Chings/ 

t 

with COMPLETE re MOORE PUSHLESS 

CONFIDENCE. picture HANGERS 

Nationally adver- 

tised. 

















Over 80 years’ experience. 


ASK YOUR JOBBER 


MOORE PUSH-PIN CO. Since /900 AMERICAN SHEARER MFG. CO. 


113-25 BERKLEY ST. PHILADELPHIA 44, PA. NASHUA, NEW HAMPSHIRE, U.S.A. 



































Shelton Planes have the same fine steel 
That gives this razor that smooth-cutting feel. 
A Shelton Brace is just the trick 
To do a job that’s fast and quick. 
They’ve proven their worth in every test— 
For tops in value Shelton is best! 





‘ ” # é ae 
é 3 A & % ee 
ome .) 
J Z © <=, 


SHELTON PLANE & TOOL MFG. CO., 
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PLYMOUTH | 
CARPE? 


~» Pe ae eee = —_ <a 5c 
ROPE + BINDER TWINE ' : " \ee 
BALER TWINE - TYING TWINE fice vi 


- 
MAYE 


The original sponge- 
rubber strip with 
patented no-stretch 
fabric back! 


DOR TITE sp 


STOPS  saueaks, 


RATTLES, DUST AND DRAFTS. 
1000 USES IN CARS AND HOMES. - @ Nationally Advertised 
{MEDIATE SHIPMENT, 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 


@®eeseeeeee#ee?es:se 
ee fee 


Manufacturers of Rubber& Chemical Products Since 1910 





— Tee 
QUWtEMCE WORK 


SADDLE LEATHER ie GLOVES 


@ Holsters, shell cases, cartridge : 
belts, and other Lawrence saddle , per the Got \ 
SEND leather sporting goods are profit Engineered 
FOR CATALOG producors. Made in the West since FOR FACTORY 
OF THE 1857. Nationally advertised in lead- best. 


LAWRENCE ing outdoor magazines. Dealerships me FOR FIELD 


——- available. Write for information. IL LIN G L 0 Vv E C 0. 
FOR FARM 


THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON se a I ager \e 


Send for [ 
Order fror 


@ write for Catalog 








4 types milled }2 = 
jaws, packed in 


pocketsize roll. 


4," “te Handy for K-D 10K 
Mechanics, Hobbyists, PLIERS KIT 


Electricians, Craftsmen, 


Seeemee, de, _( FORGED STEEL, TEMPERED) 
a ea 


MOST ALL SIZES ON HAND 
THEY'RE Ge) TOOLS Atlas Nail Co., Ine. 


20 N. Wacker DrivesPhone ANdover 3-3068# Chicago 6. Il. 
emma cancasren.on. Bk NOTE: WE WILL BUY YOUR SURPLUS NAILS 


STEVENS LEVELS 
sell themselves! ora or 


se V-E ny Sold t y = 
: ar wee ticiine a _ STEVENS EVEL ccvouneall NEWTON FALLS OHIO 


a Va a Oe 


HARDWARE AGE, JANUARY 13, 1949 HARDWA 








UR JOB 


—__—___ 








jC TORY 
FIELD 
FARM 








1949 





! s| 


.- ’ —_ = \ ; = a 
CARPENTERS | mA Els (6 a MASON'S 
— > st — > 
ay Oe —— mn ole] s) woop = —— 
\e2 a ALUMINUM ORIGINATED 1896 AND ALUMINUM ee 


MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY: CATALOG FOR 


maves roors MAYES BROS.TOOL MANUFACTURING CO.,Inc. PorrAustin.MicH. 









— 











EE EE EE 


YOUR CUSTOMER NEEDS 


! HEAT-TIMER 


“GASPRUF” 
GAS TUBING 


Only "GASPRUF" has the 6 
big sales features that mean 
bigger and more profitable 
gas tubing sales. 








THERMOSTATIC 
RADIATOR AIR-VALVE . . . 










BA American Gas Assn. Approval band... 








“* = 

















| SAVES FUEL 
AUTOMATICALLY CONTROLS HEAT OF ADVERTISED ) 
ANY ROOM INDIVIDUALLY AT MOST NATIONALLY ’ 
TL AN T] 4 COMFORTABLE TEMPERATURE. i) 
a, Replaces ordinary air valve. Radiator heats $ 95 
TUBING & RUBBER COMPANY only when temperature drops below valve List Price 
e®eeeee setting and shuts off vent when setting is WRITE FOR 
TUBING ESTABLISHED WE 1066 again reached. Can be used in any one- DISCOUNTS TODAY 
GARDEN HOSE CRANSTON 5 © RHODE ISLAND Pipe steam system. \ 
PLASTIC TOILET SEATS HEAT-TIMER CORP., 160 FIFTH AVE., N. Y. 10, N. Y. 





OLORTOP 


FUSES 


THE COLOR TELLS THE SIZE 





ga BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 











The Fuse That Offers 
BIGGER—BETTER—FASTER SALES 
The same “All Colored’’ SAFETY top 
(NO GLASS—no euts ... NO METAL— 
mo shocks) . . . 5 unit colored cartons in 
7 color eye-appealing display box... 

Profit making ‘‘Sure Fire’’ counter sales. 


ASK YOUR JOBBER FOR COLORTOPS 


“ boxes 


Send for Descriptive Folder. nv A GRUMBACHER 


Order from your Jobber 464 WEST 34h STREET NEW YORK 


TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 


| NEW YORK 

















The Heater You've Waited For 


TERRIFIC VALUE 


Barridon PORCELAIN Heaters fa- 


mous for performance, beauty and | 
| 
} 
| 














rugged construction. Beautiful mod- 
ern design—no bolt, 


one piece welded ONLY 


construction. 7” Por- 


celain steel burner 
base. $ | 
Model 9H with 9" 2. 











burner ...... $28 F.0.B. Hartford 
Model 26H with 2 WARDROBES, CHESTS, UTILITY CABINETS, AND CLOSET ACCESSORIES 
6" burners $30 Model 7H 

se KEEP YOUR EYE ON E-Z-DO! — OVER 101 SUCCESSES NOW 
BARRIDON | —-ud Wore Are On The Way! 

E-Z-DO + 261 FIFTH AVENUE + NEW YORK 

OIL BURNER PRODUCTS CORP. 1855 Industrial Street, Los Angeles, Calif. 
1427 Park St., Hartford 1, Conn. 1128 Merchandise Mart, Chicago, Ill. 





Size 22”216'/,”x33'/,” 


MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


D catal 
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Classified Aduertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words....... $5.00 
Each additional word.......-. -10 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 words 
Each additional word......... -05 


Allow Seven Words for Keyed Address 
or Your Address 








*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 























[Help Wanted +d 





SALES AND 
THOROUGHLY 
refrigerator, builders and 


ADVERTISING MANAGER 
EXPERIENCED in showcase, 
specialty hardware. 


rite stating pertinent details and salary ex- 
pected. Address Box N-7, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





KNOWN PLUMBING SPE- 
CIALTY DISTRIBUTING CONCERN, serv- 
ing the plumber and retail hardware markets, 
needs Experienced Men for decentralization and 
expansion program. Address Box M-647, care of 
ae Ace, 100 East 42nd St., New York 


NATIONALLY 








[Sales Representatives Wanted | 


PLUMBING SPECIALTY FIRM IN NEW 
YORK CITY has Various Territories Open for 
Representatives to sell to Hardware and Plumbing 
Supply Jobbers. Akron Supply Co., Inc., 315-317 
Stanton Street, New York 2, N. Y. 








LIVE WIRE FACTORY AGENTS WANTED! 
To caH Direct on Dealers for New and Superior 
3 ft. high Refrigerator of 3% cu. ft. Capacity. 
Exclusive Territories. Assigned, Liberal Com- 
mission. Give Full Particulars. Apply Box N-4, 
care of Harpware AGE, 100 East 42nd St., New 
York 17, N. Y 





MANUFACTURERS AGENTS—DEALERS. 
POWER MOWERS. Complete line. 4-1939 
models. Rotacut 2-cycle gas and electric. Farmco 
4-cycle gas and “Farmeo 4-cycle powered sickle 
bar mower. Trade magazine advertised. Drop 
shipments. Open account. Liberal commission. 
Big earnings. Hot hardware sidelines. State 
territory. Write fully. Farm Products Co., 
F-2151, Excelsior Springs, Mo. ° 





WANTED SALESMEN—NOW CONTACT- 
ING RETAIL AND WHOLESALE BUILD- 
ER’S HARDWARE STORES can make $200- 
$400 extra per month handling new and _ estab- 
lished builder’s hardware line. Write: Parlyn, 
Ltd., 707 So. Broadway, Los Angeles 14, Calif. 





SALES REPRESENTATIVES WANTED— 
OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER of Builders Hardware is now 
readjusting territories and representation. Will 
create openings for several experienced repre- 
sentatives who have good following and under- 
stand builders hardware. State lines now carried, 
type of trade covered and territory. Address 
Box M-610, care of Harpware Ace, 100 East 





42nd St., New York 17, N. 
WANTED MANUFACTURER’S'’' REPRE- 
SENTATIVES! The most novel and revolution- 


ary electric soldering iron is about to be placed 
on the market. ‘‘Solderweld” has been especially 
designed for use in Radio, Telephone, Electron- 
ics, Automotive Electric, Aircraft, Television, and 


Signal Work. It heats instantly, saves 
current, 50% labor, needs no retinning, abso- 
lutely accident proof, light weight, uses elec- 


tricity only in actual use, and has many more 
Profitable features. We are now allotting exclu- 
sive territories to responsible Manufacturer’s 
Representatives who have best following in the 
Hardware Trade. For ‘details send resume to 
Box N-10, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








HAMPERS 
WOVEN FIBRE BATH ROOM HAMPERS WITH 
SIMULATED MOTHER-OF-PEARL TOPS 
for the Retail Hardware and House Furnishing trades. 
Short line — Quality Merchandise — Popular Price 
Brackets—Volume Sales. Commission Basis. Sales 
Representatives Wanted for New England States. 
Other territories also available, for which your in- 
quiry is invited. 
Address Box N-6, care of HARDWARE a 
100 East 42nd Street, New York 17, N. 














MANUFACTURER OF NATIONALLY 
KNOWN LINE REQUIRES REPRESENTA- 
TIVE for Established Territory—Iowa, Western 
Nebraska and Missouri. Must be wide awake. 
Capable of fully covering area. Give full details 
in first letter. Address Box N-17, care of Harp- 
waRE AGE, 100 East 42nd St., New York 7; 0. Y. 











MANUFACTURERS’ AGENTS TO SELL 
PULLEYS, SPICE RACKS, AND ANODIZED 
BOTTLE STOPPERS. Good commission. Full 
particulars first letter. Address Box N-3, care of 
ee A Ace, 100 East 42nd St., New York 
7, 2. 





LAWN SWEEPER REPRESENTATION 
WANTED. LAWN SWEEPERS 20” and 28”. 
Lowest selling price, unequaled quality. Ex- 
clusive open territories. Representatives of high 
integrity calling on Hardware Distributors, Dept. 
Stores, Garden Equipment Stores. A Hot Item 
and High Commission. Give territory traveled 
and complete reference. Address Box M-675, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y 





ROPE SALESMEN, MANILA ROPE— 
SISAL ROPE. Long established trade necessary. 
Sideline. Write fully giving references. Address 
Box M-607, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





SALESMEN, WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HOUSE to cover retail hardware trade. Terri- 
tories open in entire United States. Write giving 
articulars and territory you cover. Commission 

sis, no objection to non-conflicting side lines. 
Chas. oe Inc., 149 Chambers Street, New 
York 7, N. 





SALESMEN WANTED BY NEW YORK 
CONCERN to call on retailers (hardware-—sport- 
ing goods—War Surplus, etc.) with shears, 
scissors, pocket and hunting knives, kitchen 
knives, etc. 10% commission. State ¢rritorv de 
Box N-13, care of Harpware Ace, 100 East 42nd 
sired and all particulars in first letter. Address 
St., New York 17, y ee 








SALES AGENTS WANTED 


TERRITORIES OPEN FOR LINE OF OUTDOOR 
ELECTRICAL FIXTURES. EXCELLENT OPPOR- 
TUNITY FOR SALESMAN CALLING ON RETAIL 
HARDWARE AND ELECTRICAL TRADE WITH 
KINDRED ITEMS. WRITE BOX M-673, CARE 
OF HARDWARE AGE, 100 EAST 42ND ST., NEW 
YORK 17, N. Y. STATING QUALIFICATIONS. 











SALES REPRESENTATIVES 


To sell nationally known lines of Door Locks and 
other Builders’ Hardware Specialties to Hardware 
Stores, Lumber Yards, etc. National Distributor 
has several exclusive protected territories available. 
Earning potential unusually great, based on high 
commissicns. Permanent, full time. Car required. 


Write full details to Box M-670, care of HARDWARE 
AGE, 100 East 42nd St., New York 17, N. Y. 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 100 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are one hundred complete factory 
lines and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment of lines. Write Sales 
Manager, Box M-272, care of Hardware Age, 
100 East 42nd St., New York 17, N. Y. 
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Classthied Opportumnilien. Seckion... 


[Sales Representatives Wanted] [Sales Representatives Wanted) [7 Accounts Wanted | 


SALESMEN CALLING.ON PLUMBING BUILDERS’ HARDWARE SALESMAN REPRESENTING THE MISSOURI P , 
AND HEATING CONTRACTORS, Hardware | WITH CONTRACTORS FOLLOWING. Must & VARNISH CO. : cone ee ton ee 
Accounts and Building Contractors. Fast Selling | have complete estimating experience. Write giv- | ether line to go with it, for Te xas, Oklahoma, 
Line, Top Quality Brass Items—Plumbing Spe- | ing detailed experience, salary, etc. to Box M-676, | Arkansas and Louisiana or any part of this terri 
cialties and Supplies. Well established firm. Com- | care of Harpware AGE, 100 East 42nd St., New | tory, signed Jas. J. North, 115 N. Montclair St 
mission basis. Give full information in reply. | York 17, N. Y. Dallas, Texas — ’ : 
Address Parliament Products, Inc., 475—5th Ave., 

New York 17, N. Y. 


























a ae aly SALESMEN, SMALL - TOWN 
r nit ope _— SOVERAGE. Houseware, Hardware, Appliance NATIONAL DISTRIBUTORS 
ALUMINUM ae wn Gre cctuameeen Stores. 714% commission. Catalog includes auto- Estabjished—Reliable Aggressive 
DESIRES SALESMEN Al a P “ matic toasters, irons, bathroom cabinets, gas and ANCO CORPORATION Pittsburgh 22, Pa 
to sell Ready Mixed Aluminum Paint and Allied | electric hot plates and stoves, roller-skates, chrome formes 








Products. Liberal commissions. Territories | stools. play-pens, space-heaters, ironing board Branch Offices 

available in the Middle West and Western States. | folding — pon ng ‘sain, . siatle west, oulien New York @ Philadelphia @ Detroit 
We offer an attractive sales plan to our represen- | many  others.. Address Box N-9, care of Cleveland @ Louisville 

tatives. Write for details to Box N-5, care of | Hrarpware Ace, 100 East 42nd St., New York Covering all classes of jobbers. We will carry 
Harpware Ace, 100 East 42nd St., New York | 17> Ny, the accounts or you can bill direct. 

17, N. Y. Write for further information and references. 

















| 
| 
| 





SALESMEN WANTED. MANUFAC- 


TURERS AGENTS NOW CALLING on 

Hardware, Paint and Lumber Yard Trade on SALESMAN OF HORSE RIDING EQUIP- SPECIALIZED, EXPERIENCED 
the Pacific Coast, to sell extra fine quality line | MENT, with established trade, can sell Addi- EXPORT MERCHANTS OFFER 
of paint brushes, Factory executive now on the | tional Line, such as a hardware specialty. EXPORT DISTRIBUTION 
West Coast to interview applicants. Address Box | Calling on hardware, lumber and sporting goods We develop and push the foreign sales of your 


M-671, care of Harpware Ace, 100 East 42nd | stores. in the States of Nebraska and South product, handle all diMfieult paper-work, pay you cash, 
relieve you of expense and headaches. Annual turnover 














St., New York 17, N. Y. | Dakota. Address M. B. Kirk, c/o Hotel Earle, | | 1 500,000. References and details on inquiry 
| Norfolk, Nebraska. KURT ORBAN CO.. INC - 
| Exporters Purchasing Agents 

21 West Street New York, N. Y. 








CUTLERY SALESMEN WANTED — NA- 
TIONAL CUTLERY WHOLESALER has Terri- 
tories Available. Complete lines, knives, shears, 
flatwear, etc. Liberal Commission Basis. Supply 
full experience, record, references, and state ter- 





MANUFACTURERS AGENT WITH WIDE 
COVERAGE of Hardware Dealers and Depart- 
ment Stores in Texas, Louisiana, Oklahoma and 
Arkansas, desires Additional Line of Merit in 





ritory desired. No objection to non-conflicting Sas, i 
se Address reply to Box M-677, care of ‘Harp- Tool, Wheel Goods, Sporting Goods, Builders SOUTHEASTERN STATES 
warE AGE, 100 East 42nd St., New York 17, | Hardware or Housewares Line. Represent one ; 

major line at present.. Proven sales record. Ad- Manufacturer’s Agents. Established 1926. 
aia dress Box M-679, care of Harpware Acer, 100 : 

East 42nd St., New York 17, N. Y. Staff of 5 men. Cover trade 4 times yearly. 


Commission basis, Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 














SALESMAN WANTED. PROMINENT NA- 
TIONAL PAINT BRUSH MANUFACTURER 
ing on paint and hardware dealers, lumber yards, AND “BRANCH MANAGER for national con- 
department stores, industrials, etc. Sideline men cern for ten years. Now at liberty. Have follow- - - 
or manufacturers’ agents considered. Good com-| ing among wholesale hardware, mill supplies, 
missions, Territory protected. Write details of | automotive and machinery houses in So. Cali- 
experience to Box M-672, care of Haxpware AGE, | fornia, Arizona and Nevada. Want major line ROCKY MOUNTAIN TERRITORY—ALL 











100 East 42nd St., New York 17, N. Y. with reputable company. Write John Cusolito, 914 | OR ANY PORTION. Headquarters Denver. 
Main St., Huntington Beach, Calif. Proven contacts hardware, houseware, and elec- 
trical jobbers . . . Key Department Stores 


Brother team guarantees personal initiative and 
active coverage. New autos. Preference given to 
full lines. Address Box M-669, care of Harp- 








SALESMAN WANTED. OLD WELL ES- ware Ace, 100 East 42nd St., New York 17, 
TABLISHED WHOLESALE TOOL HOUSE B.. % 
wants a First Class Salesman, presently cover- COMPETENT REPRESENTATIVE MEM- 


ing Baltimore and Surrounding Territory with | BER OF MANA can give you complete and 
established following. Only those thoroughly | proper coverage in Mich., Ind., Ohio, Ky., Wisc., | —— —_—— — 
familiar with high grade mechanics’ hand tools | Towa, and Minn. Servicing Jobbers and Chains 
should apply. A car is essential, State age and | only. Can use one additional line of Hand Tools, 


full experience. Address Box N-8, care of | Electrical Wiring Devices, and Plumbing Sup- : a lal ea Saale . 

Harpware AGE, 100 East 42nd St., New York | plies. We know the market and the buyers in HARDWARE, ELECTRIC ae. Soe HOUSE- 

17, N. Y. this area. Harold N. Fitting, 4841 South Park | HOLD MANUFACTURERS. | Small, substan- 
tial organization covering Central Pennsylvania 


Drive, Fort Wayne, Ind. . 
: y for last three years. Accounts include retailers, 


chains and jobbers handling above sought lines. 
No hot air given or taken. Address Box M-674, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, 2 








SALESMEN WANTED. RELIABLE ES- 
TABLISHED HARNESS, COLLAR AND 
SADDLERY HOUSE selling complete line in- WANTED BY SOUTHERN MANUFAC. -_ 
cluding kindred items of saddlery hardware, | TURERS’ AGENT—LINES to sell to Hard- — — ; 
blankets, hames, chains and leather. Several pro- | ware and Paint Wholesalers in Maryland, Dis- 
tected territories open. Only substantial aggres- | trict of Columbia, Virginia, North and South 
Sive men who are willing to work hard and on Carolina, Georgia, Florida, Alabama, Mississippi, LONG ESTABLISHED MANUFACTURERS 
commission basis will be given consideration. Ap- | Tennessee, West Virginia, Kentucky and in- |} REPRESENTATIVE IS SEEKING AN AD.- 
plication by letter only. Give full information | cinnati, Ohio. Best reference, 18 years’ expe-| DITIONAL LINE on commission, exclusive 
about yourself and your business activities over | rience. Present annual sales $1,000,000. Address | only Rocky Mt. and Southwest Territory. Address 
the past five years in first letter. Southern | Box M-659, care of HARDWARE AGE, 100 East | Box N-14, care of Harpware Ace, 100 East 42nd 
Saddlery Company, Chattanooga 2, Tennessee. | 42nd St., New York 17, N. Y. St., New York 17, a 
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Clansihied Oppovtumitien. Section... 

















|  fecounts Wanted =f 


[ Business Oppotunitiea | 


| Business Oppcrtunitien | 





YOU CAN HAVE AN _ EXPERIENCED 
MANUFACTURER'S AGENT selling jobber, 
mill supply and industrial accounts in Rocky 


Additional Lines desired are 
chain, electrical devices 


Mountain Territory. 
hardware, bolts, screws. 


or tools. Engineering graduate. Best references. 
Age 35. Good following. Regional Sales Com- 
pany, 1845 South Cook, Denver 10, Colorado. 





| Positions Wanted =| 





POSITION WANTED. MAN 30, WITH 
CAR, desires Position as Sales Representative for 
wholesale hardware firm with territory in Central 
New England. Address Box N-16, care of Harp- 
ye Ace, 100 East 42nd St., New York 17, 





ARE YOU CONCERNED ABOUT SALES 
IN 1949? Available to a reputable manufacturer. 
A successful, experienced executive salesman, ex- 
perienced in "hardware specialties and paint. With 
a national concern 15 yrs. hecoming district sales 
manager. Can offer the hest of reference. De- 
sire position in sales management or traveling 
Ohio, Indiana. Address Box M-678, care of 
Harpware Acr, 100 East 42nd St.. New York 
7 a © 





| Bariness Opporvtunitiea | 





FOR SALE—-OLD ESTABLISHED HARD- 
WARE STORE in New Jersey—will sell for in- 
ventory, value approx. $30,000-—-Stock includes 
Farm Supplies, Implement Repairs, Paints, 
Housefurnishings, Seeds, General Hardware. Lo- 
cated in good farming community. Address Box 
N-12, care of Harnware Ace, 100 East 42nd St., 
New York 17, N 








WANTED TO PURCHASE HOUSEHOLD | 


GADGETS AND SPECIALTIES from Manu- 
facturers. Items in the 10¢-25¢ retail price range 
suitable for mailing required for export. Write 
fully in confidence. Address Box M-680, care of 
Harpware Ace, 100 East 42nd St., New York 
7, N. ¥ 





FOR SALE: GENERAL HARDWARE BUS. 


INESS GROSSING OVER $300,000. Located 
Atlantic Seaboard in Florida. Principals retiring. 





Lon Worth Crow Co., 19 West Flagler St., #510, 
Miami 32, Florida. 
FOR SALE—GENERAL STORE, HARD- 


WARE, APPLIANCES, AND ALL OTHER 
MERCHANDISE for the Farm and Home. In- 
ventory some over Twenty Thousand Dollars, will 
reduce to suit buyer, will lease buildings and 
fixtures at 1%4 percent of sales on long term con- 
tract. Main Lines stocked are Groceries, Feeds, 
Meats, Dry Goods, Hardware, Appliances, Pack- 
age Drugs, Shoes and Many Others. For informa- 
tion write Herman H. Wolken, Barneston, Gage 
County, Nebraska. 





FOR SALE—HARDWARE AND PAINT 
STORE. Well established on Main St. of fast 
growing Long Island (Nassau County) town. 
$70,000 yearly volume, lease, low rent. Very 
Modern Store with good clean stock. Inventory 
is more than sale price of $27,500 cash. Partner- 
ship disagreement. Address Box N-11, care of 
Harpware Acr, 100 East 42nd St., New York 
i es Ee 








CLOSE-OUT 
Due to cancelled export orders we are selling 
far below purchase price: 
SHEEP SHEARS, HORSE SHEARS AND GRASS HOOKS 
Write for details to: 
ANCHOR MERCANTILE CO., INC. 


|| 34 West 33rd Street, New York 1, N. Y. 
Tel. CHickering 4-8760 




















SUCCESSFUL HARDWARE, PAINT AND 
APPLIANCE BUSINESS OPERATING FOR MAKY 
YEARS IN EASTERN PENNSYLVANIA FOR SALE 


because of age of owner. 1947 sales over 


$120,000 gross. Complete stock, no _ in- 
|| debtedness. Owner will consider mort- 
gage or lease on building, if necessary. 





Address Box N-2, care of HARDWARE eee 
| 100 East 42nd Street, New York 17, N. 











WELL ESTABLISHED BUSINESS 
FOR SALE 
After 27 years I desire to retire. Will sell for 
inventory approx. $44,000. Well known, good 
paying wholesale and retail business, consisting 
of Precision Tools, Hand Tools and Power 

















Tools. Full details on reuest. 
+r TOOL & SUPPLY CO. 
1401 St. Cleveland 14, Ohio 
| 
| 
| 
FOR SALE: HARDWARE—ROOFING 


PLUMBING—HEATING STORE in Wester: 
Pennsylvania. Approximately $18,900.00 Tnven 
tory. Will sefl inventory at cost and lease build- 
ing to satisfactory person. Approximately $75,- 
000.00 in business 1948. Mostly over the counter 
| cash sales. Write Box N-15, care of Harnware 
| AcE, 100 Fast 42nd St., New York 17, N. Y 





Keep In Touch With The “OPPORTUNITIES” In The Trade— 


Hardware manufacturers, manufacturers’ agents, jobbers, jobbers sales- 
men, retailers and retail salesmen all use the medium that covers and con- 
tacts the hardware trade most thoroughly—Hardware Age. They know that 


There Are Many Business Opportunities In The Classified 


of this widely read trade publication. 


Hardware Age 


Section 


has been the recog- 


nized leader for bringing buyer and seller, employer and employee to- 


gether for many years. Use it and see if results do not justify every claim. 


HARDWARE AGE, (Classified 


100 East 


Opportunities Dept.) 


42nd St., New York 17, WN. Y. 
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Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 


Actual size of sheets 93 by 12 inches over all; writing area 
B!/. by 11/2 inches. Sheets printed on both sides of white 
paper, with 28 entry lines on each side. PRICE $1 for 200 
sheets (400 pages) plus 25¢ mailing charge. 


















































You can make your annual inventory taking an easier, surer 
job by using the HARDWARE AGE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
us design, 


From the many suggestions received this sheet was designed 
to sell at a new low price—200 sheets for only $1, plus a 
25¢ mailing charge. As these sheets are printed on both sides 
of good white bond paper, this means you really get 400 pages 
of inventory record sheets. Each side of the sheet has room 
for 28 items. Your $1.25 investment provides inventory space 
for 11,200 items. 


During the past years, thousands of retail hardware dealers 
and wholesalers have used millions of HARDWARE AGE 
Inventory Sheets because they found them simple, convenient 


and handy to use. The WHITE INVENTORY SHEETS are 

































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou- 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today, 


Sewsannwcresccccsdeasacccccecscse THI COUPON .nccccesccccncccccecccccccescees 


HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 


Gentlemen: 

| ee Please send me........ hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ mailing 
charge). Also send me........... Binders (50¢ each). Send these to me by return mail. 
Erie ss aenicecsip hth OK Re aos maken awn wamicbenls abe Oeee JE tts iio Ge xictis atsaialea tia Wiyueeten meds epee ems ieee 
RRS arg RC cere pete Ree en aret ee a ee CITY es Ee ee 
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STATESMAN 


NYLON 


BAIT CASTING LINE 


Smoother... stronger ... smaller 
diameter ...and unaffected by 
salt water! Carefully made by a 
Norwich special process—in nine 
tests from 9 to 50 pounds. 

Ask your Jobber Salesman! 


iene 
WORIWECH> 
a agen nell | 


NORWICH, N.Y. 


CHAMPION’ 


LIGHT DUTY 
*C” CLAMPS 
= 
























Your customers will appreciate 
and demand these clamps with | 
Aluminum Alloy bodies and copper plated, steel, precision cut 
screws. Exceptionally strong, yet light in weight, they are handy 
to use on all kinds of clamping operations. Sizes range from 
1%)” to 6” openings with 1%” to 23%” depth. Attractively 
priced. Write for data sheets today. Department H.A. 


THE FAIRGATE RULE 


on eee eT 











| re re ee ee ee | Po oes een ee 





T Squares — L Squares — RULES 
Rustless — Easy to Read 
The FAIRGATE RULE is a precision instrument made of 
duralumin ... strong as steel, light as wood. Will not rust, 
warp, or tarnish. The sharp clear figures are easy to read 


even in the dimmest light. The fine straight edge can be 
used for cutting or drawing. 


, Write for trade prices. 


THE FAIRGATE CO. skooxtrn. 'n. *Y: 














Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE & 
FLOORS-—CREATE QUIET 


"'Domes of Silence'’ 
Glide. 


50c SET - 15¢ SET - 


Name 
on each genuine 


Domes of Silence 
Rubber Cushion Glides 
Marble, Cement and Bathroom Floors. 


Sizes for metal beds, wood beds, large 
furniture. 


For Tile, 
Noiseless 
chairs and all 


Ask your Jobber. i he is not suppliod write to 


DOMES of SILENCE, Inc., 35 Pearl St. N. Y. C. 
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Orchard industvies, tnc. 201 Utica Drop Forge & Tool Corp... 145 M ) N The MOP (0 i3 €. 23 re. 
t 5 -_ 
eee: wr Wy. Ce aa e CHICAGO 16 ILL. 
S0., Inc. 162 v 
peeses = P Vaughan & Bushnell Mfg. Co..... 183 
. Co... A P & C Hand Forged Tool Co..... 245] Vichek Tool Co. ......... 230 
2 eee Pacific Brass & Hdwe. Mfg. Co.. 182 
Paine Co., The . eee 
— ee icone w 
‘arker Mfg. Co. . .. 88 
Peerless pale & Tool Co. - 266 | Webb Products Co., Inc.......... 164 
Peerless Mf. Cor | 189 .. , 9 are 137 
Are Sep lilmpeabdetaatae Western Tool & Mfg. C 264 
243 Perfection Stove Co. .. .. 44-45 | Western Too . sie 
87 Petersen Mfg. Co. ................ 251 | Western Tool & Stamping Co..... 246 
.* 2 Phoenix Table Mat Co. . 22| Wickwire Spencer Steel Div....... 215 
i. Pioneer Gen-E-Motor Corp. 5| | Wiss & Sons Co., J. ve 
7 a Pitegoff Brothers, Inc. _... 93] Wissota Mfg. Co. .... .. 165 
rp. 211 Pittsburgh Plate Glass Co. Wooster Rubber Co. ........... a4 2 V-3 Vise aac Acting @> 
ans i Worldsbest Industries, Inc. a -Clam 
c 242 Brush Div. oe ° oe ° 92 > . ° =. rf P * 
tee Pennvernon Div. . "192 | Worthington Pump & Machinery Drill Press Quick-Acting 
Plymouth Cordage Co. ’" 295g | Corp. ety ... 221 Vise Bench Vise > 
Popular Mechanics Magazine 253 . 
Porter Corp., The J panies kone | 
Propulsion Engine Corp. . — Y 
Protectall Mfg. Corp. ........... 253 
258 Pyrene Mfg. Co. .. ... 185| Yale & Towne Mfg. Co. 3 
Jj Yoder Clutch Corp. 233 | 
127 
ae 223 R Z 
bevenccs ae Railwa 
y Express Agency . 173 | 
: woe SNE So ccccvcdecaseecees 61 | Zachman & Co. : 238 
* 152 eee perro ee 2\.Zim Mfg. Co. ances 234 | 
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TOP SELLERS! 
jo 10 


LIQUID SOLDER 


and CEMENT 


@ BIGGER PROFITS — 
Unusually Good Mark- 
Up 

@ The Well-Known ORIG- 
INAL and SUPERIOR 
Heatless Liquid Solder 


@An ALL-PURPOSE, 
Clear, Waterproof Ce- 
ment of Unusual 
Strength 





Each comes packed 

12 tubes on large, colorful 
counter display card. We will furnish cuts, mats, cat- 
alogue pages or photos for listings in the new year. 
See your jobber or write us today for full details. 


TIP-TOP PRODUCTS CO. 
Omaha, Nebr. 
Also Makers of 
Famous “OK” 10c LINE of Liquid Solders and Cements 


LNs 














&, 


ANNOUNCING — 
Mighty Man 
S Moo 

junior 


H. P. 
MODEL 5 


Same rugged quality as built into the popular 3 H. P. Mighty Man 
All-Purpose Tractor. 

More work can be done...easier and quicker... with the Mighty Man 
Junior and its rugged, expertly engineered implements and attach- 
ments. These include a lawn mower, disc, single plow, double plow, 
cultivator, furrow opener, hilling tools, weeding hoes, seeder, dump 
cart, riding sulky, sickle bar, hay rake, and snow plow. With the 
power take-off such appliances as table saws, cream separators, 
pumps and compressors can be operated. 

Mighty Man Tractors and Implements manufactured and guaranteed by 
FARM EQUIPMENT DIVISION, MARINE IRON WORKS, INC. 
TACOMA, WASHINGTON 














Made of Finest Alloy Steel 
Heavy Gauge 

Correctly Tempered to With- 
stand Heavy Factory Use 


Each Blade Attractively 
Packaged & Labeled 


RIP CROSS CUT 
& COMBINATION 


Deliveries Made 

From Stock, 

Mail & Phone 
Sell These Saws 

At 
COMPETITIVE 
PRICES and 
Make a 

GREATER PROFIT! 
Manufacturers of 
Circular Sows, Band 
Saws, H. S. Planer & 
Jointer Knives, Moulding Blanks, 
Beveled Edge Shaper Steel, Dado Sets 


LAFAYETTE SAW & KNIFE, INC. 


115 BANKER STREET SROGKELYN..22.: 2, ¥. 
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— Peerless 


CARPENTERS’ and MASONS’ 


LEVELS 


Y Accurate x 4 Dependable 


NEW! 


Catalog Available 
in Colors 


t 


| 


| 


Write for your 
copy today 
with price 

list 


| 


Hy 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 
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